


DECEMBER, 1953 





Business - pes % 
es Suppliers 


oS 





A CONOVER-MAST PUBLICATION * 50 CENTS 




















INTERNATIONAL HARVESTER 


SOLUBLE OIL 


At the recommendation of a Texaco Lubri- 


cation Engineer, a test of Texaco Soluble 


Oil C was made in the International Har- 

vester Company’s Fort Wayne plant. 
“Results were outstanding,” Inter- 
national Harvester reports. “With 
Texaco Soluble Oil C, lines stay clean 
—formerly flushed every two weeks, 
now flushed only twice a year. Tool 
life has increased. There is no ap- 
preciable odor problem.” 


Everywhere, Texaco Soluble Oils are noted 
for the stable emulsions they make, for the 
better machining results they give. There 
is a complete line of Texaco Cutting, Grind- 
ing and Soluble Oils to enable you to do 
every type of machining better, faster and 
at lower cost. 


Let a Texaco Lubrication Engineer spe- 





TUNE IN. . 


... with TEXACO 


. METROPOLITAN OPERA radio broadcasts every Saturday afternoon 





cializing in metal working give you full in- 


formation. Just call the nearest of the more 
than 2,000 Texaco Distributing Plants in 
the 48 States, or write: 

The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 


“CUTTING, “GRINDING AND 


SOLUBLE OIL 


. See newspaper for time and station. 





FOR FASTER 
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STAINLESS STEEL WELDING FITTINGS and FLANGES 





To help combat mounting costs in the installation and 
maintenance of piping systems where corrosive or cer- 
tain other service conditions are involved, Grinnell offers 
a comprehensive range of welding fittings and flanges in 
stainless steel. 


e To prevent corrosive attack. 





e To ebtain adequate impact resistance at low temperatures and 
sufficient creep strength at high temperatures. 
e To provide sanitary conditions. 


e Te avoid contaminating the product. 


Grinnell welding fittings and flanges are available in 
types 304, 347 and 316. These are in the chromium- 
nickel grades known as “18-8”. The corrosion resistant 
properties of stainless steels are primarily due to the 
chromium content which ranges from 17% to 20%. The 
addition of nickel in ranges from 7% to 14% improves 
the corrosion resistance as well as the properties at ele- 
vated temperatures. A molybdenum addition of 2% to 
3%, as found in type 316, increases the resistance to 
sulphurous and phosphoric acids, brine and hypochlorite 
solutions, and improves the general resistance to other 
corrosive liquids, as well as improving the physical prop- 
erties at elevated temperatures. A columbium addition 
of approximately 0.4% to 1.0%, as found in type 347, 
creates non-susceptibility to carbide precipitation which 
can cause intergranular corrosion. 


In addition to stainless steel, Grinnell offers welding 
fittings and flanges in carbon steel, nickel, Inconel, Monel, 
aluminum and brass. 


Write for new booklet giving 
complete data on Grinnell stain- 
less steel welding fittings and 
flanges. No obligation. 





Grinnell Company, Inc., Providence, Rhode Island 


Grinnell-Saunders diaphragm valves ° 
industrial supplies ° 


pipe ° 
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stainless steel welding fittings 
Types 304, 347, 316 





DESCRIPTION SCHEDULETt PIPE SIZE, IN.t 
90° Long Radius Elbow 
45° Long Radius Elbow 
180° Long Radius Return 5s, 10s, 400, 00s 200 12 
Straight Tee 
Reducing Tee 5s, 10s, 40s, 80s % to 12 
Cross 

(Straight and Reducing) 5s, 10s, 40s, 80s 1% to 12 
Concentric Reducer 
Eccentric Reducer 5s, 10s, 40s, 80s % to 12 

_ Lateral 

(Straight or Reducing) 5s, 10s, 40s, 80s 1to12 
Cap 5s, 10s, 40s, 80s Ya to 12 
Lap Joint Stub End-Long 10s, 40s, 80s Vato 12 
Lap Joint Stub End-Short 5s, 10s, 40s, Vato 12 








+ 5s is Featherweight, 10s Lightweight, 40s Standard, 80s Extra Strong. 
tlarger sizes available on special order. 


| ERE fk Ree 


stainless steel flanges 








prefabricated piping ° 
Grinnell automatic sprinkler fire protection systems 


150 Ib. and 300 Ib. Steel Flange 
Standard (Higher series available 
on application). 


150 Ib. Corrosion Resistant 
Standard. (For use with schedule 
10s and 5s pipe. Rated at 150 psi 
at 500°F, 225 psi at 150°F, when 











used with full-faced gaskets). 

DESCRIPTION PIPE SIZE, IN. DESCRIPTION PIPE SIZE, IN. 
Welding Neck 
Slip-on . 

. Buttwelding 
Lop Joint Ya to 24 Slip-on Y2 to 12 
Threaded Blind 
Socket Type 
Blind 


GRINNELL 


WHENEVER PIPING IS INVOLVED 


Coast-to-Coast Network of Branch Warehouses and Distributors 


pipe and tube fittings * welding fittings * engineered pipe hangers and supports * Thermolier unit heaters * valves 
plumbing and heating specialties * 


water works supplies 
Amco air conditioning systems 
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The Business State of Mind 


USINESS trends stem from economic causes, but they are substantially 

modified or exaggerated by the business state of mind. Psychological 
factors can temporarily check or even reverse a trend, but when the economic 
factors assert themselves the state of mind will often drive the trend to extremes 
of optimism or pessimism, to the point where the resulting decisions and actions 
in themselves become economic factors to be dealt with. 


The state of business is good, and promises to remain so—provided we are 
realistic in selecting our base of comparison. Unfortunately, the business state 
of mind tends to make its comparisons on the basis of recent peaks of activity 
which were the results of thoroughly abnormal emergency conditions. That 
shows the present, somewhat unfairly, in a relatively unfavorable light. Further- 
more, since we still have some of the recent excesses in expansion to absorb, a 


further moderate decline is in prospect until we reach a position of sound 
economic balance. 


As a matter of fact, however, competent economic opinion tells us that the 
maximum expected decline in production for the present movement will still 
leave the index 120% above the 1935-1939 average. This is far from constituting 
a depression; it is not even a major decline. And the long range upward trend 
is expected to assert itself again in 1954, 


The relatively long period of indecisive movement during 1953 has served to 
condition the business state of mind to this more factual outlook. Earlier this 
year there seemed to be some danger that business might “talk itself into a 
depression”, but as the months went by without drastic change in either direc- 
tion, this danger has become more and more remote. 


October was widely regarded as the critical month, setting the key for future 
developments, When October turned out to be not good, but not as bad as had 
been anticipated, the business state of mind took an immediate change for the 
better. Business commentators made much of the N.A.P.A. Business Survey 
Report for that month, which characterized buying policy as “cautious opti- 
mism”, as compared With the previous “caution”. 


The next step is “confidence”. Nothing could be more effective in establish- 
ing the present trend in its proper perspective. 


* 











CEGISION in mass production 












Miniature bearings are gauged and classi- 
fied to meet various tolerance specifications. 





Visual check under magnification ... 
one of many exacting inspections. 






Ultrasensitive torque testers measure start- 
ing characteristics of low torque bearings. 











To keep pace with the ever increasing requirements of 
modern instrumentation, New Departure has greatly 
multiplied its miniature bearing production . . . built the 
nation’s most modern facilities at Sandusky, Ohio. 


Here is careful craftsmanship, infinite inspection, perfection 
in precision, on a mass production scale never before 
achieved. Here are the latest machine tools, the most 
advanced testing and inspection devices, many of which 
had to be specially designed by New Departure. 


for a personal introduction to these fine new facilities, send = 
for your free copy of our new fully illustrated booklet on NEW DEPARTURE © DIVISION OF GENERAL \ 
New Departure instrument bearings. a arid 


NEW DEPARTURE 


BALL BEARINGS 
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This issue’s important features 
summarized for the busy reader 


Management is naturally and necessarily 
Profit Minded. It follows inevitably in 
these days of intensive competition for 
markets and profits that management is 
becoming increasingly Purchasing minded. 
Impressive testimony on this trend is 
given in the article on page 89, where a 
leading industrialist characterizes purchasing as the 
last horizon for profits. You may wish to pass this 
statement along to your own management, so that the 
last horizon may not become a lost horizon. 





Too often, Castings are regarded as one of those routine 
items in the purchasing program calling for merely 
routine attention. But there are many hidden cost fac- 
tors involved that can make the difference between 
needless expense and a truly competent purchasing 
job. The article on page 98 points out these considera- 
tions that will help toward better purchasing perform- 
ance. 


It is axiomatic that the strength of any successful pur- 
chasing program lies in the development of Dependable 
Sources of Supply. This theme is stressed in the story 
on page 114, with some striking examples drawn from 
the everyday experience of a practical buyer. 


Following the same line of thought, the 
article on page 86 describes a unique 
Quality Control Record that correlates the 
quality of deliveries with a continuing 
record of vendor performance, thus pro- 
viding the purchasing staff with an ac- 
curate rating and guide to the placing 
of orders with a maximum assurance of getting consist- 
ently satisfactory deliveries. The system is simple and 
logical, an excellent example of getting fullest benefit 
from existing information and records. 





For another report on how to set up Quality Control 
procedures within the purchasing department, turn to 
page 91. Experience shows that this system has aided 
both buyers and vendors in meeting exacting quality 
requirements. 


How far should Delegation of Responsibility go? This 
constant problem of management organization and ad- 











ministration, involving the conflicting principles of func- 
tional specialization vs. overall responsibility for results, 
is the theme cf the article on page 71, describing the 
operational plan of a purchasing department in which 
the individual buyer is held completely responsible for 
the orders assigned to him, following through in all 
details. It works. 


This month’s Guest Editorial (page 79) is contributed 
by Glen Wiseley of Detroit, N. A. P. A. Vice President 
for District 4. He discusses purchasing not only as 
a useful business function, but as a career opportunity 
with many personal satisfactions. 


| 


The Purchasing Opinion poll in this issue 
deals with the eternal problem of Back 
Door Selling, which has again come to the 
forefront of purchasing attention as sales 
pressure is intensified. Emphasis in this 
study includes an evaluation of such tac- 
tics, as well as company policies in regard 
to the practice and means of controlling it. Turn to page 
77 for a tabulation of the survey results, and compare 
them with your own experience and ideas. 








Two important product articles appear in this issue, 
providing practical and detailed information for the 
purchasing agent on the factors to be considered in se- 
lecting and purchasing Storage Batteries (page 81) and 
Rectifiers (page 111). Here is valuable reference data 
for the buyer who regularly deals with such products 
as major items of purchase, or for the buyer having only 
occasional requirements in these fields, to whom they 
may present an unfamiliar problem. 


The most troublesome thing about Purchase Law is 
that the general rules do not always apply. Of particular 
interest, therefore, is the article on page 122, dealing 
with some exceptions to the general rule. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 173). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 








COMING—IN NEXT MONTH'S ISSUE 
Simplified Follow-Up Records—Effective Selection of Coals 


Standards—Industrial Truck Maintenance—Terminations 
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Saves time...money 


All steel from one source 


. When you combine all your steel requirements 
on a single order to Ryerson you cut costs in 
many ways. One call—one order—save pur- 
chasing time and you also simplify bookkeep- 
ing—reduce clerical expense. 

In addition, combining most carbon steel 
purchases under the Ryerson quantity dif- 
ferential plan brings further savings. And 
with larger quantities you often effect sub- 
stantial reduction in freight on long hauls. 

All these economies are possible when you 
call Ryerson for steel because Ryerson stocks 
are the world’s largest and most diversified. 
Carbon steel, alloys, stainless—no matter 
what analyses you need, no matter what 


shapes and sizes, you can be practically cer- 
tain of getting them all with just one call 
to Ryerson. 

You can be sure of prompt delivery, too. 
So next time you need steel, no matter how 
many kinds or sizes, call your nearest Ryerson 
plant. 








PRINCIPAL 


CARBON STEEL BARS — Hot 
rolled & cold finished 
STRUCTURALS — Channels, 
angles, beams, etc. 

PLATES— Many types including 
Inland 4-Way Safety Plate 
SHEETS—Hot & cold rolled, 
many types & coatings 
TUBING—Seamless & welded, 
mechanical & boiler tubes 


PRODUCTS 


ALLOYS—Hot rolled. cold fin- 
ished, heat treated 
STAINLESS—Allegheny bars, 
plates, sheets, tubes, etc. 
REINFORCING—Bars & Acces- 
sories, spirals, wire mesh 
BABBITT—Five types, also 
Ryertex plastic bearings 
MACHINERY & TOOLS—For 
metal fabrication 











RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK ° 


BOSTON © PHILADELPHIA © CINCINNATI © CLEVELAND e@ DETROIT 
PITTSBURGH © BUFFALO ® CHICAGO © MILWAUKEE © ST. LOUIS * LOS ANGELES © SAN™FRANCISCO © SPOKANE e SEATTLE 
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Each buyer brings in materials on schedule 





Delegation of Responsibility 
Gets Results in Purchasing 


By M. K, Smith, Chief of Materiel, The Ryan Aeronautical Company, San Diego, California 


N order to get on-schedule deliv- 

eries of quality materials and 
parts with minimum difficulties due 
to shortages, The Ryan Aeronautical 
Co. has evolved a purchasing pro- 
cedure whereby each buyer is held 
responsible for everything that takes 
place in connection with an order 
from the time a purchase requisition 
for that order reaches his desk to 
the day the requested merchandise 
is received and accepted by Receiv- 
ing Inspection. 

The need for this system became 
apparent in 1950 when Ryan had 
more than 250 material shortages 
per week with net annual sales of 
$12,000,000. Its effectiveness is in- 
dicated by the fact that in 1952, 
when net sales reached the $35,000,- 
000 mark, Ryan had less than 50 
shortages per week. 

The general purpose of the sys- 
tem has been to eliminate the in- 
correct decisions and conflicts that 
once occurred due to the assignment 
of separate groups of personnel to 
the related tasks of preparing and 
expediting purchase orders. For ex- 
ample, by making it necessary for 
each buyer to serve as his own ex- 
peditor, we feel that we have given 
our buyers the best possible reason 
for ascertaining the abilities of their 
vendors to make on-schedule deliv- 
eries prior to the placement of or- 
ders. 

The Ryan Aeronautical Co. has 
heen one of America’s best-known 
airplane manufacturers since 1927, 
when Charles A. Lindbergh, flew his 
Ryan-produced “Spirit of St. Louis” 
from New York to Paris. In addition, 
the firm now plays a leading role in 
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M. K. Smith, Chief of Materiel 


at Ryan Aeronautical Company, has held his present position since 1950. Prior to 

that, he had many years of purchasing experience with Consolidated Vultee Air- 

craft Corp. at Louisville, Ky., and New Orleans, La., and with Reynolds Metals 
Company at Phoenix, Arizona 


the development of guided missiles 
and has the distinction of being one 
of the aircraft industry’s largest pro- 
ducers of major components such as 
fuselage sections, refueling pods, 
cargo doors, floor beams, exhaust 
systems, jet engine assemblies, and 
afterburners, which are used in the 
manufacture of many airplanes by 
other companies. 

All Ryan products must meet ex- 
acting quality standards; and, since 
many are manufactured in relatively 
limited quantities, careful planning 
and effective buying activities are 


highly essential to the efficient use 
of our existent plant facilities. 

Top-level responsibility for pur- 
chasing operations at Ryan is vested 
in our Materiel Department, headed 
by C. A. Stillwagen, the company’s 
secretary and treasurer, who has 
in turn delegated authority for all 
such operations to the Chief of 
Materiel. This authority includes re- 
sponsibility for receiving, shipping, 
transportation, and traffic, as well as 
for buying activities and sub- 
contracting. 

From the administrative view- 


7) 





N T. Shaw 
Executive Advisor to the Chief of Materiel 


t, the Chief of Materiel is also 
an’s Purchasing Agent. But, in 
tual practice, most of the au- 
rity to make purchases is dele- 
ited to a group of buying super- 
sors whose duties include: 

(a) Screening of requisitions. 

(b) Direct supervision of buyers, 
enographers, and clerks. 

(c) Approval of sources, prior to 
ibmission of bids to those sources. 

(d) Submission of each order 
sted on a shortage sheet to the 
Purchasing Agent for review. 

(e) Promotion of good relations 


One of the many production lines at the Ryan plant. Material 
shortages have been held to a minimum by the policy of making each 


° 


W. P. Sloan 


Supervisor of Outside Production for the 
Purchasing Department 


with vendors and personnel in other 
company departments. 

Buying Supervisors and their 
buyers are respectively responsible 
for purchases in one of four general 
classifications—(1) outside produc- 
tion, (2) raw materials, (3) pur- 
chased parts and assemblies, and (4) 
maintenance, repair and operating 
supplies. This sometimes makes it 
necessary for more than one Ryan 
Buying Supervisor and/or Buyer to 
do business with a single vendor or 
subcontractor; but, since each man 
is equally responsible for harmoni- 


a 








Ralph Ramsey 
Buying Supervisor, Raw Materials 


ous vendor relations, we have thus 
far been able to avoid undesirable 
situations that might be attributed 
to competition among our own buy- 
ing personnel. 

The authority delegated to Ryan 
buyers by their respective super- 
visors includes full responsibility for 
the following duties: 

(a) Processing of purchase orders. 
This includes the preparation of 
orders; the verification of data per- 
taining to quantity, quality and 
price; the provision of cross-refer- 
ences for filing purposes where it 


buyer fully responsible for following through on his purchase orders, 
from the requisition to satisfactory delivery of the purchased items. 
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P. H. Zykwa 
Buying Supervisor, MRO Supplies 


may be necessary to correlate data 
on orders issued for related mate- 
rials and parts; the addition of ex- 
planatory statements to those forms 
which are issued merely to confirm 
orders placed by telephone, etc. 
(b) Procurement of at least three 
competitive bids prior to the place- 
ment of an order for any item of a 
competitive nature. (Where differ- 
entials in quoted prices are great, 
the Buyer may place his order with 
the vendor whose quotation is low- 
est. However, if Buyer believes low- 
est vendor cannot produce, he must 
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Organization Chart of Materiel Department 


Success of the procurement organization is based 
on the orderly delegation of purchasing respon- 
sibility down to the rank of buyer, with compe- 
tent supervision at all levels. 


Standard departmental procedures are graphically 
indicated in a series of flow charts like this one. 
The illustration shows procedure in the procure- 
ment of production material; the symbol “R-100" 
in the upper box identifies the requisition form by 
which this procedure is initiated. Similar charts 
cover procurement of maintenance, repair and 
operating supplies; change notice procedure; re- 
quest for estimates; handling of receiving discrep- 
ancy reports; receiving notice of overshipments; and 
materials review requests. 
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RYAN ABRONAUTICAL COMPANT 


Inter-Department Correspondence 





Om , Buyer 


t0 M. K. Smith 
asec Department Work Load 

Wumber of Procurement Items on which no action has been taken. 
Number of procurement items out for quotation on which I an 
i holding purchase requisitions, and will olace orders upon 
receipt of quotation information. 


3. Number of procurement items being held up for any reason 
other than not worked or out for quotation. 


TOTAL 
Number of Procurement Items not ordered -- for one week. 


List of Procurement Items not ordered -- for two weeks or 

gore: 

i Itex Purchase Req. 
Number 


Date of 
Purchase Req. 


Reason not Ordered 

















Regular reports to supervisors and related departments flash warning signals 
and keep work load in balance. 
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Inter-Department Correspondence 


pes 


To: H. C. Wright - Material Control 


sueect: Delivery Information - Shortage Items 











QUANTITY SHORT 


























P. 0. NO. 


GQfY, IN REC'G. INSP, DATE R. Re MO. 























VENDOR'S PROMISE: 


DUE AT RYAN: 
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secure Buying Supervisor’s approval 
to use a higher-cost vendor.) 
(c) Uses routing supplied in Traf- 


fic Manual. 


(d) Arranges for transmittal of 
Ryon-owned materials to vendors or 
sub-contractors when necessary. 

(e) Coordination of the activities 
essential to the inspection and ac- 
ceptance of new materials (includ- 
ing arrangements for source inspec- 


tion when necessary). 


(f) Maintenance of an effective 
follow-up routine in connection with 


all purchase orders. 
(g) Negotiation of 


discrepancies and rejections. 
(h) Clearance 


quiring secrecy agreements. 


(i) Investigation of new sources of 


supply and new products. 


(j) Maintenance of price informa- 
tion to keep his Supervisor and Pur- 
chasing Agent informed with re- 
gard to any price changes and mar- 
ket trends he may encounter from 


time to time. 


In handling his duties, each buyer, 
of course, has the assistance of well- 


trained stenographic and 


personnel. However, there is no real 
delegation of purchasing authority to 
persons below the rank of buyer. 
We make no real effort to hire 
specialized 
training or experience as buyers, 
because we feel it is advantageous 
to teach new workers how we want 
things done from the ground up. 
Aside from the fact that it is vir.ual- 


new personnel with 


Fuselage sections are readied for shipment. The Ryan com- 
pany is a large producer of major aircraft components for 


other airplane factories throughout the country. 


settlements 
which may become necessary due to 


of vendors 
quality, financial responsibility, and 
those who will be needed to work on 
» classified projects or on projects re- 
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THIS REQUIRES AN IMMEDIATE REPLY 
PURCHASING DEPARTMENT 


P.O, No. TAKEN BY FOLLOW-UP DATES 
oF pie Cie, Ree ?.0. No. ‘weer 
PURCHASING FOLLOW UP RECORD R-5 31 | 
owe oF on [ee ee DELIVERY INFORMATION = 
FoLLoe. 
ae £64 a 
| | 
ea RG 8 iia 
= a 
o -s 
5 I t sa = gpg R488 | ([] tracer O EXPEOITE er aise as 
fe) pare! Fo Lainie aka a a CONS IGNEE 
s | 
a GOns | Gnor 
z oe 1 ili 
3 fn ea 2 a Oniciw 
ve | 
= 4 NUMBER PIECES MATER TAL va wae wuMeete reo 
| 8 = a Can wUMBER eae 
PU EB ie ae coor 
| | 
PHONE oaTe 


































































































RYAN AERONAUTICAL COMPANY ie Pe (euadeteesicons 
NOBERGH FIELD, SAN DIEGO 12, CALIFORNIA, U 
, . re pik ttem | ety, DESCRIPTION oitaiee ev. |: “ase 

To a T Date 
Subject: Purchase 
Order No. auuanse 
Date of 
Purchase Order IF SHIPMENT HAS BEOY MADE. ENTER BELOW 

Sate tnPrte wave womete Boure 
L = | | | 
TNBO 
[tres PURCHASING RECAP SHEET 
fvan 8.249 (ety, 9.51) (54 Date Y 
cetppiacieindaiickidete ee P.0. FOLLOW-UP POSTAL (AIR) i 
VENDOR ®.509.8 ev. 2.52 

















This Card ts designed to save time and 
money ~- both for you and for Ryan + ia 


the transelissionof Delivery Information! 


Please do these things HOw: 
1, DETACH THE CARD ADORESSEO TO RYAN, 
2. FILL IM DELIVERY INFORMATION, 


3. IF MATERIAL HAS BEEN SHIPPED, FURNISH WAYBILL 
NUMBER AND ROUTE. 


4. DROP INTO OUTGOING MAIL, 


THANK Your 


THE RYAR AERONAUTICAL CO. 











Follow-up action is systematic 
and complete, with continuous 
records to show delivery status 
and assure on-time receipt of 
materials. 
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ly impossible for us to evaluate a 
mew man on the basis of his experi- 
ence with other concerns, we believe 
it is best for everyone concerned if 
each new employee has an even 
chance to work his way up to the 
better-paying jobs on a strict merit 
basis. 

Our supervision of buyers is pri- 
marily intended to assure the con- 
tinuance of sound, ethical practices. 
Every effort is made to avoid the 
sort of “bossing” that might lead the 
individual to feel he is nothing more 
than a “hired hand”. 

We attempt to encourage the use 
of imagination and initiative by per- 
mitting each buyer to handle his 
designated job fully and completely 
with a minimum of supervision. This 
builds stronger individuals and, con- 
sequently, a stronger procurement 
department. 

In contemplating the performance 
of a buyer, we are particularly in- 
terested in knowing how much he 
has saved the Company and how few 
shortages have developed as the re- 
sult of orders he has placed—since 
a single shortage can easily cost us 
more than all of the money we 
might save on a hundred good buys. 

We have been unable to avoid all 
shortages during the past three 
years because even the most com- 
petent buyer cannot be expected 
to procure the unobtainable. How- 
ever, our ratio of shortages (com- 
pared with that of the aircraft 
industry as a whole) has been so 
low that we feel our system of dele- 
gating authority to buyers has, at 
the very least, been thoroughly vin- 
dicated. 


“Welcome” 
contacts, 


















































THE RYAN AERONAUTICAL CO. 

























































































BUYER PURCHASING OLPARTMENT 2 a pa 
DATE 
via. —— QUOTATIONS REQ. NO. 
NAME PRICE F.0.B. TERMS DELIVERY PROMISE 

' —_ ———— 

2 _ — 1 — 

3 a PE 2 a Bate 

4 pe ee Tg — 

s 
_6 = I —-——— 

ROQUEST FOR APPROVAL OF PREMIUM TRANSPORTATION 

DESCRIPTION aT 

REASONS 

APPROVAL 

GRANTED ey DATE 

PATTERN LOCATED AT: PROPERTY OF: 
TOOLING 

OIE 

TEMPLATE 

















ABSTRACT OF PROCEDURE 





_THIS ORDER PLACED ON BASIS OF PREVIOUS ¢ COMPETITIVE BIDDING ON P.O. NO. 








__CONTACTEO ONLY ONE SOURCE; ITEM IS STANDARD PRICE AND NON-C COMPETITIVE. 


MOST PROMPT DELIVERY. 











BETTER DELIVERY ANTICIPATED ON BASIS OF PAST PERFORMANCE. 











DIFFERENCE IN DELIVERY OUTWEIGHS PRICE CONSIDERATION, | 








CONSIDERATION OF TERMS AND/OR F.0.8. POINT SHOWS NET SAVING IN TOTAL COST. 








FACILITIES OF VENDOR CHOSEN INDICATE GREATER ABILITY TO PERFORM CONTRACT. 


SHOP PRACTICE AND/OR ENGINEERING HAS WoL pe agg THAT THE PRODUCT CHOSEN IS 
_ PREFERABLE FOR ECONOMY, QUALITY, AND OPERATION. 


MANDATORY SOURCE REQUIRED BY ENGINEERING AND/OR CUSTOMER. 











ALL CONDITIONS EQUAL; NO PREFERENCE. 





ORDER WAS PLACED win VENDOR OFFERING BEST AVAILABLE PRICE, TAKING ALL FACTORS 
INTO CONSIDERA 








NO SUBSTITUTION ALLOWED (Patented Materiel). 











SOURCE HAS BEEN APPROVED BY CUSTOMER AND FOR CREDIT. 














MANDATORY CLAUSES HAVE BEEN EXTENDED. 





THIS ORDER WAS PLACED WITH A VENDOR CONSIDERED A “SMALL BUSINESS,” 








The delegation of buying responsibility is clearly shown in the 
folder to help vendors’ representatives make the proper 


When delays are inevitable, the production department is advised 





Analysis of quotations and selection of vendors gives prominent attention to delivery promises, 
and provides for premium transportation methods if necessary to get deliveries on schedule. 











MEMO: 
Becouse we often get busy with this ond thet, 
you may heave to wait more than fifteen or 


«kK. STH 





~ PURCHASING DEPARTMENT 
twenty minutes. We'd appreciate your remind 
ing the receptionist to onnounce you ogoin PURCHASED PARTS 
when these times occur. AND 


Pleose don't hesitate to ask for ossistonce. MAINTENANCE REPAIR & OPERATING 
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SUPPLIES 
° a at r . 
_ Sincerely, 
so that schedules can be adjusted in line with the actual condi gee Buying Supervisor P. H. Zykwe 
tions. Cae - Beyors 
AN, NAS Parts and 
DIRECTOR of MATERIEL Fotteners R. R. Dewey 
Electronics S 6. Miller 
Cutting Tools, etc. L. H. L"Hollier 
NOTICE OF LATE DELIVERY ers 0.57 seo. cse2 NO 1 4642 Printing & stohonery 
supplies P. K, Miller 
arrention, Cl sstentat conto ear Ves wants Poe For Your Convenience plant equipment, 
: 5 OTD = —_ - The telephone on the receptionist’s desk is fer you mochinery & repars 
|" id ee — | se ot convenience and personal use for locol calls while you Electrical, hardware R. C Bets 
| ae with us. Please use telephone in booth for long plumbing supplies, 
distonce calls. Here ore o few loco! numbers: oHice equipment 
Air Lines American Air Lines wan Buying Supervisor R. M Romsey 
8 - ™WA F 0131 ~ 
8 ‘ w 3121 Aluminum, Bros: . Stromberg 
zs | VENOOR PROMISES TO SHIP DAYS AFTER RECEIPT OF THE FOLLOWING RYAN. FURNISHED oesceaAorgagad au pores od 
a2 | Colif. Central Airlines — W 6282 Steet L. W. Loncester 
33 | MATERIAL (TO OL SUPPLIED ON SHIPPER NuMBER) mn v3 ie 
is | Rail Roads = arasr F 8211 Sgenten 
= | Southern Pacific m7 Buyers 
Sheet Metal Fabrication ¥. E. Grow 
| ety “= Smell Mechined Ports, J, R. Lepman 
7 bate resrmerynnr Taxicab ABC Co Co. B 8322 pee ine A le 
CD MATERIAL WAS SHIPPED IF THIS INFORMATION DOES NOT MEET | Service Lo-Fore Cab Co, ™ 1333 
enna PRODUCTION REQUIREMENTS, AN Inne | Yellow Cab F9223) TRAPFIC 
amend Bs DIATE REPLY 1S URGENTLY REQUESTED! Grey Line an T. Keltet 
UO Cs SHIPPING, RECEIVING & Tesmpentanen 
— oT . | Hotels E! Cortes ™ O16! Genera! Supervisor 
} US Gront 3121 
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PURCHASING reports on 
Can BACK DOOR SELLING Be Controlled? 


Back door selling, the popular name for vendors’ attempts to 
by-pass the purchasing department and deal directly with plant 
personnel, has always presented a problem. It tends to hamper 
the efficient operation of the modern industrial purchasing organ- 
ization and works against the development of sound buyer-seller 
relationships. Since the practice tends to flourish in times of 
keener business competition, we asked purchasing men whether 


it has again reached a serious stage, and if so, how it is being 
dealt with. 








@ Have you noticed that back door af | 
selling is on the increase s 
The majority said: increased competition, the return of the buyers’ 
market, and the resultant vigorous, often frantic, efforts to sell prod- 
ucts old and new and to move overloaded inventories. Many blamed 
; . f the condition on poor sales techniques, the large number of untrained 
a If so, what do you think is behind ? and inexperienced salesmen now in the field, and the lack of legitimate 
the trend = sales policies on the part of many suppliers. A smaller percentage said 


that the increased influence and efficiency of purchasing departments 
were causing some salesmen to ‘“‘try all angles.’’ A few said that poor 


purchasing departments or inefficient company organization encouraged 
back door selling. 


More 





Would you say there is more, less, or 
about the same amount of back door ? L 
selling now than in previous periods & wes 


of competition 








4) Does back door selling prejudice 9 
you against the vendor who uses it g 
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mee WHAT THEY SAY 








© Does your company have a spe- 9 
cific policy restricting sales calls on its 
engineering or plant personnel 


© Is provision made to permit sales- 9 
men to contact engineering or operat- 
ing personnel 


@ What steps have you taken to con- 
trol back door selling in your plant(s) 


Company policy, according to the large majority, requires that all 
salesmen be directed by receptionists, guards, or other personnel to 
the purchasing department. There they are registered, screened and 
cleared, issued passes if necessary, and directed or accompanied to 
other personnel if necessary. While there are variations in procedure, 
the general rule seems to be that all contacts must be arranged by 
the purchasing department. 


The second most popular method of curbing back door selling is to 
require that all orders must be issued by buyers alone. Backing up 














this rule is the refusal to pass requisitions where back door selling 
is suspected as an influence, to refuse material not ordered through 
purchasing, and to refuse to honor invoices unless the orders were issued 
by purchasing. In many cases it was noted that these rules do not apply 
to emergency purchases. 


Another procedure in wide use is to notify salesmen, vendors’ sales 
departments, and operating departments of company policy in respect 
to sales calls. In addition, it is pointed out that violations of these 
rules against back door selling will result in reprimand to the 
employes involved, or removal of the vendor's name from the list of 
approved suppliers. Policies are made known by manuals, signs, 
letters, personal contacts, etc. Warnings — some friendly, some other- 
wise — are often given to offending salesmen. 


A positive and effective method mentioned by many purchasing agents 
is the cultivation of close, cooperative relationships with operating 
and engineering department personnel. This gives purchasing a chance 
to demonstrate how good, sound procurement will benefit everyone, 
in contrast to the difficulties brought on by back door selling. 





I believe it is a result of overall lack of evaluation of what 
purchasing is trying to do.” 


one of the most vicious forms of selling. Plants permitting 


this type of sales contact usually end up with unused material 
that is of absolutely no use to themselves or anyone else.” 


Our biggest problem is the after-hour, off-location contact... 
We try to educate our supervisors on the advantages to our 
company and thus to him, of letting purchasing handle all 
vendor relations.” 


We point out (to the vendor) that any underhanded methods 
will only put him at a disadvantage since it is generally believed 
to be a high pressure, or at least uncooperative, act.” 


“Many technical interviews can best be held between engineer- 
ing or production man and vendor. Buyer should be present and 
know most of the faets and be in a position to exercise judgment 
if and when a purchase is to be made.” 


“The most effective method is enforcement of company policies 
which are distributed to foremen and all others.” 


“Top management is more guilty of fostering back door selling 
than personnel in plants.” 


PURCHASING MAGAZINE 205 


“Our organization does not tolerate this type of selling. Our 
P.A., through years of experience in all phases of manufacturing 
is fully capable of buying 99 44/100% of all purchases.” 


“We accepted the responsibility of making certain each salesman 
was convinced his product or service was given every considera 
tion in the purchasing department and that it was to his ad- 
vantage to restrict his visits to purchasing personnel. It was also 
necessary that our plant personnel be convinced that they were 
kept fully informed on available materials and services. Intel- 
ligent application of these convictions has resulted in our having 
no problem with back door selling.” 


. . . . ” 
“Eventually a salesman using these tacties cuts his own throat. 
“Most practical control is to keep other department heads on the 
purchasing ‘team.’ If you can show them the benefits of cooperat- 
ing with purchasing, they will reciprocate by not interfering with 


the buying function. 


“New young salesmen seem inferior in training and ambition. 
a ” 
Seems as though many vendors need new sales managers. 


“We find that 99% of the salesmen try to do the proper thing 
and in all cases clear through the purchasing department. 
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PURCHASING 


L. Glen Wiseley is Super- 
intendent of Purchases and 
Supplies for the Michigan 
Consolidated Gas Company Detroit. He is currently serving as Vice President of the National 
Association of Purchasing Agents, representing District 4, which includes the heavily industrialized 
and rich farm belt areas of Indiana and Michigan. 

Mr. Wiseley’s entire business career has been identified with the gas industry and with one 
organization. March 1, 1954 will mark the completion of 35 years in this mutually happy 
business association. During this period he has seen and participated in the tremendous growth 
of the gas business, including the change-over from manufactured gas to natural gas in Detroit 
in the mid-30s. 

A native of Hancock County, Ohio, he came to Detroit in his youth and took a job as clerk 
with the Detroit City Gas Company (predecessor of Michigan Consolidated) shortly after his 
21st birthday. Assigned to the Stock Department, he advanced to the position of Superintendent 
of Stock, in charge of the company’s complete stores operations from 1928 to 1945. In the 
latter year his responsibility was broadened to include the purchasing function as well. 

He became active in the local Purchasing Agents Association upon entry into that field, and 
was elected to the Board of Directors in 1946. During the ensuing years he served in various 
Association offices, becoming President of the Detroit group in 1951-52 and National Director 
in 1952-53. At the Los Angeles convention last May, he took his place on the National Executive 
Committee. He has also taken an active part in the Public Utility Buyers Group, N.A.P.A. 
Keenly interested in the education of purchasing men to be, and those already in the field, 
he has regularly taken a turn in presenting the Industrial Purchasing course at Wayne 
University, Detroit, during the past several years. 

Mr. Wiseley is a past chairman of the Purchases and Stores Committee, American Gas Asso- 
ciation. He is an active member of the Bushnell Congregational Church, member of the 
Engineering Society of Detroit, American Legion, Masonic Lodge, and the Detroit Athletic Club. 
For year-round recreation, it’s golf in the summer and bowling in the winter months. The 
Wiseleys have two grown sons, both living in Detroit, so that the two granddaughters and 
grandsoh are close at hand. 
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.. . A Career 


By L. Glen Wiseley 


LL people have an inherent de- 
sire to acquire something they 
need or want. 

The housewife needs to provide 
her family with food and wants 
the latest labor saving devices, The 
husband needs a home to shelter 
his family and wants a new car. 
The kiddies want everything they 
set their eyes on. 

To most, each purchase carries 
with it a thrill, whether it be a 
baseball glove or yacht. This sen- 
sation is enhanced if the buyer feels 
he has found a bargain. If this is so 
with the non-professional buyer, it 
is much more to the man who makes 
purchasing his career. 

There is nothing new to this magic 
of purchase. It is as old as man- 
kind. The basic concept of buying 
has not changed much since men 
first traded a stone axe for a spear. 

This desire to acquire has prob- 
ably had more influence on the 
discovery and development of na- 
tions and bringing the world closer 
together than any other single mo- 
tive. It has resulted in treaties and 
it has brought about wars. The de- 
sire for more and better products 
at cheaper prices forms the founda- 
tion for all progress. 

So here we have, along with sell- 
ing, the basis of all commerce. How- 
ever, the profession of purchasing 
or “procurement”, as we know it 
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today, is a far cry from what it was 
a few decades ago when the “buyer” 
in most companies held a secondary 
role. The pattern of buying has 
changed with the growth of many 
large companies and the variety of 
goods that are exchanged. 

In business today it is as impor- 
tant to buy at the right price, qual- 
ity and time as it is to sell. A good 
purchasing department can mean 
the difference between profit and 
‘ loss to its company. 

There are many among us who 
“just happened” into purchasing as 
a career. For those and for others 
who would like to make it their life’s 
work, perhaps there is need to ana- 
lyze the challenges, requirements 
and rewards. 

Purchasing is, in a sense, an arm 
of a company’s research activity. 
Those in charge must constantly 
be on the alert for new materials, 
new processes and new types of 
machinery. They form a listening 
post for economic developments. 

To fill this bill one cannot begin 
and end with the salesman picking 
up the luncheon check while you 
sign the order blank. It takes study 
of products, knowledge of other peo- 
ples’ experiences, laboratory reports 
and a tremendous knowledge of 
your company’s needs and time re- 
quirements. 

We have seen periods when the 
shoe was on the other foot and the 
purchasing agents who had made 
friends among their contacts were 
the ones who were able to provide 
their company with scarce mate- 
rials while others with less far- 


sightedness were the cause of closed 
plants and layoffs. 

What are the requirements for a 
good purchasing agent? 

I have known some one who be- 
lieved that all it took was a budget, 
a large storage room for Christmas 
presents, and a capacity for cock- 
tails. 

I choose to believe that first it 
takes good judgment and the tact 
and finesse of a skilled diplomat. 
Certainly he will be called on to 
work cooperatively with other peo- 
ple and at the same time obtain 
their full cooperation. The ability 
to study and decipher market trends 
is of the greatest importance. There 
is not much room left in the busi- 
ness for guessing. Too much money 
is involved. 

Since the problems and importance 
of the purchasing function with its 
ever-increasing complexities are in- 
creasing, a good academic educa- 
tion, along with as much practical 
experience as possible, makes the 
best purchasing man. 

Thus with the exercise of real 
effort, continued study and the use 
of proper judgment, there is real 
reward and an opportunity to reach 
the top in the purchasing field. And 
such provides even larger horizons 
in the higher echelons of manage- 
ment. 

Today the possibilities, from the 
standpoint of responsibility and re- 
ward, have reached a very satis- 
factory status, comparing with other 
professions. Returns, of course, de- 
pend upon the individual, but there 


Consolidating State Purchases 


HE State of Kansas, by action of 
the 1953 Legislature, has set up 
a central purchasing division in the 
new State Department of Adminis- 
tration. Selected as Director of Pur- 
chases, and charged with the major 
task of consolidating purchasing ac- 
tivities for some 130 state agencies 
which heretofore have done their 
own buying, is Eugene W. Hiatt of 
Kansas City. Mr. Hiatt has a good 
background of experience in buy- 
ing as Purchasing Agent for Gen- 
eral Motors Corp. at the Kansas 
City plant. For the past two years 
he has served as business manager 
for the State Board of Health. 
Taking office on July 1st, Mr. Hiatt 
has already established the first 
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step of a three-part program by 
setting up five commodity groups, 
with a specialist buyer in charge 
of each. Group 1 includes drugs, 
chemicals and _ scientific supplies. 
Other commodities are similarly 
assigned, through Group 5, which 
takes in paper, stationery, office 
equipment, printing, construction 
materials other than highway, and 
builders’ hardware. 

Second step will be scheduled 
buying—setting specified periods of 
time for placing requisitions in the 
various categories so as to permit 
consolidation of purchases to take 
advantage of quantity buying prices 
and, in some cases, seasonal prices. 

Third step—one of the biggest 


seems to be no ceiling on oppor- 
tunity in purchasing, either now or 
in the future. 

And there are those rewards other 
than monetary and advancement 
which every good purchasing agent 
has experienced. 

He has found great satisfaction in 
good inter-relationships between 
purchasing and other divisions of his 
company, such as engineering, sales, 
production and accounting. 

Purchasing provides an excellent 
opportunity to meet and work with 
others engaged in the buying pro- 
fession and the mutual satisfaction 
you find with them in work well 
done. Extra curricular activities 
with fellow purchasing people fur- 
nish a wonderful opportunity for 
learning and companionship. 

Contacts with vendors and with 
other business men provide an ex- 
cellent field to improve the public 
relations of your company. Such 
can greatly assist in building sales 
and profits. 

A spending job well done can be 
a great personal satisfaction, since 
approximately 50% of the money 
spent by business today goes 
through the hands of its purchasing 
department. Wise and prudent ex- 
penditure of these tremendous sums 
are a real responsibility. 

The future in the field belongs to 
those who discover that purchasing . 
is not just a job to be waded through. 
It belongs to those who regard pur- 
chasing as a career and are willing 
to make the effort to bring this pro- 
fession the recognition it deserves 


jobs facing the new division, and 
one which will involve continuing 
attention—is the problem of setting 
up standard specifications for the 
products and materials to be pur- 
chased. So long as each agency 
did its own buying, no formal 
specifications existed and quality 
standards varied widely among the 
several agencies. With central pur- 
chasing, specifications are an im- 
portant means of saving money 
through standardization, quantity 
buying, and control of quality, in 
contrast to independent, open mar- 
ket purchasing. 

The central purchasing office will 
do all the buying for state agencies 
except for small purchases amount- 
ing to less than $25.00. 
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Facts about power and factors of selection 





What the Purchasing Agent 
Should Know About 


STORAGE BATTERIES 





A storage battery consists of one or more cells. In this view the elements of one cell 
are “exp'oded” to show the positive and negative plates with their posts, plate 


separators, and cover. 


By K. A. Vaughan 








Representative Variations in Number and Size 
of Plates to Produce Desired Battery Rating 





Ampere-hour Capacity Cell Size (inches) Number of 
at the 6-hour Rate Length Height Plates/Cells 
442 : 5 27 
440 3k 5% 23 
44) 5%8 20% 17 
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Manager, Field Engineering, 
Gould-National Batteries, inc. 


LL too often, the selection of 

the proper size and type of stor- 
age batteries for battery powered 
equipment is not determined early 
enough in purchasing negotiations. 
Insufficient power or excessive cost 
and weight of the finished equip- 
ment may be the result. 

To help the purchasing agent more 
intelligently to purchase equipment 
and specify suitable batteries, this 
article briefly explains methods of 
battery rating, gives the significance 
of voltage and amperage, and tells 
how to select a battery for a given 
job. 

About 90% of American industry’s 
storage batteries are of the lead- 
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Cycle service. This coal mine locomotive is powered by storage batteries in 


the compartment over wheels. 
periodically recharged. 


id type, which has the following 
haracteristics: 

1. High electrical efficiency. 

2. High and constant voltage 
haracteristics. 

3. Small number of cells for a 
ven voltage, hence less compart- 
nent space required. 

1. Minimum attention required to 
keep in good condition. 

5. Ease of determining state of 
charge, by taking specific gravity 
eadings. 

6. Electrolyte 
hanged. 

7. Higher capacity at high dis- 
harge rates and at low operating 
temperature. 

8. Low initial cost. 


need never be 


Capacity Computations 


The capacity of a storage battery 
s expressed either as ampere-hour 
apacity or watt-hour capacity. 

Ampere-hour capacity is a meas- 
ure of the electro-chemical reac- 
tions taking place within the cell. It 
s the quantity of electrical energy 
which the battery is able to deliver. 
A lead-acid battery described as 
“300 ampere-hours capacity at the 
6-hour rate of discharge” delivers 
50 amps for 6 hours. This same bat- 
tery will deliver 192 amps, or 192 
ampere-hours, if discharged in one 
hour. It will deliver 21 amps, or 420 
ampere-hours, if discharged in 20 
nours. 

The ampere-hour capacity of the 
battery increases as the discharge 
rate decreases. Conversely, if the 
discharge rate is increased, the am- 
pere-hour capacity of the battery 
decreases. Batteries are seldom dis- 
charged at a constant rate. They are 
specified to meet the average cur- 
rent requirement over a period of 
time, such as one 8-hour shift. An 
allowance must be made for peak 
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Batteries are discharged in service and 


demands, such as when a fork-lift 
truck must go up a ramp. 

The watt-hour capacity is a meas- 
ure of the energy, or the ability 
to do work. It is obtained by mul- 
tiplying the ampere-hour capacity 
by the average value of the voltage 
during the discharge period. 


Types of Service 


Storage batteries are used for two 
general types of service application 
—cycle service and float service. 

Cycle service batteries are dis- 
charged by use, charged, discharged 
by use, charged, and so on for the 
life of the battery. An average lead- 
acid battery will be discharged 
and charged from 1,500 to 2,000 
times during its life. Typical appli- 
cations are in fork-lift trucks, mine 
locomotives, and shuttle cars. 

Float service batteries are main- 
tained at a constant state of charge 
to supply emergency power, gen- 
erally in a stationary installation. 
They are seldom completely dis- 
charged. Typical applications are in 
telephone, switchgear, fire alarm 
and railroad signalling circuits, 
when power is normally taken from 
public utilities, and from the bat- 
teries only when public power is 
cut off. The batteries are automati- 
cally cut into the circuit when pub- 
lic power fails and operate equip- 
ment until public power is again 
available. 

Plate design for the two types of 
application differs in that cycle 
service plates are usually thin in 
cross-section, whereas float service 
battery plates are usually thicker. 
Penetration of electrolyte into the 
plate material is limited at high dis- 
charge rates, primarily because of 
chemical film which forms over the 

plate surface in proportion to the 
discharge rate. Since this film does 





Float service. Attendant checking voltage of battery cells 
in a public utility sub-station, maintained for circuit breaker 
control, indicating lights, and emergency lighting. 





not form as rapidly when the dis- 
charge rate is lower, plates of bat- 
teries which discharge at relatively 
low rates can be of thicker cross- 
section. 

Most cycle service batteries op- 
erate at moderately high discharge 
rates for 6 or 8 hours and require 
many thin plates to present as much 
plate surface area to the electrolyte 
as possible. Float service batteries 
are generally discharged at rela- 
tively high rates for very short 
periods, and have thicker plates. 
For maximum efficiency and mini- 
mum cost, the correct type battery 
should always be used for a given 
operation. 


Twelve Selection Factors 


1. Voltage requirements deter- 
mine the number of cells needed. 
For example, industrial trucks have 
motors rated at 24-30 volts, 30-36 
volts, etc. Since the lead-acid cell is 
rated at 2 volts per cell, a 12 or 15 
cell battery would probably be 
chosen for use on a 24-30 volt mo- 
tor. It is well to have some excess 
capacity to prevent over-discharging 
when the truck is subjected to ab- 
normal duty requirements. 

2. The design of the battery pow- 
ered equipment determines the am- 
peres which must be available, and 
by figuring how many hours the 
battery will be in operation, the 
ampere-hour requirements can be 
determined. For example, a shuttle 
car diven by a motor having an am- 
pere drain of 100 amps would re- 
quire a 600 ampere-hour battery if 
it intended to work 6 hours. 

3. Manufacturers generally supply 
several sizes of batteries which will 
deliver approximately the same am- 
pere-hours. This is to accommodate 
equipment having various sized 
compartments for batteries. It is ac- 


PURCHASING 








complished by varying both piate 
dimensions and the number of plates 
per cell. For example, the ac- 
companying table shows various 
sized cells produced by one manu- 
facturer, all rated at 440 ampere- 
hours at the 6-hour rate of dis- 
charge. 

The size of cell specified will de- 
pend on the characteristics of the 
equipment it powers. For example, 
a battery-operated locomotive in a 
coal mine requires a low-height 
battery; a fork-lift truck operating 
through narrow doorways requires 
a narrow-width battery; and a truck 
operating where a short turning ra- 
dius is necessary requires a short- 
length battery. 


Adequate Capacity 


4. Normal service conditions. As 
previously mentioned, the number 
of hours the equipment is to operate, 
or the duty cycle, is a factor to con- 
sider when selecting a battery. For 
example, a 4,000-lb. capacity in- 
dustrial truck might operate for 
only a few hours under light load 
and level floor conditions, or it 
might operate a full shift under 
heavy load conditions and have to 
climb ramps. Of course, different 
capacity batteries would be required 
to meet these different conditions. 

Care should be taken to provide 
adequate ampere-hour capacity for 
service required, including abnor- 
mal demands. The larger capacity 
batteries in some cases provide 


Dimensions vary according to use: (left) short end squat for low 
headroom applications; (center) one of the largest storage batteries 
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2-day operation without recharging. 
This insures longer battery life, 
lowers primary power consumption, 
and lessens time out of service re- 
quired for changing and charging 
batteries. Since cycle service bat- 
teries are all operated under dif- 
ferent conditions, the battery spec- 
ifier should consult both equipment 
and battery manufacturer as to the 
size of battery required under 
specific circumstances. 


Accessory Equipment 


5. It is necessary when specifying 
batteries to consider charging 
equipment. In a new installation, the 
capacity of the battery powered 
units and the batteries automatically 
determine the capacity of the charg- 
ing equipment. However, when in- 
stalling additional battery powered 
equipment, the existing charging 
equipment must be considered. For 
example, the present batteries might 
be of the 300 ampere-hour size, and 
because of increases in requirements 
they are capable of delivering only a 
half day’s work, making it necessary 
to charge the battery during the 
shift, with consequent lost time. New 
equipment will probably be designed 
for 600 ampere-hour capacity to re- 
duce the time lost in battery 
charges, and then it will be discov- 
ered that charging equipment is not 
of sufficient capacity to charge the 
larger size batteries. This problem 
can be solved by purchasing addi- 
tional charging equipment of higher 


capacity, or by retaining the old 
charging equipment and doubling 
the number of small batteries. 

Some thought should also be 
given to the type and number of 
standard maintenance and repair 
tools which will be needed. Hy- 
drometers and voltmeters are a 
“must”; other tools may be highly 
desirable. 

6. Another factor which some- 
times enters the picture is the tem- 
perature at which the battery op- 
erates. Since the battery produces 
current by chemical reaction, the 
speed of this reaction will be in- 
creased as temperatures rise, and 
will be retarded as temperatures 
drop. At full charge, a battery de- 
livers only 65% of rated capacity 
at 32 degrees F; 40% at zero F; but 
105% at 100 degrees F. This is pri- 
marily related to the fact that the 
electrolyte diffuses more readily 
during discharge because of its de- 
creased viscosity at the higher tem- 
perature. 


Calculating Size 


Here is a practical example of the 
effect of temperature on battery 
size requirements. A diesel starting 
battery required to deliver 1,200 
amperes to’ a final voltage of 08 
volts, would require a 17-plate cell 
at 77 degrees F, and a 23-plate cell 
at 32 degrees F. The amperes at 
77 degrees, corresponding to the 
final voltage of 0.8 volts, equals 
160 amperes per positive plate. This 


made—285¢ inches high; (right) tall and thin, for use where width 
is critical. Note ventilating louvres in 


ttery cases. 
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Accessories and maintenance tools. Hydrometer determines specific 
gravity of electrolyte, which indicates state of charge. Post trimmer 
used in repair work for removing elements from a cell and for 
trimming posts. Connector drill cuts post, making it possible to 
remove connectors prior to taking off cell cover. Post, connector 
splicing, and connector button molds, used in building up lead parts 
cut in disassembling a damaged cell for repair. Various types of 
charging plugs. 





figure is divided into the total 
amperes required (1,200) to deter- 
mine the number of positive plates 
(7.5 or 8 positives). The number of 
positive plates is doubled, and one 
extra plate added to give the total 
number of plates in the cell. Thus, 
17 plates at 77 degrees. The graph 
for 32 degrees F is then consulted 
and the above calculation  pro- 
cedure is again followed: 1,200 amps, 
divided by 115, equals 11 positives, 
or a 23-plate cell. 

Curves for all types of batteries 
are available from manufacturers. 


Charging Rates 


7. Ventilation should be provided 
for batteries which will be operated 
in high temperature locations, 
either those due to climate or those 
due to high temperature equipment 
near the battery. To provide ventila- 
tion, louvres are often designed into 
battery boxes, and batteries are 
often elevated from the bottom of 
the compartment by structural iron 
members. In cases of extremely cold 
temperatures, insulation can be pro- 
vided as an integral part of the 
battery compartment. 

Although it does not enter into 
the selection of a battery, the pur- 
chasing agent should be familiar 
with the fact that temperature is 
important in battery charging. If 
the battery is charged too rapidly, 
the chemical reaction which takes 
place on charging will give off 
heat, This will cause the electrolyte 
to “gas”, and water will evaporate 
from it. Continued high charge rates 
will have damaging effects on the 
plates of the battery. 


Battery Mountings 


8. Vibration is seldom ‘a serious 
factor in the selection of industrial 
storage batteries. When unusual ap- 
plications involving vibration are 
encountered, a battery service engi- 
neer should be consulted, and 
mechanical means—such as springs 
or other vibration mountings— 
should be installed to absorb the 
vibration. Otherwise, terminals or 
vent plugs may be shaken loose, ex- 
cessive sediment may be produced, 
or even plates may be broken. 

9. The weight of the battery is a 
factor to be considered in designing 
battery equipment. For example, 
when used in industrial trucks, the 
battery acts as ballast and often 
eliminates the need for lead coun- 
terweights for load balancing pur- 
poses, 

10. Structural elements must he 
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strong enough to support the bat- 
tery. For example, suspension mem- 
bers supporting car lighting bat- 
teries must be of sufficient strength 
to support the weight of the battery. 
Battery weights differ, depending 
on the type of construction. Manu- 
facturers’ catalogs include tables 
giving the weight of each size and 
type. 

11. Removing battery for charg- 
ing. Batteries are removed from 
vehicles for charging by one of two 
methods: (a) by overhead hoists, or 
(b) by rollers. When hoisting equip- 
ment is used, a spreader should be 
employed to eliminate any tendency 
toward binding. Rollers are fre- 
quently used where headroom is 
limited. 


Planning Layout 


In laying out battery compart- 
ments and_ specifying batteries, 
clearance must be provided for 
structural supports, such as angles 
and channels. 

12. Connectors. The types of 
charging plugs, length of charging 
lead, and cable connectors should 
be considered in advance to avoid 
makeshift arrangements on charging 
equipment by operators. This is par- 
ticularly true when replacement 
units are purchased, to be used with 
existing equipment. A considerable 
variety of types of plugs and con- 
nectors are in use. 
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Many ingenious devices have been developed for removing and handling 
batteries for charging, checking, or repairing. An overhead hoist on a mono- 
rail or small crane is most generally used, with spreader bar to prevent 
bending the box and damaging the battery jar. Yoke hook is used where 
batteries must be removed and replaced horizontally, and where clearances 


are tight. Four-wheeled cart with a bed of roller conveyors eliminates lifting 
by hoist or crane. 
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Some earn a gold tab, some a red 





Quality Control 
Rates the Vendor 


By William H. Bentz and Robert G. Fitzgibbons 


T the Bendix Radio Division of 

Bendix Aviation Corporation, 
the word “quality” is heard constant- 
ly. It appears in large letters on 
eye-catching posters in the corri- 
dors; articles in the plant magazine 
discuss its aspects; inspectors, fore- 
men, production workers—every 
one at Bendix Radio talks about 
quality. But quality is more than a 
word to the people who work here; 
it’s a spirit. You see it in the earnest 
discussions between engineers try- 
ing to work higher performance 
factors into circuit designs; you see 
it in the attitude of workers who 
have learned that doing the job 
right is more important than doing 
it quickly; you hear it in the quiet 
word of an inspector which stops 
an entire production line until the 
all-important defect is corrected. 

This accent on quality is the re- 
sult of a management program 
which has been extremely success- 
ful and which has proved that high 
quality and high production figures 
are not mutually exclusive. 

Quality control at Bendix Radio 
is an alloy composed of the experi- 
ence and practical knowledge of 
production and engineering per- 
sonnel, plus the latest statistical 
tools and techniques employed by 
the Test and Inspection Depart- 
ments. Over a period of years, Ben- 
dix production people have learned 
that they need systems of statistical 
control to maintain the quality that 
management and the consumer de- 


mand. At the same time, the statisti-_ 


cians and quality control experts 
have learned that they’ve got to 
come down out of the “ivory tower” 
and apply their science realistically. 


The result is a smoothly working “ 
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partnership in which neither pro- 
duction nor quality is sacrificed. 

A measure of the time and money 
devoted to the maintenance of qual- 
ity is in the fact that, of the 65 
departments in the plant, 13 of them 
are directly concerned with some 
phase of quality control. These de- 
partments, under the general head- 
ing of Test and Inspection, cover 
such things as Receiving Inspec- 
tion, Fabrication Inspection, Radar 
Test, Flight Test, Test and Inspec- 
tion Engineering, etc. 

But it is in the Quality Control 
Department that the many facets 
of quality control are tied together 
in an over-all program. Here, statis- 
tical procedures are prepared and 
applied; information is tabulated 
and presented to management and 
to other departments; studies are 
made which result in new inspec- 
tion and production techniques; rec- 
ords are kept which provide a con- 
tinuing picture of quality control 


“activities. This department, with its 


Statistical Control and Analysis sec- 
tion, might be considered the nerve 
center of Bendix quality control. 


Materials Are the Key 


One of the more recently inaugu- 
rated quality controls is the Vendor 
Quality Rating system. 

Every month, the plant receives 
an average of 10,000 shipments of 
materials and parts, sometimes com- 
prising as many as 20 million units. 
More than 700 firms are carried 
on the company’s list of regular 
vendors, supplying a variety of 
items ranging from printed labels to 
radar antennas. This tremendous in- 
flux of material creates a major 
quality control problem. Reduced 





Test and Inspection Department, Bendix Radio Division, Bendix Aviation Corp 


to practical terms, it’s as simple as 
this: given the most skillful work- 
ers, the best designs, and the 
most conscientious production pro- 
cedures, a product still can be only 
as good as the materials and parts 
from which it is made. 

The obvious solution to this prob- 
lem lies in a constant check on the 
quality of the materials and parts 
supplied by vendors. In order to be 
of real value to Purchasing, it must 
be a continuous check that pro- 
vides a permanent record of ven- 
dors’ quality. In other words, Pur- 
chasing must have a “history” of 
vendor quality in order to make 
intelligent purchasing decisions. 
Bendix Radio’s answer to this prob- 
lem is the Vendor Quality Rating 
system. 


Red Is for Danger 


The principal value of this system 
is that it provides a continuous rec- 
ord of individual vendor quality. 
This record is presented in the form 
of a huge chart, some six feet high 
by thirteen feet long. The chart 
consists of a rack containing hun- 
dreds of individual Vendor Rating 
cards—one for each of the more 
than 700 vendors. 

Each card carries a graph of in- 
spection results, and has a colored 
tab attached to the upper left hand 
corner, in the visible margin, along- 
side the vendor’s name. Plotted on 
the graph is the vendor’s month-by- 
month quality rating. With 100 as 
the top rating, 90 to 100 is consid- 
ered top quality, and the vendor 
who stays in this category earns a 
gold tab on his Quality Rating card. 
A green tab indicates an acceptable 
rating of 50 to 90. For a rating of 
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less than 50, the vendor gets a yel- 
low tab, indicating an unacceptable 
level of quality. 

Any vendor whose products fall 
below the acceptable level for three 
months running, gets a red tab, in- 
dicating that corrective action must 
be taken immediately. 


Compiling the Data 


The information which appears 
on the Vendor Quality Rating chart 
is secured with the help of the com- 
plicated calculating machines in the 
company’s extensive IBM section. 
The basic inforruation is provided 
by the Incoming Inspection De- 
partment. People in this department 
inspect each incoming shipment or 
“lot”. This is done by a technique 
of random sampling similar to, but 
more rigid than that described in 
the Government specification on 
sampling (MIL-STD-105A). The 
inspectors prepare individual forms 
for each lot and, at the end of 
the day an operator using the in- 
formation of these forms key 
punches an IBM card for each of the 
day’s shipments. This card contains 
the following information: 

. Vendor’s name 

Date of inspection 

Part number 

Purchase order number 

Lot size 

Sample size 

. Number of defects 

. Acceptable Quality Level 

. Whether shipment is accepted 
or rejected. (When a lot is rejected, 
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a supplementary card containing the 
cause of rejection is punched.) 
Acceptable Quality Level, or AQL, 
is a standard term in quality con- 
trol. Where service contracts are 
concerned, the AQL is fixed by the 


services involved. 
Calculating the Rating 


The next step is the assigning of 
a quality rating to each lot. It is 
necessary that this rating be in the 
form of a simple, easily handled 
numeral, First, by means of the 


This giant chart is the focal 
point in Bendix Radio's 
Vendor Quality Rating sys- 
tem. A_ continuous 

of every vendor's quality 
performance is available at 
a glance by means of 
color-coded visible tabs and 
individual graphs. Incident- 
ally, it provides the Pur- 
chasing Department with 
one answer to the question: 
“How are we doing?” A large 
proportion of gold tabs, in- 
dicating consistently supe- 
rior quality deliveries is 
evidence of good selection 
of supply sources and light- 
ens the work of inspection. 
At the other end of the 
scale, red tabs indicate 
substandard quality deliy- 
eries and flash the warning 
signal “Stop!” 


machine’s control panel, a_ well 
known statistical “test of signifi- 
cance” formula is fed into an IBM 
Multiplier. In this formula, the qual- 
ity rating of a lot is expressed as: 
P—P 


PQ 
4 n 
where P is the per cent defective of 
the sample (in decimal per cent); 
P’ is Acceptable Quality Level (in 
decimal per cent); Q = 1 — P’; and 
n is the sample size. 
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A graph is plotted from inspection data on each lot delivered by each vendor, computed to 
a rating scale based on acceptable quality standards. To be rated as a satisfactory source, 
a vendor's record. must hold in the upper half of the scale. The colored tab in the upper 
left corner indicates the summary classification in four degrees: Excellent, Acceptable, 


Undesirable, or Not Acceptable. 








Vendor Quality Rating 
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This rating will be in the form of 
a number from 0 to 10. A rating 
from 0 to 5 indicates less than 
acceptable quality; from 5 to 9 is 
acceptable; and above 9 is better 
than acceptable. Thus, at this point, 
each lot card carries a quality rating 
number. 


Cumulative Record 


At the end of each month, these 
cards are placed in an IBM Sorter, 
which groups them by vendor. From 
the Sorter they go to the Tabulator, 
which prints a run-off containing 
the following tabulated inspection 
information for each vendor: 

1. Vendor’s name 

2. Number of lots received 

3. Number of pieces received 

4. Number of pieces inspected 

5. Number of lots rejected 

6. Number of pieces rejected 

7. Sum of quality ratings 

Finally the Vendor Quality Rat- 
ings for the month are computed, 
using the formula: 


Sum of the vendor’s 
| ( lot quaiity ratings ) | 
for the month 
— 7 N+7 | 10 
N VN+ 





where N is the number of lots re- 
ceived from the vendor. The factor 
of 10 in this formula provides the 0 
to 100 rating range. 


Using the Record 


This Vendor Quality Rating sys- 
tem gives promise of being very 
helpful to Purchasing and, eventu- 
ally, to the vendors themselves. Ac- 
tually, with the cooperation of the 
vendors, this system can provide 
continuous information upon which 
the vendor can act to keep the 
quality of his products high. 

Recent improvements have made 
three additions to the system: 

1. Data obtained in the Field In- 
spection Department have been in- 
corporated in the over-all Vendor 
Quality Rating picture. 

2. To supplement the data on lot 
size, number of defects, quality rat- 
ing, etc., information on the nature 
of defects has been added. This is 
expected to add greatly to the value 
of the system. 

3. A plan for going to “reduced 
inspection” has been devised, based 
on vendor quality performance. In 
simple terms: when a vendor con- 
sistently gets a top-quality rating 





over a long period of time, it is 
reasonable to assume that, in the 
future, the rating will continue to 
be acceptable or better. This being 
true, it is wasteful to maintain the 
same level of inspection as for a less 
dependable vendor. The plan in- 
volves a gradual reduction in the 
amount of inspection performed on 
products from “gold tab” vendors, 
using the information obtained from 
the Vendor Quality Rating system. 
This will afford a considerable sav- 
ing in man hours. 


Improvements Inevitable 


This Vendor Quality Rating sys- 
tem is but one of the many irmova- 
tions that have contributed to Ben- 
dix Radio quality. It is significant 
that, although the system has given 
every indication of being successful, 
improvements are already in prog- 
ress. This points to the dynamic 
quality which has characterized all 
company policy and has contributed 
to the company’s growth. In Quality 
Control, as in all other phases of the 
over-all operation, the word is: 
“When you get something good... 
make it better!” 


Check List on Purchasing Performance 


HE annual report of the Pur- 

chasing and Stores Department, 
prepared by County Purchasing 
Agent J. W. Hughes, has two un- 
usual and valuable features. In the 
first place, the statistical informa- 
tion, which too often makes up a 
lengthy and dreary part of such re- 
ports, has been condensed to two in- 
side pages, one being a summary of 
the year’s material and operating 
expenses, and the other a table giv- 
ing salient comparisons over a period 
of the past sixteen years, identified 
as the prewar, war, and postwar 
years in explanation of some of the 
trends. In addition, the cover de- 
sign shows a 10-year chart of pur- 
chase volume, stores issues, and clos- 
ing inventory figures, graphically 
depicting the enormous growth of 
the purchasing activity with a rela- 
tively slight increase in inventory 
investment. 

The second feature is a statement 
of purchasing objectives, followed by 
a check list of queries on various 
phases of the buying responsibility. 
The answers to these questions af- 
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ford the opportunity of presenting a 
comprehensive and illuminating dis- 
cussion of the work and accomplish- 
ments of the department. The ques- 
tions, designed to evaluate the effi- 
ciency of a buyer, are as follows: 

1. Does he get fair prices? 

2. Does he have the respect of 
his suppliers? 

3. Does he shop around enough? 

4. Does he have a good standards 
program? 

5. Does he engage in new products 
research? 

6. Does he visit his sources of 
supply? 

7. Does he get around to see his 
purchases being used? 

8. Does he maintain adequate rec- 
ords concerning prices, sources, and 
consumption of materials, equip- 
ment, and supplies? 

9. Does he participate actively in 
his professional associations? 

10. Does he keep himself well ac- 
quainted with new developments 
through the reading of trade jour- 
nals and other relevant literature? 

11. Does he periodically review past 
transactions for: 


a. Prices? 

b. Volume-price relationship? 

c. Fulfillment of delivery prom- 
ises? 

d. Analysis of emergency requi- 
sitions by using departments? 

e. General reliability of sup- 
pliers? 

12. Does he have an effective pro- 
gram for the identification and dis- 
posal of obsolete items? 

13. Does he have sound inspection 
procedures? 

14. Does he reduce paper work by 
combining requisitions, using blan- 
ket orders or other suitable means? 

15. Is there clear-cut delegation of 
authority and responsibility within 
the department? 

16. Is the supervision effective? 

17. Is the staff well trained? 

18. Is the morale good? 

19. Are the office methods and pro- 
cedures designed to conserve cleri- 
cal effort? 

20. Is the discipline good? 

21. Does the work flow smoothly 
and on schedule? 

22. Are the records well kept? 


PuRCHASING 











* 


ly 





PURCHASING... 


the last horizon for profits 


Textile leader tells what management 
expects from purchasing and what 
purchasing should expect from man- 


agement 


ACING the fundamental eco- 

nomic changes which have come 
upon the American scene in recent 
years and the present competitive 
market, responsible management 
cannot help but pay closer attention 
to purchasing procedures and their 
relationship to a company’s ability 
to make a profit, according to H. K. 
Hallett, of Charlotte, N. C., general 
manager of Kendall Mills and presi- 
dent of the American Cotton Manu- 
facturers Institute. In fact, he adds, 
the work being done by the pur- 
chasing department may be “one of 
the last horizons where management 
can look for savings and profits.” 

The present head of the major 
overall trade association comprising 
one of America’s largest and most 
basic industries, presented his views 
regarding steps which could lead to 
greater mutual understanding and 
to more effective—and more profit- 
able—purchasing operations during 
an address before a meeting of 
the Carolinas-Virginia Purchasing 
Agents Association at Myrtle Beach, 
S. C., on Sept. 12. 

But before listing and discussing 
such steps he gave a concise picture 
of the economic revolution in 
America which he said is causing 
management to be more acutely 
concerned with purchasing, and is 
causing more managements than 
formerly to realize that “the pur- 





Abstract of an address by H. K. Hallett, 
President of the American Cotton Manufac- 


turers Institute, as reported by Henry 
Lesesne. 
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H. K. HALLETT: “We are at 
the point today when manage- 
ment expects the Purchasing 
Department to make real con- 
tributions in increasing the 
profit margins of business.” 


chasing department is just as impor- 
tant to the success of the company 
as the eleventh player on a foot- 
ball team.” 

Today industry and business have 
opened and are opening up the 
greatest frontier of all—the pur- 
chasing power of millions of people 
who, just a few years ago, had low 
income, the ACMI president de- 
clared. The old order will never re- 
turn, though a new normalcy under 
the new order can be attained if it 
is approached intelligently and with 
the proper sense of balance and a 
readjustment of our sights. 

This new order, he went on to 
say, has been accompanied by indus- 
try’s “headlong advance in efficiency, 
improved output and exploratory 
progress” which has brought about 
a higher and broader standard of 
living, based on vastly improved 
production methods. The change 
has been accomplished, he cited, at a 
heavy cost and at the sacrifice of 
industry earnings which once were 
much higher than now. 

“For this system to continue on, 
successfully, the typical corporation 
must continue to prosper in spite 
of the greatly multiplied demands 





on its earnings—the demand for 
higher wage rates, the higher costs 
for plant and machinery replace- 
ment, and the costs of the social 
responsibilities which modern, en- 
lightened management accepts as 
obligations of plain good citizen- 
ship,” Mr. Hallett said. 

“We—industrial management, that 
is—have to cope with this high-cost 
situation successfully by cutting our 
own operating costs and strengthen- 
ing our ability to realize a fair mar- 
gin of profit.” He emphasized, how- 
ever, that he was not complaining 
about the new situation that has 
come about, nor was he talking 
about recession in the textile indus- 
try, since the general level of the 
textile business is good, though 
profits are “something less than de- 
sirable.” 

But he made the point that the 
economic picture is sharpened by 
the fact that at present a period of 
tight competition exists where the 
manufacturer “must be on his toes 
to effect every cost saving possible.” 

Using his own industry as an ex- 
ample, he cited that textile mills 
have plunged into a big moderniza- 
tion program to improve technical 
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efficiency. In fact, he said, the indus- 
try’s investment in new plants and 
equipment since World War II has 
actually exceeded the industry’s 
total investment value of the 1930's, 
even after allowance for the change 
in the value of the dollar. 

“Meanwhile,” he continued, “the 
textile industry has poured millions 
into private and collective research 
seeking to improve or expand its 
range of raw materials. It has also 
spent money to find better process- 
ing methods and finishing treat- 
ments using new chemicals, all to 
enhance or modify the product so 
as to increase consumer acceptance. 

“These and similar efforts are be- 
ing pushed hard today. Time doesn’t 
permit me,” he said, “to discuss the 
many substantial changes for the 
better. Improved working condi- 
tions, employee health and recrea- 
tion, materials handling systems to 
lighten manual work, education 
within the mills and at a dozen tex- 
tile colleges—all these are aimed to 
improve the caliber of production 
forces and managerial forces, for the 
ultimate purpose of achieving effi- 
ciency and economies.” 

Thus, he asserted, it is not sur- 
prising that management should be 
more and more concerned with pur- 
chasing. Yet, he admitted, there are 
difficulties involved. 


Management and Purchasing 

“There are no easy answers to 
how management can inject itself 
into this problem. Certainly person- 
nel, which is the most important part 
of any business organization, con- 
stitutes a basic consideration. With 
this as a starting point, I'd like to 
list a few of management’s responsi- 
bilities in promoting more effective 
—and more profitable—purchasing 
operations, 

“First, proper selection of per- 
sonnel, Many companies have paid 
far too little attention to the selec- 
tion of personnel. . . Management 
would do well to recognize that one 
type of individual will do better in 
purchasing, whereas another may be 
totally unfitted for the job manage- 
ment had in mind. Also, we recog- 
nize—or we should, at any rate— 
that men in purchasing are in con- 
stant touch with the public and 
therefore ought to qualify as fitting 
representatives of the company. 

“Secondly, is the training of per- 
sonnel—training in the basic funda- 
mentals of purchasing. This is di- 
vided into two parts. Part one is 
the training of people already in 
the company, and part two is the 
training for new employees. 

“Third—and very significant—it is 
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necessary to set up a system of per- 
sonnel evaluation, leading to action 
as a result of evaluations. On this 
point I trust you will pardon a brief 
personal reference to the company 
with which I am associated. 


Personnel Evaluation 


“In our Cotton Mill Division, we 
have a so-called management de- 
velopment committee. In starts out 
first with a Statement of Organiza- 
tion. This contains an organization 
chart and a job description for each 
of the separate functions, line and 
staff. Another tool used by this com- 
mittee is the Personnel Inventory 
Chart where each major job is listed 
with the possible backing-up mate- 
rial. This is reviewed every six 
months. 

“Qualifications are listed in dif- 
ferent colors. Hence, it shows at a 
glance whether or not there is a 
qualified understudy, and what 
progress he is making. This points 
to the audit or evaluation of per- 
sonnel. The members of the com- 
mittee evaluate separately various 
key individuals and then get to- 
gether for one joint rating. The next 
step is to talk with the respective 
individuals. If a man has done ex- 
ceptionally well, it is recognized. He 
may be advanced either by being 
transferred to another division or to 
another position of more importance 
within the same division. Likewise, 
if a man is not producing, the 
counselling points out his weak 
spots and suggests ways of im- 
provement. Again, the man may be 
shifted sideways or demoted. 


Basic Policies 


“The fourth step management can 
take is to see that the Purchasing 
Department has complete and cor- 
rect statements of policies. The re- 
sponsibility and authority of pur- 
chasing should be spelled out clear- 
ly, with no chance for misunder- 
standing. For example, is there any 
confusion on such as the com- 
pany policy regarding the purchase 
of supplies for current require- 
ments only, on-:a_ non-specula- 
tive basis? What about the Purchas- 
ing Department’s authority for mak- 
ing contracts for more than one 
year? Is the signing authority 
spelled out clearly as well as the 
dollar limitations for any one or- 
der? Is there a complete under- 
standing regarding the authority to 
purchase materials in anticipation 
of war contracts not yet received? 

“Sound management policies clear 
the tracks so purchasing can spend 
its time wholly on purchasing mat- 


ters. Policies might be called the 
rules of the game and procedures 
the instructions as to how the game 
is to be played. Management should 
see that Purchasing has a set of 
sound procedures—procedures that 
protect the company, and which are 
efficient and eliminate duplication. 

“Fifth, management has a respon- 
sibility to see that standards are set 
up on a routine work schedule to re- 
duce non-productive time. I might 
say that the perfect Purchasing De- 
partment would be one where each 
buyer would place only one order a 
day. This would be ridiculous, of 
course; but, as an example, the pur- 
chase should be 100% perfect. Prices 
would be thoroughly checked, sev- 
eral sources of supply would be in- 
vestigated. Full specifications would 
be listed, and the buyer would not 
send out orders hoping that the 
vendor would guess what he wants. 

“Sixth on management’s list of 
“To Do” items is training in the 
everyday task of purchasing. Briefly, 
I mean by this that the purchasing 
representatives should have, pri- 
marily, a sound knowledge about 
their own business. They should 
know about the supplies used, how 
they are used, how they fail. Also 
they should have an idea whether 
or not there are other factors in- 
volved, such as expensive installa- 
tion charges for machinery. More- 
over, purchasing personnel, inter- 
ested in doing a good buying job, 
need to learn about suppliers’ prob- 
lems and be conversant with limit- 
ing factors that will increase their 
costs. 

“There is a final point that man- 
agement should check purchasing 
on. That is what I call techniques— 
ways and means of keeping pur- 
chasing in tune with national and 
world conditions, Heads-up pur- 
chasing. You get it when someone 
in the department is given the re- 
sponsibility of finding out about the 
changes in markets, and the eco- 
nomic conditions that affect the 
company or the company’s indus- 
try. 


Results—or Reports? 


“We are at a point today where 
management expects the efficient 
Purchasing Department to make real 
contributions in increasing the profit 
margins of the business. . . And 
unless a sound purchasing program 
is implemented, it becomes only an 
interesting exercise in report writ- 
ing. The successful business opera- 
tion in these fast-moving and ex- 
pensive times functions as a single 
unit, with all the parts integrated 
and synchronized.” 
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Maintaining quality standards in purchasing and production 








Quality Control Program Aids 
Both Purchaser and Vendor 


By Dwight G. Baird 


PROGRAM of statistical con- 

trol at Argus Cameras, Inc., 
Ann Arbor, Mich., has_ effected 
major economies and has contrib- 
uted to better quality of products 
both for Argus and for participating 
vendors, according to Norman L. 
Symons, Director of Purchases. 

This activity is a relatively new 
one. Argus embarked on a quality 
control program by sending a 
group of key personnel to attend 
the Michigan Quality Control Forum 
in 1950. Convinced that such a 
program would be valuable to the 
company, they followed up by send- 
ing two well qualified men to take a 
quality control course at the Uni- 
versity of Michigan. These men sub- 
sequently took charge of the new 
activity. One of them, William 
Courtright, is now Director of 
Quality Control at Argus. The de- 
partment now employs approxi- 
mately 85 people, most of whom 
are inspectors. It includes statistical 
quality control, receiving inspection, 
process inspection, and final inspec- 
tion. 

Some idea of the magnitude of 
the inspection job may be gained 
from the fact that the number of 
parts used in Argus cameras and 
projectors averages about 12% mil- 
lion monthly. These parts have about 
160 million dimensions which must 
be measured in increments of from 
0001” to .001”. 


Introducing The System 


Previously, the foremen  spot- 
checked the work in production and 
inspectors depended largely upon 
their own judgment. There was a 
lack of adequate standards. There 
was considerable “buck passing”. 
The percentage of scrap was high. 
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Purchasing and Quality Control work closely together. Director of 
Purchases Norman L. Symons (right) studies a quality control report 
with William Courtright, Director of Quality Control. 





Inspection of purchased parts follows a prescribed procedure and is 
recorded on a histogram. 


These conditions were not cor- 
rected without. difficulty. The 
theories and doctrines of statistical 
quality control had to be modified 
and adapted to Argus’ own per- 
sonality. The quality control group 
insisted from the beginning that 
“the print is the bible”. It also in- 
sisted that the engineering depart- 
ment make the prints more practi- 
cal. Other personnel concerned had 
other ideas about this new-fangled 


notion. They had always done it 
otherwise and seemed to get along 
all right; why not leave well enough 
alone? 

The machine shop promptly 
adopted the position that floor in- 
spection was responsible for qual- 
ity. Floor inspection insisted that it 
didn’t make the parts—it only in- 
spected them. This difference of 
opinion was reconciled by returning 
responsibility for floor inspection 
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to the machine shop foreman and 
giving the quality control depart- 
ment authority to treat machine 
shop production as though it was 
from an outside vendor. An as- 
sistant foreman of the machine shop 
now has charge of machine shop 
inspection, and he places the re- 
sponsibility on the operators. The 
quality control department doesn’t 
reinspect the machine shop work 
because the quality is controlled 
by the production operators, who 
sample check their own parts as 
they make them. Production floor 
inspectors only audit the quality to 
assist the operators. 


Tools of Quality Control 


Quality layout sheets are used ex- 
tensively, and color charts are used 
on all automatic screw machines and 
to a limited extent on other ma- 
chines. If a given machine is pro- 
ducing too much scrap, the fault 
may be in the machine, the gages, 
the tools, or the operator. If the 
operator is found to be at fault, he 
is penalized by having to sort out 
the scrap. If the case is considered 
serious, it is also noted on the op- 
erator’s record, for disciplinary ac- 
tion if it is repeated. 

There is an_ inspection card, 
called a quality control layout, for 
each operation. This layout is one 
of the most important tools in con- 
trolling quality. It consists of key 
information from the print, and tells 
the operator and inspector what 
to gage, what equipment to use, 
and how often to do so. Tolerances 
are grouped in three classes: criti- 
cal dimensions (.002 or less), semi- 
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An outstanding feature of 
—_ control records is the 
graphic way information is 
presented, for quick visual 
comprehension —a true “pic- 
ture” of conditions in respect 
to every lot of every part. 
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critical dimensions (up to .005), and 
non-critical dimensions for all 
others. The shutter assembly of a 
camera,‘ for example, has a clear- 
ance of about 1/16”, hence the OD 
is a non-critical dimension. But the 
holes in it are held to .001, which, 
of course, is a critical dimension. 
Wherever special reasons require 
it, X bar and R charts are used. A 
good illustration of this is an analy- 
sis made by the plastics machining 
department, showing the differences 
in various plastic materials. The use 
of X bar and R charts and histo- 
grams showed quite conclusively 
which material is best suited for 


machinability and tool life. 

Having proved the value of 
statistical quality control in its own 
plant, Argus’ next step was to ac- 
quaint vendors with the program 
and ask them to adopt the same or 
a similar program. Sampling meth- 
ods were adopted in receiving-in- 
spection, and a specified number of 
parts from each lot was inspected, 
depending upon the percentage of 
rejects found in the sampling. Thus, 
zero rejects out of a sample of 20 
permits the lot to be accepted; one 
out of 40, two out of 80, etc. Lots 
that were rejected by sampling to 
quality control layouts were re- 
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rework, 


How Purchasing Benefits 


“To correct this condition and im- 
prove our relations with vendors, 
we began calling on them personal- 
ly and discussing the subject frankly 
with them,” Symons said. “A pur- 
chasing agent, a representative of 
the quality control department, and 
sometimes an engineer or others 
went to principal vendors and to 
those whose products were fre- 
quently at variance with the print. 
We told them about our quality con- 
trol program, furnished them with 
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what our sampling program was. On 
minor parts, such as screws and 
rivets, for example, we might ac- 
cept 5% or so without rejecting the 
entire lot. On more critical items, 
the limit might be as low as 2%. 
Other considerations were the cost 
of the part, the amount of scrap, 
and how deep the part might get 
buried in assembly before being 
discovered. 

“This policy soon began to pro- 
duce major improvements. A notable 
example was that of the plastic 
case for the Argus 75 camera. Our 
cost of inspection was high, we suf- 


fered from inferior quality, and we 
were always worried over limited 
supply. The vendor was depending 
upon us to do the inspecting and 
rework. The information supplied 
him was inadequate, and our rela- 
tions with him suffered. Our inspec- 
tion costs were high, and the cost of 
rework was higher. Our quality 
control department adopted a meth- 
od of sampling entire lots and re- 
turning rejected lots to the vendor. 

“Then a _ standard method of 
sampling inspection was set up, 
quality control layout sheets were 
furnished the vendor, and we held 
frequent meetings with the vendor 
and his personnel. We also submit- 
ted quality control progress reports 
to the vendor. As a result, defective 
parts received from this vendor 
were reduced from 9% to 2.2% in 
the first six months, rework de- 
clined from 15% to almost none, 
and our costs of inspection were re- 
duced by 75%. 


Another Typical Instance 


“Another outstanding example 
was that of optical glass blanks, 
which are the raw material from 
which we make our lenses. Before 
we adopted quality control, many of 
these blanks were not to engineering 
specifications, and we wasted much 
time in making decisions on possible 
production usage. Our relationship 
with the vendor suffered because of 
inconsistency of decisions. Our scrap 
bill was high, due to erratic control 
by the vendor and our acceptance 
of inferior quality. 

“Our quality control department 
then instituted the use of histograms 
and deviation reports. Poor quality 
lots were returned to the vendor 
with histograms. Rejected lots 
which were functionally usable were 
accepted only on the basis of devia- 
tion reports, and copies of these 
were sent to the vendor. The engi- 
neering department standardized all 
glass blank specifications, basing 
them on the histograms and devia- 
tion reports. Some specifications 
were shown to be impractical from a 
vendor and manufacturing stand- 
point, and these were modified. 

“A member of the quality control 
department and a purchasing agent 
visited the vendor to show how 
quality control methods would bene- 
fit him. They pointed out that to im- 
prove his quality at the point of 
operation would reduce his cost of 
returned lots, and that better in- 
formation and communication would 
result from his use of histograms 
and quality reports. The inspection 
methods were standardized, and 
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The quality control layout card is the key form used in setting and 


maintaining quality standards. 


special gage drawings were fur- 
nished the vendor. Layouts were 
prepared and sampling plans were 
sent to each vendor, together with 
a letter of instructions. 

“Improvement became noticeable 
immediately. Lots returned to the 
vendor dropped from 65% to 12% 
in six months, and are now running 
about 1%. The percentage of lots 
accepted by deviation dropped from 
10% to 8%, and is now running 
about 2%. Meanwhile, our cost of 
inspection declined 75%. 

“Now every Argus purchase or- 
der is accompanied by a quality 
control layout sheet. We are per- 
fectly frank about the matter. The 
vendor knows from the layout how 
many parts we will check, what kind 
of gages and fixtures we will use, 
and how many rejects we will per- 
mit. 

“Meanwhile, we are continually 
preaching the gospel of quality con- 
trol. We send out letters to our 
vendors on the subject from time to 
time, and just recently we prepared 
and sent to them an illustrated 
folder to emphasize the advantages 
to them of adopting and using qual- 
ity control. 

“Many of our principal vendors 
are now doing so. They make histo- 
grams at their machines and in in- 
spection, and send the inspection 
reports along with each shipment. 
We in turn make our own histo- 
gram of our spot check. If our 


The Vendor Material Notice indicates that 
parts have been found defective by receiving- 
inspection. The purchasing department, 
knowing the urgent need for this material, 
initiated a Deviation Memo recommending 
its acceptance and use, but the engineering 
department did not agree. 
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Substantial improvements have been effected through the adoption 


of the quality control program. The instance reported on this 


chart is typical. 


sampling reveals too many rejects, 
we notify the vendor that we will 
make a 100% inspection at his ex- 
pense or we will return the lot. 
Costs have been reduced greatly 
for both the vendor and for Argus, 


and our relations with vendors have 
improved immeasurably as a re- 
sult.” 

Argus purchase orders are typed 
on a Ditto master form, and five 
copies are made. After being ap- 
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Typical histogram, reporting inspection of a sample lot of parts, checking four dimensions. 


proved by the Director of Pur- 
chases, copies are distributed and 
the master form is forwarded to 
the receiving department for use in 
writing receiving reports. The same 
purchase order master is used for 
all receipts against that particular 
purchase order number. This means 
that the last receiving report shows 
all receipts to date against that 
order. 


Coordinated Procedure 

After parts are received, they are 
forwarded to the receiving inspection 
department, where they are checked 
for quality. In the event that a lot 
is rejected, a vendor material notice 
is forwarded to the appropriate pur- 
chasing agent. If he feels that the 
parts could be used, or that inven- 
tory position makes it essential that 
they attempt to use the rejected lot, 
he initiates a deviation memo. In 


The purchasing de- 
partment maintains 
a ledger sheet for 
each vendor,, with a 
record of all trans- 
actions. 
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the event that the purchasing agent 
agrees to return the parts to the 
vendor, he issues a debit memo, 
using the vendor material notice 
as his authority to do so. 

The deviation notice initiated by 
the purchasing agent is forwarded 
to the project engineer, who reviews 
the reasons for the rejection and 
makes his decision as to whether 
or not the parts can be used. If he 
accepts the lot despite reasons for 
rejection, it is then forwarded to 
the production department for ap- 
proval. From there, the deviation 
memo is sent to the inspection de- 
partment for final approval. Should 
any of the three departments— 
engineering, production, or inspec- 
tion—reject the deviation memo, it is 
then necessary to return it to the 
purchasing agent and to return 
the goods to the vendor. 

The inspection department main- 


tains a vendor history of every part 
that is purchased. This history indi- 
cates any of the dimensions which 
have been found to be out of blue- 
print tolerance. By analyzing this 
history after several shipments have 
been received, it is possible to de- 
termine any dimensions which are 
consistently running “out of print”. 
This information is transmitted to 
the project engineer, and he then 
attempts to give the vendor more 
tolerance if at all possible. If such 
increase in tolerance is not possible, 
the information is then conveyed 
to the purchasing department and 
a decision is made as to whether to 
change vendors or to force the 
present vendor to maintain the 
original tolerances agreed upon. 


Quality Control Records 


The purchasing department also 
maintains a permanent history of 
all transactions regarding each pur- 
chased part. This is a visible card 
record, posted from the purchase 
orders by the standard cost clerk. 
This form also includes standard 
costs, which are set annually, and 
any charges for special tooling 
which have been purchased by Argus. 

The purchasing department also 
maintains a history record in the 
form of a ledger sheet for each ven- 
dor. This is filed by vendors, where- 
as the parts record is filed by part 
numbers, The ledger sheet enables 
the purchasing agent to review his 
experience and relations with any 
vendor, to total up the amount of 
purchases from him to date, and to 
see how much is outstanding, and 
to learn what the circumstances are 
in case it becomes necessary to 
change vendors or if the vendor 
is temporarily unable to ship. 
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How far can salesmen’s promises bind the seller? 








Legal Limitations on 
Salesmen's Authority 


By Albert Woodruff Gray 


CONTRACT for the material 

and construction of a high- 
way in Kent County, Delaware had 
been made by a road contractor 
with the Delaware State Highway 
Department and a subcontract for 
4600 tons of crushed stone from 
a material supply firm, shipments to 
be approximately 300 tons a day. A 
clause in the crushed stone con- 
tract was: “Acceptance: This con- 
tract shall not be binding on the 
seller until accepted by an officer 
of the company.” 


Salesman Modifies Terms 


Several months after this sub- 
contract was made, but before any 
deliveries, the salesman who had 
negotiated the sale for the stone 
company agreed to a modification 
of the delivery specifications, twelve 
carloads or approximately 600 tons 
to be delivered daily instead of the 
300 tons originally agreed upon. 

To the lawsuit brought later by 
the stone company to recover 
$9,124.80 then due under the con- 
tract, the defense of the contractor 
was a claim for $6,000 in damages 
for delay under the agreement by 
the salesman for shipments of 600 
tons a day. The decision in this ac- 
tion summarizes the law of the limi- 
tations on salesmen’s authority and 
the boundary line beyond which 
such promises impose no obligation 
on the employer. 

The Federal District Court said 
here: “At the outset it is obvious 
the salesman had no authority—ap- 
parent or implied—to bind the seller 
on the original contract. Even an 
agent who has authority to enter 
into a contract on behalf of his 
principal, does not have authority to 
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alter its terms. If a third person has 
notice of a limitation of the agent’s 
authority he cannot subject the 
principal to liability upon a trans- 
action with the agent in violation 
of such limitation. 

“As a salesman, he was merely 
an agent to solicit orders and trans- 
mit them to his principal for ap- 
proval or rejection. The fact that 
one is a traveling salesman em- 
ployed to sell products warrants no 
inference that he is authorized to 
make a contract of sale binding his 
principal without approval or ac- 
ceptance. When the contract for the 
sale of stone was executed by the 
buyer and forwarded by the sales- 
man to his principal (the seller) for 
acceptance or rejection, the agent’s 
authority with respect to that par- 
ticular contract ceased.” 


Salesman Is Solicitor 


A Federal court in Pennsylvania, 
commenting on this principle that 
restricts a traveling salesman’s au- 
thority to the mere solicitation of 
orders, said: 

“The common law is the result 
of a development in which custom 
and practice among merchants play 
an important part. It may be that 
in time authorities carrying weight 
will determine that, when one act- 
ing as a salesman and having au- 
thority to accept an order, signs it 
as a salesman, a binding contract 
has been entered into between the 
parties. 

“I must decline however, to take 
such advanced ground inconsistent 
with authority, inconsistent with 
settled ideas of what constitutes a 
contract and with the probability of 
establishing a dangerous doctrine by 


which merchants sending out drum- 
mers to take orders will be trapped 
into incurring liability without hav- 
ing intention of binding themselves 
by acceptance of the orders.” 


Specific Approval Required 


This rule takes on added emphasis 
when the repudiation by the seller 
of a salesman’s authority to bind his 
employer is expressly set out on the 
face of the order blank presented 
the buyer for his signature. 

“All agreements are subject to 
the approval of one of the officers 
of the company,” was surcharged 
across the stationery of a con- 
tractor undertaking a construction 
project of the Federal Government 
at Newport, Rhode Island. Later a 
subcontractor for building stone 
maintained that the superintendent 
of construction had modified the 
original agreement by promising this 
subcontractor that he would be 
paid “What it was worth to do the 
job,” in place of the specific sum 
set out in the contract. 

The comment of the Federal ap- 
pellate court on this contention of 
the subcontractor in the lawsuit in- 
volving the attempted modification 
of the original contract, was: 

“It is of course an elementary rule 
of law that a person dealing with an 
alleged agent is bound to ascertain 
his authority. Such acts of an agent 
as are within the apparent scope of 
authority conferred upon him are 
binding upon the principal; the 
apparent authority being 'that which, 
though not actually granted, the 
principal knowingly permits the 
agent to exercise under such cir- 
cumstances as to preclude the de- 
nial of its existence. 


PURCHASING 











1is 


ile 


Ain 
>nt 

of 
are 
the 
ch, 
the 
the 
‘ir- 
le- 


[ING 








“If the principal places the agent 
in such a situation that a person 
of ordinary prudence and discretion 
is justified in assuming that the 
agent is authorized to perform in 
behalf of his principal the particular 
act in question, and such act has 
been performed, the principal is 
bound by what his agent did.” 

The court here however empha- 
sized an important restriction im- 
posed by the law on this general 
rule. “Authority in an agent to 
carry out or to perform a contract 
already made by his principal does 
not include authority to change the 
contract or waive any of its pro- 
visions, especially where, as here, 
the provision is intended for the 
benefit of the principal. Presump- 
tively the agent is employed to ac- 
quire interests, not to give them up.” 


The order was signed, shipments 
to be made on the buyer’s instruc- 
tions. The flour mill, upon receipt of 
the order, stored in its elevators 
wheat equivalent to the flour or- 
dered. When six months later the 
flour manufacturer asked when the 
baking company planned to order 
out its flour, it learned of this oral 
agreement of the salesman when he 
had taken the order. 

A judgment for $8,276.67 in dam- 
ages was awarded the flour com- 
pany against the buyer for its fail- 
ure to accept delivery. 


No Implied Authority 


In affirming the judgment the 
Federal appellate court said: 

“Tt is well established law that 
in the absence of express authority 
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This rule of law restricting the 
authority of a salesman to the mere 
acquisition of orders finds an even 
greater justification when a sales- 
man schemes with a buyer to use 
this implied authority for their joint 
gain at the expense of the seller. 

A wholesale bread company in 
Ohio had been accustomed to pur- 
chase its flour through the salesman 
of a Montana flour mill. This sales- 
man prepared an order for 5,000 
barrels with the assurance to the 
official of the bread company that 
the flour could be sold to small deal- 
ers on an unquestioned advance in 
the price of wheat and whatever 
profit should be realized from the 
transaction would be divided be- 
tween them. 
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to the contrary, a salesman is lim- 
ited to the solicitation of orders and 
transmitting them to his principal 
and that he had no implied au- 
thority to bind his principal by an 
absolute sale or contract. The prom- 
ises and inducements held out by 
the flour company’s salesman in 
procuring the contract exceeded his 
known authority. 

“It may be considered that the 
power of a salesman is not only 
that conferred upon him by his 
commission but also, as to third 
persons, that which he is held out 
as possessing. The principal is often 
bound by the acts of his agent in 
excess of or in abuse of his actual 
authority, but this is only true be- 
tween the principal and third per- 


sons who, believing and haviag the 
right to believe that the agent was 
acting within and not exceeding his 
authority, would sustain a loss if 
the act was not considered that of 
the principal. 

“This rule of law is for the pur- 
pose of preventing fraud and rests 
also upon the ground that when one 
of two innocent persons must suffer 
from the act of a third person, he 
will sustain the loss who has en- 
abled the third person to do the 
injury. 

“If, however, a third person deal- 
ing with an agent knows he is act- 
ing under a circumscribed and lim- 
ited authority, and his act is in ex- 
cess of or an abuse of the authority 
actually conferred, then clearly the 
principal is not bound.” 


Authority Not Defined 


The extent of a salesman’s im- 
plied authority is not always well 
defined. When the authority is set 
forth in a written contract or order 
form, the limitations are obvious. 
When, however, the authority is im- 
plied by virtue of the character of 
the agent’s employment, the limits 


_of the authority to bind the principal 


are too often indistinct and uncer- 
tain. 

A Michigan logging firm had been 
refused workmen’s compensation in- 
surance by an insurance company. 
The resident manager of a lumber 
company to which this firm had 
sold logs in the past, told the in- 
surance company to deliver the pol- 
icy and that his firm would pay the 
premiums so long as the policy was 
in force. 

Later, when the insurance com- 
pany sued on this promise in an 
effort to collect the premiums on 
this policy, the extent of the im- 
plied authority of this manager was 
the determining factor in the litiga- 
tion. 

“It can be assumed,” said the 
court in holding no such implied 
authority to exist, “that he, as resi- 
dent manager, had the power to bind 
the timber and lumber company as 
to any and all materials normally 
appertaining to such business. How- 
ever, the right of the insurance 
company to recover rests upon the 
assumption that he, as_ resident 
manager, within the scope of his 
authority, had the right to purchase 
and bind his employer to pay “or 
workmen’s compensation insurance 
which covered the employees of a 
third party. 

“Such authority can no more be 
inferred from his position than 
it might be inferred that he had au- 

(Please turn to page 318) 
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End cost may be more than quoted price 








Avoid Hidden Cost Factors 
in Purchasing Castings 


By Harold Brown, Sales Engineer, Industrial Castings Division, Hunt-Spiller Mfg. Corp., South Boston, Mass. 


HE buying habits of a purchasing 

agent are important to the eco- 
nomical operation of his firm. Judi- 
cious choice of a supplier for a par- 
ticular product may add thousands 
of dollars to the profit statement at 
the end of the year. 

The industrial buyer must literal- 
ly be a “Jack of all trades”. He must 
have sufficient knowledge of a wide 
variety of technical products to en- 
able him to understand the different 
points of a salesman’s presentation 
and to see their significance and 
weight in relation to his company’s 
requirements. He must decide 
whether or not it is desirable to call 
in one of the company’s engineers 
in the consideration of the product 
in question—and, if so, which engi- 
neer. 

In the purchase of castings, a fer- 
tile field is offered to effect large 
savings. The industrial purchasing 
agent increases his value to manage- 
ment and achieves well deserved 
recognition when he uses scientific 
discrimination in choosing a reliable 
casting supplier. 





There are hidden expenses entailed in 
the purchase of castings. Every pur- 
chasing agent knows that it is the final 
cost that is important. Therefore, he 
should weigh not only the initial price, 
but also the behavior of the casting 
from its receipt into his plant through 
its ultimate use in product application 
and use. Here is a check list of ten 
factors that will enable you to evaluate 
product and supplier as the means 
*oward maximum satisfaction and value. 
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The ability to cast to close dimensional tolerances saves weight and expensive 
machining time, 


The dollar value of casting con- 
sumption in a company may range 
anywhere from several hundred to 
several million dollars. Firms using 
large quantities of castings may em- 
ploy a former foundry superintend- 
ent or casting specialist to handle 
these purchases exclusively. Such a 
man who knows what to look for, 
and where to find it, earns his salary 
many times over. In other com- 
panies, this function is handled by a 
purchasing agent who must deal 
with many other types of commod- 
ities as well, and who may not have 
had the same specialized experience 
on castings. Obviously, in such a 
case, in order to achieve comparable 
results, he must equip himself with 
a systematic means of evaluating his 
casting purchases. 

It is axiomatic, as in all purchas- 
ing, to use more than one foundry 
to satisfy casting requirements of 


any sizable quantity. This is pro- 
tection against the volatility of the 
foundry industry and the relatively 
rapid turnover of foundry manage- 
ments. It also permits the purchas- 
ing agent to utilize the facilities of 
each foundry that are most com- 
patible for the particular casting in 
question. In making these choices, a 
cost-conscious purchasing agent will 
find it helpful to weigh the follow- 
ing ten factors before designating a 
casting supplier for any one job. 


1. Initial Price 


Of course the initial price is im- 
portant. When all the quotations for 
a job have been assembled, exam- 
ination of prices will quickly reveal 
those suppliers to be actively con- 
sidered. 

Abnormally high prices ranging 
from, say, 140% to 200% of the 
average, may mean (1) that a sup- 


PURCHASING 





pro- 

the 
ively 
age- 
has- 
es of 
-om- 
ig in 
eS, a 
. will 
low- 
ing a 


ob. 


; im- 
is for 
xam- 
eveal 

con- 


nging 
f the 
sup- 


ASING 





plier does not have facilities suitable 
for casting the part in question, or 
(2) that his equipment and opera- 
tion is inefficient, even though the 
quality of casting may be satisfac- 
tory. 

Prices markedly below the av- 
erage may indicate a foundry selling 
on dangerously narrow margins, or 
even at a loss, to keep the capacity 
filled to a desired level. This could 
result in (1) prices being raised at 
a later date, once the job is in, caus- 
ing complaints in the buyer’s own 
cost department, or (2) insufficient 
attention being given to the job 
when the foundry receives more 
profitable work from other custom- 
ers. 


2. Engineering Characteristics 


The application for the particular 
casting is important. For example, 
the quality of iron required for a 
critical cam in a packaging machine 
to be sent overseas may be much 
higher than iron required for a solid 
flywheel, where weight only is 
needed. It is much more economical 
to pay 10 or 20 cents extra per 
pound for a cam that will give ex- 
cellent wear resistance and service 
life, than to use a less expensive 
cam of inferior iron that will break 
down in service, causing customer 
dissatisfaction and costly repair 
charges. 

Special jobs may specify definite 
physical requirements in tensile 
strength, hardness or grain struc- 
ture. Foundries that do not possess 
good metallurgical controls will not 
be able to consistently meet these 
requirements. Just one bad ship- 
ment can be very costly in lost 
machining time, production hold- 
ups, service breakdowns, and—most 


Careful cleaning and inspection of castings at the foundry is char- 
acteristic of a satisfactory and reliable source. 
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Uniformity in finished castings is an important factor to the buyer. 


important—loss of customer good 
will. 

You may pay more at the start for 
a controlled and uniform material 
whose “physicals” can be adapted to 
individual requirements. It is cheap 
insurance against losses incurred 
with faulty castings during future 
operations. 


3. Physical Condition 


Attention should be paid to the 
physical condition of the casting 
when it arrives at the p!ant. Sand 
inclusions or just plain dirty castings 
may cause headaches in subsequent 
machining operations. Down ma- 
chining time or dulled and broken 
tools cost money. There may be 


extra labor involved in scraping off 
sand or grinding down gates or ris- 
ers that were not properly removed 
in the foundry. Each supplier’s cast- 
ings should be checked to insure 
that they are arriving in satisfactory 
condition. 


4. Internal Defects 


Castings with internal defects such 
as shrinkage, hard spots, blow holes, 
or non-metallic inclusions, constitute 
a major source of hidden costs. The 
fact that a shrinkage cavity is be- 
neath the surface can be responsible 
for a formidable amount of lost 
machining time and production tie- 
ups. 

A foundry that can consistently 


Adequate preparation of foundry sand, as with this magnetic sepa- 
rator, prevents inclusions that may lead to faulty castings. 


see pe ty ONT: 








supply sound castings for parts 
which require multipie machining 
operations can charge more initially 
than a competitor producing castings 
with internal defects, and still be 
the more economical source. A cost- 
conscious purchasing agent will con- 
tinually check with the machine 
shop for complaints regarding such 
defective castings. Hard spots on in- 
clusions can also quickly add to the 


cost in subsequent machining op- 
erations. 


5. Location of Source 


The proximity of a supplier may 
result in favorable freight differ- 
entials. For example, it costs $1.70 
per cwt. to ship rough castings from 
Chicago to Boston. To this is added 
15% of the entire freight bill and 
3% tax. It is well to consider this 
point when all other factors are 
equal. 

For many companies there may be 
considerable convenience in dealing 
with a local small foundry. Ability 
to give practically overnight service 
on rush jobs can well compensate 
for other deficiencies. Larger found- 
ries may offer technical services 
which can be more readily used if 
they are close by. 


6. Pricing System 

With the more extensive use of 
accurate cost analysis systems in the 
foundry industry, there has been a 
growing tendency to charge on a per 
piece basis rather than on a per 
pound basis. Each job is then priced 
on its own merits, rather than charg- 
ing for all work on a flat rate per 
pound. 

This pricing method is becoming 
increasingly popular with both cus- 
tomer and supplier, for it has sev- 
eral distinct advantages. Foundries 
utilizing this system indicate that 
they are probably progressive and 
efficient. They know their costs, and 
will charge neither too much nor 
too little. The disadvantages of an 
excessive price are obvious. To un- 
dercharge may eventually cause the 
foundry to go out of business, so 
that the buyer perhaps loses a very 
reliable source of supply. Or even 
worse, the foundry may realize later 
that the job is unprofitable, and may 
either start cutting corners on 
quality and service, or attempt to 
raise its prices, with resultant ill- 
will. 

A favorable price quoted by a 
supplier with a modern cost system 
usually means that his facilities are 
very suitable for that particular 
work. Once the job is taken on, 
there will be a minimum of difficul- 
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Some foundries are better equipped than others for special types of work. These com- 
plicated plate patterns are molded on “squeezer” and “roll-over” machines. 


ties encountered. Higher prices 
quoted by other suppliers on the 
same item may mean that their 
facilities are not compatible for the 
specific job. The higher price does 
not necessarily mean they are less 
efficient, but rather that their facil- 
ities can be better utilized for other 
types of work. 


7. Finished Weight 


The ability to cast close to finished 
dimensions is another factor to be 
examined. A  foundry’s molding 
practice deserves consideration 
whether buying on a per piece or 
per pound basis. There can be a 
variation of up to 5% in weight on 
the same casting due to insufficient 
ramming or low mold hardness. The 
weight of the molten metal causes 
a bulge in the mold wall, resulting 
in extra weight on the finished cast- 
ing. 

On heavier castings purchased on 
a per pound basis, there can be a 
substantial difference in billed 
weight due to this condition. With 
castings purchased either on a per 
piece or per pound basis, the bulge 
area may occur on a surface to be 
machined, resulting in extra and 
expensive machining costs. 


8. Delivery 


Slow deliveries can cause bottle- 
necks in production departments. 
Tardy deliveries can also upset a 
customer’s own commitments and 
possibly result in the loss of orders. 
It is important that a supplier not 
only quote reasonable delivery 
schedules, but actually live up to 
his promises. 


9. Technical Services 


Larger foundries offer the help of 
their metallurgists and engineers as 
part of their overall service. On 
development work this help can 
result in appreciable savings to some 
customers, since the fees of consult- 
ants can be dispensed with. Or per- 
haps design changes will be sug- 
gested which will make the part 
easier and less expensive to cast. 
Knotty metallurgical problems slow- 
ing down production may be solved 
with the help of technical services 
from a large foundry. 

The availability of these services, 
whether from a large or small 
foundry, is usually an indication that 
the foundry has excellent control 
over its product, meaning a min- 
imum of difficulty to the customer. 


10. Type of Supplier 


Some foundries which offer open 
capacity utilize their facilities pri- 
marily for their own product line. 
Outside work is solicited because 
production is down and additional 
tonnage is required to compensate 
for fixed burden costs. 

This can be a dangerous and ex- 
pensive situation for a customer who 
is looking for and expecting long 
range service. During a period of 
increased orders and greater need 
for his own facilities, such a supplier 
may throw out all outside work. 
This will necessitate seeing another 
reliable supplier at a time when all 
capacity is relatively scarce. Also, 
the customer will have to contend 
once again with the usually trying 
period of acclimation which occurs 

(Please turn to page 324) 
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Tax laws temper business losses 








Take the Loss... 
with a Tax Profit 


By Betty Lee Gough 


HEN does it pay to lose 

money? This seeming contra- 
diction occurs frequently in business 
affairs. Knowing when a loss can be 
turned into a gain, or perhaps be 
wiped out through tax savings, is 
helpful in planning all purchasing 
activities. It’s also important to 
know when a loss can become even 
a greater one by widening instead of 
narrowing the taxable income base 
because it was handled unwisely. 

Here are a number of pertinent 
questions with the answers that can 
help turn losses into tax savings 
profitable for the company. 

I've heard about this lose-and- 
lease business. How does it work 
and under what circumstances? 

Consider the case of Peter Green, 
a fictitious name that disguises the 
very real head of a small metal 
working plant. 

Green owned his business real 
estate. He had bought it two years 
earlier at a peak level, from which 
prices in his area had since receded. 
Talking to an accountant one day, 
he expressed the wish that he had 
several thousand extra dollars for 
financing a plant expansion. 

“You have those thousands and a 
lot more, right here in the figures 
I’m working on, plus a sizable tax 
savings,” the accountant replied. 

Following the accountant’s sug- 
gestion, Green sold the real estate, 
which had cost him $40,000, for a 
realistic present valuation of $35,- 
000. In the agreement was the pro- 
vision for a 50-year lease, which 
guaranteed Green continued occu- 
pancy of the property. 

“Now,” the accountant told him, 
“you have achieved a ‘loss’ of $5,000. 
You can use it to offset any capital 
gains you might make this year. 
Lacking those, you can use $1,000 
of it as an offset against regular 
income. Then you can carry forward 
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the remaining $4,000 and use it for 
offsetting future capital gains or to 
count as a loss at the rate of $1,000 
per year against regular income for 
the next four years. And that’s not 
all. 

“Formerly, you had to carry the 
building on a long amortization 
table that gave you very little de- 
duction each year. On the land you 
were allowed no depreciation at all. 
But now you are paying rent, which 
is 100% deductible as a business 
expense. Your tax saving there will 
be no small amount—more than 
enough, in fact, to make the whole 
deal profitable even without the 
other advantage.” 

Does that apply only to real es- 
tate? 

Sometimes it pays to lose-and- 
lease on plant equipment too, as 
well as on office machines, because 
the amortization allowed does not 
adequately pile up reserves for later 
replacement (which, after leasing 
arrangements are concluded, be- 
comes the responsibility of the 


lessor) and because of the tax sav- 
ing inherent in being able to deduct 
all of the rental amounts. 

An outbuilding belonging to our 
plant burned to the ground. Can 
I claim it as a loss? 

You certainly can. However, there 
is a “but” attached to this answer. 
It depends upon how much of the 
loss your insurance company made 
good. 

Let’s say that the outbuilding was 
worth $5,000, and its contents an- 
other $2,000. Both were fully cov- 
ered by insurance, and the insur- 
ance company sent a check to you 
promptly. You have then actually 
suffered no money loss. Uncle Sam 
doesn’t count headaches or lost mo- 
tion in making up for the damage, 
and so you cannot claim a loss 
under these circumstances. 

Suppose, though, that only the 
building was insured, and this in 
the amount of $4,000. You had a net 
casualty loss, then, of $1,000 on the 
building, plus $2,000 on the things 
you had stored there. You can 
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claim full tax reduction for this 
$3,000 business loss. 

In other words, it works this way: 
The loss may be claimed only to 
the extent that insurance did not 
repay you for the actual money lost 
because of the fire. If you had no 
insurance, claim it all. If insurance 
paid off to the tune of the full fire 
loss, you cannot claim a deduction 
on the company’s tax return. If in- 
surance partially covered the loss, 
claim only the net loss. 

Would that work the same way 
in the case of storm damage to our 
building? 

It would. You can claim any cas- 
ualty or accident loss, but only to 
the extent that it was not made 
good by an insurance company pay- 
off. 

What happens when the insur- 
ance company pays MORE than the 
actual cost of the building? For in- 
stance, in my case, a building that 
had cost $10,000 to erect in 1940 
burned down. I had it insured for 
the present replacement value— 
$15,000—and the insurance company 
paid me in full. Do I have to pay in- 
come tax on that paper “profit” of 
$5,000? 

That depends. Did you spend the 
$15,000 immediately to buy or build 





another structure to be used for the 
same purpose, If you did, then the 
paper gain is not taxable, since it 
went for replacement of the loss 
with a similar facility. But if you 
spent the money for something else, 
then Uncle Sam wants his share of 
your “gain” on the fire. 

To illustrate how this works, let’s 
consider another case. Joe Jones’ 
building cost $5,000 to put up back 
in 1935, but Joe knew it couldn’t 
be duplicated for anything close 
to that in today’s economy, so he 
insured it for $11,000, the estimated 
replacement cost in today’s market. 
Then, in 1950, a windstorm of hur- 
ricane proportions demolished the 
structure. The insurance company 
sent him a check for the full $11,- 
000 in compensation. 

Joe then put men to work to 
build a new shop on the site of the 
old one. He was able to cut some 
corners in construction cost, and 
made out considerably better than 
he had anticipated. When he had 
paid all the bills for the new build- 
ing, he found that he had spent 
$7,500, so that of his paper gain of 
$6,000 he had a “profit” left over 
amounting to $3,500. 

Uncle Sam did not demand tax 
on the full $6,000. Since the insur- 


Card Trick Wins Interviews 


ISUAL demonstrations are ef- 

fective and widely used in 
modern sales technique. Here’s an 
unusual twist that depends, first of 
all, upon lack of visibility. 

The Abbeon Supply Co., Jamaica, 
N. Y., recently introduced a product 
known as Flaskh-O-Lens—a 7-power 
magnifier equipped with a Bausch 
& Lomb lens and having a flashlight 
in the handle to illuminate the area 
it magnifies. It is used in all sorts 
of close inspection work, for ex- 
amining small parts, matching colors 
or patterns, and the like. Abbeon’s 
sales problem: to get past the re- 
ceptionist so that the sales repre- 
sentative may have an opportunity 
to demonstrate the instrument to 
the purchasing agent and the chief 
inspector. 

The trick that turned the trick 
in this instance was to provide 
salesmen with a unique business 
card, printed in type so small as to 
be virtually indistinguishable. The 
salesman hands the girl at the desk 
a.card, that, at first glance appears 
to be blank. After she has turned 
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MYSTERY BUSINESS CARD 


Printing, in actual size as shown here, 
baffles the receptionist until she is given 
the illuminating, and magnifying, solution in 
the form of a reception room demonstration. 


it over a couple of times, wondering 
what it’s all about, he hands her a 
Flash-O-Lens, and the tiny blob of 
printing springs into visibility, mag- 
nified to easy reading size, identify- 
ing him and his product. He then 
requests that the card and magni- 
fier be sent in together. In practi- 
cally every instance, Abbeon’s sales 
manager reports, this novel and pro- 
vocative demonstration. wins the 
opportunity of an interview in which 
the more practical advantages of the 
product can be demonstrated. Curi- 





ance money had been spent for an- 
other building like the old one that 
had been destroyed, any part of the 
insurance money that went for this 
purpose was tax free. But the In- 
ternal Revenue man explained that 
the extra $3,500 over and above 
necessary expenditures to replace 
the building had to be reported on 
the tax return. 

Since the government, under cer- 
tain circumstances, taxes an insur- 
ance payment “gain” like this, does 
it permit us to deduct the cost of 
casualty insurance? 

It does. Insurance protection is a 
legitimate business expense, and you 
may deduct the full premium pay- 
ments each year. 

Our bookkeeper embezzled some 
money from the company. Is this loss 
an item that can be deducted for tax 
purposes? 

To the extent that it was not made 
good by the bonding company or in- 
surance company—yes. In figuring 
out the amount of claimable loss, 
follow the formula of balancing cas- 
ualty losses against insurance pay- 
ments made in reimbursement of 
those losses. Only the net loss— 
the amount not made good by in- 
surance payments—may be claimed 
on the income tax return. 


THE SOLUTION 
Salesman’s product, which solves the mystery 
of the business card, can now be demon- 
strated on more important inspection appli- 
cations. 


osity paves the way, overcoming 
one of the chief difficulties of the 
salesman in helping the inspector 
overcome the difficulties of his job. 
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The Pulse of Business 


DECEMBER, 1953 


much—talked-of adjustment in business activity ap- 
*s to be taking place in orderly fashion so far. 
But like most generalities, the general idea of ad- 








j ment doesn't have very well-defined limits or 
bases of comparison. As a result, the mixed trends 


; hat have shown up in basic indicators in the past 
PURCHASING’S -¢., weeks offer grist for both optimistic and pess- 
Summary of imistic mills. 

economic 

conditions Prices, for example, have followed no definite pat- 
‘n, with metals firming somewhat under increased 
istrial buying, and such items as alcohol and pet-— 


roleum products on the downward side. (The BLS in- 


c in this section was issued before the rather 
nexpected October strength in over-all business 














points lower than September, the Federal 
Reserve Board industrial production index looks good. 
: 1 | ; he drop can be blamed on the reduc- 
tion in output by the petroleum industry, which is 
ving its supply and demand difficulties. Average 
kly hours and earnings figures gave many ob— 
ervers and uncomfortable start with a sharp drop 
n September, only to bounce back in October. But 
mployment continues to rise — not to any danger- 
nt yet, of course — but enough to bear watch- 
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The cautious optimism of many business leaders about 
1954 prospects was, in effect, labeled as a little too 
‘autious in a report by the second largest insurance 
company in the country. Prudential Insurance Company 
of America, with assets of about $11 billion, thinks 
siness activity in the coming year will be about the 
same as in 1953, in contrast to the many predictions 
that there will be a decline of from 10% to 15%. Its 
ad economist sums it up this way: "Declines in govern- 
S, capital expenditures and home building, 
a reduction in inventory accumulation, will be 
t in a large measure by a sharp increase in con- 
sumer buying." Faecasts by officials of the big ap- 
iance manufacturers, G.E. and Westinghouse, on 195) 
ales would seem to bear out his optimism on that point, 




















Some idea of how producers are out to beat the compet— 
ition to the consumer's dollar was provided last month 


NOYT 


price cuts on such items as autos, 
ts, carpets and some home sioltincds| 
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% OF CHANGE IN 





MONTH YEAR 
Industrial Production Index .....................6+ 1935-39100 232 234 230 0.9 + 1.7 
Steel Production (Weekly ) .............:cscesee 000 net tons 2.057 2,137 2,212 3.7 7.0 
Electric Power Production (Weekly) ........ milKWH — 8,398 8.307 7.807 + 1.0 + 7.6 
Bituminous Coal Production (Weekly) ...... 000 net tons 8.825 9,285 9.953 5.0 11.3 
Auto, Truck & Bus Output (Weekly) .......... units 131,433 137.62] 134,254 1.5 2.1 
Petroleum Output (Daily Average) ............ 000 bbls. 6,038 6,223 6.535 3.0 7.6 
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Federal Reserve Board Index 1935-39 — 100 Federal Reserve Board 000 Cars 


American Assn. of Railroads 
850 
Freight Carloadings 


200 = 800 
150 





250 


750 


100 700 


Dept. Store Sales 


650 

















0 600 
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"52 53 
% OF CHANGE IN 
eetest MONTH YEAR 
Dept. Stores Sales Index (Fed. Res.) .......... 1935-39100 122 120 118 + 1.6 + 3.3 
Commercial Failures (Dun & Bradstreet) ..... no. 207 186 143 +10.2 +31.9 
PF rpliget Car x.n..ckcesineersswisssinnnosnconsesneee cars 747,868 804.070 829,295 — 7.0 — 98 
Miscellaneous Carloadings .................:0000-+- ears 371,422 393,085 398,033 — 5.7 6.8 











PRICES 
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IN 
AR 
1.7 All Commodities (BLS) ................ccccccceeeeeeeee 1947-49—100 110.2 111.0 111.1 0.7 0.8 
7.0 Farm Product ............ccccccccccceceeeeceeeeeeeeeeeees . 1947-49——100 95.2 98. 104.9 2.9 em 
7.6 Metals & Metal Products ........00000..00...0cccccce ee 1947-49—100 127.8 128.5 124.) 0.5 + 3.0 
13 Structural Products ...............cccccccceeeceeeeeeeeeee 1947-49—100 120.7 120.7 114.4 0) + 5.5 
2.1 Steel Billets (Pittsburgh) ........000000000000000. net ton $62.00 $62.00 $59.00 0 + 5.0 
7.6 Steel Scrap, heavy melting, Pitts ................... net ton 37.50 35.50 3.00 + 5.6 12.8 

Copper, electrolytic ..............cccccccccseeeeeeneeeeees lb. .29Y4,—.30  .29-—.30 241, + 1.7 +20.4 

Rubber (rib-smoked sheets) ......................... Lb. 203 207% 29%), 2.4 34.6 
ars bil $ Federal Reserve Boord 
50 al 

39 pe aS oe 
00 a ges a a I og 
Currency in Circulation 
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500 yy CeeeE SESS See See eae Bese ewer evrrrrseysee2ern*Y 
_! Dec Jan Feb Mar Apr May June July Aug Sept Oct Nov 

— 52 ‘53 

IN Oly aie 
LATEST ppt 

; oa Stock Prices (Standard & Poor’s) ................ 1926—100 194.2 190.2 195.8 + 2.1 0.8 
319 Bank Clearings (New York) ........ccccccccceceeees mil $ 8.281 8.225 7.73 + 0.6 6 


7: + 
Federal Reserve Credit .............cccccccccccceeeeees mil $ 26.111 26,322 25.096 0.9 + 2. 
Currency in Circulation ...........:.cscscccesseeeeeess mil $ 30,540 30,412 29.905 L 0.4 + ] 











THE PULSE OF BUSINESS 


Price Firmness Noted As 
Industrial Buying Picks Up 


¢ per 





Buying at the industrial level! appears to have picked up in the last quarter, somewhat 
earlier than expected, tending to firm prices in a number of commodities. Farm prices. 
too, have rallied as is customary at this season. It is still questionable whether these 
trends will continue in any great strength, but chances of any great “breaks” in the price 
level are not great as business stays at a relatively high level. Copper prices, raised 1, 
cent per pound by custom smelters, are unexpectedly firm as demand continues good and 
the expected “dumping” of great amounts of the metal by Chile still has not materialized. 
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Sales, Inventories and New Orders 
19 
Value of Manufacturers’ Sales es sisie 
Seasonally Adjusted Sept. May June July Aug. Sept. 
(Millions of Dollars) 

All Manufacturing industries «0... 1. cece reece crc rccneceeeeseces 23,663 26,226 26,172 26,514 25,398 24,876 

Durable goods lndustries 2... 2 ccc ccc cece ce sc cree eereseveens 11,510 13,238 13,046 13,144 12,615 12,015 
DORIA in Bh o.c bc occ nce ecebacd ee rasecegegesacessces 2,107 2,258 2,172 2,284 2,135 1,949 
Oe SS ae ree oe eee Le eee ee eo 1,156 1,507 1,457 1,515 1,354 1,307 
SOON SUE, nv bic cr cer cewicasecsereassececccsvervevoce 1,256 1,361 1,478 1,352 1,467 1,464 
Machinery (except electrical) ..... 2.2... eee eee cence ene nnnee 1,966 2,097 2,089 1,992 2,014 1,948 
Motor vehicles & equipment ..... 2.6.6 ee eee eens 1,831 2,311 2,255 2,308 2,190 1,964 
Transportation equipment (exc. motor vehicles) ..............5.-- 749 885 816 895 898 850 
ee ere eee) Ter) Tee TEP Eee 419 377 367 348 368 373 
Lumber products (enc. furniture) .... cece ccccccccccccceccces 629 745 752 766 707 660 
Stone, clay and glass products ..... 6... . cece eee eee eeenees 545 590 597 587 593 605 
Professional, scientific instruments ..... 2... 6c ee cee eee eee 245 370 353 381 305 312 
Ce I, I, AED 6g occ ccd ccc emecomeccesawencse 607 738 710 716 586 580 

Nondurable goods industries ..... 0... 0. cece eee eee eee ee eees 12,154 12,988 13,126 13,369 12,783 12,862 
eet Grey Te ID niin. nos bos cetieledleuseccccaceoscces 3,246 3,572 3,453 3,698 3,497 3,547 
EE SE ae ee) ee ee re 534 600 671 653 736 662 
eer eer re eee ree ee eee 324 308 318 322 313 324 
ey ick ain ce CENA SAW Oew sen dees 1,137 1,242 1,185 1,207 1,066 1,002 
I AR eas ic co ad alba 4 oe RG eee ood wee iw waned . 1,068 1,174 1,182 1,174 1,025 1,040 
PEE PEE CEL OE ELLE ORT ER EET 275 301 355 376 333 297 
ee I ss, oid bik 3 Adlets Wate Sibiah © Hheleie cide 080 699 708 734 748 789 787 
ed oe ire heii lo sb Gide alee 0 > 6 AKO nse e500 678 770 738 681 655 662 
SoS Ge ee INO io ook Wr eiwe ed Fecceceeusesecss : 1,602 1,781 1,734 1,749 1,665 1,722 
PROPRIO. GS Be UNO a 6.0.6 ck oS ews eGo ec crecoseseasers 2,109 2,061 2,268 2,252 2,190 2,289 
Se NN Biorb ea aE oo CWA DAERETEDUR Nec ce eHearecocenss 482 472 488 511 515 n.a. 

Book value of Manufacturers’ Inventories 

Seasonally Adjusted 
(Millions of Dollars) 

All Manufacturing industries .... 2.66.6 cee cee eee eee eee eens : 43,224 44,970 45,525 45,792 46,195 46,438 

Durable goods industries . 0... cc ccc ccc cece sce esessereveces 23,292 25,420 25,775 25,983 26,302 26,447 
a Perera ey eee 3,031 3,132 3,175 3,238 3,364 3,458 
Paetenee GHOOGES: oc 5 vn k cc cee e es oe RESe Sees se cwececces er 2,318 2,573 2,694 2,776 2,897 2,923 
ee. ae ee er ee eee ee 3,031 3,382 3,419 3,458 3,493 3,471 
Machinery (ene. Gloctricml) 2... ccc ccccccscccccsccsccscceces 5,274 5,514 5,529 5,536 5,539 5,514 
Meter vehicles & equipment .... 1... cece ccc r cee recsececes 2,636 3,313 3,338 3,341 3,352 3,311 
Transportation equipment (exc. motor vehicles) ..............-. 2,343 2,635 2,701 2,703 2,682 2,762 
De GAD HIE, Sins Koen 6 cbc ce Few ee R OES esrb cas seesece 534 554 569 576 553 539 
Lumber products (exc. furmiture) ... crn scccccccccccccvece 1,006 1089 1,094 1,087 1,108 1,145 
Stone, clay Gre Glass GTOGMENS 2. ww ec kee cceseccccccesssccces 892 935 953 951 937 911 
Professional, scientific instruments ..........-. 00 eeeeeee eee 764 807 818 826 842 834 
Other industries, incl. ordnance ...... 0.0.26. 50 0 cece ence eee eee 1,462 1,486 1,486 1491 1,534 1,579 

A eee ees Pe eee Pe 19,932 19,550 19,750 19,809 19,894 19,991 
ae yee ees a ees eee eee oe eee eee ee 3,443 3,198 3,147 3,104 3,061 3,069 
Ee a ee eee es See ee Cicaanas« 1,268 1,184 1,183 1,187 1,119 1,092 
SEE I: ERE ER: oA OL PE ee ee 1,726 1,766 1,759 1,780 1,799 1,833 
ee Oe CE ee eee CLE TREE EEE 2,833 2,671 2,762 2,786 2,809 2,826 
NE a ile EE ais. nie 6 bd Agee eRe ee a eee a 0 8 0 Owed 1,725 1,672 1,697 1,742 1,785 1,728 
 S\G ESI OPES CCT TT CUCL CREE 541 604 625 590 589 613 
Pu IES, occ Sin os oka ow ces Se cee ce ecceeee 973 987 976 955 927 930 
ee, ee ee ee 734 736 750 727 745 746 
Chemicals and allied products ............052 ee eees \ stew ae 3,022 3,005 3,122 3,149 3,207 3,251 
Petroteum Gnd COml PreMucts ww. occ ccc ccc ccc crc ccccccees 2,788 2,803 2,789 2,858 2,938 2,988 
owns 66a CRD ORE SAAS On 0 tee 8 ee 8 84888 877 924 942 931 914 n.a. 

Manufacturers’ New Orders (Adjusted) 

OO TE I Oe er ee ee ee ee 24,516 25,606 25,553 24,417 22,419 22,430 
EET ERTS. CTE OT CTCL URETUEEET OE 12,328 12,744 12,456 11,078 9,541 9,650 
CEIOIO CUES SUINNNUED 6 onc ccccc cece hs becesewescereseees 12,187 12,862 13,097 13,339 12,878 12,780 
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Economic Indicators 
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71 
Hs After dropping somewhat sharply in September, Total consumer credit has gone up again and stands 
r wages and hours rose again in October. Overtime now ata record high. But the rate of rise was much 
4s apparently is still a strong factor. less than that shown a year ago. 
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THE PULSE OF BUSINESS 





Straws in the Trade Wind 


G.N.P. OFF IN 3rd QUARTER - For the first time in three years the gross 
national product - the nation's output of goods and services - 
has shown a quarter to quarter decline. Latest Department of 
Commerce figures show national production in the third quarter 
of this year at an annual rate of $369 billion, or $3.5 billion 
below the second quarter rate. The decrease is attributed 
"largely" to a slowdown in inventory building by business. It 
is still expected that this year's total production will top 
last year's $38 billion record. 





STEEL PRODUCTION STAYS HIGH - Steel output in October was higher than 
that of September but about 3.5% below that of October,1952. 
Total for the first ten months of 1953 was 20,932,780 tons, or 
28% higher than in the similar period last year, when production 
was hit by strikes. Reporting that steelmaking capacity at the 
start of 1953 was approximately 9 million tons higher than at 
the beginning of 1952, the American Iron and Steel Institute 
says as much steel can be made this year at 92.4% of capacity 
as could have been made last year if mills operated at 100% of 
capacity. 





FEWER HOUSES STARTED - Housing starts dropped somewhat in October, but 
on a seasonally-adjusted basis they stayed over the 1 million 
starts a year rate. Actual starts in October were about ,000 
below those in September, chiefly because there were almost no 
new public housing starts in October. For the first ten months 
of 1953, private housing starts at 915,000 were higher than 
last year and a record except for the peak year of 1950. 





SEE CONSTRUCTION NEAR RECORD IN '5) — Spending on new construction in 
1954 is expected to total about $3) billion, only slightly less 
(2%) than the record expenditure apparent for 1953. That's the 
outlook based on estimates prepared jointly by the Bureau of 
Labor Statistics and the Building Materials and Construction 
Division of the Department of Commerce. A mild contraction is 
seen for private construction, 





IN A LINE OR TWO —- Industrial consumption of aluminum is expected to hit 
a new high of 3.) billion pounds this year, 25% over 1952, while 
production is seen reaching 2.5 billion pounds, 33-1/3% over last 
year. (Imports make up the difference)....Retail sales in Oc- 
tober were 6% higher than in September, and 1% over a year ago 
eeeUnited States exports declined 10% and imports rose ).5% in 
the first nine months of 1953 as compared with a year earlier 
eeeCoal and affiliated industries have reactivated their cam- 
paign to limit residual oil imports. Special efforts will be 
made to secure enactment by Congress of protective legislation 
which failed to pass earlier this year, 














PURCHASING MAGAZINE ° 205 E. 42ND STREET ° NEW YORK 17, N. Y. 














Complete information means satisfactory deliveries 








What the P. A. Should Know 
in Buying Rectifiers 


By Harold J. Lemkin, Administrative Engineer, Bradley Laboratories, Inc., New Haven, Conn. 


ACH year untold numbers of 

executive man-hours as well as 
actual cash are wasted by needless 
exchanges of correspondence be- 
tween purchasing agents and sup- 
plier companies. 

This is particularly true in such 
fields as electronics where even a 
single component, such as dry disk 
rectifiers, finds so many new uses 
that it is no wonder that the 
harassed purchasing agent is unable 
to completely familiarize himself 
with the component before ordering. 

The purchasing agent, familiar 
with ordering myriads of other com- 
ponents, is often compelled to order 
rectifiers without full knowledge of 
the information needed by the 
manufacturer to supply the right 
component. As a result, he fails to 
specify his needs in terms of the 
manufacturer’s ability to supply. 

The purchasing agent alone is not 
to blame for this. Too often, the 
salesman for the supplier will speak 
in general terms rather than stating 
the various types of components 
made by his company and the 
specific use of each type. 
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GOOD PRACTICES IN PURCHASING RECTIFIERS 


1. GIVE complete application information. If application is restricted, 
supply basic circuit data or, at least, the following 


a) de output current; b) 


maximum peak inverse voltage; 


c) ambient temperature; d) type of cooling; e) duty cycle; 


f) maximum dimensions; 
environment. 


g) finish required; h) operating 


2. DO NOT order component from competitor’s catalog unless exact 


requirements are given. 


3. TAKE advantage of the salés engineering department of, your 


supplier. 


4. COMMENT freely on any samples supplied—it willhelp the manu- 
facturer supply you with the best component f6r your job. 


5. GIVE as much information as possible in your first inquiry. It will 
result in a saving of time and money for all parties 


6. USE the supplier’s data form—it will speed his service to you 


7. DO NOT settle for a rectifier that is “almost” exactly what you 
want. The proper rectifier exists or can be designed for your 
application. Your supplier will work with you in getting you the 


best rectifier at the lowest cost. 





The result is a hydra-headed 
monster which eats into valuable 
man-hours, causes needless delays 
and expenses while the problem is 
ironed out by letter or telephone, 
often ends with the wrong part be- 
ing furnished, and causes needless 
friction and aggravation between 
supplier and buyer. Naturally, the 
end result is increased costs to both 


parties which must be passed along 
to the consumer. 

To supply such components as 
selenium and copper oxide rectifiers 
the manufacturer must have certain 
basic information. Without this, it is 
often a case of hit-or-miss in sup- 
plying the correct component. All 
too frequently, purchase forms used 
by companies are too rigid for a 
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New series of glass encased selenium rectifiers meets high voltage installation problems. 





Copper oxide rectifier used in control and 
test equipment. Size of the housing is 2 x 
WY x 5". 


Rectifiers take many forms and shapes, in many sizes. This wide 
variety poses a constant problem for the purchasing agent in select- 
ing the right one for the intended application. 


Selenium powér rectifier, made in a wide range of 
types and ratings. Plate size varies from 1” square to 


5 x 6 


lexible item, The solution, however, 
extremely simple. 

Many electronic component 
anufacturers have well-trained 
sales engineers whose principal duty 
to assist the buyer in getting the 
ght equipment. The purchasing 
gent should make full use of the 
talents and training of this engineer. 
He is backed by a staff of trained 
pecialists who can rapidly deter- 
iine the best component for your 
eeds or, if necessary, design a spe- 
al part to meet your requirements. 
One of the best ways to use the 
ales engineer to your advantage is 
take him into your confidence. 
Because of his technical familiarity 
vith the product, the sales engineer 
an. determine by looking at your 
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inquiry form whether you have 
supplied the necessary information 
to obtain a prompt reply. If you 
haven't, he can suggest the questions 
you can put to your engineering de- 
partment which will get the missing 
information for you. 

Remember the sales engineer is 
more than a salesman. He can rapid- 
ly tell you if his company can supply 
a component to meet your require- 
ments. He is often in position to 
recommend another manufacturer 
in the event his organization cannot 
service you. 

No matter what method you 
choose in ordering rectifiers keep 
in mind that the supplier will be 
of more value to you if he is not 
forced to work in the dark. 


These units are completely enclosed in a phenolic’ tube with internal 
spring closure. Variations in ratings are determined by diameter (1%” 
to 54”) and length (5¢” to 5%”). 





Give enough application informa- 
tion so that the supplier will know 
for what use the component is in- 
tended. The dry disk elements of a 
rectifier are made-up of several 
“sandwiches”, and varying the num- 
ber of units or stacks will change the 
characteristics of the rectifier. Also, 
the very material which makes up 
the rectifier may have specific char- 
acteristics. 

Frequently, incomplete informa- 
tion is given so that the supplier is 
at a loss to know which one of sev- 
eral types of rectifiers to supply. 
Sometimes, too, the information is 
such that it is misleading, and the 
manufacturer interprets the needs 
incorrectly and supplies the wrong 
unit. 
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Not too often, but frequently 
enough to become disturbing rather 
than amusing, a buyer will order a 
rectifier by number from a com- 
petitor’s catalog. It is all right to use 
a competitor’s catalog number pro- 
vided your exact requirements are 
given. In many cases, more than one 
firm is equipped to produce satis- 
factory rectifiers for a given appli- 
cation, but you will be sure of get- 
ting the best rectifier for your job 
if you specify your requirements. 

Sometimes, because of security 
regulations, it is impossible to re- 
veal the complete application of a 
component. In cases of restricted 
applications, the rectifier manufac- 
turer will go all out to help you, 
although it may take more time to 
furnish the right part. 

If possible, give the supplier the 
basic circuit information. If the cir- 
cuit itself is classified, then the fol- 
lowing information should be given: 
de output current, maximum peak 
inverse voltage, ambient tempera- 
ture (the temperature of the free 
air in which the part will be op- 
erating), type of cooling system, 
duty cycle, maximum dimensions, 
and the atmospheric conditions to 
which the unit will be subject and 
the protection needed. 

With this information—the mini- 
mum required if satisfactory and 
economical components are to be 
supplied—the manufacturer will be 
in a position to supply several 
samples of various types to the 
buyer. From the comments received, 
the supplier will then be able to 
supply the exact unit for the job 
instead of the “more-or-less” com- 
ponent which might otherwise be 
sent. 

For usual applications, the recti- 
fier manufacturer has a line of 
standard units designed to enable 
him to furnish a component rapidly 
and at minimum cost. If the neces- 
sary information is supplied in the 
first inquiry, you will save money 
and time on your part and get the 
proper component as quickly as pos- 
sible. 

A further advantage of supplying 
all the necessary details is that it 
will enable you to get the cheapest 
unit for your requirement. Where 
a manufacturer has a comprehensive 
line, he has a wide range of units, 
several of which may do the job be- 
cause they will operate over a wider 
range than may be necessary for 
your requirements. Such a unit will 
be more expensive, but may not be 
more satisfactory. However, without 
knowing the complete story, the 
manufacturer may have no choice 
other than supplying the more pow- 
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Quality control is important in the production of high quality rectifiers. Here a worker checks 
copper oxide pellets to make certain they meet exacting standards. Each pellet is a rectifier 
in itself, but normally a group of pellets is encased in a tube for actual use. 


erful, and more expensive unit. 

To make it easier for the customer 
to specify his requirements, many 
firms have designed a streamlined 
data form which will supply the 
manufacturer with the information 
needed for most applications. Our 
own form, for example, asks for 
twelve items of information. For 
more involved applications, the in- 
formation provided on a standard 
form will enable the supplier to ask 
the customer specific questions and 
so cut down on the exchange of 
questions and answers. This system 
is in wide use today and forms are 
available from sales engineers or on 
request, 

Both the purchasing agent and 
the supplier are interested in sup- 





The tiny copper oxide pellet at right (shown 
for size comparison with a copper penny coin) 
is a complete rectifier in itself. This is the 


smallest size pellet made by Bradley Labora- 
tories. 


plying the best unit for the least 
amount of money in the quickest 
time, for only by such operation can 
both parties enjoy a profitable 
transaction. It is to everyone’s ad- 
vantage for all hands to cooperate 
in providing the proper component. 


This form summarizes the information that the manufacturer requires in order to recommend, 
quote, and produce the most suitable rectifier for a given purpose. When the buyer collects 
and specifies such data prior to issuing his order, his biggest purchasing problem is solved. 


BRADLEY LABORATORIES 
Salesman’s Rectifier Data Sheet 
To Accompany All Requests For Samples and Quotations 


Customer 

Bradley Line Fig. No 
DC Output: Volts Min. 
AC Input: Volts Max. Phase 
Max. Dimensions . 


LOAD: Resistive 


Amperes Max. . 


Date 
Rect. Part. No. 
Circuit . 


Max. Peak Inverse Volts 


Inductive ..... Capacitive Battery Charging 
DUTY: Continuous Intermittent . On .. Of 
COOLING: Convection Forced ... Ft. Per Min. Max. Ambient Temp 3% 


TYPE FINISH REQUIRED: 
QUANTITY REQUIRED: 
REMARKS: 


Use Other Side For Circuits, Sketches, Etc. 


Fa2 
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Foundation for a sound procurement program 








Successful Buyers Select 
Dependable Suppliers 


By a Spivack, Buyer, Melpar Electronics, Inc., Alexandria, Va. 


s adapted from a leéttire given by the author at the Graduate School of Business, George Washington University. 


HE purchasing function and the 

problems with which it is con- 
cerned touch virtually every other 
department and activity of the com- 
pany operation. Design, production, 
development, safety, traffic, stores, 
maintenance—these are representa- 
tive activities that must be consid- 
ered and coordinated for satisfactory 
purchasing performance. Indeed, it 
is difficult to conceive of any 
business transaction that does not in 
some way affect purchasing, directly 
or indirectly. 

When the janitor sweeps up and 
removes the litter of the day’s ac- 
tivities, the purchasing department 
is affected. The custodian must have 
the cleaning tools and implements 
with which to do the job. After the 
litter is gathered, a disposal problem 
is faced. Who will provide the best 
service at the most attractive rates? 
What portion of the scrap, if any, 
has commercial value? Where can 
it be sold? Who will offer the best 
prices? Ali these are questions that 
come to the purchasing department, 
stemming from the simple task of 
cleaning. 

Before the Sales Department sub- 
mits quotes on business which the 
company is interested in obtaining, 
it is first necessary to check current 
prices with Purchasing. In some 
market situations, it must also be 
determined whether the materials 
will be available and what sort of 
delivery can be secured. 
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Prior to paying invoices, the Ac- 
counting Department checks with 
Purchasing to determine whether 
the goods to be paid for are as 
ordered, and received in satisfactory 
condition, and that the terms of 
the invoice are proper. 

Requests for quotes often must 
be accompanied by blueprints. It is 
therefore necessary for Purchasing 
to see that the proper drawings are 
furnished by the Engineering De- 
partment. 

So far as Production is concerned, 
before any shop order is cleared 
there is a preliminary check with 





“Now here’s a neat little job that 
gets 400 miles on a gallon.” 


Purchasing to see that all the neces- 
sary material is in stock or on the 
way. It would be both costly and 
unwise to start producing an article 
if, three-quarters of the way down 
the production line, it has to be put 
aside because of lack of materials. 

When shortages exist and mate- 
rials are under allocation, it be- 
comes necessary to stretch combina- 
tions so that maximum dollar pro- 
duction is attained with a minimum 
consumption of available materials. 

Clearly then, purchasing must be 
part of a planned program, and not 
a series of independent, isolated 
transactions. No business organiza- 
tion can move forward in a purpose- 
ful direction unless the various de- 
partments move along together, at 
the same rate of speed, in a co- 
hesive unit. Any significant change 
in one department should bring 
about a corresponding adjustment 
to that change in the others. 


Importance of the Vendor 


It is this writer’s opinion that no 
aspect of purchasing deserves more 
attention than the continuous and 
sustained effort to weld together a 
carefully selected and tested group 
of reliable vendors on whom de- 
pendence can be placed. The success 
or failure of the purchasing activity 
hinges on this one factor more than 
on any other single element. It 
is sound procedure, therefore, 
throughout the purchasing program, 
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to devote oneself to the purpose of 
assembling, step by step, a group 
of vendors capable of rendering top 
performance and who are specially 
suited to the particular require- 
ments of your line of manufacture, 
including the ability to provide 
technical advice and assistance in 
applications of their product. 

This conviction is not mere gen- 
eralization or the echoing of a pleas- 
ant sentiment. It is based upon actual 
experience and supported by the 
records. These reflect some of the 
pitfalls and small agonies of pur- 
chasing. Also in the archives are 
to.be found the modest triumphs, 
the achievement and the satisfac- 
tion that result when merited trust 
and confidence in others is reflected 
in tangible terms. 

The criteria for the selection of 
vendors are neither uniform nor 
constant. The needs and the cir- 
cumstances of each firm vary 
from those of others, hence their 
problems of procurement may differ. 
A part of good purchasing judgment 
consists in adapting the general 
rules to specific conditions. 

For instance, it is advocated that 
several sources of supply should 
be considered and made use of for 
any item, particularly if that item 
is important to the company and 
is used in large quantities. This is 
desirable for many reasons. It is 
insurance against local conditions 
that are liable to impede the flow 
of needed material—conditions such 
as storms, floods, fire, labor troubles, 
embargoes, bankruptcy, and other 
factors. These are fairly common, 
though unpredictable, hazards. Nat- 
urally, then, it would be unwise 
to limit the company to one source 
of supply. Yet under certain cir- 
cumstances, this must very often be 
the case, and understandably so. 

If, for example, a basic commodity 
—one which by quantity and dollar 
volume looms large in the purchas- 
ing program—can be obtained from 
one source at 3 cents per pound 
cheaper than from others, then it 
is almost an impossibility for a 
young, struggling firm to get away 
from this one source and apportion 
its business among several compet- 
ing organizations at the higher fig- 
ure. Aside from the immediate ad- 
ditional cost, it also would serve to 
dilute whatever buying influence a 
budding organization might have, 
since the purchases from any one 
supplier will necessarily be smaller. 
So at times, this form of source in- 
surance is simply too expensive a 
luxury, one that small firms cannot 
afford. 

This 


point is emphasized be- 


DecemBer, 1953 


cause it was a crucial element in 
one of the writer’s experiences, 
where reliance had.to be placed on 
a single source. But whereas it is 
sometimes necessary to deviate from 
the principle of alternative sources, 
there is one rule that should never 
be broken: Know your supplier. 

In order to make a proper selec- 
tion of a vendor to perform a par- 
ticular function or render a specific 
service, there are many factors 
to be considered. Speedy delivery 
may be the all-important factor in 
a given case—or quality of work- 
manship, or emergency service, or 
special equipment, or efficient mass 
production and favorable price. But 
in every case it is essential to know 
the character of the organization 
into whose hands you entrust your 
order. Just as a vendor checks on a 
new customer, so the prospective 
purchaser should conduct a corre- 














“No rush on these orders, Kelly. 
Take your entire lunch hour.” 


sponding examination of the vendor 
—not only his facilities, but his char- 
acter and reputability. 

Some years ago, while relatively 
new in purchasing, the writer was 
responsible for entering into an ar- 
rangement the results of which are 
firmly implanted in memory and 
stand as a constant reminder of the 
pitfalls that may exist in the day- 
to-day business of purchasing. 

Briefly, here are the facts. A ther- 
mostatic housing was required for a 
heating element. It was to be fabri- 
cated of steel, and was approxi- 
mately 5 x 5 x 3 inches in size. 
This was a new item, to be used 
at an estimated rate of 24,000 units 
annually. 

Requests for quotations were 
asked of a total of 12 vendors—more 
than usual, because the item was 
new to our company. Upon examina- 


tion of the quotations submitted, 
they were found to represent rather 
a wide range of cost. Perhaps this 
fact in itself would have served to 
put a more experienced buyer on his 
guard. The first price differences ex- 
isted in the cost of the dies which 
were to be made and used for the 
purpose of punching, stamping and 
deep drawing the steel housings, at 
the buyer’s expense, The costs for 
this item ranged from $2,900 to $3,700. 
This was a considerable variation in 
itself, but the difference was not too 
serious when spread over the total 
quantity of requirements. The real 
discrepancy was found in the piece 
price, which varied from 23 to 35 
cents. This seemed to be the deter- 
mining factor, and since we had the 
safeguard that samples were to be 
approved before a production run 
was authorized, no further research 
or investigation was undertaken. 
The vendor quoting the lowest piece 
price was designated to produce the 
housings. 


Caught in the Wringer 


The first order, consisting of 6,000 
pieces, or 3 months’ supply, was re- 
leased and delivered without inci- 
dent. It looked like a good buy. 
However, upon reordering, we were 
informed that the unit price would 
be increased by 2 cents per piece. 
Since we had invested some $3,000 
in die cost, we had no choice but 
to go along with the price increase, 
despite the fact that there were no 
corresponding increases in either 
raw materials or labor to justify 
the rise. The explanation given was 
that the die charge had not fully 
covered that item and would have 
to be spread over the lot. 

This made the purchase consider- 
ably less attractive than we had 
anticipated. However, it would still 
have been acceptable but for the 
fact that the succeeding order ‘was 
accompanied by another price ad- 
vance, without any attempt at ex- 
planation. The greedy and unethi- 
cal vendor was exercising his 
advantage and exploiting it fully. 

A belated investigation was then 
made. Inquiry of the most super- 
ficial sort revealed that this sharp 
practice was a routine policy of the 
vendor’s organization. This firm 
regularly quoted attractive prices on 
production runs in which the piece 
price was relatively inexpensive and 
tooling or die cost somewhat high. 
Within the framework of such an ar- 
rangement, a gradual and constantly 
increasing price was applied. They 
were secure in the knowledge that 
the increases must and would be 
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tolerated because of the compara- 
tively large investment which the 
die represented. 

In the absence of any prior knowl- 
edge of this firm and its tactics, a 
decision based on the scant informa- 
tion gleaned from appraisal of the 
several quotations led to faulty as 
well as costly source selection. Yet 
the firm’s reputation was rather 
widely known and could easily have 
been ascertained. 


An Honest Adjustment 


Contrast the methods of a dis- 
honest and disreputable firm with 
that of the responsible business con- 
cern which played a principal role 
in the following experience. 

A subcontractor of moderate size, 
but with whom our history of past 
dealings was excellent, was con- 
tacted for the development of a pro- 
totype model of a new type of at- 
tenuator equipment, This vendor 
told us frankly that since it was an- 
ticipated that new and unpredictable 
difficulties might be encountered in 
the undertaking of an unfamiliar 
project, an allowance was made in 
his bid for just such an eventuality. 
However, no snags of any signifi- 
eance were experienced, and a new 
and improved piece of equipment 
was furnished. The vendor, in view 
of the ease with which the job was 
handled and brought to completion, 
reviewed the costs involved and 
voluntarily refunded the sum 
which was over and above the nor- 
mal and expected return in his line 
of endeavor. 

Demonstrated in this incident is 
the fact that business accounts are 
not mere names and numbers, but 
flesh and blood and character, re- 
acting in human fashion—a wound 
resented, a favor or consideration 
remembered, a trust accepted and 
confidence rewarded. We face both 
honor and dishonesty in our deal- 
ings, depending on those with whom 
we deal. Caution must be exercised 
until a point is reached where buyer 
and seller become adjusted to each 
other’s needs and mutual under- 
standing is achieved. 


In and Out of a Jam 


Here’s another example to dem- 
onstrate the degree of dependence 
on the vendor, and also the ad- 
vantage of dealing with a responsible 
organization having a good business 
conscience. This took place shortly 
after the outbreak of the Korean 
war. There were critical shortages 
in the metal industries, and no item 
was more critical than stainless steel. 
The cycle of delivery ranged from 
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5 to 7 months, depending on the na- 
ture of the item involved. 

This writer released a purchase 
order for a quantity of special alloy 
stainless which was sufficient for 3 
months of production, the legal limit 
as set forth by NPA regulations. 
This order was placed with the east- 
ern branch office of a midwestern 
mill. Shortly thereafter, an ac- 
knowledgment of our order, ema- 
nating from the branch office, in- 
formed us as to the expected ship- 
ping date. This information dove- 
tailed very nicely into our sched- 
uled production, and the order was 
filed for action some months hence. 

Five weeks before the promised 
time of shipment, a routine inquiry 
was made to ascertain the status of 
the impending delivery. It often 
happens that in such long range 
dealings and commitments, estimates 
for one reason or another may be 
inaccurate by a few weeks, due to 
the additive effects of the constant 
flow of emergency situations that 
disrupt the schedule. 

Our inquiry was greeted with 
perplexed ignorance on the part of 
the sales staff of the steel mill; our 
order could not be located. A hur- 
ried check with the branch office di- 
vulged that they were in possession 
of our original order, plus some 
pencilled notes on the delivery in- 
formation as furnished by the mill. 
The mill, from whom this informa- 
tion had come, had apparently lost 
all the records pertaining thereto, 
and since the mill apparently had no 
copy of our order they had there- 
fore made no room on their produc- 
tion schedule for our relatively in- 
significant needs. 


Two-Way Relationship 


We were informed that as a re- 
sult of this confusion, it would be 
necessary for our order to be re- 
scheduled, and delivery would be set 
back some 5 months. This grim news 
was not acceptable to us; we had 
an acknowledgment, but no steel, 
and it meant a complete shutdown 
of our production lines for at least 
a 3-month period. An appeal was 
made to the highest levels of au- 
thority at the mill, explaining the 
circumstances in detail and pointing 
out again that their negligence was 
at the root of our problem. We con- 
vinced their management that some 
positive action should be taken in 
our favor. This was done, despite 
an appreciable loss incurred by the 
steel mill, and our lines were kept 
rolling. 

An almost endless number of in- 
cidents like this could be related 
to illustrate this and other aspects 





of the maze which can entangle the 
uninformed and ill prepared person 
in purchasing. Some have a happy 
ending, and others go on the credit 
side only in the ledger of hard 
earned experience. The one thing 
they have in common is the fact 
that sound decisions depend on 
specific knowledge of each individ- 
ual vendor. 

Dealing with the giant companies 
that dominate an industry does 
not assure a safe harbor from the 
restless seas of commerce, as some 
buyers assume, It is true that they 
have the facilities for service, and 
must be reputable to have attained 
their stature and standing in the 
field, but they are not all as con- 
siderate as the company cited above. 
There are those among them who 
ignore requests, disregard inquiries, 
treat emergencies in cursory fash- 
ion, and are remote insofar as un- 
derstanding the problems and tak- 
ing an interest in a firm which finds 
itself for one reason or another in 
distressing circumstances. 

A sound plan to keep in mind in 
sifting and screening and evaluat- 
ing possible vendor sources is to 
proceed in continuous fashion, and 
to build up a body of information 
and enlarge the amount of knowl- 
edge on every individual source, 
large or small, 

Periodic review of supply sources 
is a purchasing necessity, otherwise 
a lethargy and immobility sets in 
which results in elimination of vig- 
orous competition, for buyer and 
seller alike. Older firms, like people, 
may become inflexible through 
hardening of the business arteries. 
New ones spring up with vigor, en- 
thusiasm, ability, and efficiency. It 
is only through a diligent, continu- 
ing search that experience of the 
greatest value is provided. 

Eventually, business organizations 
emerge in the form of personalities 
and character. Promises, contradic- 
tions, service, dependability, coop- 
eration and trustworthiness fall into 
their proper place, and from this 
composite a pattern with some de- 
gree of clarity is moulded. 

As in the selection of friends, 
where a mutuality of interest and 
community of spirit exist, so there 
should be in business relationships 
a sympathetic bond, a common de- 
nominator in goals and policies re- 
sulting in an arrangement of mutual 
or reciprocal benefit. It is a basic 
part of the buyer’s job to discover 
and cultivate these common bonds, 
for the strength of any purchasing 
program depends on the strength 
and reliability of its suppliers. 
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New products displayed at Metals Show 





Progress in Metal Working 
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Visitors to the 35th National Metal Exposition held in Cleveland, examine the display area 
of the Chase Brass & Copper Company, Waterbury, Conn. 


COMPACTING press that 
turned out Yale lock cylinders 
like a gigantic “cookie cutter”, a 
portable nibbler that cuts through 
14 gauge stainless steel, com- 
parators for sorting ferrous and 
non-ferrous materials and parts 
—these and many other develop- 
ments in the metal working and 
allied fields were displayed 
throughout the 389 booths at the 
35th National Metal Exposition in 
Cleveland’s Public Auditorium 
from October 19-23. This show, 
and its National Metal Congress 
counterpart, sponsored by the 
American Society for Metals, drew 
visitors from all over the U. S. 
as well as many foreign countries 
to see and hear about the latest 
and most efficient new develop- 
ments in the field. 
Seminars on the relation of prop- 
erties to microstructure in which 
M. Gensamer, professor of Metal- 
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lurgical Engineering, School of 
Mines, Columbia University, New 
York City, discussed “The Effect 
of Grain Boundaries on Mechani- 
cal Properties” and A. D. Schwope, 
research supervisor, Metallurgical 
Engineering, Batelle Memorial In- 
stitute, Columbus, Ohio, discussed 
“Structure and Alloy Designs” 
proved outstanding attractions to 
the visitors. In addition, many other 
papers were introduced on titanium, 
molybdenum, physical metallurgy, 
boron, tempering, etc. The American 
Welding Society, also, held special 
discussions and seminars with papers 
on gouging and cutting, resistance 
welding, etc. 

But back in the Public Auditori- 
um, actual demonstrations were in 
progress to show the trade precision 
tools and methods. The Baldwin- 
Lima-Hamilton Corporation, Phila- 
delphia, revealed its new Model 
“C” compacting press, the first press 


of its type designed specifically for 
compacting powdered metals. It fea- 
tured a hydraulic head so as to ac- 
curately control the pressure being 
applied and prevent overloading. It 
also has a floating die holder and 
core rod and a fill adjustment that 
provides separate control over 
depth of fill and the stroke of the 
bottom punch. An _ air-operated 
shuttle-type feeder maintains a uni- 
formity of feed of the powdered 
metal and its completely enclosed 
lubrication systems prevents abra- 
sive metal powder from injuring its 
moving parts. Another feature is 
its option of five different cycles for 
operation, 

In addition, B-L-H displayed a 
variety of testing equipment such as 
a stress-strain recorder and a uni- 
versal testing machine that can ap- 
ply loads steplessly between 0.025 
and 9 inches per minute, for testing 
compression, flexure, torsion, creep, 
etc. 

The Miller Motor Company, Mel- 
rose Park, Ill., exhibited their air 
cylinders and fluid pressure boosters 
and accumulators. A major portion 
of their exhibit area was devoted to 
special displays showing cylinder 
arrangements and booster circuits. 
It was pointed out that where space 
is limited or when lighter weight is 
desired, boosters have definite ad- 
vantages over the use of direct air 
cylinders as the driving cylinders 
for clamping, punching, shearing, 
crimping, and pressing operations. 
The displays, which were in op- 
eration, showed the construction 
advantages of Miller equipment with 
emphasis on the “no-leak” feature 
of the cylinders. One cylinder, im- 
mersed in liquid, was activated and 
retained at pressure. The absence of 
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General Electric’s new Tri-Clad motors were on exhibition along with 
other GE products. 


r bubbles showed the Miller claim 
self-regulating leakproof seals as 
1) actuality. 

Mechanical engraving, too, had its 

oponents. Several booths showed 
quipment for the preparation of im- 

tant name and data plates 
rough the use of a master type 
eting as the pattern for tracing 
arious typefaces on to laminated 
henolic plastic blanks. Special Mas- 

r Brass Templates were also avail- 

le with special services for the 

eation of trademarks, calibrated 
ales, dials, etc., for turning out the 

nished product through the use 
the special tracing machine. 

Scientific Electric, Garfield, N. J., 

owed their new Ionic Gun and 

iic High Potential Power Supplies 
hich are specifically manufactured 
paint spraying. This makes use 
electrical circuit whereby the 
aint is highly ionized with the 
nic Gun and the electrically 
harged particles of paint are actu- 
attracted to the article to be 
uinted. This, the manufacturer 
aims, keeps overspray at a mini- 
um and provides a better and 
finish than ever obtainable 
efore. The system will use various 
pes of coating materials such as 
.cquers, enamels, synthetics, var- 
wrinkles, hammer-tones, 
lasticols, porcelain enamels, teflon, 
In addition, the process can also 
used for hot sprays. Scientific 
ectric also displayed their dielec- 
heaters for heating plastic pre- 
forms, plastic bar sealing, dehydrat- 
ng chemicals, etc., plus electronic 
heaters for metal working. 

Metal stitching was the theme of 
the Acme Steel Company, Chicago, 
booth. Here, high tensile, extremely 
luctile wire was formed into a stitch 


ister 


ishes, 





An automatic screw machine producing parts from Ledloy draws 


an audience at the booth of Joseph T. Ryerson & Son, Inc., Chicago. 


with equal length legs, the ends of 
which were square cut and free 
from burrs. All parts of the stitch 
were encased in hardened steel 
grooves while pressure was applied 
to the crown. The legs were thus 
forced through metal held in place 
by controlled pressure and the result 
was two pieces of metal joined by 
stitching. It was pointed out that the 
joining of dissimilar metals, such as 
steel and aluminum, that cannot be 
easily welded, is a simple matter for 
a metal stitcher. High shear and 
tensile strengths—load strength 
equal to one-third that of a 1/8 inch 
steel rivet — was pointed out as a 
prime advantage. The Acme Metal 
Stitchers are rated at 80 to 100 
stitches per minute with a material 
cost of approximately 15¢ per thous- 
and stitches. 

Triple-Chip circular sawing which 
will handle virtually any material, 
ferrous or non-ferrous, from ti- 
tanium to magnesium, was the at- 


Brainard Steel Com- 
pany, Warren, Ohio, 
uses a live “mechan- 
ical man” as part of 
its presentation of 
strapping tools for 
tensional strapping. 





traction at the booth of Motch & 
Merryweather, Cleveland. The Tri- 
ple-Chip method is based upon 
grinding blades with teeth alter- 
nately high and low and paired to 
make a cutting team. A chamfered, 
high, roughing tooth takes out the 
middle portion of the work, creating 
one broad, curling chip. The finish- 
ing tooth, low and wider, follows 
immediately, clearing away the two 
remaining corners and creating two 
narrow, curling chips. The special 
tooth contour provides a generous 
gullet, chips. following its curve to 
become _ self-clearing. Motch & 
Merryweather also displayed their 
segmental type blades. These cir- 
cular blades, made up of individu- 
ally attached segments, eliminate the 
necessity of the purchase of an en- 
tire new blade if only a portion of 
cutters become damaged or worn 
out. With this type of blade, seg- 
ments can be easily replaced and 
(Please turn to page 314) 
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Costs of Distribution 


They can't be avoided, but 
.. . they can be controlled 


By Dr. Donald A. Laird 


ANY years ago, a white haired 

millionaire told me, “I am 
afraid I will die a failure.” He was 
Edward A. Filene, Boston merchant 
and philanthropist. The cause of the 
disappointment that he professed 
was rooted in one of the basic prob- 
lems of business, which even Mr. 
Filene’s great talents as a mer- 
chandiser had not been able fully to 
overcome, 

“Most of my life I have been 
trying to lower costs and eliminate 
waste in getting merchandise from 
the factory to the consumer,” he 
continued. “The purpose of business 
is to get things to the customer, to 
fill as many of his wants as possib!e, 
with least strain on his dollar. I 
have worked at it, and have told 
others how I thought it should be 
done. Yet every year I have seen 
the cost of distribution go upward.” 


Half of the Total Price 


The cost of distribution does put 
a strain on consumer dollars. More 
than 50¢ of every dollar we spend 
goes, not for the cost of the mer- 
chandise itself, but for the costs of 
distribution. 

Part of it pays for hauling goods 
from the factory to the store where 
we buy. The goods are of no use, of 
course, if they are stored in the 
factory loft. It takes money to ship 
a product to where customers can 
see it, buy it, wear it, eat it, or 
otherwise use it. On the average, 
about 25¢ of every dollar we spend 
goes for hauling and warehousing 
the goods so they are where we 
want them when we want them. 

This moving of goods to where 
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they will be useful may, in some in- 
stances, cost more than the goods 
themselves. Recently I ordered a 
small replacement part for a piece 
of equipment from the distant fac- 
tory of the manufacturer. The air 
express charges were more than the 
factory price. There was no middle- 
man’s expense or profit on this pur- 
chase, but the cost of distribution 
was still plenty. 

This transaction was cheaper for 
me, however, than if I had had a 
local machine shop turn out the one 
replacement part needed. Although 
distribution may cost plenty at times, 
it may be the cheapest way in the 
long run, for this is the way our 
economy is séet up. 


Economics of Distribution 


Don’t blame the merchant who is 
a vital link in the system. For in- 
stance, the retail store is usually the 
final step in the distribution of goods 
to the ultimate user. Let’s follow 
through on a typical transaction of 
purchase and resale, and see how he 
comes out. 

This merchant’s housewares buyer 
ordered half a gross of electric corn 
poppers, promising to pay the man- 
ufacturer $3.50 each, or a total of 
$252. They were offered to store 
customers at $4.90 each. That looks 
like a profit of $1.40 on each popper, 
or $100.80 on the lot. But don’t 
spend that imaginary profit yet, or 
you'll be in‘the hole. 

To begin with, the store has to sell 
52 of the poppers before it gets back 
the original purchase money of $252 
(allowing for two poppers which 
store employees bought for them- 


selves at a discount). That leaves 
only 20 poppers on which a profit 
can be made—and not all of the 
cash for them is clear profit. 

There are other costs of distribu- 
tion which have to be paid before 
there is any profit left over. Here is 
the number of poppers that will 
have to be sold to pay for these 
costs: 

3 poppers for delivery charges. 

4 for advertising and selling. 

1 for unpacking, handling, 

wrapping. 

3 for breakage, repair expenses, 

and returned goods. 

2 for rent, light, heat, janitor. 

1 for collecting slow accounts. 

1 for a deadbeat who jumped his 

bill. 

2 for insurance, taxes, and in- 

terest on borrowed money. 

1 for bookkeeping and office 

overhead. 

At this point, the store is left with 
only two poppers on which clear 
profit will be realized. The store 
doesn’t make a dime when the first 
popper is sold. After 70 have been 
sold, the store is even on costs of 
goods and distribution. The mer- 
chant is now in a position to make 
a profit of $9.80—but if he doesn’t 
sell the last two, No Profit! 

A 35% mark-up, which may seem 
exceedingly liberal to the customer, 
does not mean 35% profits—not by 
a long shot. By and large, the well- 
run grocery store shows about 2¢ 
left over as profit from each dollar 
taken in. In the case of clothing and 
household furnishings, the net profit 
left for the store is about 3¢ out of 
each dollar. The automobile dealer 


and 
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nas about 4¢ left for net profit. 

To make any profit, and to keep 
solvent, takes: 

(a) Good  buying—the right 
amounts of the right goods, at a 
price representing fair value and 
saleability. (Those words should 
have a familiar ring to the industrial 
purchasing man.) 

(b) Good management—balancing 
expenses and receipts. 

(c) Good salespeople, who can 
sell more goods without increasing 
expenses, and so reduce this part of 
the costs of distribution. 


Why Costs Went Up 


In the early days of our country, 
the people were relatively self- 
sufficient. There was not much dis- 
tribution expense in those days, be- 
cause very little was distributed. 
Each family grew most of its own 
food, and made most of its own 
clothing. Furniture and shoes were 
sometimes made at home, sometimes 
by a craftsman at the nearby cross- 
roads. The only substantial distribu- 
tion costs were for spices brought 
halfway around the world by 
Yankee clipper ships, and for a few 
luxuries, the buying of which was 
a memorable occasion, to be talked 
about for years, before and after the 
purchase. 

When Thomas Jefferson built his 
beautiful home at Monticello, the 
lumber, bricks, and hand forged 
nails were made right on the prem- 
ises. Only the glass had to be 
brought in from England. 

When Andrew Johnson, our 17th 
President, a tailor by trade, was 
Governor of Tennessee in the 1850's, 
he made a suit of clothes with his 
own’ hands for the Governor of 
Kentucky. The Bluegrass Governor 
did not pay cash for this; he paid 
with a shovel and tongs which he 
himself forged for Johnson. The 
distribution costs on these articles 
were low, but the manufacturing 
costs were high in terms of man- 
hours, or governor-hours. 

Pioneer life had no distribution 
expense worth worrying about. 
There was little buying and selling. 
Life was simple and rugged. It is 
still that way in many parts of the 
world, and the people are not par- 
ticularly happy about it. We refer 
to them as the have-nots, the un- 
derdeveloped areas. We are doing 
out best to introduce them to the 
process and the expenses of dis- 
tribution, for their own benefit, and 
for ours. 

As factories began to make better 
and more desirable articles than 
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could be made at home, the prob- 
lems of distribution increased. The 
peddler began to trudge or drive 
his wagon along the countryside, 
distributing factory-made wares, 
and often taking farm produce, in- 
stead of money, in exchange. 

As more people found employ- 
ment in the factories, steadily more 
people were employed to move 
goods from factory to store and cus- 
tomer. Some were employed on 
canal boats and trains; some in the 
general store which the peddler 
opened when he settled in a fa- 
vorable location—which is the way 
that many of today’s big department 
stores were started. 

By 1870, one-fourth of all the 
employed people in the ceuntry 
were in what the Census Bureau 
calls “distribution and services”. At 
present, more than half of the em- 
ployed are in those classifications— 
and 4 million of'them are sales- 
people. Distribution costs rose be- 
cause most people no longer made 
most things for themselves. The cost 
of distribution became a part of the 
price of a new way of life—a price 
which most people accepted gladly 
because it represented more variety 
and higher standards of living. 

Meanwhile, the process was work- 
ing in the other direction as well. 
With more thorough distribution, 
markets were broadened and vol- 
ume of goods increased, making 
possible the system of mass produc- 
tion upon which our economy today 
is based. 


What Makes Costs Go Down 


It is good business, ‘and a public 
service, to lower distribution costs. 
Competition has spurred firms to 
strive to lower the costs of moving 
and selling their products. Some 
tried to do it by increasing volume 
and spreading the unit costs—the 
“large economy size” philosophy. 
Some tried to do it by eliminating 
salespeople—and lost the business 
entirely. 

Yet, with all this effort, for a 
century the costs of distribution 
kept increasing. 

“Now the outlook is encouraging,” 
Dr. Wroe Alderson, economist, re- 
cently told a national marketing 
conference of the United States 
Chamber of Commerce. “Distribu- 
tion costs have probably reached a 
point of stabilization. Distribution 
costs per unit of output, in terms 
of stable dollars, have been declin- 
ing for some time. Distribution costs 
as a percentage of the consumer 
price have shown a downward trend 





at many points for the past 30 years. 
We are only at the beginning of a 
period in which the application of 
science to production may be 
matched in the organization of mar- 
keting processes.” 

Distribution costs are finally being 
halted, even hammered down, by a 
combination of attacks: 

Scientific management in ware- 
housing. 

Specialized traffic departments. 

Research in marketing methods 
and consumer analysis. 

Improved advertising. 

Training of salesmen who can sell 
better. 

By these and other means, the 
costs of distribution are held in 
check. If there are still many people 
who do not take full advantage of 
this, it is largely a matter of their 
own choice. For distribution costs 
are kept up, in many instances, by 
the whims and unreasonableness of 
human nature. People want what 
they want when they want it, and 
distribution methods are adjusted to 
satisfy that desire. Many people are 
willing to pay a premium for con- 
venience; they will pay 10¢ for 9¢ 


worth of stamps in a conveniently . 


located vending machine rather than 
walk a block to the Post Office. This 
adds to the cost of distribution, but 
the customer may think the added 
convenience is worth it. 

“Free” delivery, extended credit 
terms, one-of-a-kind stocks of style 
merchandise, are other expensive 
distribution factors. You can gen- 
erally find examples of both phil- 
osophies of distribution side by side 
in the shopping center of any com- 
munity—the self-service, cash-and- 
carry store, in which the customer 
himself assumes a large share of the 
distribution function, and the shop 
whose business is built on furnish- 
ing every refinement of convenience 
and service—to suit every type of 
clientele. And you can generally find 
the costs of distribution graphically 
reflected in the comparative price 
tags. 


Better Selling Lowers Costs 


Back in 1842, when Adam Gimbel 
laid down his peddler’s pack to start 
what became a great store system, 
he said: “Give the customers what 
they want, when they want it, at 
prices lower than they expected to 
pay.” It is a good trick if a mer- 
chant can keep prices low and still 
furnish all the conveniences that 
customers would like to have 
thrown in. 

The superior salesmaker, whether 


(Please turn to page 324) 
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DO YOU BUY DRY CAUSTIC SODA? 


YOU CAN NOW SAVE MONEY BY CONVERTING TO 
50% LIQUID CAUSTIC SODA... 


\F you buy Solid Caustic and your transportation charge 
is less than $1.18 per 100 /bs., or, 


IF you buy Flake Caustic and your transportation charge 
is less than $1.62 per 100 Ibs. 


Study the three following examples and see for yourself 
how these savings mount. 













EXAMPLE NO. 2 
EXAMPLE NO- ! 







Consumer buys 225 tons of 
solid per year. Transportation 
charges are 63c per 100 Ibs. 









Consumer buys 100 tons ra I 
solid per yet: Temapoe ; 
charges are 25¢ per 100 bs. 


EXAMPLE NO, 3 















Con 
Fo Sumer buys 155 tons of 


a 
© per year. Transportation 


(Per Ton) MarBes are 49c per 100 Ibs, 





Liquid Solid 


























Base $51.00 | $74.00 








(Per Ton) 








| Liquid | Flake 


| $51.00 $82.00 


Trans. Charge | 19.60 | 10.20 
Total 





25.20 12.89 





Base 




























$76.20 











$86.89 




























The difference is $10.69 per 
ton. On 225 tons this is a 
$2405 savings per year in 
purchase price. 





$70.60 
The difference is $18.12 pet 


ton. On 100 tons this is an 


$1812 savings per year in 
purchase price. 


$92.20 













The difference is $21.60 per 
ton. On 155 tons this isa 

$3348 Savings per year in 

Purchase price. 














For help in computing your savings, or for information or 
recommendation on any of your caustic soda problems, write 
today to our Pittsburgh Office, Caustic Soda Department. 


EXECUTIVE OFFICES: ONE GATEWAY 
CENTER, PITTSBURGH 22, PENNSYLVANIA 
DISTRICT OFFICES: BOSTON 
CHARLOTTE * CHICAGO © CINCINNATI 
CLEVELAND * DALLAS * HOUSTON 


MINNEAPOUS * NEW ORLEANS * NEW 
YORK * 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 





PHILADELPHIA * PITTSBURGH 
SAN FRANCISCO 
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Unusual conditions in legal suits create... . 








Exceptions to the General Rules 


By Leo T. Parker 


XPERIENCED buyers and sell- 

ers who ordinarily win favor- 
able verdicts in commonplace law 
suits may very often suffer severe 
financial losses in suits involving 
unusual or out-of-the-ordinary law. 
This article explains the cause and 
outcome of legal controversies which 
for one reason or another are un- 
usual, and at the same time is 
especially designed to assist buyers 
to avoid expensive legal contro- 
versies. 


City Avoids Payment 


An unusual and interesting situa- 
tion arises when purchasing agents, 
or other officials, of a state, county, 
or city purchase materials, mer- 
chandise or equipment under cir- 
eumstances which lawfully entitle 
the state, county or city to use, 
consume and benefit from the sub- 
ject of the sale, and then refuse 
payment. 

Ordinarily the average layman 
reader believes that if a city official 
purchases materials which the city 
utilizes, and from which it benefits, 
such city is required by law to pay 
the seller for the materials. How- 
ever, this is not so at all, according 
to a leading higher court decision. 

For example, in Whitton Company 
v. City, 28 S. W. (2d) 119, a state 
law gave the councils of various 
municipalities the authority to pur- 
chase materials, merchandise and 
equipment for these municipalities. 

One day a salesman visited the 
city officials for the purpose of sell- 
ing certain materials. The city 
council was not in session, and. no 
meeting of it was called. However, 
the mayor of the city instructed 
two members of the council to pur- 
chase the materials for the city, and 
a written contract to this effect was 


] os 


signed. Later the city refused pay- 
ment. 

In subsequent litigation the seller 
argued that the city was liable for 
payment because its officials had 
signed a contract to purchase the 
materials and the council afterward 
had ratified the contract, and had 
also utilized the materials. However, 
the court held the city not liable for 
payment, and said: 

“The contract to purchase the 


AREN'T YOU 
THE CITY 
COUNCIL ? 
| WANT MY 
MONEY 
BACK! 


THE 









materials was void when made be- 
cause executed without authority, 
and, being void, could not be rati- 
fied, because there was nothing to 
ratify.” 

Hence, whoever contracts with a 
state, county or municipality does so 
with the implied notice of the limi- 
tations on legal powers of its agents 
and officials. In other words, all 
buyers and sellers are presumed to 
know the law. Therefore, those who 
contract with a municipality, or fur- 
nish it materials, do so at the risk 


that the municipal officials who 
make the contract, or pass an ordi- 
nance, have proper legal authority. 

In the leading case of Johnson- 
Olmsted Company v. City, 1 P. (2d) 
928, it was shown that city officials 
entered into a contract for purchase 
of materials without taking bids, 
notwithstanding the city charter 
provided that all contracts for local 
improvements must be let to the 
lowest reliable and responsible bid- 


UNFORTUNATELY, IT WOULD BE ILLEGAL TC PAY 

YOUR BILL BECAUSE WE NEGLECTED TO PASS AN 
ORDINANCE GIVING OURSELVES 

AUTHORITY TO MAKE THE CONTRACT 4 
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der. In holding this contract void, 
the court said: 

“The contract is bad.. . . because 
in any event competitive bids for 
such service must be had.” 

And again, see Openchain v. Mer- 
cer, 17 S. W. (2d) 376. Here a state 
law requires municipalities to enact 
ordinances to authorize officials to 
make contracts. The board of 
trustees of a municipality, in viola- 
tion to this state law, signed a con- 
tract for purchase of certain mer- 
chandise, but failed to pass an ordi- 
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In cadmium plating, good results, time after time, are due to tested supplies and 
ingredients. Quality must never vary. That’s where Udylite thoroughness pays off! 


“Uniformity through laboratory control’’ is the keynote of all Udylite supplies. 
For example, check these materials used with new Udylite BRY-CAD: 


@ The unvarying purity of Cadmium Ball Anodes—which Udylite originated 
Note various items of intri- —is an example of Udylite uniform quality. All anodes are spot-checked to 
cate shape plated with the maintain uniformity of size, content and weight. 


= @ Udylite Ball Anode containers are designed to use 


anodes to the last ounce—as well as maintain maximum 
anode area. 


@ Udylite Cadmium Salt #153 contains all basic com- 
ponents of the cadmium bath. You can be sure that 
the chemicals used are finest quality . . . and mixed in 
EXACT proportions for best results. 


@ Udylite Brightener #53 used in the BRY-CAD Process 
results from years of laboratory research. ° 


So ... for best results . . . for uniformity in plating on 
YOUR jobs . . . choose Udylite anodes, containers, mate- 
rials. Call your Udylite technical man or write direct for 
complete lists of supplies. THE UDYLITE CORPORA- 
TION—DETROIT 11, MICHIGAN. West of - Rockies, 
L. H. Butcher Co., Los Angeles 23, California. 


THE 
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nance in accordance with the pro- 
visions of the above mentioned state 
law. The court promptly held the 
city not bound to pay for the mate- 
rials used for benefit of the city, 
stating the following important law: 

“We must, therefore, hold that 
the only method by which the board 
of trustees could hind this city ... 
was by ordinance authorizing the 
contract.” 

So, therefore, it is quite apparent 
that unusual situations may exist 


‘LL STAND BACK OF THIS BOYS 
CREDIT; HE'S MY PAL 





under which either a state, county . 


or city may purchase and actually 
use, consume and benefit from mer- 
chandise, and yet the seller cannot 
collect payment for the merchandise 
and the city officials cannot lawfully 
pay for the merchandise although 
they may want to do so. 


Minor Contracis 


The question may then arise 
the minds of readers: “Under 
what, if any, unusual situations and 
circumstances may an_ individual 
purchase, use and consume mer- 
chandise and lawfully refuse pay- 
ment?” 

One answer to that question is 
this: All higher courts regularly 
and consistently hold that a minor’s 
contract is “voidable”. In other 
words, the minor may, if he desires 
to do so, compel the other party 
to fulfill the terms of the contract. 
On the other hand, the law gives the 
minor the legal right to declare the 
contract absolutely void, return the 
subject of the sale, and demand re- 
turn of the full purchase price. 
Moreover, there are on record a 
multitude of higher court decisions 
which hold that a minor may pur- 
chase, use, consume or destroy mer- 
chandise and then sue and recover 
the full original purchase price from 
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the seller. See Gilker, 217 S. W. 
(2d) 440. 

Moreover, the fact that an adult 
signs the contract for the minor does 
not prevent the minor from exercis- 
ing his rights of rescission. 

Of course, many situations can 
arise under which a purchaser may 
return purchased merchandise and 
demand refund of the full purchase 
price, as: 

(1) where the seller breached 
any clause in the contract; 


WELL THEN, BE A PAL OF MINE 
TOO AND PUT THAT IN WRITING 





(2) the contract is unlawful; 

(3) the contract is invalid; 

(4) the purchaser was defrauded; 

(5) the purchaser is of unsound 
mind; 

(6) the purchaser was under 
duress when he signed the con- 
tract. 

Stating the law in a different way, 
the courts have laid down positive 
law that a buyer may rescind a 
contract obtained by the seller, or 
his agent, as a result of direct or 
indirect fraud, misrepresentation, 
coercion, undue influence, duress, or 
threats. Moreover, a contract is in- 
valid when made without proper 
authority of an agent, or employe, 
or while an authorized employe is 
mentally deficient, intoxicated, un- 
der influence of drugs, or under 
legal age. Also, certain kinds of 
contracts are void, and unenforce- 
able, such as those against public 
policy, prohibited by a state statute, 
and tending to effect immorality, or 
having an illegal object. But in such 
contracts as these the purchaser 
cannot use, consume or destroy the 
subject of sale and recover the full 
purchase price. Under these enu- 
merated situations ordinarily the 
purchaser must return the mer- 
chandise within a reasonable period 


‘of time in order to recover the full 


purchase price. 





Probably the most common legal 
reason a purchaser may endeavor 
to cancel a sale contract arises from 
fraud on the part of the seller, or 
his authorized representative. The 
higher courts have established this 
dependable rule: In order that a 
purchaser may rescind a sale con- 
tract on the ground of fraud, the 
purchaser positively must prove the 
following facts: 

(1) There must be proof of the 
conduct on the part of the seller 
which amounted to concealment of 
material facts from the seller. 

(2) These facts must have been 
known to the seller at the time the 
transaction was completed. 

(3) The truth concerning these 
facts must have been unknown to 
the purchaser at the time he signed 
the contract. 

(4) The acts of the seller must 
have been done with the intention, 
or at least with the expectation, 
that the purchaser will be influ- 
enced. 

(5) The conduct or promises of 
the seller or his agent must have 
been relied upon by the purchaser 
who was led to act upon it. 

Other courts have held that where 
the seller has good reason to be- 
lieve that his silence may mislead 
the purchaser, this is an element 
of fraud. In White, 101 Iowa 457, 
the court explained that mere 
silence of a seller in regard to facts 
which it is not his duty to disclose 
is not fraudulent, but where such 
silence is misleading to the pur- 
chaser, the seller is duty bound to 
explain all facts to the buyer. 


Violates Valid Law 


Another unusual situation arises 
when a seller violates a valid law 
which relieves someone from paying 
for the purchased merchandise. The 
law of suretyship is a good example. 
The law in all states provides that 
a “surety” contract absolutely is 
void unless in writing. So, there- 
fore, a person who verbally guaran- 
tees the debt of another is in the 
same legal position as if no guaran- 
tee of payment was made. In other 
words, the seller cannot hold the 
surety liable if the guarantee of 
payment is not in writing. 

Assume for illustration that one 
Allen said to a seller: “Let Mr. 
White have all the merchandise and 
goods on credit he wants, and I will 
pay you.” 

This verbal contract is valid and 
Allen is obligated because he per- 
sonally assumed to pay White’s 
debts and obligations. In other 
words, Allen plainly said that he 
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...f0 help cut your production time 


Hy-Pro is in business to produce taps. Towards this end, we concen- 
trate our operation upon one important line. Design, production, 
delivery, and service are all specialized to supply the top quality 
taps best suited to your needs. Hy-Pro’s proven success stands 
behind this reputation as the “‘tap specialist.” 
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Experienced engineers are ready to advise you at any time. Whether 
it is a special problem or one in your regular set-up, the chances are 
that they can help you save time and money. 


For full information, call us today or contact your local Hy-Pro 


jobber. Our engineering specialists and full line of quality taps are at 
your service. 
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would pay for the merchandise pur- 
hased by White. Thus, Allen is per- 
sonally obligated. 

On the other hand, assume that 
Allen verbally said: “Let White 

ave all the merchandise he wants 
and if he does not pay you, I will 
pay you.” This verbal contract is 
void. 

Another important point of law is 
that verbal contracts are void which 
cannot be performed within one 
year. See Kelly, 132 S. W. (2d) 46. 
This court held that a seller cannot 
ecover damages on a verbal con- 
tract which was to be performed 
over a period of three years. 

For comparison, see Allis, 146 Fed. 
(2d) 121, where it was held that if 
1 buyer and seller correspond re- 
garding a verbal contract, and ar- 
range details by correspondence, the 
verbal contract is valid because it 
takes the legal statute of a written 
contract. 

And in Hopper, 146 Fed. (2d) 364, 
the higher court held that a verbal 
sale contract is valid although its 
period is more than one year, pro- 
viding either party has the privilege 
of cancelling the contract within one 
year, This court said: 

“If the contract, by its terms, is 
not to be performed within a year, 
it is void; but if it may, by its terms, 
be performed within a year, it is not, 
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tract which is non-mutual or with- 
out consideration always is void. 

The leading case of Vegetable 
Exchange, Inc. v. Coco, 20 So. (2d) 
762, illustrates how either a buyer 
or seller may be confused and suf- 
fer financial loss because a contract 
has no valid consideration. Here it 
was shown that both a buyer and 
seller signed a contract which con- 
tained a clause, as follows: “The 
Party of the Second Part (seller) 
hereby agrees to sell the Party of 
che First Part (purchaser) 12,000 
pounds of seed at the price of 3 
cents per pound. . .” 

The contract contained all other 
details pertaining to quantity, qual- 
ity, identification, delivery, date, and 
the like. However, the contract 
failed also to specify that the pur- 
chaser agreed to purchase the seed. 

When the time for delivery of the 
seed arrived the seller refused to 
make the delivery, and the pur- 
chaser filed suit to recover heavy 
damages, alleging that the seller had 
breached the contract. 

The higher court held that the 
contract was not valid or enforce- 
able, because it imposed no obliga- 
tion on the purchaser to buy. In 
other words, the fact that the con- 
tract failed to state that the pur- 
chaser was obligated to purchase 
the seed resulted in a void contract 
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even though it may not be per- 
formed, or is not likely to be per- 
formed, within that time. . .” 

So, therefore, many unusual and 
interesting law suits may arise from 
verbal contracts. Nevertheless, a 
verbal contract which cannot be 
performed by either contracting 
party within a year is void. 

Numerous peculiar and unusual 
situations may arise where a con- 
tract has no valid: “consideration”. 
It is well established law that a con- 
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because there was no “considera- 
tion” on the part of the purchaser, 
or mutual obligation. 

Stating the law in a different way, 
this court held that where a con- 
tract obligates one party to sell but 
does not specifically obligate the 
other party to buy, the contract is 
void and unenforceable. This is so 
notwithstanding the testimony shows 
that when the parties signed the 
contract both the buyer and seller 
intended to be obligated; and be- 





lieved they were obligated, to fulfill 
the exact terms of the contract. In 
this respect the higher court said: 

“Such a contract is not enforce- 
able and is a nullity. . .” 


Seller Keeps Merchandise 


Generally speaking, the higher 
courts have held that when a pur- 
chaser breaches a valid contract of 
sale, the seller’s remedy is a suit 
for damages, and not for the full 
contract price of the merchandise 
the purchaser does not possess. Re- 
cently, a higher court considerably 
varied this old and well established 
law. 

For example, in the case of Lane 
Mfg. Company v. Strau Company, 
15 N. W. (2d) 899, the testimony 
showed facts as follows: A pur- 
chaser placed an order with a manu- 
facturer’s salesman for shoes. The 
manufacturer mailed to the pur- 
chaser a letter of acceptancce which 
contained a clause that no cancella- 
tions would be considered after the 
merchandise has “been cut”. 

Notwithstanding this stipulation, 
the purchaser delayed until the 
manufacturer had cut the merchan- 
dise to the order of the purchaser 
and then he asked the manufacturer 
to cancel the order. The manufac- 
turer refused to comply with this 
request, and proceeded to complete 
and ship the shoes. The purchaser 
refused to accept delivery. 

The manufacturer sued the pur- 
chaser for $234, the full contract 
price of the shoes. The lower court 
relied upon previous higher court 
decisions and held the manufac- 
turer not entitled to a recovery of 
the full purchase price and keep the 
merchandise in his possession. How- 
ever, the higher court reversed this 
decision, saying: 

“The record herein shows that the 
shoes were made especially for de- 
fendant (purchaser). The size run 
was such that the shoes could only 
be disposed of at a discount by find- 
ing a buyer willing to accept the 
particular size run. We think that 
the evidence would warrant a find- 
ing that the shoes could not readily 
be resold for a reasonable price. . .” 

In other words, this higher court 
indicated that although the pur- 
chaser did not take possession of the 
shoes, the manufacturer could re- 
cover the full contract price and 
keep the shoes. 


Bank Check Not Receipt 


A majority of purchasers have 
the false belief that a bank check is 
a valid receipt, and that it can be 
used to prove payment of an ac- 
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This DATA may solve YOUR piping problem 




























@ Here is the up-to-date story of 
Yoloy Continuous Weld Pipe—a re- 
markable low alloy steel whose 
nickel-copper content gives it unique 
ability to withstand corrosion, abra- 
sion and shock. These outstanding 
advantages combined with high 
strength, ductility and weldability 
make Yoloy Pipe an excellent selec- 
tion. 

Proved by 18 years of satisfactory 
performance, Yoloy is highly recom- 
mended by users in such service as 
radiant heating, snow melting, gas 
line gathering, brine lines and other 
industrial piping. 

This new folder presents the facts 
and figures on Yoloy’s physical and 
chemical properties, with data on 
sizes now available and other infor- 
mation you'll need to select Yoloy 
Continuous Weld Pipe to meet your 
special requirements. Write for a 
copy today. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
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count. According to a late higher 
court decision this is not so. 

For illustration, in Shock v. Hige, 
140 Fed. (2d) 13, it was shown that 
a person named Hige sued to re- 
cover $935 from a man named Shock, 
claiming that the latter had paid 
him only $300 on his accounts. To 
prove payment Shock introduced 
before the court a check for $300 
endorsed by Hige “in full settle- 
ment” of the account. Hige testified 
that the statement as to settlement 
was not on the check when he en- 
dorsed it. 

It is interesting to observe that 
the higher court refused to consider 
the cancelled check as satisfactory 
evidence that Shock had paid the 
account in full. 

The reason the courts hold that 
a bank check is not absolute proof 


¢ 


of payment is: First, the payor can, 
if he so desires, write anything on 
the check after the check is cleared 
through the bank on which it is 
drawn, and the cancelled check is 
returned by the bank to the payor; 
and second, no positive proof or evi- 
dence can be given that the payee 
read the restrictions, limitations, or 
other notations alleged by the payor 
to have been on the check when it 
was endorsed by the payee. 


Altered Check Is Void 


According to a late higher court 
decision, one who accepts an al- 
tered bank check is not a holder in 
due “course” and cannot under any 
circumstances recover payment 
from the maker or payor. 

For example, in Medeiros Com- 
pany v. Fellsway Motors, 96 N. E. 
(2d) 170 the testimony showed facts 
as follows: On October 23 a man 
offered to sell one Fellsway certain 
merchandise. The seller showed 
Fellsway some papers identifying 
himself as Therrien, and a bill of 
sale of the merchandise. Fellsway 
purchased the merchandise and gave 
a check for $1,200, which was dated 
October 25. On the next day Fells- 
way discovered that the person 
from whom he purchased the mer- 
chandise was an imposter who had 
stolen the merchandise and the 
identifying papers. Fellsway stopped 
payment on the check. 

The imposter drew a line through 
the numeral 5 in the date of the 
check to make the date October 
28. On October 29 he went to the 
Medeiros Company and used the 
$1,200 check to pay for merchandise. 
The Medeiros Company deposited 
the check on October 30 but, pay- 
ment having been stopped by Fells- 
way, the Medeiros Company re- 
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ceived nothing. The latter sued 
Fellsway for 1,200, the amount of 
its check. 

The higher court held that the 
Medeiros Company could recover 
no payment, although it was inno- 
cent of any fraud, saying: 

“The check was not complete and 
regular upon its face because of 
the patent alteration in its date, and 
the plaintiff (Medeiros Company) 
although it took it for value, did not 
become a holder in due course.” ° 

The court explained that under 
ordinary circumstances the payor 
of a negotiatble check drawn on a 
bank is liable for its payment, if the 
check is unaltered and was ac- 
cepted by an innocent person not 
guilty of fraud. This is so although, 
unknown to the final holder in due 
course, the payor stopped payment 
on the check. But if, during its 
passing from person to person, such 
a negotiable check is in any way 
altered, that instant it becomes 
void. 

Generally speaking, a monopoly is 
unlawful. However, an unusual 
situation exists with respect to 
patents. The higher courts have ren- 
dered unusual and interesting de- 
cisions pertaining to patents and 


OUR PATENTS GIVE USA 
LEGAL MONOPOLY. WE 
CAN DO ANYTHING WE WANT TO 





especially important to purchasers. 
While the general law is well estab- 
lished that monopolies are illegal, 
yet Congress may validate any form 
of monopoly believed to be advan- 
tageous to the public. 

A patent is an example of a valid 
and legal monopoly. Also, a trade- 
mark is a valid monopoly. A trade- 
mark issues for 20 years and may be 
renewed indefinitely, whereas an 
ordinary patent issues for 17 years 
and cannot ordinarily be renewed or 
extended. 

Modern higher courts consistently 





hold that a patentee has an absolute 
monopoly without violating the 
anti-trust laws. In other words, he 
can refuse to sell his patented mer- 
chandise or appliance, or he can sell 
same at any price he chooses ir- 
respective of unreasonable profits, 
or he can sue and recover damages 
from one who without a license 
either makes, sells, or uses the pat- 
ented device. On the other hand, a 
patentee cannot have this same 
monopoly on patents he does not 
own. i 

See United States v. Line Com- 
pany, 68 S. Ct. 550. Here it was 
shown that a manufacturer incorpo- 
rated a price maintenance provision 
in his licenses and sale contracts. 

The Supreme Court of the United 
States held that this arrangement 
violated the Sherman Act, since the 
company not only fixed the price of 
products embodying its own patent, 
but also fixed prices of devices 
manufactured under licenses from 
other patentees. For comparison, see 
the leading case, 272 U. S. 490. Here 
the testimony showed that a pat- 
entee set prices at which a licensed 
seller must sell the patented prod- 
ucts. The Supreme Court of the 
United States held the contract void. 


BUT YOU STILL CAN'T GET 

TOGETHER AND FIX PRICES 

ON THE BASIS OF YOUR 
PATENTS 
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Therefore, it is quite apparent 
that the possession of a valid patent 
does not give the patentee any ex- 
emption from the provisions of the 
Sherman Act beyond the limits of 
the patent monopoly. In other words, 
by aggregating patents in one con- 
trol, the holder of the patents can- 
not escape the prohibitions of the 
Sherman Act. See also 226 U. S. 20; 
33 S. Ct. 9; 57 L. Ed. 107. 
Therefore, where a patentee un- 
dertakes to exploit his patent by 
price fixing through agreements — 
(Please turn to page 322) 
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TRENTWELD Stainless Steel Tubing... 


TRENTWELD stainless steel heat-resistant tubing 
was chosen by Cutler-Hammer, Inc., for the 
vital heating units in the new Bendix Duomatic 
washer-dryer. 

Exposed to high operating temperatures, 
moisture and corrosive agents week after week, 
heating units have to be good to give the kind 
of long dependable service you expect from a 
famous-name product. That’s why TRENTWELD’s 


TRENTWELD 





excellent corrosion and heat-resistance make it 
an ideal choice. 

You can specify TRENTWELD for your tubing 
needs with confidence, too. And nowhere can 
you get a wider selection. TRENT produces the 
largest assortment of stainless and high-alloy 
tubing in the industry... from 4%” to 40” O.D. 

For your tubing applications, remember — 
you can’t buy better tubing than TRENTWELD. 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsjdiary of CRUCIBLE STEEL COMPANY OF AMERICA) 


Decemser, 1953 Please mention PURCHASING Magazine when writing to advertisers. 129 














New Products 


Self-Propelled Plow Permits 
Prompt, Easy Snow Removal 





Jari Products Inc., Minneapolis 8, 
Minn., claims its Champion rotary 
plow is ideal for prompt removal of 
snow from walks, ramps, etc. It is 
self-propelled so that it requires no 
yhysical efforts even in deep snow. 
[t operates on the same principle as 
ailway and highway rotary snow 
lows, and is amply powered for 
handling large snow volume by a 2% 

4-cycle. Extra attachments 
ake it easy to convert the plow for 
ther chores such as lawn mowing, 


New Valve For Mild 
Corrosive Service 


The Lunkenheimer Co., Box 360, 
Cincinnati 14, Ohio, has a new 125 
lb iron gate valve for mild corrosive 

rvice in the process industries. 
The cast iron body and bonnet of 
the new valve contain 3% nickel, 

iving them an extra margin of 
yrrosion-resistance over cast iron 
mn many services. The trim, where 
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Ideus 


corrosion usually does the greatest 
damage, is made of the most cor- 
rosion resistant alloys used for 
valves. A choice of trim materials 
is offered—either 18-8 Mo stainless 
steel or all monel, 


Clutch Control Raises 
Power Machine Production 25% 


YA 





Production increases up to 25% 
and complete protection for op- 
erators and set-up men is claimed 
for a two-hand clutch control for 
manually operated power machines. 
The unit, called Micro Trip, is avail- 
able as a package for installation on 
existing presses. It has an instan- 
taneous electrical response, and a 
light touch actuation that reduces 
operator fatigue. Also contributing 
to increased production is that the 
device gives operator assurance of 
safety. Micro Div., Minneapolis- 
Honeywell Regulator Co., Freeport, 
Ill., make it. 
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New Lathe For Small 
Woodworking Shops 


~ 





A lathe capable of turning stock 
up to 12” in diameter and accom- 
modating spindles up to 37” long 
is made by De Walt Inc., 511 Fifth 
Ave., New York 17, N. Y. While de- 
signed primarily as an attachment 
to the DeWalt power shop, the 
lathe can also be used as an inde- 
pendent workshop item. It can be 
mounted on any workbench and 
powered by any type motor. In ad- 
dition to standard turning operations 
on wood, the lathe can be used for 
face plate turning and boring and 
for light metal spinning. 


New Hub-Type Cut-Off Wheel 
Features Longer Life 


Norton Co., of Worcester, Mass. 
announces an improved reinforced, 
resinoid, hub-type cut-off wheel. 
Known as the BFR wheel, this wheel 
replaces one with the same designa- 
tion which has been on the market. 
The improved wheel has longer life. 
Tests have shown that increased life 


(Please turn to page 132) 
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First year’s savings can repay 
your investment in A. 0. Smith D.C. Rectifier 
welders that replace motor-generator sets. 
44°, more efficient in operation than heavy 
rotary equipment! End costly maintenance 
... add the benefits of better, smoother, 
taster welding at much less cost. 





D.C. RECTIFIER 
WELDER 


. Rectifier stacks are cooled by fresh air drawn in at the to» by 
. Life-time industrial fan, which then blasts air down over 3. Hea 
opper, fibrous glass-insulated transformer coils. 4. Primary coils move 
p or down for current setting on ball ngening jacks under panes 
on-creep current contro illuminated scale is eas to read. All 

parts are easily accessi maintenance b gg As few scre 
nd a panel of the ractive, restful-green, baked-on enameled 
eel case. 6. Eye-bo! ist and 7. Floor clearance for 
ith fork-truck makes . Smith Rectifier porta 


Made by welders ...for welders 
Write Dept. P-1253 for 
In 


Welding Products Division, Milwaukee 1, Wisconsin 
ternational Division: Milwaukee 1, Wisconsin 
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RARE SAEED FEUER « 
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| FOR SPARE PARTS 


PACKAGING..¢ 








CLEVELAND CONTAINERS 


METAL END FIBRE CANS FOR UNIT PACK AND INTERMEDIATE 
PACKING . .. For both MILITARY and CIVILIAN USES. 


SAVE TIME in packaging . . . EXPEDITE repairs by having avail- 
able spare parts needing frequent replacement. 


These cans provide a continuous barrier and permit the reduction 
or elimination of preservatives and internal wraps. 


* * * 
MIL-C-5405 MIL-C-12804 


Spare Parts and Supplies packaged in cans made under the above 
regulations meet all the requirements of Method 1A and Method 
IC, Unit Packaging, under MIL-P-116A. 


MIL-C-12147 (A) 


This packaging is approved and currently in active use by most of 
the technical branches of the government. It is in rapidly growing 
use, also, in many civilian applications. 


Substantial savings are being made daily through the use of this 
method of packing. Write or call us . . . We will provide the 
technical help. 


eC LEVELAND CONTAINERG! 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 
e All-Fibre Cans © Combination Metal and Paper Cans 
@ Spirally Wound Tubes and Cores for all Purposes 
* 
PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, Memphis, Plymouth, Wisc., 
Ogdensburg, N.Y, Jamesburg, N. J. © ABRASIVE DIVISION at Cleveland. 


SALES OFFICES: Grand Central Terminal Bidg., New York City; Washington 
Ges Light Bldg., Washington, D.C.; West Hartford, Conn.; Rochester, N.Y. 


Cleveland Container Canada, itd: PLANTS AND SALES OFFICES: Toronto and ff 
Prescott, Ont. © SALES OFFICE: Montreal. rf 
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(Continued from page 130) 

of up to a third more than the 
former wheel can be expected with 
the same quality of cut. These more 
durable wheels also tend toward a 
better uniformity of grinding wheel 
action, wheel to wheel and lot to 
lot. The wheel shows practically no 
tendency to fray or split at the face 
in layers. The wheel is available in 
following specifications: alundum 
—16, 24, 36 and 54 grit: Crystolon— 
16, 24, and 36 grit. 


New Portable Hack Saw Makes 
Angular Cuts In Any Pesition 





A portable power hack saw will 
make angular cuts in any position. 
It always cuts accurately and con- 
sistently, saving time and labor. It 
cuts, in any position, metal, plastic, 
or fiber stock of 3-inches or less 
diameter at any angle from 45 to 
90 deg. A new patented principle, 
whereby the saw blade draw cuts 
and then lifts on its return stroke, 
eliminates the necessity for weights. 
This patented principle enables the 
saw to be operated vertically, hori- 
zontally or even upside down. With 
its work vise clamped to a stanchion 
or a pipe, the saw is self-supporting 
and cuts within a tolerance of .010 
in. square. For further details write 
Lipe-Rollway Corp., Emerson Ave., 
Syracuse 1, N. Y. 


Low-Cost Gas Heater 


Winter space heating will be fa- 
cilitated by a low cost, ceiling sus- 
pended, gas fired unit heater. It will 
operate independently of a central 
heating system and needs only 
simple electrical, gas and flue con- 
nections to put it in operation. It 
can be used with all types of gases: 
natural, manufactured, or liquified 
petroleum. Maximum heat delivery 
at the lowest noise level is provided 
by a slow speed motor and a quiet 
operating fan. Seven sizes provide 
a full range of capacities from 25,000 
to 200,000 Btu per hour. Made by 
Westinghouse Electric Corp., Air 
Conditioning Division, Dept. T-401, 
200 Readville St., Hyde Park, Boston 
30, Mass. 
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No job is too tough for a FLEXLOC. TOMKINS-JOHNSON uses a 
FLEXLOC on the piston rod of its revolutionary Super-Cushion 
Air Cylinder. The maker doesn't take the chance of a nut com- 
ing loose and damaging the whole cylinder. 


What FLEXLOC 
locknuts do for you 


FLEXLOcs eliminate complicated, 
time-consuming methods of locking 
threaded fasteners. They offer simpler, 
faster application and safer, more 
dependable locking than plain nuts 
and lockwashers, castellated nuts and 
cotter pins, or nuts and jam nuts. 
And they won’t work loose. 


The reasons for all this are plain. 
FLEXLOCs are one piece—nothing to 
assemble, come apart, lose or forget. 
FLEXLOCs are all metal—have higher 
tensile than most other locknuts and 
are not affected by temperatures to 
550°F. FLExLocs are both stop and 
locknuts—don’t have to seat to lock, 
and stay put anywhere on a threaded 
member as soon as their locking 
threads are fully engaged. 


SPS can deliver any quantity of 
FLEXLOCs in a wide range of sizes. 
Stocks are carried by industrial dis- 
tributors everywhere. Write for liter- 
ature. SPS, Jenkintown 31, Pa. 


LOCKNUT DIVISION 


JENKINTOWN ' PENNSYLVANIA 
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Electrical 





What's your problem? If it involves molded rubber 
electrical components for your product, look no 
further! Because the design and production of such 
parts is a Riverside specialty . . . and has been for 
years! Yes, from appliances to ordnance, prominent 
manufacturers bring us their problems cox:cerning: 
e Waterproofing e Electrical insulation e Shock and 
vibration e Resistance to salt spray, sunlight, oxi- 
dation, wear, abrasion, etc. e Extremes in temper- 
ature ... and many other challenging problems. 


As a result, we have built up a considerable bank 
of valuable experience in the engineering and pro- 
duction of molded rubber parts. The answer to 
your problem can probably be found in this file of 
successful “case histories” ... and if not, our well- 
qualified Engineering Department will give you 
the answer fast! Send parts, prints, or details of your 
problem for prompt engineering recommendations 
and a firm quotation. No obligation to you, of course. 


iverside Manufacturing 


AND ELECTRICAL SUPPLY COMPANY 


10219 MICHIGAN AVENUE © DEARBORN, MICHIGAN e¢ PHONE Tiffany 6-6800 














WIRING HARNESSES AND ASSEMBLIES e CORD SETS e HEATER AND EXTENSION 
CORDS « ELECTRICAL SWITCHES e RELAYS e MOLDED RUBBER PRODUCTS 
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Chemically Resistant Plastic 
Pipe Has Many Applications 





The Carlon Products Corp., 10225 
Meech Ave., Cleveland 5, Ohio, is 
producing a new rigid, non-plasticized 
polyvinyl chloride plastic pipe. It is 
expected to have a wide range of 
application throughout industry. It has 
exceptional resistance to a wide range 
of organic and inorganic chemicals, 
It is practically unaffected by all min- 
eral acids, bases and salts, chlorine, 
oil, grease, gasoline, alcohol and carbon 
tetrachloride. It is completely immune 
to rot, rust, and electrolytic corrosion, 
High dielectric strength, low water ab- 
sorption and non-flammable character- 
istics make it especially useful as an 
electrical insulator and for conduits. 


Precision Positioners Aid 
Automatic or Manual Welding 


eu 


ae a 





Three new heavy-duty precision 
positioners for automatic or manual 
welding are announced by Worthing- 
ton Corp., Harrison, N. J. They are 
built in 2500, 3000, and 6000 lb capacities. 
A special variable speed drive has been 
developed for these precision machines. 
Of differential type, with all com- 
ponents mounted on ball bearings, this 
drive provides stepless speed change 
from 0 to predetermined top speed. An 
accurately calibrated hand wheel or 
electric remote speed control is pro- 
vided. Table tilting speed is 135 deg in 
40 sec and table height is adjustable 
in 6” steps for handling various sizes 
of work most effectively. The position- 
ers can be mounted on columns by 
eliminating the post. 
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@ Purolator makes oil filters for a prominent auto maker. They’re 
top-notch filters that do a tough job well. Purolator and the car 
manufacturer are both proud of them. 

Not long ago an RB&W “fastener engineer” got loose in the 
Purolator plant—just when company production executives were 
looking for a way to lick rising costs. He noticed that the Purol- 
ator filter was being assembled with a two-piece fastener made 
slowly and laboriously on a screw machine. 

Our man told the Purolator people about RB&W’s batteries 
of cold-forming machines. Purolator wanted to know more. Now 
their filter is assembled with a one-piece RB&W fastener that 
costs far less to make and assemble. 

Chances are you can find a stage in your operations where 
RB&W*“ fastener engineering” can help you keep costs in line. As 
a leading manufacturer of all kinds of fasteners, we’re always 
able to recommend and supply the right ones for all your needs. 
Write RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY, 
Port Chester, N. Y. 


& WwW 











EASIER, FASTER ASSEMBLY undercut high costs when Purol- 
ator switched from a two-piece fastener (right) to an 
RB&W-designed cold-formed fastener (left) for its fa- 
mous oil filter. 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices ot: PHILADELPHIA, PITTSBURGH, 
DETROIT, CHICAGO, DALLAS, SAN FRANCISCO. Sales agents at: PORTLAND, SEATTLE. Distributors from coast to coast. 
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THE REAL COST OF SHELVING 
iS THE ERECTED COST 


reasons why 


De Luxe 
Steel 
Shelving 


costs you 
less 


1) Fewer Parts— DeLuxe has 
designed one part where 
ordinary shelving uses three. 
Example, our bin-type 
“I-Beam” upright. Fewer parts 
mean fewer man hours to 
install. 











2) 80% Less Bolts— DeLuxe 
shelving uses patented, 
boltless shelf brackets, thus 
requires no tools for either 
installation or adjustment. 


©) 100% Adjustable—Shelves in 
each section are independently 
adjustable, without disturbing 
other contents. DeLuxe 
shelving erects on the spot, 
in position where you want it 
... the only shelving that 
does all this. 


There is @ Deluxe factory representative in 
your area whe will give you our engineer- 
ing, planning and layout service without 
obligation. Write today for free catalog. 


Define 





De Luxe Metal Furniture Co. 
309 Struthers St., Warren, Penn. 


For over 25 Years Manufacturers of: Storage Shelving 
Librery Shelving * Storage Cabinets « Shop Equipment 
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System Controls Weights 
of Blended Materials 


A method of accurately control- 
ling the weight of blended materials 
in Banbury-type mixers has been 
developed by CDC Control Services, 
Inc., 400 S. Warminster Rd., Hat- 
boro, Pa. Used in compounding 
plastic and linoleum base floor cov- 
erings it may be readily adapted to 
other industries with similar mixing 
problems. The system now controls 
two solid and one liquid, but is 
easily adaptable to handle additional 
compounding ingredients. It handles 
batches of from 400 to 600 lb of solid 
base and up to 800 lb of liquid plas- 
ticizer. 


Self-Locking Screws and 
Bolts Use Nylon Inserts 




















B A 


The Continental Screw Co., New 
Bedford, Mass., announces “Hol- 
tite-Nylok” one-piece self-locking 
screws and bolts. They employ a 
nylon insert which conforms to the 
curvature of the screw threads and 
provides a positive locking action 
when stopped. This locking takes 
place so smoothly and easily that the 
reusability of the screw is almost 
unlimited. The depth of the hole for 
the nylon plug has been reduced 
so that the screw is not weakened. 
In fact, tensile tests show a greater 
strength for the screws than for 
plain screws of the same size and 
material. The positive locking elimi- 
nates safety wire, lock washers, jam 
nuts and all other locking devices. 


Announce New 2P HP P.,I.V. 
Variable Speed Drives 


Positively, infinitely variable 
speed drives are now available in 
two new types for 20 to 25 hp ap- 
plications, according to Link-Belt 
Co., 307 N. Michigan Ave., Chicago 
1, Ill. In addition to the basic H-6 

(Please turn to page 142) 





CASTERS 
& E-Z ROLL 
WHEELS 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 
These precision made 
casters and wheels will 
help you speed up pro- 
duction . . . will pay for 
themselves many times 
over. 


Always 


— 


andROGEE 


DARNELL CORPORATION 
WNEY S ANGELES NTY 
60 WALKER STREET, NEW Y 


NORTH NTQN STREE 
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fabricate to your design 


@ There’s. practically no limit to the design requirements you can 
meet with Brainard Welded Steel Tubing. You can upset, swage, 
spin, flange, flatten, taper, or otherwise cold form it. It’s an econom- 
ical structural material—and pound for pound carries more load 
than any other shape. 


Investigate the advantages of Brainard Welded Steel Tubing for 
your products. Write Brainard Steel Division, Dept. FF-12, Gris- 
wold Street, Warren, Ohio. An integrated producer; offices through- 

Upsetting is o simple operation. Uniform strength of Brain- 
out the U. S. ord Tubing is mainteined in severe cold form operations. 





WELDED STEEL TUBING 


STEEL DIVISION 
SHARON STEEL CORPORATION 
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tackle blocks 


Heavy-duty, drop-forged 
hoist hook—free to swivel 


Yoke drop-forged for 
strength and safety 


Heavy sheave rim and 
tread sections 


Full-length, heavy steel 
straps 


See your nearby Upson-Walton 


distributor for (1) experienced 
recommendations, (2) demon- 
Stration of products, (3) quick 
delivery from stock,(4) many other 
time-saving distributor 

} services. 


Complete catalog of 
Tackle Blocks avail- 


WA INTERCHANGE- able on request. 
Vg ABILITY — yoke- 

hook assembly 

easily exchanged 

Sor shackle. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE -«- CLEVELAND 11, OHIO 
NEW YORK ° CHICAGO ° PITTSBURGH 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS—ESTABLISHED 1878 





(Continued from page 140) 
P.I.V. of 25 hp capacity, the com- 
pany can now supply an HG-6 drive, 
furnished with either a single re- 
duction output helical gear attach- 
ment, or an HGG-6 drive, furnished 
with both a single reduction input 
and single reduction he‘ical gear 
attachment. Input gear reductions 
are available from 1.93:1 minimum 
to 5.82:1 maximum and output gear 
reductions from 1:1 to 6.33:1. Speed 
increasing gear sets are also avail- 
able. 


Safety Rubber Prevents 
Slipping in Oily Areas 


A safety rubber that prevents slip- 
ping on oily or greasy surfaces is made 
by Tingley Rubber Corp., 903 Ross 
St., Rahway, N. J. Neoprene concentric 
suction cups prevent slipping. The 
overshoe is said to outlast several pairs 
of ordinary rubbers in the presence 
of oil, grease, acids, chemicals, etc. 
The rubber is molded in one piece 
with no fabric lining. Though extremely 
light in weight—only 9 oz—it is tough. 
The satin-smooth interior slips on 
easily and can be turned inside out for 
thorough washing, yet elasticity of the 
neoprene prevents it slipping off the 
heel. 


New Time Delay Relay 
For Pushbutton Operation 


Elastic Stop Nut Corp., Elizabeth, 
N. J., announces development by the 
A’G’A Division of a new Agastat 
time delay relay for control circuits 
requiring a time delay initiated by 
a momentary impulse such as from 
a pushbutton or microswitch. It is a 
lightweight, compact relay with 
pneumatically-controlled time delay 
adjustable over a range from 0.1 
seconds to 10 minutes, or more. 
Time delay is controlled by the flow 
of air through an orifice. Including 
the orifice, the largest time delay 
relay is only 5%” high and 2%” 
square. It is available for all stand- 
ard a-c and d-c voltages, in single- 
pole, double-throw, or double-pole, 
double-throw models, and rated at 
15 amp, 115 V, 60 cycle a-c. 

(Continued from page 140) 
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THE GREASE 
FOR TOUGH 


OPERATIONS” 


says McCULLOCH MOTORS. CorP. 
Makers of the famous McCulloch Chain Saws 











V J 
“We tested all types and makes 


of lubricants for the Zerol gears 
in the transmission. The one grease 
selected for long, tough operation was 
LUBRIPLATE. Now that we have pro- 
duced thousands of McCulloch Chain 
Saws, we more than ever recommend 
the use of LUBRIPLATE Lubricants in 
our tools.” 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “‘LUBRIPLATE 
Data Book’”’... a valuable treatise on 
lubrication. Write LUBRIPLATE DIvI- 
sion, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 
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New Coolant Provides Higher 
Production, Greater Safety 


A new coolant, “Dypral,” made by 
Dynamic Industrial Products, Dan- 
bury, Conn. is said to offer: in- 
creased production; improved qual- 
ity control; simplified maintenance; 
better working conditions and in- 
creased safety. The improved safety 
is due to the coolant being a non- 
flammable water solution which 
contains no oil. It eliminates dan- 
gerous conditions around machinery 
since it will not deposit a slippery 
oil slick on the floor..The coolant is 
easy to use, needing only mixing 
with water to the correct propor- 
tions. It is instantly miscible. 


Gas-Fired Soldering Furnace 


A new gas-fired soldering furnace 
heats, in less than eight minutes, 
two 4-lb irons from temperature 
to 300 F, or one 4-lb iron to 1200 F, 
with a heat input of only 9100 Btu 
per hour. The burner is located so 
that mechanical shock and flux cor- 
rosion damages are held to a mini- 
mum. The refractory hearth is easily 
removed and cleaned. The die- 
pressed furnace lining is quickly in- 
stalled should replacement ever 
be needed. Heating is accomplished 
without flame impingement, yet the 
soldering copper is surrounded by 
fully burned gases eliminating oxi- 
dation. Selas Corp. of America, 
Philadelphia 34, Pa. 


New Hose Highly Resistant 
To Acids, Salts, Alkalis 


By compounding a new special 
synthetic with other acid resistant 
materials for tube and cover, Ray- 
bestos-Manhattan, Passaic, N. J., 
has developed a hose highly re- 
sistant to a wider range of acids, 
salts, alkalis and other solutions. 
It withstands many’ organic and 
inorganic acids, salts and alkalis, 
and plating solutions much longer 
than conventional acid hose and can 
be used to convey other solutions 
previously not recommended for 
rubber hose. The tube of this hose 
is also claimed to be highly abrasive- 
resistant and so can withstand 
slurries. 





See Better! Work Better! 


Brackets to Desk, 
Boerd, Lathe, Bench, 
Wall or Table 
(Floer Mount also Available) 


Raises, Lowers, 
Tilts, Traverses, Turns 
Fingertip Stay-put Control 


Stemiess Steel Tube Arms 

Nickel Steel Tension Springs 

Vented Alummnum Shede 
Rodivs 45 inches 





LUXO LAMP CORPORATION 


290 MADISON AVE. 


> i i T 
yay FIRE BRICK CEMENT 
~ ms sal * 


NATIONALLY USED FOR BONDING 
STOPPER ROD ASSEMBLIES 








Stopper Rods being assembied. Note 
the liberal application of ADAMANT 
to the Stopper Rod pin. 

ADAMANT—Ready-Mixed and easy to use 
—available in air-tight drums of 100, 250 
and 500 Ibs. capacity. 

ADAMANT Felder and/or list of users’ 
names gladly sent upon request. 


BOTFIELD REFRACTORIES CO. 


. Camadian 
171 Eastern Avenue, Toronte 





PURCHASING 





















TYPE EV SPEEDRANGERS are electronically-controiled 


Thyraton type, adjustable-speed power drives with a wide 
folate l-Moh MMe) oX-1eelilale ME) ol -1-lel Mie laleMelolele ME) o1-1-1¢ Mle -lelllielilols 


SIZES. 4 to 1% HP with basic speed of 2400 RPM. 


SPEED RANGE. Drive speeds are adjustable down to one 
sixth of the basic speed for continuous duty, 50°C.; down 
to one twentieth of the basic speed, intermittent duty. 


HOW IT WORKS. Single phase AC power is converted by 
Thyraton type electronic rectifiers to supply a DC variable- 
ry oY -1-1oMelahZ-Muleliol@m hall MO) Gmeolaha-Mileliol@t Mel mini) slelacli-1h] 
excited type, which inherently has good speed regulation. 


STANDARD CHARACTERISTICS are constant torque rating 
over the full speed range . . . complete control from a 
compact operator's station . . . infinite steps of speed ad- 


TES til 1s) MU ekoLiMe tic lailile Melle Melolele Mt yol-1-1 Mc -lel lol lelay 


OPTIONAL FEATURES are jogging, reversing, dynamic 


Teel diile Md lel-Mol@e sol -lalel ME) -l-1-loMicelilel-tMelilo Me 1sl tale] McltI DY 
cycles. 


electronic variable speed drives 


a 


TYPE GY SPEEDRANGERS are electronically-controlled, 
motor-generator type, adjustable-speed power drives 


with a wide range of operating speeds and good speed 


regulation. 


SIZES. 2 to 10 HP with basic speeds of 2400, 1750 and 
1150 RPM. 


SPEED RANGE. Drive speeds are adustable down to one 
sixth of the basic speed for continuous duty, 50°C.; down 
to one tenth of basic speed intermittent duty. 

HOW IT WORKS. Three o1 two phase AC power is con- 
verted by a motor-generator set and by tube type 
electronic rectifiers to supply a DC variable-speed drive 
motor. This DC drive motors is of the separately excited 
type, which inherently has good speed regulation. 
OPERATION. The Type GV Speedrangers have the same 
rife lulelelgeMeaslelaclet-leriila Mi-lile MMe) olilelslel Ri tell ¢-1 aot ME ILLL te) 
above for the Type EV Sreedrangers. 

MANY TYPES. The DC drive motor for both the Type EV 
and GV Speedrangers are available with Master Uni 


brakes, Fluid Drives and any of the five types of Master 
Gearmotors. 


THE MASTER ELECTRIC COMPANY 
DAYTON, OHIO 


Here’s How Your 


Reynolds Aluminum 
Distributor 


Helps Solve Your Inventory 
Control Problems 





4 
<a -, 





See Mem en ny od tn 


Marsh 
You can save time, trouble and money by concentrating on aS Corp., Unget only) Newark 
your volume material requirements and relying on your peapes & Spavak Sleek pecs taiea 


nearby Reynolds Distributor to stock and supply you with ew 3 
the thousands of odd lot items that you only need occasionally 





i 


filling these orders from his balanced warehouse stocks that 
include a complete line of aluminum mill products in all 
standard alloys, tempers and sizes. He will eliminate many 
of your record and stock keeping problems. He will also help 
you on your production problems. And back of him is 
Reynolds fully integrated staff of technical service men. 


Edgcomb Steel WN. J. 
or in small quantities. ooree Se eee te eee 
. : . . NORTH CAROLINA ot) ase 
Your Reynolds Distributor will give you fast service in Southern States iron Roofing Co., Raleigh 





7 
>e 


Call your Reynolds Distributor today . . . 
he’s as near as your phone .. . he’s a good man to know. 


REYNOLDS 9% 
ALUMINUM | 


MODERN DESIGN HAS ALUMINUM IN MIND 
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Man with stapler beats 


ge She ro 2 53 a Bi } man with hammer 4 to I 


This race between two carpenters took place in a wood prod- 


ucts shop—the man at left fastening latticework with ordinary FASTEN IT BETTER 
hammer-and-nails, the other working 4 times faster with a AND FASTER WITH 


Bostitch H4 Stapling Hammer. 


The shop foreman reports still more advantages of sta- 


pling. One 34” staple is more rigid than two 34” nails. The 
staple won’t loosen because its legs diverge inside the wood, 
RS AN STA e: 


bracing against each other when under strain. 


STAPLE 


The carpenter can drive a staple all the way home with 
one blow, leaving his other hand free to hold the work. 
Greater “reach” helps him cover much more area from one 
standing position. No more “mouthing” of nails, either! 





FREE time and money saving bulletins tell how stapling 
Cae - ee . can cut your costs. 
This is just one of 800 kinds of Bostitch staplers that trim 

time and costs on thousands of different fastening jobs in 


BOSTITCH, 732 Mechanic St., Westerly, R. L. 
factory and office and building trades. To help you pick the 


I want to fasten: 


| 

I 

| 

| 
right stapler for the job, Bostitch has 325 Economy Men in | Sh~ by Shastice Ejiight metals. { ~~ 4 
123 U. S. and Canadian cities—the largest group of its kind. a 

Check over your own fastening methods with your near- Company ; 

est Bostitch Economy Man. There’s no obligation. He'll be |g garess 
glad to tell you honestly whether stapling can save you money. ee tre 
Look up “Bostitch” in your phone directory or write us. [._.” oo ithe 
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Most Specified... 


Most Used... 
Most H.P. Hours... 


WISCONSIN 


HEAVY-DUTY 


ttin- Cooled 
ENGINES 


Specified as integral power units 
by more than 500 original equip- 
ment manufacturers ... 

Delivering dependable, efficient power on 
@ greater variety of service applications 


than all other makes of engines combined, 
in a 3 to 36 hp. range... 


Supplying Most H.P, Hours of heavy-duty 
on-the-job power in all weather, all cli- 
mates . 


Constantly demonstrating the outstanding 








sy , WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 








“% 
3 to 6 hp. 
rs 


6 to 9 hp. 














7 to 1412 np. 15 to 36 hp. 


Power 


to Fit the 


to Fit the 
Machine Job 


efficiency and trouble-free dependability 
of AIR-COOLING ... 


These are some of the factors worth con- 
sidering in the selection of engine power 
for YOUR equipment. Detailed engineering 
data and descriptive literature on request. 


46, WISCONSIN 
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WE SHIP QUICKI 
Phone 4-5676 for Service 


The parts shown here are 
representative of our produc- 
tion for 
implement, appliance and rail- 
road customers. 


MOLINE IRON WORKS 
Moline, Illinois, U. S. A. 


MALLEABLE 
IRON CASTINGS 


that you can depend upon! 


The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 


Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 


automotive, farm 








New Abrasive Belt Cuts 
Costs, Speeds Production 


Minnesota Mining & Mfg. Co., 900 
Fauquier St., St. Paul 6, Minn., has a 
new type of heavy-coated abrasive 
belt, called Three-M-ite” multicut 
cloth belt. Combining the polishing 
characteristics of hand-coated glue 
and grain set-up wheels and belts, it 
offers all the advantages of a coated 
abrasive belt manufactured under 
controlled factory conditions. Orig- 
inated to replace set-up wheels and 
belts, it is expected to find wide use 
throughout the metal working field. 
Field tests have shown that use of 
the belt speeds production and cuts 
polishing costs. 


Gas Fired Unit Heaters 
Ready For Industrial Use 





Grinnell Co., Inc., 260 W. Ex- 
change St., Providence 1, R. I. has 
eight models of gas-fired unit heat- 
ers for automatic direct-fired heating 
of industrial and commercial areas. 
They are made in capacities from 
20,000 to 160,000 Btu per hour. Quiet 
operating, the heaters can be used 
with natural, manufactured, mixed 
or liquefied petroleum gases. They 
are equipped with motor driven fans 
ranging from 1/40th to 1/6th hp, 
depending on the capacity of the 
unit. The fans operate at relatively 
low speed and have wide efficient 
blades for maximum air movement 
with minimum noise. Safety is as- 
sured by an automatic pilot’ which 
shuts off the gas supply if pilot 
burner goes out. 


Tubeless Tire Protects Against 
Punctures, Blowouts, Skids 
The Hood Rubber Co., division of 
the B. F. Goodrich Co., Akron, Ohio, 
has a tire that needs no tube and 
protects against the three major 
road hazards of punctures, blowouts 
(Please turn to page 150) 
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Industrial 
Rubber Products 
~~ Ze Aewnt 
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VERSICON, Thermoid’s versatile, all- 


purpose hose, handles virtually any type of 


gas or liquid... makes stocks of many 
different types of hose unnecessary. You 
save through reduced inventories, simpli- 
fied buying and less storage space. Losses 
from end remnants are greatly reduced. 


VERSICON Hose is built to last. Synthetic 
oil-proof tube is reinforced with braided, 
high-tensile rayon. Tough oil-proof cover 
resists weather and abrasion. 
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One hose handles them all: 


For quick, easy identification, VERSICON 
has a brown cover. It’s available in sizes 
from %@’’ to 1144” in lengths to fit your 
requirements. 


In addition to various kinds of multi- 
purpose hose, Thermoid makes hose for 
certain specific applications, such as paint 
spray, suction, creamery, etc. Call your 
Thermoid Distributor. He can supply you 
with the Thermoid Hose best suited for 
your requirements. Or write direct for 
Catalog No. 3680. 


herm 


Thermoid Company » Offices & Factories 
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MULTIWALL BAGS 


Paper bags for food prod- 
ucts, rock products, ferti- 
lizer, chemicals, etc. 
Valve or open-mouth 
type with pasted or 
sewed bottoms. 


all of these products 


POLYTEX LINERS 
Made from polyethylene. 
Ideal inner protection for 
powdered milk, anhy- 
drous and hygroscopic 
products. Odorless, mois- 
ture-proof, bacteria and 
mold resistant. 








CHASE TWINES 


Good-quality, uniform, 
and dependable twines. 
Chase Hi-Speed Sewing 
Machine Thread, Dixie 
Cotton Sail Twine and 
Hindoo Jute Twine. 





Be 







REDI-RAPT TUBING 


Chase two-way stretch 
burlap spiral tubing easily 
wraps any product that is 
hard to wrap. Bias sewn 
tubing is uniform in width, 
circumference and stretch. 
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GENERAL SALES OFFICES: 309 W. JACKSON BLVD., CHICAGO 6, ILL. 
30 BRANCHES AND SALES OFFICES STRATEGICALLY LOCATED 





kes 


WATERPROOF DRUMHEADS 


Made of durable, waterproof 
Chase burlap Protex, (burlap 
laminated with asphalt to 
heavy crinkled paper). Keeps 
drum and heads completely 
dry. No leakage because there 
are NO SEAMS. Draw cord 
permits cover to be removed 
and reused. 





POLYTEX TURKEY BAG 


This fine polyethylene pack- 
aging material fits your tur- 
keys like a glove! Choice of 
lengths and widths and 
beautifully printed. Non- 
toxic and airtight! For poul- 
try or meats. Write us today. 


SLIP-ON BARREL COVERS 
They're RIGHT on the barrel 
head! Made of tough Neo- 
prene-treated crinkled kraft. 
Slip on all sizes of barrels 
and drums—easily and quick- 
ly. Elastic skirt keeps out dirt! 
Choice of printed or plain. 


CHASE CRINKLED LINERS 
For bags, barrels, boxes, and 
drums. Available in 2 types: 
1. crinkled for one-way 
stretch, 2. crinkled and pleat- 
ed for stretch in all directions. 
Waxed or unwaxed. We will 
send you samples. Write 
teday. 





(Continued from page 148) 
and skids. Called the Hood Safety- 


Seal “400”, the puncture-sealing 
tubeless tire features a tread that is 
specially designed and tested to 
protect against skidding on wet 
slippery streets and roads. Four 
traction center bars act like wind- 
shield wipers to clear away slick 
road film and provides a dry-wiped 
surface for fast acceleration and re- 
sistance to sideslip. Molded into the 
four outside ribs are hundreds of 
safety grip blocks. When brakes are 
applied, extra biting edges make 
stops quick and sure. 


Bin Provides Safe Storage 
For Flammable Materials 





Fire-safe storage for flammable ma- 
terials is provided in a storage bin 
constructed of heavy gage, galvanized 
iron reinforced throughout by angle 
iron. A mechanical device controls the 
cover. While the cover is held open 
a fusible link automatically releases 
the cover in case of fire, allowing it to 
close tight. Other construction features 
eliminate air seepage and provide the 
proper working height for easier ac- 
cess to all parts of the bin. It is built 
in standard sizes of 1, 2, and 3 bale 
capacities by J. D. Polis Mfg. Co.,, 
2900-20 W. 26th St., Chicago 23, Ill. 


Quick-Drying Solvent Is 
Safe And Efficient 


A highly effective, quick-drying 
solvent, designed for the cleaning of 
electrical equipment such as wiring, 
fuses, motors, switches, etc., has 
been announced by Turco Products, 
Inc., 6135 S. Central Ave., Los 
Angeles 1, Calif. Especially formu- 
lated to replace carbon tetrachloride 
in all cleaning operations, the prod- 
uct combines the least toxic solvents 
available, consistent with safety 
from fire hazard. It removes all de- 
posits of grease, oil, metallic par- 
ticles, carbon dust and other causes 
of dangerous and costly flashovers. 
It leaves no oily residues and re- 
quires no after-neutralization. It is 
non-corrosive and safe for use on 
metal, wood and paint. 
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Laundromats in use, but... 


“We've never had a failure with 
American Quality Springs’ 





says WESTINGHOUSE ELECTRIC CORPORATION 


HE Westinghouse Laundromat has been a household 
Ka word ever since the first unit rolled off the production 
line in 1940. Since then, Westinghouse has produced over 
1,125,000 Laundromats. Despite many important im- 
provements, the superb spring suspension system has 
stood the test of time. It’s the same today as it was in 
1940, because it was designed so well in the first place. 

Three different styles of American Quality Springs are 
used in the Laundromat. The coil springs support the en- 
tire weight of the machine within its shell. The flat steel 
springs contain friction dampers that limit excessive 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


movement caused by an unbalanced load during the spin- 
dry cycle. 

Failure of a coil spring could damage the entire ma- 
chine. At the least, it would mean an expensive service 
call. But, because of the efficient design, and. the com- 
pletely reliable American Quality Springs, no spring has 
ever failed in a Westinghouse Laundromat. 

If service like this makes sense to you, get in touch with 
your nearest American Steel & Wire representative. We 
make all kinds of springs, any steel, any finish. And you'll 
get the same kind of quality that Westinghouse gets. 





* UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S:S American Quality Springs 


é 


BOTTOM DAMPER springs are installed. Because of the entire engineered 
suspension, Laundromat was one of the first washers that didn't have 


to be bolted to floor, 





ee) Swe 








WESTINGHOUSE LAYS DOWN rigid specifications for their American 


Quality Springs, proving their motto, “Quality must be built into a 
product.” 
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Cuts down ‘you 
inventory 


of seldom-used electrodes 






































Yuu don’t have to buy seldom- 
used electrodes in quantities larger than 

you need. With the P&H Maintenance Pack, you can 
keep some of each type on hand-—-economically. This assortment 
includes seven different electrodes packaged to stay dry — and 
clearly labeled to make selection easy. You're equipped to do all 
kinds of repair and maintenance jobs—get fast, easy, sound welds. 


Let the P&H Maintenance Pack save you time, trouble, money. 
Order from your P&H representative or local distributor. 






















7 different electrodes 


(Approximately 27 ibs.) 


* AC-3, 1/8", 5/32", 3/16" — For * Harstain, 1/8” — For spring steels 
all position welding of mild steels and stainless steels of all kinds. 
and sheet metal. AC or AC or DC 


> Ae-8, S/ae" — For mild steels. AC * Nicast “55”, 1/8” — For machin- 


id r able welds on cast iron. Nicast 
* 7OLA2, 5/32” — For high-carbon, bol ‘and 
alloy, high-sulfur, free-machining, non-porous. 


cold-rolled, and other hard-to-weld 
steels. Ideal for steel casting re- 
pairs. AC or DC 




















ip: Hi WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4696 West National Ave., Milwaukee 46, Wis. 
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Product Insulates, Protects 
Hot Underground Pipes 





Hot underground pipes can now be 
insulated and protected from corrosion 
by a new product called “Gilsulate.” 
The product provides a triple-zone of 
protection for hot underground pipes 
against such commonly-encountered 
corrosive factors as alkaline waters, 
electrolysis, root attacks and bacterial 
action. When poured around a hot 
pipe, a layer of the product melts and 
is fused to the pipe. Outside this first 
layer is a zone of sintered Gilsulate 
and outside this is a zone of uncon- 
solidated Gilsulate. Made by American 
Gilsonite Co. 248 S. Main St., Salt 
Lake City 1, Utah. 


Industrial Exhaust Ventilators 
Are Easily Installed 





Loren Cook Co., Berea, Ohio, makes 
three new models of spun aluminum 
industrial blower’ ventilators. All 
models are sold as a complete assembly. 
Easy to install, the model W, wall ex- 
haust ventilator, is adjustable to any 
wall thickness from 5%” to 8” maxi- 
mum and can be fitted to a short 6” 
or 8” duct. The compact model R, roof 
ventilator, is manufactured in 7”, 9” 
and 10” sizes with a collar to fit over 
a standard 6” or 8” duct leading to the 
roof, The largest ventilator, model BV, 
has a low overall height. It comes with 
a 9”, 10”, 12”, or 14” impeller. All 
three models are equipped with a 
specially designed impeller that is 
backwardly inclined and non-over- 
loading. 
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“CASE” HISTORIES 
FROM ATLAS PLYWOOD’S 
SHIPPING CONTAINER CLINIC 
(Safe-Transit Certified) 


New case designed by Atlas Plywood engineers 
weighs 47% less than previously 
used wooden box... holds contents 
more securely ... reduces shipping costs 


WASTED MONEY 


This cumbersome wooden box was the container pre- 
viously used for shipping a unit cooler*. On arrival at the 
Atlas Plywood Shipping Container Clinic, the gross weight 
of box and contents was 220 pounds. Because of inadequate 
blocking, the cooler was loose in the box. 











SAVED MONEY 


After thorough laboratory investigation, Atlas Plywood 
engineers designed this plywood case. Much stronger, and 
with more secure blocking than the old wooden box, it 
is a safer shipping container. And being 47% lighter than 
the box — 41 pounds as against 77 pounds — it reduces 
the gross weight by over 16%, for a considerable cut in 


shipping costs! 








CAN YOUR 
SHIPPING COSTS BE CUT? 


There’s one sure way to find out. At no cost or obligation 
to you, your present shipping containers can be tested in the 
Atlas Plywood Shipping Container Clinic, on equipment 
that simulates all conditions of actual transit. If improve- 
ments are needed in your container design, Atlas Plywood 
engineers will submit them for your approval. 

It should then be pretty clear to you whether you can re- 
duce your shipping costs, including what you pay for ship- 
ping the container and what you pay for damages. 

This free service by Atlas Plywood — the greatest name in 
plywood — includes an invitation to come along and watch 
the tests. Your Atlas Plywood representative (see Classified 
Telephone Directory) will be glad to make the arrangements. 
Or write to Atlas Plywood Corporation, 1432 Statler Build- 
ing, Boston, Mass. 


Atlas Plywood 


CORPORATION 
FROM FOREST TO FINISHED PRODUCT 
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PLYWOOD 


CONTAINERS 
FLUSH DOORS 








HARDWOOD PANELS 








*Cooler made by Bush Manufacturing Co., West Hartford, Conn. 
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(OUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 





OVER ONE.HUNDRED YEARS OF CONTINUOUS SERVICE. R 





it’s the right time 




























to Investigate the 
Qualities of 


ALLOY STEEL 


America’s largest clock was recently 
rebuilt for a spectacular illuminated 
sign in Chicago. It measures 50 ft. in 
diameter —— hands and movement 
weigh 3000 lbs. The new driveshaft 
was made from 6 ft. of 34-inch 
round “‘B” No. 3X heat-treated bar, 
chosen for its machinability as well 


as its high physical properties. 


*“B” No. 3X heat-treated bars ma- 
chine more readily and finish more 
smoothly than standard alloys be- 
cause of their particular analysis 
and method of manufacture. They 
cut costs by eliminating distortion, 
scaling, straightening — and often 
grinding —as well as the cost of 
heat-treating finished parts. 


HY-TEN “B” No. 3X bars are used 
for a wide range of. applications. A 
trial order will convince you of their 
true economy. Just call your nearest 


i representative. 


Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 
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& COMPANY. 


and AISI 


Warehouse Service 


CAMBRIDGI 
CHICAGO -« 
DETROIT « 
CINCINNATI 


« CLEVELAND 
HILLSIDE, N.J 
BUFFALO 


INC. 


In Canagla 
NEWBOULD, LTD., MONTREAI 
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140 Sidney St, Cambridge 39, Mass. 
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Impact Tool Saves Time 
On Nut-Running, Drilling 


Nut running, tapping, screw driv- 
ing, reaming, drilling etc., are ac- 
complished more speedily and with 
less effort by use of an electric im- 
pact tool, developed by Ingersoll- 
Rand Co., 11 Broadway, New York 4, 
N. Y. Rated for nut running up to 
4” bolt size, the tool automatically 
delivers a series of powerful rotary 
blows to the work, when resistance 
to turning is met. The operator does 
not experience any kick or twist. 
The tool should find wide use in 
electric motor and small gasoline 
engine repair, sheet metal work, 
equipment installation and repair or 
any general maintenance applica- 
tion where a small powerful tool is 
needed for nut running, reaming, 
etc. 


Quick-Change Handpiece For 
Flexible Shaft Machines 





A quick change handpiece eliminates 
the need for tools of any sort when 
changing the working attachment on 
the end of a flexible shaft, claims the 
Franklin Balmar Corp., N. A. Strand 
Div., Baltimore 11, Md. It cuts the time 
required for changing tools to a few 
seconds. The device is fitted with a 
spring lock retaining button. To change 
the handpiece, all the operator does 
is to press the button, pull the entire 
handpiece and the permanently affixed 
tool away from the shaft and snap a 
new handpiece and tool into place. 


New Weigh-Feeding Machine For 
Plastics Injection Moulding 


What is called the first practical 
weigh-feeding machine designed for 
the injection molding of plastics is 
in production. The machine uses the 
principle of weighing a_ certain 
amount of material required to 
make a perfect product. It is only 
this required amount that is fed into 
the machine. All other factors being 
equal, the usual problems facing in- 

(Please turn to page 162) 
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Gives your product preferred rating 
... the lift that swings more sales 


It makes sense to team up with the leader. 
Choose BOSTON STANDARD STOCK gears and related 
drive components for your product. Here’s why: 


1. LEADING SPECIALISTS in standardized machine drive parts for 75 years. 

2. LARGEST PRODUCTION facilities, serving 250,000 customers in all industries. 
3. HIGHEST QUALITY. Assures immediate interchangeability, anytime, anywhere. 
4. LOWER COST Longest service life assured by BOSTON Gear quality. 

5. 5112 STOCK ITEMS Broadest range of standard styles and sizes. 


6. NEARBY STOCKS, at leading supply centers . . . the nation-wide network 
of 92 BOSTON Gear Distributors . . . with stocks totaling $10,000,000. 


These are more than advantages . . . they are essentials to trouble-free planning 
and servicing of any product assembled with standardized parts. 
Only BOSTON Gear offers them all. Compare — and you'll 
agree — it pays to “Design around BOSTON Gear”. 
For information on any product, see your nearby Distributor. When desired, 


he'll arrange consultation with a BOSTON Gear Field Engineer. 
Boston Gear Works, 74 Hayward St., Quincy 71, Mass. 
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BOST-BRONZ Oil-Impregnated 
BEARINGS - 
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Get Catalog No. 55 


Industry's most 
valued ‘‘textbook”’ 
of drive design and 
maintenance .. . 
includes 30 pages of 
Engineering data. 


° 
2 






















AT FACTORY PRICES 


Look under “Gears” in the Yellow Classified Section of your 


BALL BEARINGS Telephone Directory for the BOSTON Gear Distributor nearest you, 
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GET Specie!” 
CHESTER 
| CHAIN HOISTS 

; for special handling problems 
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Extended Handwheel Type 


-»- get faster service at 


CHESTER 


If you have a special problem 
in your plant, in handling, lift- 
ing, lowering or moving... 
chances are excellent that there 
is a Chester Hoist “Special” 
that will simplify the operation 
and save you time and money. 

For example, the Extended 
Handwheel hoist can be effi- 
ciently operated from a safe dis- 
tance in lifting and moving hot, 
freshly painted or hard-to-han- 
die loads. Or if floor to ceiling 
height in your plant is too limit- 
ed for standard hoist and trolley 
equipment, the Low Headroom 
type with built-in trolley can 
easily solve that problem. 

if you can use a Chester Hoist 
“Special” to facilitate your pro- 
duction, ask your distributor 
today—or write us for Chester 
catalog and tell us your 
“special” problem. 








Low Headroom Trolley. Hoist 


CHESTER HOIST 
DIVISION 


The National Screw & Mfg. Co. 
Lisbon, Ohio 








a 
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jection molders are minimized when 
weigh feeding is introduced into the 
molding process. Stresses and strains 
are reduced creating a more durable 
product; shorts, flashes, and rejects 
are practically eliminated. This re- 
sults in great savings in n.aterial and 


labor. The machine is made by 
Glengarry Equipment Corp., Bay 
Shore, N. Y. 


Pressure Drop Only 5% With 
New Air-Hose Coupling 





A quick detachable air connection, 
that is said to provide almost complete 
free flow of air to air-powered tools, 
is announced by the Binks Mfg. Co., 
3122 Carroll Ave., Chicago 12, Ill. It is 
claimed that the connection, which is 
recommended for air hose coupling on 
paint spray guns and other air operated 
equipment, slashes pressure drop at 
the connection to only 5%. This is in 
contrast to pressure drops shown by 
laboratory tests on other quick-de- 
tachable connections at the connection 
“bottleneck” ranging from 21% to 
5714%. The connection has a 360° swivel 
action, making it unnecessary for oper- 
ator to twist the air hose under pres- 
sure. 


Template Permits Production 
of Perfect Dovetail Joints 


Porter-Cable Machine Co., 28 Ex- 
change St., Syracuse 8, N. Y., claims 
that their new dovetail template wil! 
enable carpenters and wood work- 
ing shops to quickly make tight 
corner joints on drawers, boxes, etc. 
equal in quality to those of fine 
manufactured furniture. Using the 
electric router with a dovetail bit, 
the model 5008 template cuts both 
board ends simultaneously. It han- 
dles stock up to 12” wide and from 
5/16” to 1” thick. Hidden rabbeted 
dovetails may also be cut with the 
same template. A step enables the 
operator to position the frame 
quickly so that the bench will not 
interfere with the alignment of the 


board. 
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WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 








You don’t waste productive space storing steel! 


WHEN YOU BUY STEEL FROM ou can turn your present steel storage space into profitable production 
WAREHOUSE, YOU GET: space—without danger to the continuity of your steel supply. Just use a 


LSs.s 3 f . U.S. i 
ceiiiin tiie caer U. S. Steel Supply warehouse as your own. U. S. Steel Supply can deliver the 


steel you want to your plant or job site at whatever time you desire. Ask 
@ LOWER SPACE COSTS 


your U. S. Steel Supply salesman to arrange delivery of your steel at your 
@ LOWER TIME COSTS 


convenience—and you'll find your steel arriving with timetable dependability. 


@ LOWER CAPITAL INVESTMENT 


==" I U.S. STEEL SUPPLY 


© FEWER INVENTORY LOSSES DIVISION 


General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast | 
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CROSS-SECTION of Pittsburgh- 
developed Neoceta bristle— 
showing molded-in grooves for 
superior point carrying capacity. 















Here’s why Pittsburgh 


iter 





Sochieaes For smoother, neater, faster work, Pittsburgh Red 
Stripe brushes are your best bet! Red Stripe combines 


hogs’ bristle with scientific Neoceta—Pittsburgh’s new 
wonder-bristle designed specifically for painting. Both 
bristles wear at the same rate... your assurance of 


better performance and longer life! 


For the address of the Pittsburgh supplier nearest 
Enome! & Vornish you, write: PitTsBURGH PLATE Gass Company, Brush 


= F Division, Dept. M, 3221 Frederick Ave. Baltimore 


29, Maryland. 
Well & Floor 


There’s a PITTSBURGH BRUSH 
for every home and industrial use ! 











FREE—the story of Neoceta—its 
development, its amazing charac- [Rem 
teristics. Write to the address Ca 
shown above for your free copy ~_! 
of this interesting booklet. 


















Maintenance 
Brushes 


PITTSBURGH 


A Stie,..., 


BRUSHES ¢ PAINTS © GLASS * CHEMICALS * PLASTICS 











PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Also Noted... 


Colonial Refining & Chemical Co., 
NBC Co. Building, Cleveland 14, 
Ohio, says its new safety coating 
will quickly and inexpensively re- 
move the skid and slip from hazar- 
dous floor areas. It is an abrasive 
filled plastic coating, which brushes 
on like a paint in one simple ap- 
plication and then stays on the safe- 
proof danger area because it is 20 
times the thickness of a conventional 
2-coat paint job. 


Cox and Co., 115 E. 23rd St., New 
York, N. Y., has developed a rugged, 
flexible, plastic, shockproof electric 
heating tape for innumerable pre- 
ventive maintenance, production and 
plant protection jobs. It consists of 
a 20’ to 120’ length of plastic tape in 
which the patented use wire heating 
element is sealed. One end of the 
tape has flexible leads which can 
be easily connected to any 110 or 
220 v outlet box. 


The Hamilton Caster & Mfg. Co., 
1784 Dixie Highway, Hamilton, Ohio, 
announces two new models of floor 
trucks for moving and storing fold- 
ing tables (flat or edgewise) and 
one model for handling folding 
chairs. The frames of all the trucks 
are angle steel with mitered and 
welded corners. The removable up- 
rights are tubular steel. Four ball 
bearing rubber wheeled casters 
avoid marring of floors. 


The high cost of spray paint 
masking is reduced, according to 
By-Buk Co., 4314 W. Pico Blvd., 
Los Angeles 19, Calif., by means of 
its masking dots. A string of discs 
may be removed from the crepe 
paper liner in a connected strip for 
fast application to work requiring 
several of one size. They are pre- 
cision cut, in diameters from %4” to 
4” by sixteenths, from masking tape 
that resists heat to 325 F. 


The steady flow of loose material 
on a conveyor belt, can be continu- 
ously weighed by means of a belt 
meter, using an electronic instru- 
ment as the recorder and totalizer. 
The meter also records the rate of 
flow and also totalizes the accumu- 
lated tonnage. It will measure coal, 
ore, chips, cement food and other 
materials. Made by Minneapolis- 
Honeywell Regulator Co., Wayne & 
Windrim Ave., Philadelphia 14, Pa. 


Steel City Testing Machines, Inc., 
(Please turn to page 166) 
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cupeKa ~¥ 


Arcumenes, leaping from his tub, raced 
to the king’s palace shouting “Eureka.” This 
exultant cry signaled his discovery of specific 
gravity as the measure he needed to deter- 
mine the quality of gold in the king’s crown. 

And men who buy solvents for lacquers know 
that low specific gravity is a built-in advantage 
of Ketones—solvents made from petroleum 
gases. Because of low specific gravity, a pound 
of Ketone fills a bigger container than any other 
lacquer solvent. 

There’s a quality advantage, too. Compared 
to other solvents, Ketones are hungrier for the 





& 


\e 


solids that must be dissolved to make lacquer. 
This greater solvent power can produce a 
better, high-solids lacquer, or one which meets 
industry standards at lower cost. 


Developing the use of Ketones in quality 
lacquers is another example of Shell Chemical’s 
partnership with industry and agriculture. Ap- 
plication of petroleum chemistry to your needs 
is our constant purpose. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK «+ SAN FRANCISCO 
















i. of America’s largest and most 
famous mass-producers recently chose Ames as preferred source of 
supply for indicator gauges. 


The reasons behind this decision are the very reasons why yox 
should standardize on Ames dial indicators and dial gauges: —the 

Ames “Hundred Series” indicators available in four sizes, fit 

every measuring requirement; they are accurate, sensitive, low 
in friction, yet are rugged and tough — give more on-the-job 
time. All Ames products embody latest design and 
highest-quality materials; they are manufactured 
by methods and machines that are exc/u- 
sive with B. C. Ames Co. 


Ames 
Amplifying 
Dial Comparator 


Ames 


Dial Depth Gauge 


No. 11C 


Ames 
yt Send today for your free copy 


No. 517 of Catalog No. 58 


Representatives: in 31 Ames Street 
Sic B.C. AMES CO. ot 


i ‘alth 7m D4 


Mfgr. of Micrometer Dial Gauges e Micrometer Dial Indicators 
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8817 Lyndon Ave., Detroit 27, Mich., 
has a production model Brinell 
hardness testing machine which is 
designed to fit directly into a con- 
veyor system. The machine is motor 
driven, hydraulically operated and 
greatly facilitates the handling of 
parts and thereby speeds up the 
testing process. It features a roller 
conveyor working in conjunction 
with the tester anvil. 


Areas subjected to the severest 
type of hard industrial usage can 
be surfaced for wear-resistance 
with a new floor, called ‘“Metile.” 
It is a product of Flash Stone Co., 
3723 Pulaski Ave., Philadelphia 40, 
Pa. The floor consists of steel plates 
of approximately one square foot 
embedded in especially installed 
concrete. The floor will not buckle 
or move in either vertical or hori- 
zontal directions. 


The first commercial tire made 
with super-tenacity rayon cord that 
is 20% stronger than ordinary rayon 
is announced by U. S. Rubber Co., 
Rockefeller Center, New York 20, 
N. Y. With super-tenacity rayon 
carcass, the tire, named U. S. Royal 
Super Fleetway, has up to 79% more 
flex fatigue resistance. It also has 
as much as 20% more resistance to 
ruptures, assuring more recappings. 


A variety of floor repair jobs can 
be done with a concrete patching 
material. ‘“Ruggedwear/Firmflex.” 
As a patch, it can be applied with- 
out any chipping or chopping. It 
bonds secure and tight to the old 
concrete right up to a feather edge. 
Resilient, it stands up under heavy 
pounding. Made by the Flexrock 
Co., 3619 Filbert St., Philadelphia 1, 


Pa. 


Just a stroke of the brush, says 
Sapolin Paints Inc., 229 East 42nd 
St., New York 17, N. Y., makes it 
possible to aluminum plate all high 
heat metal surfaces. The new fast- 
drying paint, ideal for plating burn- 
ers, stoves, hot pipes, radiators, 
ovens and other metal surfaces, 
withstands temperatures up to 1200 
F without discoloring or blistering. 
One coat gives sufficient protection. 


Ice and snow removal will be 
made easier this winter by means 
of a new anhydrous substance 
called “Ice-Off.” Produced by the 
Surface Protection Co., Inc., 16799 
Euclid Ave., Cleveland 12, Ohio, in 


(Please turn to page 170) 
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IS STILL 'TO COME 


Hear anything about a new motor? Well, if you think you have, 
let’s set the record straight . . . What’s New In Motors Is Still 
To Come! 

Westinghouse has been a leader in the designing and manufacturing of motors for 
over 60 years. During these many years, over 20 million dollars has been spent on the 
development of basic lines of induction motors to maintain this leadership. Here are 
the real years of “new motors” in the parade of progress: 


1888—THE FIRST A-C MOTOR—THE WESTINGHOUSE TESLA MOTOR 
1926—THE FIRST SEALED SLEEVE BEARINGS—THE WESTINGHOUSE CS MOTOR 


1947—THE FIRST MOTOR WITH PRE-LUBRICATED BEARINGS PLUS A Ys WEIGHT AND SIZE REDUCTION—THE 
WESTINGHOUSE LIFE-LINE MOTOR 


The smaller, lighter Westinghouse Life-Line Motor of 1947 was the last major 
contribution. AND FOR THE NEXT ALL-IMPORTANT STEP AHEAD IN MOTOR 
PROGRESS ... LOOK TO WESTINGHOUSE. 


you can 6E SURE.. iF its Westinghouse 
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The sound of 

your product 

“makes” or “breaks” 

a sale when a iJ 
prospect does this—7 

















| your product by dead- 
ening sound and vibrations— 
easier, faster, at lower cost—with 
NOX-SOUND mastic coatings. 
Sprayed on the underside of sheet 
metal panels, NOX-SOUND elimpi- 
nates the false ring of ‘‘tinniness”’ 
that often kills sales. 

NOX-SOUND is used by automo- 
tive and appliance manufacturers 
across the nation. It insulates and 
waterproofs products as well as 
adding to their ‘feel’ of solidity. 





































































































NOX-RUST 


Chemical Corporation 
333 North Michigan Ave. 
Chicago 1, Illinois 
Offices in Principal Cities 
* Volatile Corrosion Inhibitors 
* Rust Preventive Compounds * Metal Cleaners 














Eliminate. 


“Tinniness" 


Add Saleability 
to your metal products 


with NOX-SOUND Mastics 





NOX-SOUND is an exclusive de- 
velopment of the Nox-RUST 
Chemical Corporation, leading 
manufacturer of scientifically for- 
mulated protective coatings. It 
has been thoroughly job-proven 
for effectiveness and ease of ap- 
plication. Plan today to try a test 
run in your plant. 

Our engineers, located in prin- 
cipal cities, will gladly reeommend 
the proper grade and application 
of NOX-SOUND for your operation. 


Clip to your letterhead and mail today! 


r meme ee 
! NOX-RUST Chemical Corp. 
Dept. 110, 333 N. Michigan Ave. 
| Chicago 1, Illinois 
(.] Send me your folder 
On NOX-SOUND. 


8 
9 
> 


| (.] Have a nox-rust “Sound 
Deadening Specialist” call on 

| me with facts and figures. 

| Name Title 

| Firm Name 

| Address 

| City. Zone State. 
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dry pellet form, it is said to thaw 
snow and ice with ten times the 
power of flake calcium chloride at 
10 F. It has none of the corrosive 
or bleaching action common to 
chlorides. 


Aluminum or galvanized pipe for 
furnace or ventilating use are fast- 
ened rigidly, without crimps or 
tools, to fittings or other pipes by 
a new connector. It makes it pos- 
sible to assemble twenty feet of 
pipe in a minute. It is only neces- 
sary to insert the pipes into each 
end of the connector and turn two 
aluminum worms to tighten. They 
are made by Ralph Manufacturing 
Co., Inc., Wadsworth, Ohio. 


Using the principle of resistance 
heating with the soldered part be- 
coming a part of the electric circuit, 
a soldering tool is specially adapted 
to do miniature and subminiature 
work. The thermo-tip soldering pen- 
cil, weighing only 3 oz., is small 
enough to reach into very confined 
spaces. It has fast heating action. 
Made by Ideal Industries, Inc., 3309 
Park Ave., Sycamore, Il. 


Reiff & Nestor Co., Lykens, Pa., 
has developed a thread restoring 
tool for quickly returning to their 
original condition external threads 
which have been damaged or de- 
formed without reduéing the root 
and outside diameters. The tool 
eliminates shaping with a three 
cornered file or the use of a die, 
which removes metal from the 
thread diameters. Loose fits are 
therefore avoided. 


Latrobe Steel Co., Latrobe, Pa., 
says that longer tool life will result 
from the use of its new “X.L.” high 
speed tool steels. These steels are 
of regular analyses plus uniformly 
distributed sulphide lubricants in 
an entirely new form. The steels 
are available in M-1, M-2, and in 
M-10 types and in all of the sizes 
and shapes in which these types are 
normally furnished. 


A no-rinse cleaning compound, 
that is said to keep on destroying 
any new odors generated for at 
least 24 to 48 hours after its use, is 
made by E. F. Drew & Co., Inc., 
15 East 26th St., New York 10, N. Y. 
The compound has no odor itself, 
does not ‘mask or densitize but 
actually keeps on destroying new 
odors as they come into being. It 
also provides a concentrated deter- 
gent action to speed cleaning. 
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The 45th National Business Show 





The Show-case’ For Progress In 
The Office Equipment Industry 





Stenomask, manufactured by Talk, Inc., Washington, D .C., was demonstrated at the National Business Show. The words of 
Thomas J. Watson Jr., and other officials opening the show, were repeated verbatim into the mask by a reporter without 
disturbing others at the ceremony. 


HE fact that the office equip- 
ment field is “the industry 
behind the operation of all indus- 
tries” was given graphic proof by 
the more than 200 exhibits at the 
45th National Business Show held 
in New York’s Grand Central Palace 
from October 19th to 24th. Every- 
thing to speed the operational ef- 
ficiency of office procedure—from 
temporary workers to complex elec- 
tronic calculators—drew nearly 100,- 
000 visitors to the exhibition area. 
Times Facsimile Corporation, New 
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York City, for instance exhibited 
their Stenafax method of preparing 
mimeograph stencils. Here is a 
means of electronically reproducing 
stencils from such things as office 
forms, news clippings, engineering 
drawings, etc. In the Stenafax ma- 
chine are two drums rotating at the 
same rate of speed. An electric eye 
“sees” the original on one drum 
and transmits what it “sees” to an 
electric needle which perforates a 
stencil on the other drum. The usual 
laborious and time consuming sten- 


cil preparation is reduced to six 
minutes by this method. Actually, 
less than one minute of personal at- 
tention is required to load and 
unload the drums. 

In addition to their regular line 
of dictating equipment, the Dicta- 
phone Corporation, New York City, 
has a special display which falls 
into the category of “the shape of 
things to come”. Here was an auto- 
matic “vending” machine for in- 
stallation in hotels, railroad stations 
and airport waiting rooms for 
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Purchasing Agent reports 75% more purchase 


orders turned out on Remington Electric Typewriters 








Visible-signal follow-up 
folders assure adequate 
lead time 


An efficient system of lead time, as 
well as in-process, follow-up is essen- 
tial to the maintenance of a balanced 
inventory. 

Remington Rand Visible-Signal 
Follow-Up Folders provide colored sig- 
nals that flash the next date for follow- 
up on each order. Signals are then 
moved to dates on which follow-up are 
needed again. From acknowledgment 
of order, to approval of invoice all cor- 
respondence concerning the order is 
kept in folder for systematic check and 
instant reference. Folders are filed by 
vendor name and purchase order num- 
ber. 

For “PURCHASING PROCE- 
DURES THAT SAVE TIME AND 
MONEY”, containing the full story 
on Remington Rand Visible-Signal 
Follow-Up Folders, circle X1202 on 
the Order Form. 
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Tremendous sales increase places 
heavy burden on Purchasing Dept. 


Annual sales for Southwest Airmotive 
Co., Dallas, Texas jumped from a half 
to 6 million dollars in five years. The 
resulting work-load would have cost 
SAC many dollars if it weren’t for 
Remington Electric Typewriters. 

J.J. Nelson, SAC Purchasing Agent, 
in a report to his Treasurer, says: 
“With¢the new Remington, we can turn 
out 75% more purchase orders. There 
are 50% more inserts and 40% more 
information put on each purchase 
order. We have clearer copies with less 
chance for error and the machine re- 
quires less maintenance.” 

Get a Certified Report of this amaz- 
ing story by circling CR914 in the 
order form. For your 14-page booklet 
on “THE DIVIDENDS YOU GET 
WITH REMINGTON RAND ELEC- 
TRIC TYPING” circle RE8612. 





And...to get the greatest 
value from your Remington 
Electric, Standard or Noise- 
less use the Supplies that help 
these machines provide top 
service. In any typewriter, 
Nylex Ribbons and Beautyrite 
Carbon Paper provide better 
printwork as well as greater 
economy through longer wear 
and easier handling. Circle 
RSR141 for detailed informa- 
tion on Nylex Ribbons — 
RSC238 for all the facts about 
Beautyrite Carbon Paper. 











Tailor-made binders for your company 





Exclusive “Rem-Bossed Process” per- 
sonalizes binders with beautifully clear 
reproductions of your logotypes, trade 
marks or corporation seal. For pro- 
cedure manuals, catalogs, price lists, 
Remington Rand Binders offer long- 
wearing value ...a best buy in the 
binder field. 

Incorporated in these fine binders 
are many improvements resulting from 
years of research and development. 
Improved locking and unlocking mech- 
anisms, for instance, make sheet chang- 
ing easier. Handsome cover materials 
and superior styling provide a back- 
ground worthy of your finest products. 

In order to cover the binder story 
completely, including all the facts, 
ideas and suggestions for making your 
product literature and sales presenta- 
tions more effective, we’ve prepared this 
40-page fully illustrated book. Don’t 
miss this opportunity to find out what’s 
newest and best in the field. Circle 
LL234 on the Order Form provided for 
your convenience. 





Remington. Fkand. 


Management Controls Reference Library 
Room 1527, 315 Fourth Ave., New York 10 


Yes, I’d like to have the literature 
circled. 


CR914 RE8612 RSRI41 


RSC238 LL234 X1202 
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iveling executives. It consisted of 

small booth with a Dictaphone 

.chine and a couple of coin slots. 

objective, to permit an execu- 

ve to dictate a belt of material and 
end it back to the home office 
thout having to bring a machine 

long on the trip. The insertion of 
quarter delivers an air mail en- 

lope and a Dictaphone belt. The 

ser inserts the belt in the machine, 
its another quarter in a slot, and 
ets ten minutes of dictating time. 

Two booths which drew large 
owds were those of International 
jusiness Machines and Remington 
tand Inc. Both companies displayed 

ir latest in electronic computing 

vices. IBM, for instance, had its 
st public showing of its 607 Elec- 
tronic Calculator, a triple unit com- 
iter capable of performing and 
king as many as 14,000 com- 
uting operations a minute. This 
achine was demonstrated at the 
how in the preparation of payrolls 
ving a bewildering array of fac- 
including overtime pay due, 
xes and other deductions. It 
juickly computed and checked the 
pay due and at the same time 
calculated year-to-date earnings 
nd total deductions. 

At the Remington Rand booth, its 
109 Electronic Calculator and some 
f the operational units of its famous 
UNIVAC were displayed. As to the 
UNIVAC, Remington Rand showed 

new Unityper which is now a 
latively small attachment incor- 
orating an_ electric typewriter 
ather than the large size cabinet 
ised previously. 

A new “Thermo-Fax” duplicator 
vas displayed as one of the attrac- 
ons at the booth of the Minnesota 
Mining and Manufacturing Co., St. 
Paul, Minn. The duplicator is oper- 
ted in normal office light on stand- 
rd electric current and needs no 
larkroom and no processing, chem- 
als or negatives. It is about one- 

third the size of a desk and does 

t require any special training to 
perate. Duplication is produced by 
1 controlled beam of infra-red light 
vhich sends rays through the heat 

sensitive “Thermo-Fax” paper to 
the black and white original. The 
lack type face converts the rays 
nto heat which in turn acts on the 
heet to reproduce the original. The 
ompany claims that the average 
iser is able to copy more than 120 
sheets per hour. 

Another booth which came in for a 
sood share of the crowd’s attention 
was that of the Friden Calculating 
Machine Co., Inc., San Leandro, 
Calif. Strategically placed through- 
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out the display area were various 
models of Friden machines with 
operator ready to demonstrate the 
versatility and speed of these cal- 
culators. While people showed in- 
terest in all the models, the Friden 
Square Root Calculator was the 
main drawing card. Here is a ma- 
chine that simplifies one of the most 
complex and time consuming de- 
tails of mathematical computation. 
Extracting square roots or doing any 
other computing with square roots 
has been so simplified through the 





Office chairs dis- 
played by Hamilton 
Manufacturing Corp., 
Columbus, Ind., used 
a panel to show con- 
struction features. 


IBM’S typewriter 
Tape Punch and its 
companion Tape-tc- 
Card Punch were set 
up for the writing of 
complexinvoices. The 
typewriter prepares a 
perforated tape 
which is then run on 
the Tape-to-Card 
Punch to convert the 
data to regular 
punched cards. 


use of this Friden machine that vir- 
tually anyone can handle such an 
assignment. The operator merely 
sets the number on the keyboard, 
activates the machine and the answer 
appears immediately. The result can 
be retained in the machine for 


further computation or it can be ig- 
nored and the next problem ap- 
proached. Of significant importance 
is the fact that this machine never 
need be cleared before undertaking 
a new problem. 

Paper shredders were also in evi- 
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(ov ARE-.-THERE’S AN A§& DEALER NEAR YOU! 


& STEEL OFFICE FURNITURE 


as 
x LOOKS BETTER...LASTS LONGER... LOWERS COSTS 
SN 


Visit your ASE dealer and take a critical look. Convince yourself that 
there’s more real dollar-for-dollar value in ASE office furniture. — 
You'll find countless product advantages exclusive with this complete 
high-quality line of desks, chairs, files and office equipment. 
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ALL-STEEL EQUIPMENT ING. Avrora, Illinois 








Write for catalog and : 
name of nearest dealer. 
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lence at the National Business Show. 
[he Shredmaster Corp., Brooklyn, 

Y., showed how their machines 
eadily dispose of old records, let- 

s, ete., by shredding the paper into 
trips which, incidentally, can be 

sed as packing material in shipping 

epartments. 

Air conditioning also had its day 
t the show. Several booths were de- 

‘ted to equipment for office air 

mditioning, which has been a 

rowing trend for the past few years. 

An interesting new product was 
lisplayed at the Facit, Inc., booth. 

acit, which is the U. S. distributor 

r Swedish-made Halda typewrit- 
rs and Odhner adding machines as 

ell as the Facit calculators, dis- 
layed an adding machine that tallies 
pounds, shilling and pence and an 
,dding machine that automatically 
onverts inches to feet and yards. 
Both of these machines are Odhner 

roducts. 

The “pound sterling” Odhner, 
Facit claims, is the answer to many 

roblems posed in the import ex- 
port field. The other machine, they 
add, is a natural for the textile and 
lumber trades. 

Photo reproduction equipment 
and supplies formed a large measure 

f the show with nearly 30 makes 
epresented. Ozalid, for instance, in- 
-oduced their new desk-top model 
und Apeco of Canada, Ltd., dis- 
layed their machine which repro- 
juces black on white and also black 
mn color. 

Executone had a display set up to 
llustrate the clarity of tone possible 

ith their equipment. They had 
their system connected to a sound- 

roof booth so that the visitor could 
talk into the equipment through 
the hubbub of the show floor and 
ave the demonstrator in the booth 
epeat exactly what had been said. 
They also illustrated their sound 
ystems for internal communication 
for plants and offices with the ad- 
litional feature of piping in music. 

General office equipment such as 
desks, chairs, partitions, etc., were 
also in evidence. Itkin Bros. of New 
York, setup their display of office 
furniture using the new Arnot- 
Jamestown Corp. Partitionettes. 

Pitney-Bowes, Inc., Stamford, 
Conn., had an attractive display area 
featuring their complete line of 
equipment such as check signers, 

heck endorsers and, of course, their 
ine of mail room equipment and 
accessories. 

The booth of the Hamilton Manu- 
facturing Company, Columbus, Ind., 
proved to be a favorite spot for vis- 
iting secretaries and typists with 





the enticing display of their latest 
in the line of Cosco office chairs. A 
“cut-away” panel display showed 
the construction of these chairs and 
the reasons for their comfort. 

American Automatic Typewriter 
Co., Chicago, exhibited the Auto- 
Typist for providing the “personal” 
touch to form letters and demon- 
strated how the machine can be set 
to use stock paragraphs in varying 
letters. 

There can be no doubt as to the 
impact of this show as indicated by 
the attendance figures. As George 
Oliver, Jr., president of the Office 
Executives Association of New York, 
sponsors of the National Business 
Show, said in his welcome message 
in the show’s official directory; 

‘Here, in the largest Nationa! 


Business Show ever staged, is dis- 
played everything to construct, 
maintain and operate the modern 
office. We, the Show Management, 
and the Exhibitors whose products 
are exhibited for your critical 
judgement, are aware of the im- 
portance of this industry in stimu- 
lating and increasing the nation’s 
productive capacity. 

“Throughout its half-century of 
service, the National Business Show 
has acted as the nation’s prime 
‘show-case’ for the year-to-year 
progress of the Office Machine and 
Equipment Industry whose phe- 
nomenal growth has placed it among 
the ten leaders in the country and 
has made it truly ‘the industry be- 
hind the operations of all indus- 
try’”. 





The Gray Manufacturing Co., Hartford, Conn., showed typical setups of the Gray 
Audograph being used by typists in conjunction with electric typewriters. 
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Victor Adding Machine And Prominent Users of Strathmore Letterhead Papers: No. 108 of a Series 
McCaskey Register Co. Merge 


Handie Talkie unit 


The Victor Adding Machine Co., invented by Motorola 
Chicago, has acquired the assets of during wartime 
the McCaskey Register Co., Alliance, has been adapted to 
Ohio. It has been announced that all commercial use. 


operations will be maintained intact 
with a minimum change of policy 
and procedure. There are no staff 
or personnel assignment changes 
expected among McCaskey em- 
ployes. The merger will combine the 
resources, business machine produc- 
tion, selling experience, product re- 
search and development facilities of 
the two companies. Motorcts Gre. 
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IBM Announces Two Promotions tena Oe 


International Business Machines 
Corporation, New York City, has 
announced two promotions in its 
staff. 


QUALITY transmits 


an important message i 





J. J. Phillips G. E. Jones 


John J. Phillips, who as a project 
manager in the company’s account- 
ing machine assembly department : 
oy" Endi NY clans 4 Although many people know that Motorola, Inc., is the world’s largest 

its cott, N. Y., plant, has been ; ’ : : 
named general manager of the new independent manufacturer of auto radios, and quite a few know it as 
IBM manufacturing plant now un- 
der construction at Greencastle, Ind. 








one of the world’s four largest television companies, only a few know 


Mr. Philline joined IBBE in 1988 that Motorola makes more mobile two-way radio communication 
r. Phillips joine in 1939. . 4 : R 
Giant Sian ‘nates csles equipment than all its competitors combined. 

« sy 2etYr} Ta) ing . ° . . . 
CO = the eat Progressive companies, such as Motorola, which is now celebrating 
machine division o , has been 

66 , * 1c7e ao 7 ste > 
promoted to the position of executive A Quarter Century of Electronics Progress,” understand the need for 
assistant assigned to general admin- quality in every phase of their business .. . use it as a basic principle in 
ab Ar yw 7, the = = all their planning. It is with an understanding of the subtle impression 

omas J. Watson, Jr., president o ’ ' . 
IBM. Mr. Jones has Rass with the of quality a letterhead can make that they select a Strathmore Letter- 
company since 1938 and has had head Paper to do the job for them. 
broad experience as a sales exec- di : ’ : , : 
sathion 4ni-tiie “eeeiabeaien lransmit your message with the maximum impression of quality. Ask 
che 4.€ . . ° 
Pee your supplier to show you how your letterhead design will reproduce 
Clary Multiplier Names G. D. on Strathmore. You'll see how you can send quality with your message! 
McCafferty Pittsburgh Manager 


f D Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, Thistlemark 
Oo 


The ‘ promotion George Bond. Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond. 
McCafferty as manager of the Pitts- Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 
burgh branch of the Clary Multiplier 


Corporation, San Gabriel, Calif., has 


been announced. Mr. McCafferty’s 
territory comprises Allegheny, Bea- 
ver, Westmoreland and Washington 
counties. Mr. McCafferty joined the 
Pittsburgh branch office in 1950 and 


has been one of its leading sales- ) 

men, earning membership last year MAKERS OF FINE PAPERS 
in the Producers’ Club, national] _ : _ hs : 
honor group. Strathmore Paper Company, West Springfield, Massachusetts 
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CORBIN Mail Handling equipment puts 
new life into sluggish office mail delivery 

saves time—treduces cost! Used in the 
majority of U. S. Post Offices and in mail 
rooms of leading businesses, colleges, uni- 
versities, hospitals and other institutions. 


CORBIN’S facilities and more than 50 
years’ experience combined, are your as- 
surance of quality equipment at low cost. 
We will help you choose equipment to meet 
your requirements. All Corbin Mail Hand- 
ling products are constructed of selected 
hardwoods. Joints are dovetailed and glued. 
Surfaces are smooth-sanded and lacquered 
or varnished. Shipped to you assembled, 
complete with hardware. 


Mail Sorting Table Capocity and ar- 
rangement os equired to meet your needs. 





CORBIN OFFERS WIDE 
VARIETY OF MAIL 
ROOM EQUIPMENT 


* Work Tables 


® 
* Key Cabinets 
* Storage Cabinets 
* Sorting Tables 
* Bulletin Boards 


* Portable Tables 





Send for 
Illustrated Catalog 


Corbin Wood Products Division Dept. 18 
The American Hardware Corp. 
New Britain, Conn. 


Corbin mail handling equipment. 


i 
Please send illustrated literature and prices on | 
l 


Firm 


REN RENT TE | 


| 
| Name 
| 
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Ball-Point Refill Developed To 
Fit Over 100 Different Brands 


The Fisher Pen Company of Chi- 
cago has announced the develop- 
ment of a ball-point refill that will 
fit more than 100 different brands 
of retractable ball pens. This item, 
which took over a year to engi- 
neer and develop, is called the 
“One-For-All” Refill. 

It not only fits the popular makes 
but is also the answer to the mil- 
lions of “off brand” pens sold and 
given away each year. 

By actual laboratory tests, the re- 
fill contains enough ink to write a 
continuous line for more than a 
mile. It flows evenly, dries quickly 
and is approved by bankers and 
lawyers in addition to carrying an 
unconditional guarantee by the 
manufacturer. 


, = <£ 


RCA Announces ‘Duo-Com’, New 
Two-Phone Communication 
System 


A new, low-cost telephone-type 
intercommunications system called 
Duo-Com has been produced by the 
Engineering Products Department, 
RCA Victor Division, Radio Corpo- 
ration of America, Camden, N. J. 





The simplified two-phone system 
provides natural voice communica- 
tion and will operate more than a 
year on a single six-volt battery. 
Contact between the phones is made 
by lifting the receiver and depress- 
ing a button, eliminating dialing, 
switchboard, etc. 

It is designed for easy installa- 
tion and maintenance with comp ete 
installation instructions included in 
the two-phone package. 
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Correct-0-Lator Device Locates 
Accounting-Bookkeeping Errors 


A new scientific device, called the 
Correct-O-Lator, which locates 
transposition and _ transplacement 
errors in accounting and bookkeep- 
ing is marketed by Accounting Aids, 
Inc., New York City. 

It was perfected after a formula 
was found which determined the 


placement of over 1,000 figures on 
an easy-to-read dial. 

By setting a disc so that the dif- 
ference appears in a cutout window, 
the various combinations of num- 
bers which, when transposed, will 
produce such a difference, auto- 
matically appear in another window. 

As transpositions are deemed to 
be the greatest single source of 
bookkeeping errors, the Correct-O- 
Lator is a means of cutting down 
and eliminating time consuming 
searches for transposition errors. 


Co GES 


John Lentz New District Sales 
Manager For Felt & Tarrant 


John Lentz has been appointed 
Chicago district sales manager for 
Felt & Tarrant Mfg. Co., Chicago. 
Mr. Lentz had been manager of the 
company’s St. Louis office. He also 
will be in charge of the Chicago 
Comptometer School. 


ee 


Sanford Ink Bottled In ‘Fifths’ 


Sanford Ink Company, Bellwood, 
Ill., is now distributing their Penit 
ink in one-fifth bottles with fluted 
sides for easier handling. In addi- 
tion, the bottles are equipped with 
spout caps to facilitate pouring. 
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Esleeck Manufacturing Co. 
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McBee Company Shows Its New 
Keysort Operations Desk 


The McBee Company, Athens, 
Ohio, has announced the release of 
its Keysort Operations Desk, de- 
signed to efficiently combine all 
Keysort card processing into one 
unit. 





The desk is finished in gray with 
cast white metal hardware. The 
conventional center draw has been 
replaced by the Keysorting shelf 
which is retractable and has a card 
alignment block that pivots a full 
360 degrees. 

The Keypunch table has limit 
stops to hold a McBee model Key- 
punch. 

The Desk, in addition 
to being a specialized device, acts 
standard desk. Three 
drawers on the left side 


Keysort 


as a large 


provide 


space for current working papers, 
accessories and personal posses- 
sions. 


Remington Rand Announces New 
Lease Plan For All Equipment 


A comprehensive range of busi- 
ness machines and office equipment 
is now available on a lease basis 
through a new plan announced by 
Remington Rand Inc., New York 
City. 

The Remington Rand New Lease 
Plan applies to all its machine and 
equipment lines, from the simplest 
card file unit to the complex elec- 
tronic “brain”—UNIVAC. 

The plan contains a purchase op- 
tion clause under which all or a sub- 
stantial portion of the amounts paid 
for rentals may be applied against 
purchase of the business machine or 
equipment at regular prices. 

Leases on new units extend for 
original periods of 12, 18, 24, or 36 
consecutive months, with a mini- 
mum rental period guarantee re- 
quirement, in each instance, of two- 
thirds of the maximum original 
lease time. Upon termination of the 
original lease period, leases can be 
renewed for additional yearly peri- 


ods. 
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. Uniform—ribbon after ribbon 
. Reservoir Inking for long life 


> wry -— 


. Colorfast for permanent writing 


WITH THE / 
és 


IRACIE WRITE 


FEATURES 


1. Clean—clean copies, clean hands 


2. Deep carbonizing for sharp, uniform copies 


3. Stabilized tissue for durability, easier 
handling, no curl 


4. Neat, easy erasing 


Columbia ribbons are made in an almost unlimited combination of fabrics, _ 
inks, writing strengths and colors for all business machines. There’s a 
Columbia carbon paper, too, in balanced paper weight, ink formula and 
color for every copying requirement. Your Columbia stationer can demon- 
strate the many quality and economy features of — 


COLUMBIA RIBBONS AND CARBONS 


SILK GAUZE » MARATHON + COMMANDER + CLASSIC + TITAN + RAINBOW + PINNACLE — 
Co.umsia Rosson & Carson Mra. Co., Inc., Gien Cove, N. Y. 





Please mention PURCHASING Magazine when writing t 


ERNEST TYPING, EVER! / 


. Fine-Weave Fabrics for sharp, clear typing 


i reetieiiiitiiiens | 


Columbia Ribbon & Carbon Mfg. Co., Inc. 

7012 Herb Hill Road, Glen Cove, L. I., N. Y. 

i | would like to have a study made of our ribbon and carbon 
j you agree will not obligate me in any way. | suggest the 

| Name 

1 Company 

. Address 

| City 
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TYPEWRITER RIBBONS 
CARBON PAPERS 
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Spread your companies’ office supply 
dollar further and have the best in 
writing quality with Columbia type- 
writer ribbons and carbon papers. 


A factory trained Columbia ribbon 
and carbon specialist will make a 
survey of your office writing require- 
ments withcut cost or obligation to 
you. His report will show you how 
you can get more value for the money 
you spend for ribbons and carbons. 
Mail coupon attached to your letter- 
head for this free service. 
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Letterhead and 
Envelope 


PAPER 






















































LESS 


than the 


POSTAGE 


Even if your correspondence is entrusted to the 


highest quality, most impressive paper obtain- 
able, the paper cost of your letterhead and 
envelope is but Ys of the postage. 


You could easily reduce this fraction. You 
could substitute inferior papers, cheapen your 
correspondence. But could you afford to? 


Fortunately, you don’t have to take the risk. 
Without appreciably affecting costs, you can 
use L. L. BROWN rag-content papers. They 
will insure permanence in your important 
documents — utmost durability in your records 
| — outstanding appecrance for your corre- 
spondence. 


Your regular supplier knows L. L. BROWN 
papers thoroughly. He will gladly help you 
select the ones best suited to your particular 


booklet, “How to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 
spondence. 


L. L. BROWN 


PAPERS ( 


“SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST” 
Since 1849 


needs. 














1 LL. Brown Paper Co. 

Adams, Mass. 
| Please send REE copy of “How to Get Greater 
ic n Your Records and Letters” 
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Standard Register Reveals Its 
Form Flow Line for 1954 


The Standard Register Co., Day- 
ton, Ohio, has announced its 1954 
line of fully automatic Form Flow 
Registers. 

Highlight of the new line is the 
exclusive Carbomatic feature which 
automatically advances the carbon 
paper each time a set of forms is 
issued. This assures legibility and 
eliminates the necessity of remem- 
bering to advance the carbon manu- 





In addition, the 1954 line includes 
a low cost charge and cash register 
with a completely new cash drawer 
with removable plastic till; a desk 
electric register for flush mounting 
in desk or counter top; and a manu- 
ally operated register, on which the 
Carbomatic feature and carbon sig- 
nal device are optional. 


Minnesota Mining Releases 
Booklet On Offset Printing 


Successful photo-offset printing 
and processing procedures for in- 
ternal printing departments in busi- 
ness and industry are described in 
a new sixteen-page booklet avail- 
able from Minnesota Mining and 
Manufacturing Co., St. Paul, Minn. 

Entitled “Executive’s Manual”, 
the booklet explains the procedures 
practiced by internal printing de- 
partments in large corporations and 
small business houses. 

It shows how to get the most out 
of the department and lists mate- 
rials which are usually typed, writ- 
ten or drawn. 

Plans are given for the most effi- 
cient operation of a self-sufficient 
printing department. These plans 
include an explanation of offset 
duplication; the type of printing 
personnel needed for the shop; de- 
scription of shop layout and the ad- 
vantages of using 3M brand Pre- 
sensitized All-Aluminum Photo- 












In Office Records... 


everything 





has changed 


but the Numboy 
SS ca 





Your customer’s modern record 
keeping equipment has particular 
requirements for index cards. They 
must stand erect for easy selection, 
yet they must also be flexible enough 
to be rolled around the platen in 
business machines. Then too, they 
must retain their “snap” and not 
dog-ear. Writability and erasability 
are other important considerations. 

All of these requirements are ful- 
filled in a wide range of tub-sized, 
air-dried new cotton fibre Gilbert 
Index Bristols ... product of Amer- 
ica’s most modern cotton content 
paper mill. Ask your supplier for 
samples. 


Gilbert Index . . . 25% new cotton fibre 


Dauntless Index . . . 50% new cotton fibre 
Dreadnaught Index . . . 100% new cotton fibre 


GILBERT. . . America’s most complete line 
of quality business papers 


GILBERT 


PAPER COMPANY 


cs 


WISCONSIN 


MENASHA, 





Offset Plates. 
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997% of the 

production machinery 

at Nash Motors’ 

El Segundo, California Plant 


Recenrty, the El Segundo plant of Nash 
Motors replaced the 12 to 15 greases they 
were using with a single multi-purpose 
grease .. . Shell Alvania. 

Here, as in many other plants, Shell Alvania 
Grease has made a vast difference. Immediate 
savings were made. The new lubricant cut 
the cost of handling many special greases. It 





Here are some of the advantages 


reduced bookkeeping, inventory and overhead of Shell Alvania Grease: 
. offered more favorable bulk purchasing J, Shell Alvania Grease. flows freely in cold 
economies. In addition, Alvania reduced temperatures, yet will not run out of bear- 


‘ . ; Per ings under excessive heat. 
application equipment by 75%. 
; 2. Ideal for wet, humid applications . . . it 


The real difference was in performance. resists water emulsification. 
Bearing failures and breakdown are now at an $, Shell Alvania Grease has extremely high 
all-time low. Repair bills in one department oxidation etabitey. 
were running hundreds of dollars before the 4, You'll find that Shell Alvania Grease ex- 


: : ao ae “ : tends time between greasings . . . a sub- 
change in lubricants. Now, with Shell Alvania otanslel euitua tates Gnd inenien 

Grease, this same department reports that ENS at 
repairs are practically non-existent. E> Simple invencasy . . . just the one grants 


to stock and apply. 














Shell Alvania Grease can be the answer to a more efficient lubricating program in your 
plant. For further information write to Industrial Lubricants, Shell Oil Company, 
50 West 50th St., New York 20, N. Y.,—or 100 Bush St., San Francisco 6, California. 


SHELL ALVANIA GREASE ‘ 
The True Muttr-Fampose (ndlustria/ Grease 
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Outstanding Speakers At 
Successful 6th District 
Conference in Toledo 


EARLY 300 enthusiastic pur- 
chasing agents were on hand 

the breakfast “get-together” 
vhich started off the highly success- 
i| activities of the Seventh Annual 
sixth District Conference, N.A.P.A., 
eld at the Commodore Perry Hotel 
Toledo, Ohio, on October 16 and 
The Sixth District is composed 
the following associations: Can- 

n, Cincinnati, Cleveland, Colum- 
is, Dayton, Erie, New Castle, North 
Central Ohio, Northwestern Penn- 
Pittsburgh, Springfield, 
Toledo, Tri-State and Youngstown. 
With Matt King of the Toledo As- 
ciation taking over the reins as 
nairman of the Friday morning 
ession, Reverend A. Howard Weeg, 
astor of the Glenwood Lutheran 


yivania, 


Women in purchasing held their initial meeting at the 6th District 
Conference. Seated, left to right; Eleanora McGuire, Rhoda M. Stewart, 
ce chairman of Women in Purchasing Group for Districts 3, 4 and 6, 
ind Margaret McBride. Standing; Jeanette L. Troy, Dorothy Bechtol, 
Genevieve Gray, Corrine Armatrout, Florence Hayes, Lucy Packard, 
Helen Hammersmith, Margaret Yoder and Alice Blasko. 


*mv¢carrD 


A display of bearings at the Serv-A-Show of the 6th District Conference. 


Church, Toledo, delivered the invo- 
cation to officially start the con- 
ferénce’s proceedings. 

Setting the stage for list of out- 
standing speakers scheduled to ap- 
pear before the delegates was the 
Honorable Lloyd E. Roulet, mayor 
of Toledo. His short and humorous 
“welcome” created a friendly and 





E. F. Andrews, N.A.P.A. president, (center, rear) and W. R. Lantz, 
vice president of District 6, (extreme right) join a few of the com- 
mittee members of the Toledo Association responsible for the out- 
standing district conference. 











informal atmosphere that 
remain throughout the remainder 
of the conference program. He 
brought quite a response from his 
audience when he said, “I told the 
chief of police to take it easy on the 
tickets for the next couple of days 
and to pick on Toledo citizens until 


(Please turn to page 200) 
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Look at this illustration of Gould’s new Diamond 
“Z’’ Grid. See the bridge-type construction—the 
husky diamond shaped active material retaining 
members. Note the extra large conductive members 
which not only conduct current to the lug with 
high efficiency but give still more strength to this 
most recent achievement of the famous Gould 
Laboratories. 

Here’s a grid that’s built for rough, tough service, 
top performance and long life. Years ahead of 
requirements, it has extra strength for every ap- 
plication, extra ruggedness to withstand abuse, 
extra ability to deliver full power longer. Now 
more than ever—when you buy, buy Gould! 


© Gould-National Batteries, inc. 

















Specify 
The GOULD “THIRTY” 
Now, more than ever, 
America's Finest 
Industrial Truck Battery! 
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Seventh District Conference 
Features Innovations in Program 








Tenth Annual Conference of 
Purchasing Agents of the South- 
District 7, N.A.P.A., held at the 
Heidelberg Hotel, Jackson, Miss., on 
yber 12 and 13, brought some 
esting ‘innovations in the over- 
rogram compared with previous 
To start the conference off, 
light note, a Sunday evening 
Early Birds Dinner” was held com- 
te with entertainment. The show, 
h received praise from all in 
tendance, was put on by the Mem- 
;s “Purcherettes”, wives of mem- 
of the Memphis Association. 
Monday morning ~- session 
ted off promptly with an assist 
a door prize awarded for 
ymptness to one of the early bird 
hasers. During the session, an 
ial event transpired in that two 


governors appeared on the 
program. The Honorable 
is Cherry, governor of Arkan- 


addressed the session on the 
‘t, “Good Purchasing As An 
To Government”. Governor 
’ introduced by the 
rable Hugh L. White, governor 
Mississippi. Governor Cherry 
ted out, in his talk, the value of 
tralized purchasing in state gov- 
nent. 
\ one-act business play, “Changed 
nate”, written by George H. Cole 
| produced by George L. Wilson 
‘lic relations chairman of District 
showed the value of public rela- 
in the life of a purchasing 
nt. Members of the cast, all from 


y was 


Scene from the play “Changed Climate”, a public relations 
skit by the Alabama Association. Left to right, Cloice E. 
Temple, Clyde H. Porter, Mrs. Libby Hinds, J. B. Harrington, 


john W. Minor. 
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the Alabama Association, were; 
C. E. Temple, Clyde H. Porter, J. B. 
Harrington, John W. Minor, and 
Mrs. Marlin Hinds. The set for the 
play was manufactured in Birming- 
ham by Ernest Crain and trans- 
ported and set up on the stage of the 
Heidelberg Hotel. 

National President E. F. Andrews 
presented his inspiring talk, “P.A. or 


Three Yankees and 
a Southern Beauty. 
Bob Swanton, Mrs. 
Marlin Hinds, Presi- 
dent Andrews and 
George Renard. 


P.E.” following the play. Another 
top-notch speaker was Executive 
Secretary George Renard with his 
topic “From One P.A. To Another”. 
Bob Swanton also presented an in- 
formative report on business condi- 
tions now and in the future. The 
other speakers on the program also 
delivered messages which the dele- 


D. C. Clark, Cecil Robinson. 





jae 
ee 


gates found to contain much food 
for thought. They were: George A. 
Huth, president, Mississippi Prod- 
ucts, Inc., “Reports to Management”; 
Dr. Vernon L. Wharton, dean, Texas 
State College for Women, “Popula- 
tion Trends As They Affect Pur- 
chasing”; James D. Arrington, ed- 
itor and publisher, The Collins 
News-Commercial, “Under the Jun- 





iper Tree”, and the Educational 
Panel, led by Charles W. Hayes, 
district educational chairman, that 
discussed “Education for Develop- 
mental Purchasing”. 

G. W. Leep of the Mississippi 
Association was general chairman of 
the conference with the able assist- 
ance of a hard working staff. 


A congenial group in the Alabama room. Left to right, George Cole, A. M. 
Trogner, George Wilson, George Renard, Cloice Temple, C. E. Wiberg; below— 
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(SYNTHANE)— making bigger payloads pay off 





Synthane bushings, spacers, and bearings 
in the landing gear of this giant of the 
skies share the landing shock loads 
of twenty-five tons. But Synthane parts 
have many virtues in addition to their 
ability to withstand the jolts of heavy 
landings. 

Parts made of this hard-working lam- 
inated plastic are unaffected by oils, and 
are dimensionally stable. They resist 
abrasion, and weigh half as much as 
aluminum. 

Because Synthane is so easy to machine, 








it is appropriate for fair-leads and cable- 
sheaves in control systems. Because it is 
an excellent electrical insulator, you will 
find it at work in engine ignition systems, 
flight instruments, automatic controls, 
and radar sets. Because Synthane is light 
and corrosion-resistant, it’s used for the 
flapper valves in fuel cell baffles. 
Synthane has all these properties and 
many more. It might be a good material 
for you to try. Start by sending for the 
complete Synthane Catalog. Synthane 
Corporation, 9 River Road, Oaks, Penna. 
















IS YOUR ANSWER HERE? 


f you are not in the aircraft in- 
dustry, Synthane’s combination of 
properties may still stir your inter- 
est. Besides the properties ot the 
left, Synthone hos good tensile, 
compressive, flexural, impoct 
and sheor strength, a low coeffi- 
cient of expansion, is moisture- ond 
wear-resistont, easy to machine. 
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Nels Gibbins discourses on public relations, while Herb Layport 
left), Dr. Zimmerman and Walter Barney look on. 


and Vin Goubeau. 





President Andrews, left, with purchasing leaders Dan Donoven, Charlie Sheldon 


Over 500 Attend New England Conference 


A one-day New England Pur- 

hasing Conference, highlighted by 

ippearances of top purchasing and 

eneral business specialists, drew 

nore than 500 members from four 

ssociations in District 9 to Boston 
October 15. 

Following the call to order by 
daniel G. Donovan, Pepperell Manu- 
icturing Co., immediate past vice- 

‘dent of th2 district, and invo- 
tion by Rev. Nicholas J. Mullen, 

M. th» asscmblage was greeted by 
Herbert Layport, Wyman-Gordon 
ompany, president of th: New 
ingland Purchasing Agents Associa- 
yn. He was followed by Walter 

Barney, Kennecott Wire & Cable 

Co., national director of the Rhode 
[sland Purchasing Agents Associa- 
on, who presided at the morning 
ession, 


Public purchasing officials were in usual good attendance. 


100 


Opening formal address of the ses- 
sion was given by Randall Smart, 
Jr., Standard Nut & Bolt Company, 
vice-president of District 9, who re- 
ported on affairs of the district. 

Nelson J. Gibbins, Motor Wheel 
Corporation, chairman of the N.A. 
P.A. committee on public relations, 
spoke on “P.R. for P.A’s.” Mr. 
Gibbins declared that the basic con- 
cept of public relations is a phil- 
osophy. “Its practical application 
brings concrete results,” he said, 
“all of which are good to everyone 
and to purchasing agents in particu- 
lar. If we follow the basic concepts, 
which are to explain, clarify, and 
make our fellow man mentally com- 
fortable, we do not have to worry 
about bad public relations, for we 
do not attempt to do the other fel- 
low’s thinking for him. 


“It is when we start pressing and 
attempt to force the other fellow 
around,” he continued, “that we 
leave the public relations realm and 
practice propaganda—a horse of an- 
other color. Purchasing agents are 
skilled in weeding out the tainted 
and slanted propositions made to 
them so they can be equally adept 
at discarding the fluff from their 
efforts.” 

An opinion that the “adjustments” 
in business conditions next year will 
“be somewhere between that of the 
inventory recession of late 48 and 
early 49 and the slump of ’37 and 
38,” was voiced by Nicholas E. 
Peterson, vice-president of the First 
National Bank of Boston. Mr. Peter- 
son is editor of the bank’s well- 
known monthly publication, “New 

(Please turn to page 194) 


One group of panelists pays close attention to a question. 
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The U.S. Rubber hose that breaks records... 


and helps make ’em! & 













U. S. Matchless Steam Hose installed on hydraulic 
record press. 
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(Cosryien steam at 350°F, 120 pounds pressure, and 
flexing 6 times a minute—that’s the record-breaking 
job U.S. Matchless® Hose does in making phono- 
graph records for an Eastern factory. Installed on 
hydraulic presses, Matchless has been on the job 
for over two years so far, with no failures. No ordi- 
nary hose could stand up under this treatment or 
protect the worker from dangerous steam. This 
United States Rubber Company hose really pays off 
in durability and safety. 

Naturally, like every “U.S.” product, Matchless 
Hose is the result of careful study and manufactur- 
ing control on the part of “U.S.” engineers. For any 
industrial problem, call on these engineers at any 
of our 25 District Sales Offices. Or write to address 
below. 


Battery of presses in the record factory. Note high 


flexibility of the hose. OS" Sanat ee 


“U.S.” Production builds it. 
U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints *« Rubber-to-metal Products « Oi) Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber + Adhesives « Roll Coverings « Mats and Matting 
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Buy Better... 





Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


“o™ FRIGIDAIRE 


the most complete line of refrigeration and 
air conditioning products in the industry. 


Please mention PURCHASING Magazine when writing to advertisers. - 





Buy FRIGIDAIRE 








New England Conference 
(Continued from page 190) 


Business Situation And Outlook”. 
England Letter.” 

“We had better brace ourselves 
for something more than a mild de- 
cline,” Mr. Peterson declared. But, 
he added, there is no chance of a 
complete collapse since “business 
is now better able to ride the rough 
seas” because of the strong sources 
of support built into our economy. 

Dr. Joseph Zimmerman, editor-in- 
chief of “The Daily Metal Re- 
porter” reviewed the non-ferrous 
metals situation. He predicted that 
copper prices would not be able to 
hold out at 30 cents per pound, be- 
cause of the artificial scarcity Chile 





District V. P. Randy Smart 


has created by keeping large ton- 
nages from the market. The price 
of copper, however, he declared, “is 
not headed for a bust.” He said that 
zine and lead prices would suffer in 
the present competitive period, but 
that the lower prices would stimu- 
late a decrease in production. 

A review of “The State’s Role in 
Industrial Development” was offered 
by Richard Preston, commissioner 
of the Department of Commerce, 
Commonwealth of Massachusetts. 

Wilber G. Hayward, national di- 
rector of the New England Associa- 
tion presided at the luncheon ses- 
sion, Principal speaker was Robert 
M. Edgar, vice-president and as- 
sistant to the president, Boston and 
Maine Railroad. 

The purchasing agent’s place in 
standardization was the theme of the 
afternoon session’s opening talk, de- 
livered by Vincent deP. Goubeau, 
Radio Corporation of America. Mr. 
Goubeau pointed out that there is 
a lot more to purchasing than getting 
a price and placing an order. Buying, 
he said, becomes simpler through 
the use of standards, and procure- 

(Please turn to page 196) 
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Black & Decker 
Cases for Comment 
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Bive no Vibration 


’ PRODUCTION 


(Case History 4092) 
This B&D Die Grinder 


cuts grinding time + 


...does twice the work. 


The McDonald Company of Boston, 
Mass. manufactures galvanized 
iron and stainless steal equip- 
ment. B&D Tools used for approx. 
8 years. In addition to Die 
Grinder they use B&D Shears, 
Holguns* and Portable Electric 
Grinders. The Black & Decker Die 
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BENCH GRINDERS 


ileble 
Heavy-Duty models ave 
in 3 sizes, 6”, 8”, 10”. For the 


finest tool dressing, grind 


ing, 
wire brushing, burnishing, buffing. 
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Time and Trouble 
in Power Saves | or 
ut cole alll precision parts and husky housings 
a In countless cases prciing4- ot “ (in the most advanced designs) Rp 
“ ae Serene B&D Portable Electric Tool ~ ra ra 
ed Decker. ied upon to give long service 
was In grinders, drills, saws, hammers, Dhl ni one is a profit-making 
ar screw drivers, industry finds Black & fe tool. And the facts prove it. 
| Decker packs the power to get greater protection oe Seas 
ras i er machine... perman- Find out for yourself. one 8 
ia- production ...p job calls for power, call on 
es- hour. Decker to supply it. Call your B&D 
Black & Decker Power . 
pert Why? Because Dla Distributor for a demonstration. 
ott is custom-built into every B&D Tool... UE free detailed catalog. Address: 
i power to perform the job the tool is wage & DECKER MEG. CO., 607 
in specially designed to os you Eee Pennsylvania Ave., Towson 4, Md. 
the are driven by B&D-built motors. 
de- LEADING DISTRIBUTORS EVERYWHERE SELL 
pau, 
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p is 
ing 7 “TOOLS- 5 | 
ing, ELECTRIC” porraste evectric TOOLS ~ 
he © Trade Mark Reg. U. S. Pat. Off. 


Grinders have cut the job time 


by at least 4. Company reports 
amount of work doubled. 
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Here’s Proof that Black & Decker 
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STAINLESS & 
CARBON STEEL 


PIPE FITTINGS . . yxo™ 


When you need pipe and tube fittings 
in a hurry, a single call to a Murray 
warehouse can bring you everything 
needed —right out of warehouse 
stocks. No need to wait for delivery 
while materials are being shipped 
from distant points. Hundreds of 
fittings users — both large and small 
—rely on Murray for this depend- 
able service. 









Murray warehouse stocks include 
welding fittings and flanges, screwed 
and socket-weld and flanged fittings 
in carbon and stainless steels. Spe- 
cial fittings can be made to order. 


WRITE FOR CURRENT STOCK BULLETIN 


AB MURRAY CO 


Other Murray products include stainless steel pipe 
and tubing, boiler and pressure tubes, IPS pres- 
sure tubing, seamless cold-drawn and hot finished 
mechanical tubing. seamless and welded pipe, JIC 
hydraulic tubing and all types of tube fabricating. 


ELIZABETH, N.J. * 


McKEESPORT, PA 
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ems Safety, speed, economy, efficiency — you get ’em all 
when you call AMERICAN RED BALL moving 
specialists for home or office jobs! And—COST IS 
LOWER THAN MOST! Consult yellow pages of 
phone directory for NEAREST AMERICAN RED 
BALL agent! Free PERSONALIZED ESTIMATE! 


Rely on AMERICAN RED BALL 


TRANSIT COMPANY INC. 
PIONEER NATION-WIDE MOVERS 
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(Continued from page 194) 
ment executives can contribute to 
the advancement of standards by 
working with their own engineering 
departments. He advised them to 
urge early decisions on standards 
from their managements. 

Mr. Goubeau said purchasing men 
should work through their own 
companies rather than through the 
standards committee of N.A.P.A. 
“Try to get adoption of company 
standards,” he declared. “They be- 
come the national standards of to- 
morrow.” 

“New Trends in Industrial Re- 
search” were discussed by Richard 
S. Morse, president and director, 
National Research Corporation. Mr. 
Morse stressed the growing neces- 





Panel leader Joe Milner 


sity of coordination between re- 
search and purchasing as the latter 
becomes a more technical profes- 
sion. He also discussed new devel- 
opments in electronics, plastics, 
fibers and metals. 

Harry E. Chesebrough, head of 
Chrysler Corporation’s body engi- 
neering department, paid tribute to 
the 635 New England firms which 
supply his company with produc- 
tion and non-production materials 
and equipment. He declared that the 
automotive industry is entering the 
most competitive era in its history 
and that “we welcome this atmos- 
phere.” He said that “free-wheel- 
ing imagination” typifies the trend 
in the industry, with new processes, 
new methods and new materials 
being tried constantly. The industry, 
he said, is hampered by the “colossal 
shortage” of engineers and techni- 
cally trained people. 

A panel discussion, led by Joseph 
Milner, Holyoke Wire & Cable Com- 
pany, national director of the Pur- 
chasing Agents Association of West- 

(Please turn to page 198) 
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CITIES 


AT SPENGLER-LOOMIS, ROCKFORD, ILL.: 





Cities Service Cutting Oils Proved 
The Very Best By Micrometer Test! 






— ev 


CUTTER MEASURED WITH MICROMETER. As a final test 
Automatic Pencil Sharpener measures each cutter with a 
micrometer. All tests proved that Cities Service cutting oil 
was absolutely tops for this really tough job. 


STRICT SPECIFICATIONS REQUIRE FINEST CUTTING OIL 
APSCO Sharpeners offer many more features than other 
brands. To produce their top quality product, Spengler- 
Loomis relies on top-quality lubrication products .. 
Cities Service Products. famous throughout industry. 


DecemsBer, 1953 


ONLY .005 INCHES BURR OR BUILD-UP ALLOWED IN FIFTY- 
HOUR OPERATION CUTTING GROOVE IN BI112 STEEL! 


Says Mr. C. J. Kostrzewa, Plant Superintendent: “Cutting oil requirements in 
our Automatic Pencil Sharpener Division are tough. To find the right coolant, 
we called for, and tested, samples from various companies. Over a period of 
testing time, we used graphs, charts and tables, keeping a running record 
on all coolants. As a final test, we measured the cutter with a micrometer 
before and after milling. The cutting oil that came out tops was Cities Service. 
“I'd also like to point out that the Cities Service Engineering staff co- 
operated fully by offering helpful advice and excellent service.” 


Why not discuss your lubrication problems with a Cities Service 
lubrication engineer? Write Cities Service Oil Company, Dept. 
L-31 Sixty Wall Tower, New York 5, New York—or contact your 
nearest Cities Service office. 


CITIES ©) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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Basket centrifuge cylinders centrifugally cast in Monel Metal by Shenango. Used 
in superdehydrators for separating crystals given off from vacuum crystallizers. 


3 REASONS WHY 


SHENANGO parts give longer, 
more dependable Service 


1 The special centrifugal casting 
process used by Shenango guaran- 
tees higher strength, pressure-dense 
castings free from sand inclusions, 
blowholes and other often hidden 
defects. 

2 You specify the job and Shenango 
will supply the part cast in the exact 
metal formula for maximum service 
under your specific conditions. 

3 Precision machining is done by 
skilled craftsmen in Shenango’s mod- 


ALL RED BRONZES 
MONEL METAL 





* MANGANESE BRONZES 


NI-RESIST 


ern machine shop. A good way to 
guarantee a perfect fit at minimum 
cost. 

Send for Bulletin No. 150 cover- 
ing nonferrous metal parts; Bulletin 
No. 151 covering Meehanite Metal, 


Ni-Resist and special iron alloys. 
Address... 


SHENANGO-PENN MOLD COMPANY 
Centrifugal Castings Division 
Dover, Ohio 
Executive Offices: Pittsburgh, Pa. 


- 
»* ALUMINUM BRONZES 
MEEHANITE METAL 





(Continued from page 196) 
ern Massachusetts featured replies 
to questions from the floor by 
speakers at the conference. George 
A. Renard, executive secretary- 
treasurer of N.A.P.A., was also on 
the panel. 

Dan Donovan acted as toastmaster 
at the annual banquet, held in the 
grand ballroom of the Hotel Stat- 
ler. The invocation was given by 
Rev. Lewis W. Williamson, D.D. 
Featured speaker was E. F. An- 
drews, president of N.A.P.A. 


is Se 


Cleveland Holds Joint Meeting 

With Mechanical Engineers 

The Cleveland section of the 
American Society of Mechanical 
Engineers and the Purchasing 
Agents Association of Cleveland 
held a joint meeting, November 12th, 
at the Cleveland Engineering So- 
ciety Building. Andrew M. Ken- 
nedy, Jr., assistant general manager 
of the purchasing department of the 
Westinghouse Electric Corp., Pitts- 
burgh, Pa., addressed the group on 
“Engineered Purchasing” as it per- 
tains to the relationship and co- 
ordination between purchasing and 
engineering. 

oS 

Akron Names Tate New Director; 


Welcomes 8 Additional Members 

The Purchasing Agents Associa- 
tion of Akron has named Charles F. 
Tate as director of the association 
to fill the unexpired term of Donald 
Alexander. 

In addition, the association has 
announced the acceptance of eight 
new members. They are: Carl L. 
Fornwalt, Atlantic Foundry Co.; 
Thomas M. Carroll, Bridgewater 
Machine Co.; R. T. Collins, Twin 
Coach Co.; John K. Garrigan, R. H. 
Freitag Manufacturing Co.; John D. 
Schoonover, Ace Rubber Co.; John 
A. Snyder, Burger Iron Co.; Roy C. 
Evans, A. C, Williams Co.; and Wal- 
ter C. McSherry, Twin Coach Co. 


Fil SF 


Detroit Sales Executives Hear 


Panel Discussion By 4 PA’s 

“What Purchasing Agents Really 
Expect From Salesmen And Sales 
Managers” was the subject discussed 
by a panel of four purchasing agents 
at a recent meeting of the Detroit 
Sales Executive Club. Members of 
the panel were: Vincent E. Zobel, 
Udylite Corp.; H. L. Kohlmeier, 
Ford Motor Co.; Bert C. Reynolds, 
Hoover Ball & Bearing Co.; and 
Marvin Klang, City of Detroit. A 
question and answer period followed 
the discussion, 
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Transformers used 
by Studebaker in 
new power 
distribution system @ 
planned for present - 
and future needs 





“Pils oe oo . 


6000 KVA WAGNER POWER TRANSFORMER. where 
power is received at 26.4 kv and is stepped down to 
13.2 kv for distribution to the seven unit substations in 
the plant. 


— 


New Jersey plant can convert from 
military to auto assembly production 
without extensive system changes! 


The modern power distribution system at the Studebaker 
Corporation plant at New Brunswick, New Jersey has been 
planned with an eye to the future. While the plant is now 
manufacturing military jet engine parts, it will eventually 
become eastern auto assembly headquarters for Studebaker. 


The power load is divided between seven load center sub- 
stations, all equipped with Wagner Unit Substation Trans- 
formers, spaced 160 feet apart down the center of the 
building. In addition to insuring an adequate power supply 
for present purposes, this plan provides a dependable 
supply of power from short secondary feeders at any time 
in the future. + * + 

t bait 


{ ee Why not discuss your next transformer installation with the Wagner 
1000 KVA WAGNER UNIT SUBSTATION TRANS- 


engineer nearest you? There are Wagner branches in 32 principal 


FORMER, at one of the five load centers that deliver cities. Bulletin TU-181 gives full information on Wagner Power 
440 volt, three phase power to large machines and Transformers, and Bulletins TU-13 and TU-56 tell about Wagner 
equipment. Unit Substation Transformers. Write for your copies. 









WAGNER ELECTRIC CORPORATION 
6360 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 





25288 Shee Coheed oa. 





TRANS * INDUSTRIA BRAKE 





AUTOMOTIVE BRAKE SYSTEMS — AIR AND HYDRA 


BRANCHES IN 32 PRINCIPAL CITIES 


153-9 
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“ MILFORD 6/57 
THE NEW 


MILFORD REZISTOR 


HIGH SPEED STEEL 
BAND TOOL 


~ 


+h 
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A REVOLUTIONARY, NEW, HIGH SPEED STEEL CUT-OFF TOOL 
DESIGNED SPECIFICALLY FOR CUTTING STAINLESS, DIE 
STEELS AND OTHER TOUGH FERROUS ALLOYS FASTER, 
MORE ECONOMICALLY. 


(@ CUTS TWICE AS FAST ... as con- 


ventional carbon steel band saw blades when 
sawing tough alloys. 


© CUTS UP TO 30 TIMES LONGER... 


as proved by actual, on-the-job tests in the field. 


Now a band saw machine can be used for cutting steels 
that heretofore could be cut only with a power hack 
saw blade. The MILFORD REZISTOR Band Tool cuts 
smoother, faster and more accurately — chip loss of 
expensive metal is reduced. Descriptive circular and 
price lists available. Contact us direct or through your 
local MILFORD distributor, 


MILFORD specialists will talk over your metal-cutting 
problems with you, advise if the REZISTOR Band Saw 
Tool is right for your specific application, and determine 
your possible cost reduction. 


STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER ZO YEARS 












seis NEW HAVEN 5, CONNECTICUT 
CV\ P| "SE PROFILE BLADES AND BAND SAW BLADES 
Si.ELMSIB «=©60 HAND AND POWER HACK SAW BLADES 
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MILFORD Buy MILFORD Blades through your local MILFORD Distrib- 
7 —Sa/ utor, a man chosen for his ability and earnest desire 
to SERVE YOU BEST for ALL YOUR INDUSTRIAL NEEDS 





Sixth District Conference 
(Continued from page 186) 
the conference is over.” 

Following Mayor Roulet, Frank 
Sayre, president of the Toledo As- 
sociation, greeted the gathering on 
behalf of his association whose re- 
sponsibility had been the gathering 
of the speaking talent and all the 
headaches of organization and 
preparation. Mr. Sayre pointed out 
that the speakers were dressed in 
caps and gowns after the manner 
of university professors because 
they were to be the “teachers” dur- 
ing the course of the conference. 





The Honorable Lloyd E. Roulet, mayor of 
Toledo, welcomes the visiting purchasing 
agents at the 6th District Conference to the 

City of Toledo. 


“We are here to learn what we 
can to increase our capabilities as 
purchasing agents”, Mr. Sayre stated, 
“It is only fitting that these fine 
speakers who are devoting their 
talents and time for our benefit, 
be thought of as ‘professors of 
knowledge’”. Mr. Sayre then in- 
troduced Edward McFaul, phil- 
osopher and economist from Chi- 
cago, who was the first speaker for 
the morning’s activities. 

With the topic “Purchasing—Pro- 
fession, Avocation Or Just A Job?”, 
Mr. McF aul proceeded to outline the 
overwhelming importance of mental 
attitude in determining success or 
failure in one’s chosen field. Pos- 
sessing a remarkable wit and the 
enviable tendency to hold an audi- 
ence breathless by dramatic and 
natural enthusiasm for his subject, 
Mr. McFaul proceeded to point out 
how one can notice “danger signs” 
that spell lack of interest or failure 
in understanding one’s job. Not con- 
tent with mere criticism, he showed 
how it becomes possible to take even 
the most menial task and make it 
a challenge and interesting to ac- 
complish. 

(Please turn to page 204) 
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WHY generate when you can convert? 


set|)() DIRECTLY FROM 


Federal 


SELENIUM RECTIFIER 
EQUIPMENTS 





RATINGS 

NO costly, bulky, moving equipment to buy... 
no expendable parts to replace frequently . .. vir- awe i See lll 
tually no maintenance! VOLTS PHASE CYCLES VOLTS 

No wonder Federal’s compact, silent, rugged, 
ever-dependable selenium rectifiers are the eco- FTIR 3115-JS 
nomical and efficient way to get DC... for chucks, FTR 3116-BS 
brakes, clutches, drums, pulleys, relays, circuit- 
breakers, motors and many other applications .. . FTR 3117-HS 
for all DC needs of the machine tool industry. 

Federal Equipments are ready to connect to your FTR 3117-JS 
AC source ... ready to deliver uninterrupted serv- FTR 3152-AS 
ice. Powered by Federal’s completely inert seleni- 
um rectifiers, their life is practically unlimited. All FTIR 3153-AS 115/230 
are conservatively rated ... with a wide margin of FTR 3154-AS 


safety to withstand momentary heavy overloads. 


If the DC output you need is not listed in the FTR 3155-AS 220/440 | 3 | 50/60 | 115/230 
table, Federal will gladly design and build to meet | 220/440 
any specific requirements. Fill out and mail the thle oe 3 | 50/60 | ive 
attached coupon today! MAIL COUPON TODAY for data on avail- 
able FTIR equipments, or any desired rating: 
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tirst line of protection against 


Vandals ¢ Troublemakers * Trespassers 


Anchor Fence 


— rugged Anchor Fence provides your plant and 
materials with year-after-year protection. 

For, Anchor Fence keeps thieves, vandals and agitators 
off your property. At the same time, Anchor Fence enables 
you to store valuable materials and equipment outdoors 


without fear of loss . . . freeing valuable factory space for 
productive use. 


And, the exclusive Anchor Fence method of post setting, 
with deep-rooted drive anchors, gives you permanently 
erect and in-line fencing in any soil and under all weather 
conditions. Combining these protective advantages with 
Anchor Fence’s exclusive ‘‘Squar-Form’”’ corner posts and 
square frame gates of ‘“SSquar-Form’’ tube steel makes 
Anchor Fence your best buy! 


That’s why American industrialists specify and insist 
on genuine Anchor Fence. 


SEND FOR FREE CATALOG which describes and Shenteiii 
the finest in industrial Chain Link Fence. Address: 
AncHOoR Post Propucts, INc., Fence Division, 6615 
Eastern Avenue, Baltimore 24, Maryland. 


‘Anchor Fence 


Division of ANCHOR P POST PRODUCTS, in. 


Plants in: Baltimore, Maryland; Houston, Texas; and Los Angeles, California 
Branches and warehouses in all principal cities. 
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(Continued from page 200) 

After a short recess, during which 
the ladies left the hotel for a guided 
tour of the Libbey-~Owens-Ford 
Glass Company facilities, Ted Dimke 
acted as chairman and introduced 
William E. Downing of Lane, Down- 
ing & Demuth, Attorneys, who was 
scheduled to speak on “The Legal 
Aspects Of Purchasing”. 





National President E. F. Andrews addresses 
the conference, 


Mr. Downing said that he felt the 
topic of his talk did not truly reveal 
what he had to say. “I would rather 
consider my topic as ‘Horse Sense 
In Purchasing’ ”, he declared. “After 
all, legal aspects has the tendency 
to denote lawsuits, trials, etc., and 
I personally feel that the use of a 
little ‘horse sense’ in conducting 
business can eliminate a great deal 
of aggravation and worry later on.” 

Mr. Downing continued his speech 
with indications of “how important 
small type can be”. He also pointed 
out that many contract statements 
printed on various documents, in- 
cluding purchase orders, are neither 
legal nor binding and it is impor- 
tant to ascertain whether “your par- 
ticular clauses are merely printed 
words or a legal contract”. 

F. Cyril Greenhill, president of 
Acklin Stamping Co., Toledo, the 
next speaker, said: 

“I see where I’m supposed to talk 
about “The Cross-Member Of Indus- 
try’. I would be glad to oblige but, 
frankly, I don’t know what the 
cross-member of industry is. So, I 
shall talk about ‘Freedoms Of In- 
dustry And Let’s Watch It’, which 
maybe is the same thing after all.” 

During his talk he pointed out 
how vitally important it is for our 
nation’s economic health to maintain 
the spirit of free enterprise. He 
detailed the difference between 
America’s concept of industrial 
growth and Europe’s outlook, draw- 
ing his information from first-hand 

(Please turn to page 206) 
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THE RIGHT BEHR-MANNING COATED ABRASIVE ... PLUS THE RIGHT METHOD 


Setting new standards 
in finishing performance 





Photo courtesy of Biltrite Chair Co., 
Statesville, N.C. 


Sanding tine curve on tapered seat slats 


This BEHR-MANNING® ADALOX® Paper Belt on a Murdock Contact 
Sander does a fast, production-volume finishing job in a furniture 

plant. It increases sanding speed 25°, over Open Drum sanding methods. 
The operation is typical of today's modern production sanding 

where the right coated abrasive teams with up-to-date machinery 

and methods to produce better finishes at lower costs. 


YOUR FINISHING IS PROBABLY “DIFFERENT” but it may be 
substantially improved with new BEHR-MANNING coated abrasive 
application methods. Our Field Engineers will be glad to survey your 
operations and demonstrate new, recommended methods with 

the latest BEHR-MANNING quality abrasives — in your own plant 

or in a nearby BEHR-MANNING Demonstration Room. Take advantage 
of this service. Write Behr-Manning Corp., Troy, N. Y., Dept. PU-12. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., U.S. A. 
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COATED ABRASIVES 
SER: INING SHARPENING STONES 
PRESSURE-SENSITIVE TAPES 


dy vision of NORTON Company 
For the newest in = abrasives...wateh Behr-Manning | 
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STOCK SIZES 







HALLOWELL 
SOLID STEEL 
COLLARS 


now size-marked for easy identification 


Your HALLOWELL distributor now 
stocks these size-marked precision ma- 
chined solid steel collars in sizes to fit 
shafts from *%"’ to 3” inclusive. And pos- 
itive positioning of every HALLOWELL 
Collar is assured by the famous self- 
locking UNBRAKOSocketSetScrew— the 
screw that won’t work loose. Write for literature and 
the name of your nearest HALLOWELL distributor. 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Che Stud Ale + N START FOR THE FUTURE 


HALLOWELL POWER TRANSMISSION DIVISION 
= JENKINTOWN 
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PENNSYLVANIA 





Every feature of tomorrow 


IN TODAY'S NEWEST cooers | 









a Polished stainless steel or cast iron 
porcelain enamel, depending on type 


- re Bonderized steel, spot welded and 
finished in metallic gray 


projector 


———— 


Famous Halsey Taylor Mound-Building 
type with automatic stream control 
for uniform pressure 


REI 


storage Le ---—— 


cooling °O\\ (ummm 


ee ee oe 


Varying capacities, pressure-tested 
-———- Full 242” approved granulated cork 


Double wall construction or patented 
direct-flo, according to type desired 


—————= 


Temperature controlled by thermostat 
in direct contact with outlet water 


egnderse) Pee 


F-28 


-~ “7 Halsey Taylor 


CATALOG IN 
cOoLterR 


Hermetically sealed, air-cooled or 
water-cooled, depending on type 
selected 


~-—-————= 


THE HALSEY W. TAYLOR CO. 
Warren, Ohio 





SWEET'S FOUNTAINS 
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(Continued from page 204) 


knowledge as a member and chair- 
man of ECA’s Pressed Metal In- 
dustry team that toured European 
industrial centers in 1950. 

“Standardization—What It Means 
To You” was the subject of Roger 
E. Gay, president, Bristol Brass Cor- 
poration, Bristol, Conn., and presi- 
dent, American Standards Associa- 
tion. He pointed out that if we are 
going to develop true efficiency in 
the period of change and growth 
ahead, we must make things work 
and fit. Repair parts must be inter- 
changeable, simple and accessible. 
This can only be adequately ac- 
complished through the adoption of 
a qualified set of standards. 





Frank Sayre, president of the Toledo Asso- 
ciation, greets the delegates to the con- 
ference at the Friday morning session. 


Closing out the morning’s activ- 
ity was an address by L. S. Ham- 
aker, general manager of sales, Re- 
public Steel Corporation. Using his 
broad knowledge of the steel indus- 
try, Mr. Hamaker pointed out the 
erroneous impression prevalent to- 
day concerning the nation’s business 
outlook based on the percentage of 
steel production. “Contrary to the 
pessimists,” he said, “the nation’s 
business outlook is still in a healthy 
state and gives all indications of re- 
maining that way for some time to 
come. It is quite true that per- 
centagewise, steel production has 
decreased. However, since this per- 
centage is based on potential ca- 
pacity, let us realize that our present 
capacity is far greater than it has 
ever been. And, as a consequence, 
despite the fact that we are pro- 
ducing at a percentage lower than 
last year, actually, our tonnage is 
more than that produced previ- 
ously.” 

Mr. Hamaker then went on to 
show that the steel industry is con- 
tinually moving ahead and that the 

(Please turn to page 210) 
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Tiger Brand because 
best wire rope we can get!” 





e If a rope broke on this crane, the boom 
would snap back and topple the whole 
machine over. And it’s 80 feet to the 
ground. Ingalls prevents accidents like this 
by specifying dependable Tiger Brand Wire 
Ropes for hoisting machines and for safety 
lines around the scaffolding used to build 
a ship’s hull. 


e The lives of 150 workmen, as well as 
millions of dollars worth of equipment, de- 
pend on the strength and durability of wire 
ropes at this shipyard. In addition to hoist- 
ing, Ingalls Shipbuilding Corporation uses 
Tiger Brand Wire Rope to secure ships to 
the outfitting docks, to tie off sections of a 
ship until it can be fitted and welded, and 
for guys, rigging, and cargo falls aboard ship. 


gpl 








Wi production going full tilt at 


this mammoth Pascagoula, 
Mississippi shipyard of Ingalls Ship- 
building Corporation, 19 gantry 
cranes, 12 bridge cranes, 6 locomo- 
tive cranes, and many mobile cranes 
and electric and air hoists are lifting, 
moving, and sorting materials day 
and night. Tiger Brand Wire Rope is 
working away on these machines 16 
to 24 hours a day, 5 days a week, 
every week of the year, assuring peak 
performance and safety. 

Safety is allimportant at this yard. 
As Mr. C. A. Guynn, Master Me- 
chanic, told us, “If one of these ropes 
should break, 50 tons of steel would 
drop! It would endanger over 150 
workmen and do untold damage to a 
$10,000,000 ship. And then there’d 
be the tremendous expense of an idle 
machine, and the cost of replacing 
the rope. We just can’t take a chance 
with safety. 

“That’s why we always specify a 
first grade rope like Tiger Brand— 


The Right / Wire Rope 
the trick ! 


will do 
Hp 








the best we can get. It would be un- 
thinkable even to consider a cheaper 
rope!” 

As for service, Mr. Guynn said, 
“We leave a Tiger Brand Rope in 
service about a year before we re- 
place it. That’s a fine record when 
you remember that these machines 
are in constant use and that we al- 
ways remove the rope long before it 
can give trouble. On a machine that 
isn’t in constant use, we could use 
the rope for 4 or 5 years.” 


SEND FOR FREE BOOKLET. You can get exceptional service on any job from 
the right Tiger Brand Wire Rope. Its construction, grade, and the tough open- 
hearth steel from which it is made, provide the special properties you anol 

Make sure of getting the right Tiger Brand Rope by following the recommenda- 


tions in our guide book, “The Right Rope for the Job.” 


It lists the best rope for 


hundreds of typical applications. Send the coupon now for your free copy. 


“The Right Rope for the Job.” 


Address 


American Steel & Wire, Rockefeller Building, Cleveland 13, Ohio. 


Please send me, without obligation, a copy of your helpful wire rope recommendation book, 


1 cep qnemenamenvennqusmenenny 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO » TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


U’S*S AMERICAN TIGER BRAND WIRE ROPE 
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UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Towmotor with Revo'ving Roll Clamp high-stacks 1'/2-ton 
roll of paper at Gibraltar Corrugated Paper Co., Inc. 


Keep UPKEEP 


Towmotor often doubles storage space ... speeds production... 
loads and unloads three and four times faster—with greater savings, 
because Towmotor helps you keep upkeep down by handling more 
tons per dollar! That’s the kind of performance that counts with 
the man who signs your pay check. 

Your operators will welcome TowmoTorque, the drive that elimi- 
nates shifting. And Power Steering that does 80% of the work. 
And the new “Cushioned Power’’ Diesels that give new power and 
economy. Plus many other Towmotor features that help keep upkeep 
down. Send today for book on TowmoTorque and Power Steering. 
Tow MoToR CorPoRATION, Div. 1112, 1226 East 152nd Street, 
Cleveland 10, Ohio. 





"TOWMOTOR 


THE ONE-MAN-GANG 





FORK LIFT TRUCKS and TRACTORS 
Since 1919 


TOWMOTOR ENGINEERED FOR QUALITY PERFORMANCE 
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(Continued from page 206) 
industry, as a whole, is not con- 
cerned with retrenchment policies 
but rather with progressive ideas, 

At noon, on Friday, the purchas- 
ing agents and their ladies met in 
the Ballroom of the Commodore 
Perry for a special luncheon and an 
interesting address by Lucille La- 
Chappelle, elocutionist. “The Impact 
Of Personality On Purchasing” was 
her topic and she proceeded to eval- 
uate speech habits and defects and 
their relationship to sales and 
orders. “We all talk”, Miss LaChap- 
pelle said, “so let’s make our talking 
a thing of interest and a means of 
conveying our personality”. 

The afternoon sessions, Friday, 
were devoted to two group meetings 
and to the formal opening of To- 
ledo’s Annual Serv-A-Show. 





we 


L. S. Hamaker, general manager of sales, 
Republic Steel Corp., enlightens his audience 
on “The Steel Outlook”. 


The educational chairmen met for 
a round table discussion with C. 
Warner McVicar, Rockwell Manu- 
facturing Co., presiding. 

Of singular importance was the 
initial meeting in the District 6 
Conference of the N.A.P.A. Wom- 
en in Purchasing Group with Rhoda 
M. Stewart, vice chairman of the 
Group in Districts 3, 4 and 6, pre- 
siding. Two guest speakers ad- 
dressed the gathering of lady PA’s 
in a session that revealed the grow- 
ing importance and value of women 
in pufchasing. Eleanora McGuire, 
Rex Metal Parts Co., Cleveland, 
spoke on the subject “A ‘Calculating’ 
P.A. in the Sheet Metal Field”. The 
other speakers, Margaret McBride, 
Dougherty Lumber Co., Cleveland, 
addressed the group on “Wooden 
Nickels or Cigar Store Indians”. 

Until time for the cocktail party 
and banquet in the evening, the vis- 
iting purchasing agents examined 
the interesting displays of the many 

(Please turn to page 214) 
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and so are pressure-creosoted poles ! 


e It is no problem to get dry, wood withcreosotesothatitstays is the only preservative that has 
complaint-free pressure-creosoted dry; and he is doing it every day. _ kept wood sound and serviceable 
wood poles. It takes creosote of This is part of his constant effort ~ undef severe conditions for more 
proper specification for residue to turn out an increasingly better than 30 years. 

and proper pressure treatment. product. Specify pressure-treatment with 
Your treater knows. He can treat And remember this... creosote creosote for all your poles. 


KOPPERS COMPANY, INC., PITTSBURGH 19, PENNSYLVANIA 


Tar Products Division 
DISTRICT OFFICES: 


Woodward, Alabama Boston, Massachusetts, 250 Stuart Street 
Chicago, Illinois, 122 S$. Michigan Avenue Los Angeles 5, California, 3450 Wilshire Blvd. 
New York, N. Y., 350 Fifth Avenue Pittsburgh, Pennsylvania, Koppers Building 


All Standard Specifications 


y 
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The Performance-Proved Wood Preservative 
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When you want suppliers 
find them the easy way... 
look in the ‘yellow pages’ 
of the telephone directory 


e.\ America’s Buying Guide for over 60 years 








(Continued from page 210) 


companies in the 6th District at the 
nearby Secor Hotel. Buyer and 
seller met for discussions of prod- 
uct merits and for demonstrations 
of new equipment. 

Just as Friday’s session had been 
packed with a “star-studded” cast 
of speakers, so too was Saturday’s 
session similarly outstanding. 

Dr. Tennyson Guyer, director of 
public relations for Cooper Tire & 
Rubber Co., Findlay, Ohio, did a 
little “probing” to result in the 
declaration that “Purchasing Agents 
Are Human”, Dr. Guyer, a gifted 
and fiery speaker, liberally coated 
his profound statements’ with 
sparkling humor. 





W. R. Lantz, vice president of District 6, 
prepares to introduce National President E. 
F. Andrews. 


At the conclusion of Dr. Guyer’s 
address, Frank Sayre, chairman of 
the Saturday session, called on W. R. 
Lantz, N.A.P.A. Sixth District Vice 
President, for a few remarks and 
to introduce National President E. F. 
Andrews. 

Mr. Andrews, already well-known 
throughout the N.A.P.A. as an ac- 
complished speaker, held forth on 
the objective of proving the im- 
portance of purchasing as an execu- 
tive or management tool. “We must 
not be satisfied with being consid- 
ered ‘executives’ merely by the 
title,’ Mr. Andrews declared. “We 
must prove, beyond any doubt. that 
we, in the purchasing profession, 
are an important part in business 
not only from the standpoint of 
sound purchasing practices but 
from the position as a profit-making 
part of the management team.” 

Fred O. Kiel, senior economist, 
Federal Reserve Bank of Cleveland, 
followed Mr. Andrews and ad- 
dressed the conference on “Current 
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“Fire-Engine Speed”’ 
on Deliveries 


Always Ready to 
“Hunt Down” 
New Ideas 


Business Services 
that save your 
time and money 


is BS. 


“Bachelor of Saws"’ is the nth degree in sales engineering for distributors of Simonds Saws, 
Machine Knives and Files. And it’s a degree personally earned by Simonds Distributors, and 
many of their men, at the “ Little Red Schoolhouse” in Simonds’ controlled-conditions factory. 


Here to Fitchburg come scores of Simonds Distributors’ Salesmen from all over the country 
... for an intensive course in the design, manufacture, and practical application of Simonds Cut- 
ting Tools to all types and makes of machines for cutting wood and metal. And the Schoolhouse 
diploma calls for a definite investment in grey matter and shoe leather by every man! So you 
can be sure that these men are highly competent to advise you on any problem involving 
Simonds Cutting Tools . . . the tools that are 100% quality-controlled. 


This is one of many special services offered by your Simonds Distributor . . . including quick 
deliveries, ample stocks, simplified paper- 


work (one order, one bill, one payment for | S| M ‘@) N D S 


many items), and even help in hunting 
down new developments and products. Call 
him. He’ll come at the drop of a hat .. . any 
hat you want him to wear. 


SAW AND STEEL CO 


e Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. 
REY, Canadian Factory in Montreal, Que. 
(* 84] Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
' Simonds Abrasive Co., Phila., Pa. and Arvida, Qut., Canada 
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As Mr. Hamaker had pointed out 
from the position of someone in) 
the steel industry, Mr. Kiel detailed 
the “health of business” from 

more general outlook. “We are faced 
with a peculiar situation,” he said, 


Puch IASC Se electively “People are talking about business 


decline and never take into consid- 
eration one of the most important 
WHEN YOU BUY CYLINDERS reasons for it. Our new markets, to- 
day, are in the field of potential 
buyers who are just now reach 
the age of purchasing ability 
and quality built into Harrisburg responsibility. That means the groug 
Cylinders are the result of a " of ‘customers’ in their early twentie 
century-old tradition of craftsmanship who are getting married, setting up 
... not an advertising claim. : ; homes, and having children. Well 
Write for catalog end prices | these ‘customers’ are the children of 
, aq the depression in the 30’s, a tim 
when the nation’s birthrate was at 
a real low. How in the world 
can people expect ‘customers’ when 
they don’t exist. Let’s face it, th 
low birthrate during the 30’s consid 
erably reduced potential custome 
for the 50’s.” 
The final speaker for the confer 
ence was James F. Lincoln, presi- 


)H( - dent, Lincoln Electric Co., Cleve 
H( ] 100 Years in Pennsylvania's Capital / , land, who addressed the group on th 


arrisburg Steel = % <s “a ai topic “The Better To Serve Your 


“Wenner Company”. It is important to you; 
CORPORATION Peretisena ra bias Mr. Lincoln said, to see to it tha 
your company is served in purchas 
ing to the best of your ability. Mr 
Lincoln then detailed what he con- 
sidered important ideas that a pur= 
chasing agent must have to provide 
his company with the best service 
Not the least of which was a souné 
ethical approach to purchasing poli 
cies. 

Norman B. Earley, national di 
rector of the Toledo Association, 
closed the formal sessions of th 
conference and invited all attendin 
to pay another visit to Toledo’ 
Serv-A-Show. 
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Electronic Devices Presented 


“What’s New In Telephony”, wa 

, ian , f the subject of Raymond A. Zimme 
An engaging proposition — washers with engineer, New York Telephone 
quality, sold with service. That's from Joliet Your emergency re- at the October meeting of the . 
Wrought, dependable supplier for 39 years. quirements are our VY) chasing Agents Association of Ne 
Thousands of special dies in many shapes and 


special concern Phenietaaet sme csompsersie : 
forms, 9/32" to 8" O.D,, gauges No. 28 to development of electronic devices 


3/8". A variety of finishes available to meet - Pca. ae . 
your special needs, including: Electro-plating, After All! THERE IS NO SUBSTITUTE 


afternoon forum, with R. T. Tekul 
Galvanizing, Parkerizing and Cyanide hardening. FOR QUALITY AND SERVICE forms consultant, Standard Registe 


Co., as guest, brought about th 
203 CONNELL AVE. JOLIET discussion of forms ee 
JOLIET, ILLINOIS WROUGHT their solution. He demonstra 


how “paperwork” can be changed 


WASHER CO. “working papers”. . 


4 ye ‘ 5 a 
Aa tis : 


_.. because the factors of safety 
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quality standards 


at Allegheny Ludlum 
Steel Corporation, Pittsburgh 


When wire is pulled through carbide dies, tremendous heat and 
pressure a”2 generated. } nat is why the working surfaces of wire drawing dies 
must be polished to a near perfect finish. That is why Allegheny Ludium uses Elgin Diamond. 


Elgin Diamond assures the finest possible finish—and in less time—because all Elgin Diamond is precision 
graded and permanently suspended in a color-identified compound right in the Elgin laboratories. 
There are no oversize particles to scratch, no “fines” to decrease cutting efficiency. 


Hundreds of die finishing applications prove Elgin Diamond reduces costs and produces a better finish 
every time . . . in less time! Now is the time to try Elgin Diamond and prove it to yourself! 


Ack for a free demonstration ! 
ANS 
ABRASIVES 


ELGIN NATIONAL “ae WATCH COMPANY 


ELGIN, ILLINOIS i 
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Versatile in name 
Versatile in use 


Ww VAM NIE 


VERSATILE HOSE 


How’s this for versatility? Whether for air, gas, oil, 
water, spray solutions, paint, or even acids, here is the 
hose that can carry them all. Quaker Versatile hose is 
designed to give excellent performance in a multitude 
of heavy duty uses, yet is light in weight and very flexible. 
Ideal for maintenance jobs, this hose cuts down inventory 
stocks, storage space and remnant ends. It is long lasting, 
non-porous, oil resistant and made to the unusually 
high Quaker quality standards. Let your next order be 
for Quaker Versatile hose. 


Write for name of nearest distributor 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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U.S. Steel VP Featured Speaker 
At Chicago Ass’n In November 
»Bennett S. Chapple, Jr., assistant 
executive vice-president—commer- 
cial, U. S. Steel Corporition, Pitts- 
burgh, Pa., was the featured speaker 
at the regular monthly meeting of 
the Purchasing Agents Association 
of Chicago. Mr. Chapple’s topic was 
“The Ramparts We Watch”. The 
Chicago group met on November 
12th in the Louis XVI Room of the 
Hotel Sherman. 
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Tri-City Hears R. E. Bryan; 

Plans Resuming College Course 

R. E. Bryan of the manufacturing 
division of the Herman Nelson Cor- 
poration, Rock Island, IIll., spoke 
on the topic “Free Enterprise and 
You” at a recent meeting of the 
Tri-City Association of Purchasing 
Agents. 

Plans were also discussed pertain- 
ing to the resuming of classes in 
industrial purchasing in the Moline 
Community College, extension of 
the University of Illinois. 
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Eastman Kodak Official Guest 

Speaker At Tenn-Va Meeting 

The Tenn-Va Association of Pur- 
chasing Agents heard an address by 
H. W. Crouch, Eastman Kodak Co., 
Syracuse, N, Y., at a recent meeting 
held at the Hotel General Shelby 
in Bristol, Tenn. 

Mr. Crouch discussed “Radio-Ac- 
tive Contamination of Photographic 
Material”. 


ae, Se 


AEC Public Info Officer Talks 
To P.A. Ass’n Of Chattanooga 

F. Seymour Henck, public infor- 
mation officer for the Atomic Energy 
Commission at Oak Ridge, was the 
guest speaker at the October meet- 
ing of the Purchasing Agents As- 
sociation of Chattanooga. Mr. | 
Henck’s topic was “The Atomic En- 
ergy Program and How It Looks In 
Oak Ridge”. He supplemented his 
talk with a 16 mm sound movie. 


2's 


William T. Allen Honored 
At Luncheon By LA Ass’n 


At a special luncheon honoring 
William T. Allen, newly-elected 
vice president of the western dis- 
trict, N.A.P.A., members of the Los 
Angeles association heard a report 
on the year’s projected activities 
which will emphasize educational 
and public relations programs. 
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The word “nut” probably came 


every other word in the language. Somehow, somewhere, d 











| 
| 
into being like almost | 
] 


sometime or other, somebody called a nut a nut (maybe 
it was the same guy who called a spade a spade). Who- 
ever it was, someone else must have heard him say it, 
and decided to use the name too (which is a neat combi- 
nation of name-calling and plagiarism). That started it. 
From there, the word caught on, and tradition did the 


rest. 


Teéday, Allmetal—maker of stainless steel nuts, screws, 
bolts, and many other stainless fasteners—owes its good 
name to a tradition of high quality and fast service. If 


Our 96-page catalog contains engineering data and 
“weights as well, as sizes and dimensions of stock items. 
If you want a copy, send us a note on your letterhead. 


Ask for catalog 53Q. 
a 
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Alcoa Research Lab Visited By 
Members Of Pittsburgh Ass’n 


The November meeting of the 
Purchasing Agents Association of 
Pittsburgh took the form of a visit 
to the Aluminum Research Labora- 
tory of the Aluminum Company of 
America at New Kensington, Pa. 
Buses took the members from down- 
town Pittsburgh to the laboratory 
in time for a delicious luncheon. 
Later in the day, the group returned 
to Pittsburgh to hear Vincent deP. 
Goubeau, vice president in charge 
of materials of the RCA Corporation, 
Victor Division, Camden, N. J., 
speak on standardization. Mr. Gou- 
beau, who is vice chairman of the 
N.A.P.A. National Committee in 
Standardization, gave specific ex- 
amples of the value of standardiza- 
tion on particular products pur- 
chased by RCA. 
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Cleveland Agents Hear Talk On 
‘People Make Public Relations’ 


More than 150 members heard 
Harry B. Winsor, administrative 
secretary at Western Reserve Uni- 
versity, speak at a recent meeting 
of the Purchasing Agents Associa- 
tion of Cleveland on the subject 
“People Make Public Relations”. 

Prior to the meeting, a forum dis- 
cussion on “Value Analysis” was 
lead by John H. McCracken, 
American Greeting Publishers, Inc. 


+. = 


Georgia Group Given Humorous 
Talk On Trip To Europe 


Dr. Harrison McMains, pastor of 
the First Christian Church of At- 
lanta, gave a humorous, but thought- 
provoking, account of his recent trip 
to Europe at a meeting of the Pur- 
chasing Agents Association of 
Georgia. 

Al Camp, editor-elect of the asso- 
ciation’s embryo magazine, pre- 
sented for approval, the cover de- 
sign incorporating the name “Dixie 
Purchaser”. The magazine is sched- 
uled for publication this month. 
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Ford Motor Company Opens 
Assembly Plant For Visit 


The Twin Cities Assembly Plant 
of the Ford Division, Ford Motor 
Company, was opened to the mem- 
bership of the Twin City Assdcia- 
tion of Purchasing Agents for a 
tour as well as for a regular eve- 
ning meeting. The evening session 
featured a 35 minute sound and 
color movie, “The American Road”. 
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FORGINGS 


It's wise to specify Ritco Bright Finish 
BI dele) meolaelialeg: Yaal-laMmelaelligeli-Melelai ie) 
topmost strength are required. These 
Joldellale} Meola-Melgeleltla-toM fom Zoltim oll l-yolaiit) 
in steel or non-ferrous metals, in weights 
from “4 lb. to 15 lbs. They're smooth 
and flash-free, require a minimum of 
machining before assembly into your 
relate lta 
Come to RITCO for drop forgings, 
special fasteners, and finished bolts with 
regular or heavy heads. We also offer 
complete facilities for finishing 
nike kedenialiate mre lare| rolataretiare| Estimates 
sladly submitted. Rhode Island Tool 
y, 148 West River Street, 
“ale ( Jala - delete (<M riielale 


EXCLUSIVE NEW ENGLAND 
REPRESENTATIVES FOR 
CLEVELAND CAP SCREWS 
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Syracuse Association Visits 
Piant Of Carrier Corporation 


The Purchasing Agents Associa- 
tion of Syracuse and Central New 
York recently visited the plant of 
the Carrier Corporation. The tour 
started at 10:30 in the morning and 
was capped by a fine buffet at the 
plant’s cafeteria. Following the tour, 
the members gathered at the Syra- 
cuse Yacht Club for an afternoon of 
golf followed by dinner. 
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Sales Executives Join Panel 
Discussion For Denver Meeting 


The Onyx Room of the Brown 
Palace Hotel was the locale for the 
October meeting of the Purchasing 
Agents Association of Denver. High- 
light of the evening was a panel 
discussion with some members of 
the Denver Sales Executives Asso- 
ciation on some aspects of purchas- 
ing and selling. The results proved 
interesting to both groups. After 
the meeting, an educational forum 
on lumber buying and specifications, 
led by Chuck Rawalt of Denver 
Wood Products Co., provided a live- 
ly finish to the evening’s activities. 


Pe FF 


Economist Addresses Milwaukee 
Ass’n On °54 Business Outlook 


Business volume should continue 
to decline until the middle of 1954. 
But during the last part of the year 
there will be an upswing. This pre- 
diction was made by A. W. Zelomek, 
president and economist of the In- 
ternational Statistical Bureau, Inc., 
during a speech before the October 
meeting of the Purchasing Agents 
Association of Milwaukee. The 
economist held that disposable in- 
come may not decline more than 
$3 to $5 billion from the high in 
1953 to the low in 1954. He cited 
over production, lower farm in- 
come, a slight decline in the level 
of defense orders, the beginning of 
a decline in spending for new plants 
and equipment and a very tight 
money situation as the main con- 
tributors toward the business de- 
cline. 

7, He 


Ass’n Features Round Tables 


A group of round table discussions 
were featured at a recent meeting 
of the Purchasing Agents Associa- 
tion of Rock River Valley. Topics 
discussed were: “Purchasing Rec- 
ords”, “Sales Interviews” and “In- 
surance-Factory and Properties”. 
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N B D Tiger Bronze is 
phosphorized leaded bronze 
cast under the most care- 
fully controlled laboratory 
techniques to maintain the 
correct balance between 
strength of the copper ma- 
trix and the antifrictional 
qualities of lead. This means 
less shaft and bearing wear 
than you would get from 
harder alloys. 

Stocked in all popular size 
Write today for catalog 


and price list. 


immediate delivery from our 
plants at St. Louis, M« 
Chicago, tUll., and Mead 


ONAL BEAR 
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cold forged 
precision 


' \ eup-sere 


CHANDLER fasteners are manu- 
factured to the highest standards of 
precision, uniformity and economy of 
assembly. CHANDLER specializes in 
one thing only ... cold forged metal 
fasteners of the finest alloy steel, made 
to exacting specifications. 








CHANDLER is prepared to render 
highly specialized or standard fasten- 
ers to your complete satisfaction. To 
make assembly faster, every fas- 
tener must pass rigid inspection, 
insuring uniformity, accuracy and 
good appearance. 


CHANDLER supplies every indus- 
try with the very finest cold forged 
precision cap screws. Automotive, 
aviation, transportation, farm imple- 
ment ... whatever your needs — 
SPECIFY CHANDLER. 


Write today for catalog ¥ 
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Bruce Brown Is Guest Speaker 
At New Orleans Ass’n Meeting 


The St. Charles Hotel was the site 
of the regular October meeting of 
the Purchasing Agents Association 
of New Orleans. After dinner, the 
feature speaker, Bruce K. Brown, 
president of Pan Am Southern Cor- 
poration, presented his views on 
“Oil and Louisiana”. 
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Canton Association Holds 
‘Printed Forms Clinic’ 


A “Printed Forms Clinic” with 
Egry Register Co. of Dayton, Uarco 
Register Co. of Chicago and Moore 
Business Forms of Akron providing 
speakers, set a pattern for an out- 
standing meeting during October 
for the Canton and Eastern Ohio 
Association of Purchasing Agents. 
The membership was also reminded 
that the November meeting was 
when Canton would play host to 
Akron and Youngstown associations 
during the visit of N.A.P.A. Presi- 
dent Andrews. 


T's 


Cleveland Sponsors Three 
Purchasing Courses At Colleges 


The Purchasing Agents Associa- 
tion of Cleveland is sponsoring three 
courses in industrial purchasing at 
Fenn and Cleveland Colleges. In- 
structors for the courses at Fenn 
are Douglas L. Sharpe, purchasing 
agent at Cleveland Worm & Gear 
Co., and Ray Bosch, purchasing 
agent for Tapco Plants, Thompson 
Products, Inc. Arnold J. Roterus, 
purchasing agent for National Car- 
bon Co., will instruct the course at 
Cleveland College. 


eo eae 


Local Agents Discuss Plans 
For Association In Lima, Ohio 


Fifteen local purchasing agents 
met during October to consider the 
formation of a purchasing agents 
association for the Lima, Ohio, area. 
Outlining the advantages of such an 
association and the importance of 
affiliating with the national group 
were J. R. Geyer, president of the 
Dayton Association, and E. K. Griest, 
former secretary of the Dayton 
Association. George L. Duke, pur- 
chasing agent for the Lima West- 
inghouse Electric Corp. plant, acted 
as chairman at the session. Also 
present were representatives of the 
Lennox Furnace Co., Lima Electric 
Motor Co., Pillsbury Mills, Inc., 
Davidson Enamel Co. and the Lima 
Ordnance Depot. 
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HOW TO SAVE MONEY ON STAINLESS PIPING 


the Setdline system 


cuts cost, 


increases flow @ It will pay you to look into this new idea in 
corrosion-resistant piping. By using light wall 
stainless pipe and versatile Speedline Fittings, 
piping costs have been reduced 10% to 50%... 
and at the same time, flow and capacity of the 
line has been increased! 


and capacity 


Here's the way it works: 


If you are now using Stainless Pipe... 


... chances are that it is the conventional Sched- 
ule 40. But this heavy wall is not needed in 90% 
of the cases. Light wall Schedule 5 pipe costs 
about half as much, and all sizes will easily 
withstand 150 p.s.i. working pressures. Speedline 
Fittings are specially designed for fast, low-cost 
installation of light wall stainless pipe lines. And 
Speedline Ells, Tees, Insert Flanges, and Concentric Reducer ‘because light wall pipe of the same size has a 
installed on 2-inch Schedule 5 Stainless Pipe in a plastics plant. larger inside diameter than heavy pipe, you gain 
15% to 25% greater flow and capacity! 














If you are now using Stainless Tubing... 


... the Speedline system offers real savings and 
advantages. It permits you to change to a light 
wall pipe rather than tubing size—at no increase 
in cost. And here’s where you gain. Standard 
equipment like valves, pumps, sight gauges, etc., 
de in pipe sizes—you hook right in without 
These drawings show a Speedline Tee and 90° aye re a ness And r lly j i mo 
Elbow. The dotted lines show the termination points special adapters equally important, piping 
of conventional fittings. The additional straight sec- permits you to use the next lower dimension (for 


tion of Speedline Fittings permits attaching of unions example, 1’’ Sch. 5 pipe has even greater capacity 
or flanges without fouling, reduces the number of than 14" O.D. tube). This means that you can 
welds required, and eliminates troublesome curved 4 2 oh 

or angle joints. The tangential feature is common to use smaller valves, flanges, and other acces- 


all Speedline Fittings such as Ells, Tees, Crosses, etc. sories—an entire installation would be consid- 
erably lower in cost. 





Look for the “Tangential Feature” 


Speediine distributors are located in principal cities from coast to coast 












—the newest thing in pipeline economy 
Manufactured by HORACE T. POTTS CO. + 530 E. Erie Avenue «+ Philadelphia 34, Penna. 
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PERFECTLY 


pROPORTIONED 









TO GIVE 


Perfect Balance 


WIREBOUND BOXES and CRATES 
WOODEN BOXES and CRATES 
CORRUGATED FIBRE BOXES 
BEVERAGE CASES 
STARCH TRAYS - - - PALLETS 





There quite obviously must be 
some good reason why SUPER- 
STRONG shipping containers 
have been among the leaders for 
nearly one hundred years. 


Careful design and manufacture 
are important factors. Every 
SUPERSTRONG box or crate is 
proportioned to give the perfect 
balance of materials which makes 
for greatest possible protection at 
lowest possible cost. 


We ask that SUPERSTRONG 
be given your consideration when 
next the question of shipping 
containers arises. 


RATHBORNE, HAIR and RIDGWAY BOX CO 


YA 


DS a aa HICAGO 8 ILLINOIS 
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Bausch & Lomb Plays Host To 
Rochester Purchasing Agents 


The October meeting of the Pur- . 
chasing Agents Association of 
Rochester was a day-long affair at 
the plant of the Bausch & Lomb 
Optical Company. Beginning with a 
tour through the plant at 3:30 in 
the afternoon, the group moved on 
to the main dining room for refresh- 
ments and the main speaker. Ed- 
mond S. LaRose, comptroller of 
Bausch & Lomb, spoke on the sub- 
ject, “Cost Control”. A_ surprise 
event was the showing of the film 
“The Robe” in Cinemascope, a de- 
velopment of Bausch & Lomb. 


er Me 


Washington Agents See Brewery, 
Hold Bowling Tournament 


Members of the Purchasing 
Agents Association of Washington 
attended a luncheon at the Olympia 
Golf & Country Club as guests of 
the Olympia Brewing Company. 
Following the luncheon, the group 
visited the facilities of the brewery. 
A dinner meeting was held in the 
evening at the Governor Hotel in 
Olympia. Between the plant visita- 
tion and the dinner meeting, the 
group had a session of bowling. 


RE ee 


New Castle Ass’n Hears Lantz, 
Andrews at ‘Executive’s Night’ 


Executive Night was observed by 
the Purchasing Agents Association 
of New Castle at their meeting in 
October held at the New Castle 
Country Club. The occasion was 
marked by the presence of E. F. 
Andrews, president of N.A.P.A., and 
W. R. Lantz, 6th District vice presi- 
dent. Mr. Lantz spoke on the rela- 
tionship of the national association 
to the local associations. Mr. An- 
drews’ topic was “Selling Purchas- 


” 


ing”. 
Foy SF 


Business Forms, Movie 
Highlight Buffalo Meeting 


John E. Verral, plant manager, 
Moore Business Forms, was the 
guest speaker at the October meet- 
ing of the Purchasing Agents Asso- 
ciation of Buffalo. A great deal of 
interest was proven by the avalanche 
of questions presented to Mr. Verral 
after his talk. The sound-color 
movie, “The Shaping of Things to 
Come”, prepared by the Boonton 
Molding Company, was shown and 
followed by an explanation and dis- 
cussion of plastics by a representa- 
tive of Durez Plastics & Chemicals, 
Inc. 


PURCHASING 








"No, Jim! A circuit breaker may be priced a little higher 


than the ordinary protective device—but it actually costs 


a whole lot less! Look at it this way... 


A circuit breaker can easily pay for 


itself if it trips but once—just in the 


production time it saves.” 







How right you are Mr. Plant Engineer ! 


There’s a big difference between initial price and 
over-all cost of protection. Considered in this light, 
circuit breakers actually cost less! That’s because— 


They reduce costly production down-time 


Service restored without delay after a fault occurs. 
No chance for tie-ups. 


They eliminate replacement costs 
No need to put in a new element each time there’s 
an overload or short circuit. And maintenance is 
practically nil. 
They provide positive safety for personnel 
No live parts exposed. Costly accidents are averted. 
They’re tamper-proof 
Completely enclosed. Calibration cannot be altered. 
They’re twice-tested 


Factory-tested on actual overloads to assure cali- 
bration accuracy. 


They protect against single-phasing 


Circuit breakers operate on the “common trip” 
principle—an overcurrent on any phase opens all 
poles simultaneously. Single phasing of motors 
prevented. 

They carry continuous current rating—safely 


The rating engraved on the circuit breaker is true 
current rating. 


They save mounting space 

—sometimes as much as 25%. Circuit breaker is a 

compact, self-contained unit—ready to mount. 
They offer a wide range of special attachments 
and enclosures 

Shunt trips, undervoltage trips, auxiliary switches, 


Bell alarm switches, etc., fit right inside circuit 
breaker. Enclosures available for any application. 


They incur low watts loss 


Silver-alloy contacts and corrosion-resisting plated 
metal parts prevent overheating ...contribute to 
long life of circuit breaker. 


I-T-E Individually Enclosed Circuit Breakers: 
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Dirty Hydraulic Systems 
cleaned in 50 hours or less 


SUNVIS FLD 700 Ot 


No Loss of Production 


Sunvis H.D. 700 Oils 


© remove sludge and gums 
without affecting packings 


e@ pick up contaminants 
and carry them to the filter 


@ prevent rusting of clean parts 





e are available in viscosities 
to suit all hydraulic pumps 


Learn more about the advantages of 
cleaning dirty hydraulic systems with 
Sunvis H.D. 700 Oils. Call your local 
Sun Office or write SuN O1l ComPANy, 
Philadelphia 3, Pa., Dept. PG-12. 


INDUSTRIAL PRODUCTS DEPARTMENT 
SUN OIL COMPANY ™ NOC 


PHILADELPHIA 3, PA., SUN OIL COMPANY LTD., TORONTO & MONTREAL 
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‘Ladies Night’ At Dayton 
Proves Successful Affair 


The Purchasing Agents Associa- 
tion of Dayton held a “Ladies 
Night” at the Miami Hotel for their 
October meeting. Program Chair- 
man Bob Isenhart presented an out- 
standing program of entertainment 
with “star” billing going to Pro- 
fessor Paul Brees, head of the 
Speech Department of Wittenberg 
College. Professor Brees presented 
his views on “Alibis for Failure”. It 
was extremely humorous and at the 
same time offered food for serious 
thought. He stressed the evaluative 
attitude as being of great importance 
in our thinking and action. 


t..t. £ 


B. C. Ass’n Hears President 
Of Trades And Labor Council 


The Purchasing Agents Associa- 
tion of British Columbia heard Tom 
Alsbury, president of the Vancouver 
Trades and Labor Council; speak on 
“Labor-Management Relations” at 
the association’s October meeting. 
Following his talk the meeting was 
thrown open to a question-answer 
period which proved so interesting 
that it was terminated only when 
time ran out for Mr. Alsbury to 
leave for another engagement. 


Fut °F 


Cedar Rapids Holds Fall Meeting 


The Cedar Rapids Purchasing 
Agents Association held their first 
fall meeting on October 8th at the 
Hotel Roosevelt. A movie, “Zenith 
Presents Phonevision”, was the fea- 
ture of the evening’s program. 


FCO 


Three Tuition Scholarships 
Offered By Louisville Ass’n 


The Purchasing Agents Associa- 
tion of Louisville is offering three 
tuition scholarships at the Univer- 
sity of Louisville Adult Education 
Division. Thor Laugesen, past presi- 
dent of the association and current- 
ly its national director, will teach 
the course entitled “Purchasing”. 


; 


Western Mass. Hears About 
Glass Fibre Business 


Mysteries of the resin-bonded 
glass fibre business were unfolded 
to .members of the Purchasing 
Agents Association of Western 
Massachusetts by Bryant H. Gard- 
ner, vice president and advertising 
manager of the Chemical Corpora- 


tion of Springfield, at a recent meet- 
ing. 
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Close 


This cat picture makes us think of the final 
inspection of Midwest Welding Fittings. It is 
equally intense, searching, eye-on-the-ball 
type. Such final inspection is only one of an 
exhaustive series of continuous controls and 
checks that play an important part in assur- 
ing the high quality and uniformity of all 
Midwest Welding Fittings. You can cut your 


welded piping costs by specifying Midwest 
Welding Fittings. 


A corner of the Final Inspection Department where every 
Midwest fitting is individually checked for concentricity, 
uniformity, and dimensional accuracy. Such checks are 
the last of a series conducted during production. 


MIDWEST PIPING COMPANY, INC. 


Main Office: 1450 South Second Street, St. Louis 4, Mo. 
Piants: St. Louis, Passaic, Los Angeles and Boston 
Sales Offices: New York 7—50 Church St. « Chicago 3—79 West Monroe SI. 
Los Angeles 33—520 Anderson St. © Houston 2—1213 Capitol Ave. 
Tulsa 3—224 Wright Bidg. * Boston 27—426 First St. 


STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 


he 


* 3" 


MIDWEST WELDING FITTINGS | 














STRANDED TWILL 


PLAIN DUTCH 


Enlarged 
opproximatety 3X 


TWILL DUTCH SINGLE 


TWILL DUTCH DOUBLE 


NEWAR K 





O° ACCURACY 





Newark Metallic Filter Cloth 
does stop solids — the wedge- 
shaped openings allow only the 
filtrate to pass through. And, 
Newark Cloth is reversible, both 
sides being identical. Newark 
Metallic Filter Cloth is woven 
firmly and uniformly without 
loose wires, guaranteeing good 
filtration all over. 


Newark Metallic Filter Cloth is 
available in a variety of weaves 
in all malleable metals, and is 
adaptable to practically all 
types of filters. When writing, 
please give us details on your 
process. 


Send for our NEW Catalog E. 


COMPANY 


351 VERONA AVENUE « NEWARK 4, NEW JERSEY 
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Montreal Hears John Crawford 


The Purchasing Agents Associa- 
tion of Montreal met, recently, at 
the Sheraton-Mount Royal Hotel to 
hear John Crawford, Sir George 
Williams College, speak on “Detour! 
Road Under Construction”. 


et ee 


NAPA Electronics Manufacturers 
Buyers Group Now Operating 


(The following is a short descrip- 
tion of the formation and aims of 
one of the newest N.A.P.A. Buyers’ 
Groups. It was written by the trea- 
surer of the group, Joseph A. Mil- 
ner, Holyoke Wire and Cable Corp., 
Holyoke, Mass. Other groups are 
invited to submit similar material 
explaining their functions.) 

During the national convention at 
Los Angeles last May a new na- 
tional group of purchasing agents 
was formed—the Electronic Manu- 
facturers Buyers Group of the 
National Association of Purchasing 
Agents 

The world as we know it is now 
entering an era that could be termed 
the “Atomic Age” in which speed 
appears to be of the utmost con- 
sideration to all civilization, whether 
engaged in peaceful pursuits or 
embroiled in conflict. With “push 
button control” a close second to 
speed in apparent importance, and 
neither possible without electronics 
of one form or another, it was 
felt that electronic buyers should 
band together to form a. tighily 
knit unit of the National Associa- 
tion of Purchasing Agents for a 
closer cooperation and mutual as- 
sistance to insure top performance 
of our jobs in this important branch 
of industry. 

Such an organization could tend 
to reduce time consuming effort 
in locating needed scarce materials 
by publicizing, within the group, 
sources of supplies members could 
attempt to expedite materials from 
local vendors for each other. In 
emergencies they could make known 
to the group the materials that 
each company has on hand for 
it has no immediate use, 
or which could be loaned for a 
short, definite time, where such 
practice did not conflict with the 
individual company policies. 

A group of electronic buyers and 
purchasing agents from the East 
and the West, who are members 
of N.A.P.A. formed the nucleus of 
such an organization and are re- 
ceiving recognition as an organized 
group of electronic buyers on a 

(Please turn to page 242) 
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Here fly 
90 Rollpins 





A typical application, not included 
in the pilotless bomber above. 
Rollpin is driven into standard 
holes, compressing as driven. No 
taper reaming is required. Rollpin 
fits flush . . . is vibration-proof. 







{ 


TRADE MARK 


a dowel 
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, ¥ a hinge pin 





ROLLPINS saved 


The Glenn L. Martin Company cut fas- 
tening costs on a single missiles contract 
by $6,300, as compared to dowel pins... 
by $11,700 as compared to taper pins! 
These installed cost savings, recently an- 
nounced to Company engineers, were 
made possible by the use of just 90 
Rolipins per unit. 

ESNA Rollpin is the slotted tubular 
steel pin with chamfered ends. It is sim- 
ply driven into standard holes, compress- 
ing as driven. The Rollpin’s spring action 
locks it in place—regardless of impact 


Dept. R21-1215 Elastic Stop Nut Corporation of America 
2330 Vauxhall Road, Union, New Jersey 


Please send the following free fastening information: 


DC Rollpin Bulletin 


The Glenn L. Martin Co. *6,300 


loading, stress reversals or severe vibra- 
tion—that’s why Martin was able to make 
these savings on this contract for pilot- 
less bombers. 


No precision-drilling, threading or peening .. . 
no extra operations! 


If you use locating dowels, hinge pins, 
rivets, set screws .. . or straight, knurled, 
tapered or cotter-type pins— Rollpin can 
cut your costs, too. Just mail the coupon 
for design information. 


C) Here is a drawing of our product. 
What self-locking fastener would 
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0 Elastic Stop nut bulletin you suggest? 
Title. 

Firm 

Street 

City. Zone___State. 
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More 
Customers 
Buy More 
Non-Ferrous 
BB Metals 
From 
FEDERATED 
Than 


From Any 












Competing 


Smelter 


; 
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Federated Metals Division, American Smelting and Refining Company 
120 Broadway, New York 5, N. Y. 


Plants in: Beckemeyer, Ill. - Denver, Colo. - Detroit, Mich. - Houston, Tex. - Los Angeles, Calif. - Newark, N.J. 
Perth Amboy, N.J. - Philadelphia, Pa. - Pittsburgh, Pa. - Sand Springs, Okla. - San Francisco, Calif. 
St. Louis, Mo. - Trenton, N. J. - Whiting, Ind. (Chicago) 
In Canada: Federated Metals Canada, Ltd., Toronto, Montreal 
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(Continued from page 238) 
national basis. The aim of the 
electronic group is to offer loyalty 
and extended service to their in- 
dividual companies, to render valid 
service to its cooperating members 
and to contribute constructive 
criticism to the Military regarding 
the purchase of completed equip- 
ments and component parts; and 
to render justice to the best of 
the individuals ability to those with 
whom he deals; and to promote 
respect for the purchasing pro- 
fession by adhering to the Principles 
and Standards of Purchasing Prac- 
tice of N.A.P.A. 

Officers of the group are: H. J. 
Wittmeyer, Acme Electronics, Inc., 
Monrovia, Calif., chairman; H. M. 
Zimmerman, Radio Corporation of 
America, RCA Victor Division, 
Camden, N. J., vice-chairman; O. B. 
Sunberg, Hewlett-Packard Com- 
pany, Palo Alto, Calif., secretary; 
Joseph A. Milner, Holyoke Wire 
and Cable Corp., Holyoke, Mass., 
treasurer. 

In the interval between national 
conventions it is planned to hold 
group meetings, generally at the 
time of the District Conferences 
and industry shows. In two instances 
this has been done. New England 
held a group meeting at the District 
Conference at the Hotel Statler 
October 14, 1953 with National 
Treasurer Joseph A. Milner of the 
Holyoke Wire and Cable Corpora- 
tion acting as Chairman. The South- 
ern California and the San Fran- 
cisco groups have already held 
meetings in their respective areas. 
The latest list of members indicates 
that there are now three hundred 
members in this Electronic Manu- 
facturers—Buyers Group, the latest 
group to gain national recognition 
from the Executive Committee of 
the National Association of Pur- 
chasing Agents. 

There are many purchasing agents 
who need the services that are 
offered without charge by the 
Electronic buyers group. These men 
are welcome and need only get 
in touch with any of the officers. 


el eae 


Plan Conference On Production 
And Inventory Control 


Registrations are now being ac- 
cepted for attendance at a three-day 
conference on “Operations Research 
in Production and Inventory Con- 
trol” to be held at Case Institute of 
Technology, Cleveland, Ohio, on 
January 20-21-22. 


(Please turn to page 244) 
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NQP QUICKLAG P| 


Cireuit Breaker 


PANELBOARDS 


INSTALL| |” 


2. 




















THE LATEST @ contribution to more flexible and efficient 
branch circuit protection ... panelboards that are not only 
safe, dependable, long-lasting and trouble-free but have the 
added advantage of providing adequately for today’s electrical 
needs as well as future requirements. 


Small and compact, these new and improved panel- 
boards feature the new @ QP Quicklag P Circuit Breaker 
with thermal magnetic overload protection and manual or 
automatic quick-make and quick-break operation. 


@ NQP Quicklag P panelboards are available in eleven 
sizes of enclosures — six with main lug connection and five 
for main circuit breaker connection, 50 — 225 amp capacity. 
These, plus a stock of individually packed single and double 
pole @ QP Quicklag P circuit breakers will fit any job re- 
quirement. Because all circuit breakers are interchangeable, 


it is easy as replacing a light bulb to make changes or add 
new units. 


Install these panelboards on all your branch circuits. 
You’ll find that they will virtually pay for themselves in effi- 
ciency and service. For additional information, contact your 
nearest @ representative, listed in Sweet’s or your contractor 
or wholesaler. 


| 


@® NQP QUICKLAG P FEATURES 


1) Quick-make and quick-break operation manually or 
automatically on harmless overloads, short circuits or 
severe overloads. Handle position indicates “tripped.” 


2) Quick restoration of service simply by moving handle 
to “off” and then to “on” position. 


3) Screwless assembly (just slip breakers in) with one 
pressure type connection between circuit breaker and 
| bus bar. 


4) “Sequence bussing” to balance the load and permit 
double pole, individual trip combinations. 





5) Boxes only 14” wide with 4” gutters. ca 


Srank e€dam Electric Co. 
P. O. BOX 357. = ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT ‘@ PANELBOARDS © SWITCHBOARDS © SERVICE EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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with the help of 


CAMPBELL CHAIN 


This sturdy 1-ton Aluminum Packet Hoist, produced by The Harrington Com- 
pany, Philadelphia, weighs only 32 Ibs. Its Y2-ton and 2-ton counterparts 
weigh only 30 and 53 Ibs. The saving in weight was achieved by using high 
tensile aluminum parts, including the newest development in chain— Campbell 
Aluminum Hand Chain. To provide maximum carrying strength, Harrington con- 
tinues to use Campbell’s electrically welded, heat treated steel Load Chain. 


Campbell's engineering service, used in designing this new hoist, is available 
to you ... whenever you're working on a problem that involves chain. This 
service, combined with long experience and a continued reputation for quality 
makes Campbell Chain the choice .. . for use on original equipment and in 
the plant. 


Your Distributor or Mill Supply House can give you details 
on Campbell's complete range of sizes and grades. 
lf you prefer, write us direct. 


CAMPBELL CHAIN Gomsany 


MAIN OFFICE: YORK, PA 


Wes? Burlington, lowa; Portiand, Oregon 


Sacramento, Calif 


Makers of Chain for every need...INDUSTRIAL...FARM...MARINE 
... and the famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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(Continued from page 242) 

The conference program, designed 
by Professor Clay H. Hollister, 
head of the Department of Engi- 
neering Administration, and Dr. C, 
West Churchman, director of the 
Operations Research Group, will be 
directed toward business and indus- 
trial leaders interested in the ap- 
plication of scientific techniques to 
problems in production and inven- 
tory control. 

Emphasis will be placed upon the 
solutions to practical problems by 
various Operations Research meth- 
ods including linear programming, 
other optimization procedures and 
the use of electronic computing 
equipment. 

Registration applications should 
be addressed to: Operations Re- 
search Group, Department of Engi- 
neering Administration, Case Insti- 
tute of Technology, 10900 Euclid 
Avenue, Cleveland 6, Ohio. 


, “—E* £ 


Berna Calls Obsolete Machinery 
Threat to National Economy 


The mass-production industries of 
the United States, which three 
times within a single lifetime suc- 
cessfully have defended the free 
world, are today far from as effi- 
cient as they think. 

Speaking before the American 
Society of Tool Engineers, Tell 
Berna, general manager of National 
Machine Tool Builders’ Association, 
reported that more than 20% of 
the machine tools on the production 
lines of the nation are today more 
than 20 years old. 

“A machine tool built that long 
ago is a fossil today,” Berna pointed 
out. 

“Machines 20 years old, for ex- 
ample, cannot make full use of 
modern cemented carbide cutting 
tools, which were developed in the 
late ‘30’s and which enabled the 
nation to meet World War II pro- 
duction goals with a third fewer 
machine tools than otherwise would 
have been possible. 

“At our rate of production of new, 
modern machines which was 97,000 
in 1952, it would require nearly 
four years merely to replace the 
obsolete machine tools. 

“The machine tool industry, one 
of the smallest in number of em- 
ployees in the nation’s great indus- 
trial team, has been one of the most 
competitive. 

“Each company is constantly busy 
designing new and more efficient 

(Please turn to page 248 
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...an inert-gas-shielded unit 
for spot welding all types of steel 


Place the Gun in contact 
with the work, pull the trigger, and 

in about a second you have a sound spot 
weld. ) capacity permits 
joining thicknesses up to ¥g-inch 

(of any kind of steel) to bottom 
sections of equal or greater thickness. 
The inert-gas-shield completely 
protects the weld from contamination 
by atmospheric elements. 

The unit is the ultimate 
in convenience because it is easily 
portable ... you weld from one side 
only ... need no back-up plates or 
complicated jigs and fixtures, even when 
you use it on irregular shapes. It’s 
handy, too... the Gun weighs about 
four pounds and is only nine inches long. 
You can use it with any D.C. 
motor-generator or 
rectifier welder 
which provides up * 
to 250 amps with Oe 
open circuit voltage of at 
least 55 volts. Thanks to 
electro-mechanical design, there is 
no need for high-frequency or 
electronic circuits. 

The Gun is water-cooled 
and uses helium or argon or a mixture 
of both for its inert-gas-shield. It 
employs a nonconsumable thoriated 
tungsten electrode. All connections — 
current, gas and water — are made 
through a convenient single control panel. 

Write us today for prices and leaflet 
that provides detailed information. 





) Air REpucTION 


60 East 42nd Street * New York 17, N. Y. 
Air Reduction Sales Co. + Air Reduction Magnolia Co. * Air Reduction Pacific Co. 
Represented Internationally by Airco Company International 

Divisions of Air Reduction Company, Incorporated 


at the frontiers of progress you'll find 


rem 


OFFICES 
AND DEALERS IN 
MOST PRINCIPAL CITIES 
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is ENGINEERED into 
Perkins custom-made Gears 





Long life, trouble-free performance, low upkeep 
record —that is the true measure of gear cost. Using 
those factors as a means of comparison, PERKINS 
GEARS cannot be surpassed. As a result, you will 
find PERKINS PRECISION GEARS in the power trans- 
mission systems of the finest products made by 
industry throughout the United States. 

As one of the country’s leading gear engineering 
organizations—solidly backed by a tradition of 
New England craftsmanship, we are able to pro- 
duce—to your specifications — any size gear, in any 
material and in any quantity. Ask us to quote on 
your requirements. 


PERKINS MAKES: helical gears, bevel gears, sprockets, 
ratchets, worm gears, spiral gears, spur gears with shaved 
or ground teeth, ground thread worms. 


NOTE 1: A new product is the Perkins Precision Spring Coiler. This 
coiler (patent applied for) turns out precision springs—any type, shape, 
size, from wire sizes .005 to .125. 

2: Another new product —the Perkins “Bendit 15” —a patented metal 
forming machine bends and shapes sheets, rods; strips tubing into 
innumerable complex as well as simple forms that would be difficult or 
impossible to make by other means. Eliminates need for expensive tools 
or specialized skills. Ht. 47’, net wt. 200 Ibs. Write today for descriptive 
catalogs, prices etc. 


ERKINS Machine & Gear Co. 


WEST SPRINGFIELD, MASSACHUSETTS 


Please mention PURCHASING Magazine when writing to advertisers, 





(Continued from page 244) 
machines to keep ahead of every 
other company in the field. 

“Obsolete machine tools have 
today become a serious threat to 
the stability of our national econ- 
omy, for in the United States wages 
have been advancing far more 
rapidly than replacement with effi- 
cient tools for production and 
inflation has thus been increased,” 
Berna stated. 

Berna pointed out that machine 
tools today work to far closer 
limits than ever before, and that 
the resultant efficiency is the na- 
tion’s best insurance of success and 
survival. 


v7}: & F 


Prominent P.A. Tells Salesmen 
How Not to Behave 


Four “don’ts” for salesmen were 
outlined to some 300 sales execu- 
tives attending the recent National 
Sales Executives Central Iowa Sales 
Conference in Des Moines October 
23 by T. S. Paulsen, vice president 
in charge of purchasing, Russell- 
Miller Milling Co. of Minneapolis. 

Paulsen said there.are four open- 
ing habits that get a salesman off to 
a bad start, according to most pur- 
chasing agents. He listed them as: 

The salesman who breezes in and 
says, “Remember me?” 

The salesman who starts off by 
saying, “I just happened to be in 
the building and thought I'd stop 
in.” 

The salesman who begins smoking 
the moment he sits down at your 
desk. 

The salesman who wants to take 
you to a football game the first 
time he meets you. 


Hise of 


New Steel Container Directory 
Covers 95% of Production 


A 1953-1954 directory of steel 
shipping container manufacturers 
has been published by the Steel 
Shipping Container Institute, 600 
Fifth Avenue, New York 20, N.Y. 
It covers by volume 95% of total 
industry production. 

In the directory are tables pro- 
viding quick product-manufacturer 
cross-reference and addresses for 
manufacturers’ plants and offices. 
Among the factual data are statis- 
tics on annual production of various 
container types and their uses by 
industries, general information on 
container specifications, and recent 
developments in exterior and in- 
terior container coating research. 
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ROUNDS, FLATS, SQUARES, HEXAGONS, FREE-MACHINING STEELS LaSalle specializes ix 
cing SPECIAL SHAPES aSalle offers a complete range free-machining steels for economical production of your parts 
your of cold-finished steel bars in popular sizes, shapes, and ... Bessemer, open-hearth, and several types of leaded steels. 
lengths. Also, special shapes to order. 
take FURNACE-TREATED STEELS LaSalle’s furnace 
first COLD-DRAWN—TURNED AND POLISHED treatment develops elevated physical properties through 
—GROUND AND POLISHED Modern drawing, quenching and tempering, and stress relieving. Careful 
turning, and grinding equipment, and skilled workmanship annealing improves machinability. 
insure quality steel bars in standard grades. 
ory ' , SPECIAL STEELS Aggressive engineering research 
n CARBON AND ALLOY STEELS LaSalle man- makes LaSalle a leader in specialty steels . . . with such 
steel ufactures quality cold-finished bars in AISI and SAE car- developments as STRESSPROOF, 
irers bon and alloy steel grades. LA-LED, and Super LA-LED. 
Steel 
600 Sead gor "The Story of Cold-Finished 
N.Y. Steel Bars... from Ore to Finished Product” 
a ee 
| LA SALLE STEEL COMPANY 
pro- 1 1432 150th Street 
turer : Hammond, Indiana 
s for ; Please send me “The Story of Cold-Finished 
ffices 1 Steel Bars . . . from Ore to Finished Product” 
tatis- aa | Name 
\rious STEEL co. : 
25 by ' ithe —_ 
m on Manufacturers of the Most Complete | Company 
ee Line of Carbon and Alloy Cold-Finished { Address 
in- and Ground and Polish i ica. | , 
y und and Polished Steel Bars in America City — —— 
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You're Purchasing SKILL 


when you call on 


KUHN « JACOB 


for Plastic Molding 





KUHN & JACOB MOLDING & TOOL CO. 


A view of our extensive 
MOLD-MAKING DEPARTMENT 


Like anything else worth while, good molds 
take time to produce. To the skilled crafts- 
men in our molding department, precision is 
all important. The final result is well worth 
waiting for. 


Experience and skill combine to produce 
plastic molding of uniform excellence at 
KUHN & JACOB. Not only are the principals 
personally familiar with all phases of the 
business, but in the early days of the com- 
pany some actually produced the molds 
themselves. Because of their intimate knowl- 
edge of the processes of production, there is 
the closest co-operation between the drafting 
room, the mold-making shop and the molding 
division. This assures complete satisfaction 
for K. & J. customers at all times. 


1221 SOUTHARD STREET, TRENTON 8, N. J. 


CONTACT THE 
Ké&J 
REPRESENTATIVE 
NEAREST YOU 
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S. C. Ullman, 55 W. 42nd St., New York, N_Y. 
Telephone—Penn. 6-0346 
Wm, T. Wyler, Box 126, Stratford, Conn. 
Telephone—Bridgeport 7-4293 
Wm. A. Chalverus, Carson Road, 
Princeton, N. J 





Oil Industry Should Welcome 
Atomic Energy Competition 
Shell Executive Says 


Invasion by atomic energy of some 
of the markets now served by pe- 
troleum should be welcomed by the 
oil industry, Dr. Monroe E. Spaght, 
executive vice president of Shell Oil 
Company, stated recently. He ex- 
plained that such a move would add 
inducement for the industry to con- 
tinue to upgrade lower grade prod- 
ucts to meet needs in premium 
markets. 

“Taking the long view,’ Dr. 
Spaght said, “the engineer today 
tells us that both the gasoline and 
diesel engine will almost surely be 
superseded. The gas turbine engine, 
because of simplicity of design and 
potentially higher operating effi- 
ciency, can be expected to replace 
the reciprocating engine in many 
applications in aircraft, ships, loco- 
motives and_ stationary power 
plants,” he pointed out. 


Oil Man—A Partner of Farmer 


It is possible to utilize petroleum 
to fill directly such basic needs of 
mankind as clothing, shelter and 
even food, according to Dr. Spaght. 
Although fats, sugar, starches and ~ 
proteins can be made from oil in the 
laboratory, he believes that econom- 
ic and cultural barriers will pre- 
vent the oil man from becoming a 
competitor of the farmer; he will 
remain, instead, his partner. 

Although petroleum-derived syn- 
thetic fibers, plastics and resins will 
continue to play increasingly im- 
portant roles in clothing on the one 
hand and building applications on 
the other, the actual quantities of oil 
so used will be relatively small com- 
pared with fuel uses, he concluded. 
“We seem unable to escape the fact 
that our main job is that of supply- 
ing energy,” he said. “Our entire 
pattern of life is based upon this one 
thing: the wholesale use of energy 
from engines—and over half that 
energy comes from oil.” 

Dr. Spaght discounted predictions 
that mankind will shortly become 
dependent upon direct capture of 
solar energy because of exhaustion 
of the supply of stored energy. He 
declared that “fossil sources” of 
fuels—crude oil, tar, shales, and coal 
should last several centuries. Energy 
from fission of uranium and thorium 
is already a factor in the total pic- 
ture, and if the fusion of hydrogen 
2 can some day be controlled, the 
world supply of energy might be- 
come almost unlimited, he said. 
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160 m.p.-h. 


Any time you fly in a Martin 4-0-4, Superior tubing is 
probably working for your safety. 

Once you're airborne, watch the 840-pound main land- 
ing gear assemblies flip forward and up with amazing 
speed, even though they may be working against a 180 
m.p.h. drag. Fast landing gear retraction gives you an 
extra margin of take-off safety because “clean” aircraft 
have better flight characteristics. 

Chances are your Martin 4-0-4 contains many feet 
of Superior }4” stainless steel tubing. In the hydraulic 
system, this tubing operates at a pressure of 3000 p.s.i., 
normally. On Martin’s torture racks, it has demonstrated 


push-up 


remarkable endurance under violent pressure surges at 
1000 cycles per second, even around minimum bends, 

Performance like this may well have a bearing on your 
production problems as well as on your personal safety. 
Superior’s long experience in fine tubing, backed by 
highly-developed production equipment and extensive 
research and testing facilities assures you of top-quality 
small tubing for doing tough jobs well. Outline your 
own production problems in a letter to us, right now— 
we'll send you complete information and the appropriate 
Data Memo by return mail. Address: Superior Tube Com- 


pany, 2634 Germantown Ave., Norristown, Pennsylvania. 


Round and Shaped Tubing available in Carbon, Alloy, and Stainless Steels, Nickel Alloys and Beryllium Copper. 


gr” 
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West Coast: Pacific Tube Company, 5710 Smithway St., 
Los Angeles 22, Calif. UNderhill 0-1331 


All analyses .010" to %" O.D, 
Certain analyses (.035'' Max. wall) upte 1%" 0.D, 
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ersonalities 





William L. Lewis, vice president in 
harge of the Endicott, N. Y., plant 
f International Business Machines Cor- 
oration, has been named Vice Presi- 





William L. Lewis 


lent in Charge of Purchasing. Mr. 
Lewis joined IBM in 1922 upon grad- 
tation from Cornell and has served in 
everal executive posts in engineering 
nd manufacturing. He will make 
IBM’s New York City home office his 
headquarters. 


0. E. Sammelson has been appointed 
Purchasing Agent of the Gauge Divi- 
sion of the Electric Auto-Lite Company 
at LaCrosse, Wis. Howard Reese has 
been named Assistant Purchasing 
Agent. 


Crescent Co., Inc., Pawtucket, R. L, 
has announced the appointment of E. 
Oliver Hanson as Purchasing Agent. 
He formerly was Purchasing Agent for 


Keeney Mfg. Co. and Hartford Steel 


Ball Co. 


Glenn N. Hackett, Director of Pur- 
chases, Thompson Products, Inc., Cleve- 
land, Ohio, and former president of the 
Purchasing Agents Association of 
Cleveland appeared on the program at 
the meeting of the American Standards 
Association held in New York City 
during October. 
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IN THE NEWS 


The appointment of Howard J. Hef- 
fernan as Director of Purchasing and 
Traffic was announced recently by 
Monsanto Chemical Co., St. Louis, Mo. 
Prescott Sandidge was named Assistant 
Director of the department. 

Mr. Heffernan, who has been gen- 
eral manager of sales for the com- 
pany’s Merrimac Division since 1947, 
joined Monsanto .in 1926. He served as 
branch manager for Merrimac in New 
York City from 1926 to 1945 when he 
moved to Boston as assistant general 
manager of sales. 

Mr. Sandidge has been director of 
the company’s personnel relations de- 
partment since 1950 and a member of 
the Monsanto organization since 1923. 
From 1939 to 1946, Mr. Sandidge served 
as comptroller of the Plastics and Texas 
divisions. He later served as assistant 





Howard J. Heffernan 


executive director, then as director of 
Clinton Laboratories, Oak Ridge, Tenn., 
operated by Monsanto for the Atomic 
Energy Commission. In 1947, he became 
executive director for Monsanto’s atomic 
energy projects at Miamisburg and at 
Marion, Ohio, and assistant director of 
Monsanto’s Central Research Depart- 
ment at Dayton, Ohio. 


S. R. Buelow has been made Pur- 
chasing Agent for H & H Tube & Mfg. 
Co., Detroit, Mich. 


M. A. Gardner, vice president in 
charge of Purchases of CBS-Columbia, 
Inc., a subsidiary of Columbia Broad- 
casting System, Inc., New York City, 





Woodruff Burr 


has announced that Woodruff Burr has 
been appointed Buyer of Cabinets for 
radio and television. 

Mr. Burr has had many years of 
experience in the procurement of cabi- 
nets. He was formerly with General 
Electric Company, and for the last five 
years, he was associated with the Allen 
B. DuMont Laboratories, Inc., as as- 
sistant manager of cabinet department. 


Stephen Parey, who started as an 
office boy in the purchasing department, 
has been named Assistant Purchasing 
Agent of the Cleveland and Pittsburgh 
district of American Steel and Wire 
Division, United States Steel Corpora- 
tion, according to an announcement by 
Roger W. Berrett, Purchasing Agent of 
the unit. . 

Mr. Parey joined the firm in 1936 and 
progressed to invoice checker before 
entering military service in 1943. Taken 
prisoner during the Battle of the Bulge, 
Mr. Parey and two buddies escaped and 
rejoined American forces. He was dis- 
charged in 1945 and returned to Ameri- 
can Steel and Wire where he held the 
positions of expeditor and assistant 
buyer. In 1949 he was named buyer for 
the Cleveland and Pittsburgh district, 
the job he held prior to his promotion. 
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PRECISION 





Bearings, fine tools and other precision-finished 
machine parts . . . so easily damaged by corrosion 
or handling . . . now find ideal protection in a new 
Riegel polyethylene-coated glassine, converted into 
a heat-sealed pouch. It provides an excellent anti- 
tarnish, greaseproof and moisture-vaporproof bar- 
rier . . . Fine enough for $35 carbide drills ... 
Economical enough for five-and-dime tools ... 
Adaptable to high-speed automatic packaging. 

Here is another example of Riegel’s ability to 
make paper for almost any need. We now produce 
more than 600 grades, many with properties that 
would surprise you. Tell us what you want paper to 
do for you... write us now. 


SU PAPER 














RIEGEL PAPER CORPORATION e P. O. Box 170 e Grand Central Station « New York 17, N. Y. 





“Riegel 


© TAILOR-MADE PAPERS FOR 
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DE -STA-CO 


It’s the “know how” of nearly 40 years of pro- 
duction stamping service that counts. De-Sta-Co’s 
main stamping plant is especially geared for produc- 
tion runs of light to medium-heavy fabrication, up 
to ¥”. Our bed areas range from 10” x 12” to 
48” x 72”, pressures from 5 to 250 tons. We draw 
up to 4” deep. During the years we have built up an 
impressive record in coining operations, our knuckle- 
action presses handling up to 400-ton capacity. The 
diversification of our equipment means your job runs 
on the most efficient press. Our highly mechanized 
material handling system saves dollars for you, helps 
us keep our delivery record one of the best in the 
business. That’s why “De-Sta-Co” means “Integrity.” 

For quotation send a sample part if possible, 
with a drawing, specifications, and quantity required. 
You'll get a prompt reply. 


For Multi-Stampings — high volume, small, in- 
tricate parts — there’s our department of Four Slides 
Automatics. From a blank size within 242” x 12%”, 
a single stroke performs such operations as piercing, 
forming, swaging, embossing, twisting, curling and re- 
forming from coiled stock. A part is completed each 
stroke, ready for its single inspection. This is espe- 
cially advantageous where forming around a mandrel 
is required, Special washers, precision flapper valves, 
shims and other exacting work are additional De- 
Sta-Co specialties. 


Send for our Stamping Brochure illustrating our production facilities 


DETROIT STAMPING COMPANY 





TO PRODUCE 
QUALITY STAMPINGS 








John L’Hommedieu has been pro- 
moted to the position of Purchasing 
Agent for the Stratos Division of the 
Fairchild Corporation, Bay Shore, N. Y. 
Prior to his association with Stratos, 
three years, he was in the insurance 
business. 


George D. Gareau has been named 
General Purchasing Agent for Airway 
Products, Inc., Pontiac, Mich. 


Edwin L. Mendenhall, Jr., has been 
appointed Purchasing Agent for the 
Harsocg Pneumatic Tool Company of 
Ottumwa, Iowa. 


Brown and Williamson Tobacco Cor- 
poration, Louisville, Ky., has named 
Hoyt B. Pritchett as Purchasing Agent 
to succeed the late W. R. Hendricks, 
Charles M. Spencer was named As- 
sistant Purchasing Agent to succeed Mr. 
Pritchett. 





H. B. Pritchett C. M. Spencer 


Mr. Pritchett joined Brown and Wil- 
liamson in June 1928 and after ex- 
perience in several departments, he was 
appointed Assistant Purchasing Agent 
in 1934. 

Mr. Spencer joined the firm in 1932 
and became a member of the Purchas- 
ing Department in 1934. 


Colonel Paul I. Doty, USAF, Deputy 
Chief of Agency Staff, Armed Services 
Textile and Apparel Procurement 
Agency, has left that post to become 
Chief, Purchase Division, Office of 
the Directorate for Procurement and 
Production, at the Robins Air Force 
Base, Ga. 


Alfred A. Frymark has been named 
Director of Purchases for Milprint, Inc., 
Milwaukee, Wis., to succeed the late 
Herman Hansen. Mr. Frymark was 
previously Director of Purchases for 
Roddis Plywood Corporation of Marsh- 
field, Wis. 


Two employees of Brace-Mueller- 
Huntley, Inc., Syracuse, N. Y., have 
been appointed to new positions. Wil- 
liam B. Huntley, Jr., has been named 
Director of Purchases. He joined the 
company in 1941. Karl M. Heisler has 
been appointed General Purchasing 
Agent for the newly-formed centralized 
purchasing department. He joined the 
firm in 1938. 


A. Witt Hix, General Purchasing 
Agent for the Chesapeake & Ohio Rail- 
way since 1942, has been appointed 
Chief Purchasing and Stores Officer 
for the railroad. Mr. Hix joined the 
C&O in 1908. 






























Sntroducing- 
The Ultimate in 
Needle Valves 


> 

t Here is one of the crowning achievements of Marsh 
research, design, and manufacturing skill. It is the 

P first needle throttling and shutoff valve to combine 

j all of the qualities called for today in this highly 

it 


critical and ever broadening field. 

It is a valve that has strength and safety to spare 

. rated for pressures up to 10,000 psi—equally 

efficient in the lower ranges. A product of Marsh 
instrument-making and valve manufacturing expe- 
rience, it combines instrument-like precision with 
the ruggedness that distinguishes all Marsh valve 
specialties. 

The illustrations tell the story of new thinking; 
new standards. Body and stem-guide are machined 
from extra-heavy carbon steel bar stock. Still 
greater strength and rigidity are achieved by fusing 
the stem-guide into the body. The complete fusion 
of guide and body is accomplished by the exclusive 
Marsh “Conoweld” process. 

There are two big advantages to this one-piece 












l- construction: (1) It eliminates the danger of un- 
x= screwing the valve from the body when opening— 
as a frequent cause of leakage, even dangerous blow- 
nt outs (2) It permits perfect line-up of threads and 
seat. Asa result, Marsh valves are easier to operate 
sa even at high pressures. 
wa The precision-machined stem is 416 stainless 
steel. Stem threads are fine pitch for extra strength 
ity and fine, controlled regulation. Notable advance- 
~ ments are special ““Marpak” one-piece, non-binding 
ont longer-lasting packing; deep thread chambers, keep- 
me ing inlet and outlet piping away from ports and 
of contributing excellent flow characteristics. Entire 
ind packing nut and packing gland are electro-zinc 
rce plated, preventing corrosian and giving the valve a 
handsome, plated exterior. The rugged malleable 
handle is finished in heavy baked enamel. 
ned The new needle valve line includes globe and angle patterns 
_ with double female connections in sizes 44", 4%", ¥%", 2", %" 
ate and 1”. Also globe and angle valves with male inlet and female 
was outlet in sizes 4" and 44". Complete stock carried at our Skokie, 
for ONE PIECE Illinois factory and also at our branch plant in Houston, Texas, 
= The stem guides of Write today for catalog giving complete details. 
conventional needle 
valves are screwed MARSH INSTRUMENT CO, Soles offilicte of Jos. P. Morsh Corporation 
ler- into bodies—this of- Dept. G Skokie, il. 
ave " ten causes leakage or Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texos 
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Make it Better with Gray Iron 


“Made Better with Better Eauvinment 


st 
his Pm (\ ut Ca 
epartmen 


No matter what your re- 
quirements for gray iron castings may be — from half 
a pound to half a ton — when you make Forest City 
Foundries Company your cast-iron parts depart- 
ment you can depend upon receiving your castings. 
as specified, delivered when wanted. All you need 
do is, call our office as you would your own pro- 
duction department. 


Our representative will be glad to call to discuss 
your requirements and our ability to meet them in 


our two large foundries equipped with the most 
modern equipment. 






FOREST CITY FOUNDRIES 











Pringle Tractor Co., Caterpillar and 
John Deere distributors in Menterey 
and Santa Cruz, Calif. has named 
Gordon Harris to the newly created 
post of Purchasing Agent. 


John R. Parker has been named Gen- 
eral Purchasing Agent for Acme Mark- 
ing Equipment Co., Detroit. Mr. Parker 
has been with Acme for the past 12 
years. 


Ralph L. Colebrook has been pro- 
moted from Assistant Purchasing Agent 
to Purchasing Agent by Rice Barton 
Corporation, Worcester, Mass. Mr. Cole- 
brook joined Rice Barton in February, 
1934. 


Cessna Aircraft Co., Wichita, Kans., 
has announced that Robert L. Lair, 
who -has been serving as supervisor of 
outside production at Boeing, has been 
named their Director of Purchasing. 
Mr. Lair had been with Boeing for 12 
years, serving in various capacities 
including estimator, group leader, plan- 
ner, assistant superintendent of mate- 
rial control, buyer, and then supervisor 
of outside production. 


Arthur G. Meldrim has been named 
Purchasing Agent for Fresno County, 
Calif. He had been Purchasing Agent 
for Kings County before moving to 
Sacramento. 


The J. I. Case Company,, Rockford, 
Ill., has announced the appointment of 
W. K. McEachran to the post of As- 
sistant Purchasing Agent. Before ad- 
vancing to his new post, Mr. 
McEachran was a buyer in the pur- 
chasing department. He moved to that 
department as an expediter in 1945. 
He originally joined the firm in 1943 


as a member of the accounting depart- 
ment. 


Ross A. McCallum has been named 
General Purchasing Agent of the Plate 
& Structural Steel, Ltd., Toronto, Can- 
ada. He has been with the company 
for the , * seven years. 


Myron Knapshafer has been named 
Purchasing Agent for the Horn Manu- 
facturing Company, a subsidiary of 
Avco Manufacturing Corporation, at 
Fort Dodge, Iowa. 


Clayton A. Wolfe, 60, vice president 
of Monsanto Chemical Co. and Director 
of Purchasing, died at his home in St. 
Louis, Mo., on October 20th. 

He was first employed in the chemi- 
cal division of Mathieson Alkali Works, 
which later was acquired by Monsanto. 
In 1929, he became supervisor of the 
John F. Queeny plant at St. Louis and 
in 1931 was named assistant director of 
purchases. In 1932 he became director 
of purchases. He was appointed director 
of the Purchasing and Traffic Depart- 
ment in 1939 and was elected vice 
president in May, 1947. 

He was a member of the National 
Association of Purchasing Agents. 
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means CHAIN 


Welded and Weldless Chain, Chain Assemblies, ¥ 
Slings and Fittings for Every Purpose 





~ 
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Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name Kound was on every 
piece of chain they built—and was a name 


| 
4 
i that meant the finest chain. 


In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Kound became the standard for 
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\ Round cuam COMPANIES 


Vulc-Alloy and 2 Material 
Wrought Iron ‘\ii; Handling 
Slings 4}; Equipment 


quality chain in this country. 


In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present 

Organization has changed to new, modern 
methods of making chain, the Kownd policy 
of building quality chain has not changed. 


Today, throughout the world, the name 
Round means Chain . . . the finest chain. 


Albroloy 





* 

* 

* 
* 


CF Tire Chains Formed 
and Wire Non-sparking 
un Accessories Products Tools 
lod 
Ls 





THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Ohio » A2oecaed! SEATTLE CHAIN CORP. Seattle 8, Wash., Portland 10, Ore. 
Rocited wiocePORt CHAIN & MEG. CO., Bridgeport 1, Conn. » Adc7gedl CALIFORNIA CHAIN CO., So. San Francisco, Calif. , 4 
Rotipid 0S WHGELES CHAIN CORP., Les Angeles 58,Calit. « Azoqredl WOODNOUSE CHAIN & MFG. CO., Trenton 7,.". J, 

A 3 THE Atocered CHAM & MEG. CO., Chicago 38, lll. + THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala. Ea 
OMI0 HOIST & MFG. CO., Cleveland 5, Ohic » AZaenedd CHAIN CO.OF CANADA, Brampton, Oat. 


= Rocorid WEIN. FINISHING CO., Cleveland 5, Obio $ 
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... Then ALGRIP Banished Slipping Accidents 
and Pared the Company's High Insurance Rates! 


ELIMINATED. vr: 


Pe that slash, 
Take a machine tool, surround it with duction ed 


oil-filmed flooring, and you’ve set the } SAVEp. 










stage for a tragedy. This one—in a Lost-ma. 

southern industrial plant—cost a skilled ann? high hours mrs, 
. nce Pr : 2sur. 

workman his arm. ©Miums 


Then we installed A.W. ALGRIP Abrasive Rolled Steel 
Floor Plate. Result: No more slipping accidents! For tough abrasive 
“grinding-wheel” grain, rolled deeply and densely into steel plate, 
makes ALGRIP truly non-skid. It’s almost impossible to slip on this 


hard-gripping floor plate—even when it’s wet or oily—even on steep 
inclines! 


Benefit: A three-way saving . . . (1) No more costly, crippling accidents. 
(2) More efficient work and better production. (3) A substantial reduc- 


tion of workmen’s compensation insurance premiums—substantial 
enough, in fact, to pay for the cost of the ALGRIP installation! 


End Slipping Accidents that Cripple Men and Production— 
and Kite Insurance Premiums. 







A.W. ALGRIP—only abrasive rolled steel floor plate in the world— 
poys for itself in savings from safety. Get the full ALGRIP story today; 


write for our new Booklet AL-31—without obligation. 


She LT LSS TE 
t ‘sali, Ss i Adak Se 
ALGRIP Abrasive Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


Other Products: A.W. SUPER-DIAMOND Floor Plate * Plates © Sheet ¢ Strip 
(Alloy and Special Grades) 



















Industrial Developments 





The Allis-Chalmers Manufacturing 
Company, Milwaukee, Wis., has offi- 
cially assumed operation of the Buda 
Company, 72-year old Harvey, IIl., firm. 
It will be operated as the Buda Com- 
pany, a division of Allis-Chalmers. 
Buda will continue to manufacture, dis- 
tribute and service all items in its 
regular line of products. 

Located in suburban Chicago, there 
are two Buda plants, including more 
than 25 buildings occupying 654,446 
square feet and covering 28% acres. 

With this new division, Allis- 
Chalmers now operates 16 factories, 
including 12 in the United States, two 
in Canada and two in England. Other 
plants are located at West Allis and 
La Crosse, Wis.; Springfield, Ill.; La 
Porte and Terre Haute, Ind.; Norwood 
Ohio; Pittsburgh, Pa.; Boston, Mass.; 
Gadsden, Ala.; Cedar Rapids, Iowa; 
Oxnard, Calif.; St. Thomas, Ontario; 
Lachine, Quebec; Eling and Essendine, 
England. 


The Colorado Fuel and Iron Corpo- 
ration, New York City, recently opened 
its new $30 million seamless tube mill 
at Pueblo, Colo. The new mill will sup- 
ply seamless tubing and casing to the 
oil and gas industries of western 
United States and Canada. 

The ultra-modern industrial struc- 
ture covers more than ten acres under 
one roof, including billet yard and pipe 
storage. When in full production, the 
mill will turn out over 150,000 net tons 
of seamless pipe a year. 


A new division of the Yale & Towne 
Manufacturing Co., New York City, the 
Powdered Metal Products Division, has 
been established, consolidating the 
company’s expanding operations in the 
growing field of powder metallurgy. 

The new division unifies under one 
management the recently acquired 
Powdered Metal Products Corporation 
of America, Franklin Park, IIl., and the 
American Sintered Alloys Division, 
Bethel, Conn., acquired by Yale & 
Towne in 1952. 


Scovill Manufacturing Company, 
Waterbury, Conn., has opened a new 
$500,000 warehouse and shipping center 
to serve its manufacturing division. 
The new building provides 66,000 
square feet of floor space directly con- 
nected to the firm’s manufacturing di- 
visions. 

Traffic handling facilities on the main 
floor are divided into two units. The 
shipping unit, with a spur track and 
six bays for motor trucks, will dispatch 
outgoing merchandise. Three of the 
loading ramps are hydraulically op- 
erated. At the other end of the building 
is the receiving section with a spur 
track and four truck bays for incoming 
merchandise and intra-plant traffic. 
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Says SHALLCROSS MANUFACTURING COMPANY, 
Collingdale, Pa.: “For 25 years we have been using 
Driver-Harris Manganin wire in the construction of 
Wheatsione and other precision bridges. In addition, 
D-H Manganin alloy has been used in many special 
standards for research and development laboratories. 
We feel that the quality of our products and the reputa- 
tion of our instruments have been greatly enhanced 
by its use.” 


Behind statements like these stand Driver-Harris pro- 
duction and drawing techniques, which provide Man- 
ganin of such fixed stability that maximum change in 
resistance between 15°C and 35°C is only about 15 
parts per million per degree centigrade—and fre- 
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MAKERS OF THE MOST COMPLETE LINE OF ELECTRIC HEATING, RESISTANCE, AND ELECTRONIC ALLOYS IN THE WORLD 


DOUBLE-PURPOSE 


BRIDGE. This Shalicros 
Mode! 6320 Wheatstone 
Limit Bridge can be used 

b h for exact resistance 
readings and, in production 
for rapid faslaa on percent 
deviation from on accepted 
standard. Overall ranas 
extenas from 0.1 ohms to 
111,110,000 ohms. All 


resistors are 2) lal Mangan n 





quently /ess than one-third this amount. Equally good 
electrical characteristics are available for ammeter 
shunt stock operating between 40°C and 60°C. 

The experience of Shallcross reflects the experience of 
a host of manufacturers throughout the country; reflects 
what you can expect from Driver-Harris products, 
whether Manganin or any of the numerous alloys devel- 
oped by Driver-Harris for application in the electrical 
and electronic fields. — 

Whatever your alloy problem, therefore, let us have your 
specifications. We'll gladly put gt your disposal the 
skills acquired from 50 years of alloy manufacturing 
experience . . . make recommendations based on your 


ific needs. 
specific needs *T, M. Reg. U. S, Pat, Off. 


Sole producers of world-famous Nichrome* 


Driver-Harris Company 


HARRISON, NEW JERSEY 


BRANCHES: Chicago, Detroit, Cleveland, Los Angeles, San Francisco 
in Canada: The B. GREENING WIRE COMPANY, Ltd., Hamilton, Ontario. 
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NIAGARA 
“No-Frost 


§ te 
2 


PRECOOLING 


ora Spray Coolers pre-coo! 3500 boxes of pears 
urs —total storage capacity 40,000 boxes 


FOOD FREEZING 


Jening 10,000. gal. of ice cream per day at —30 F 


FROZEN FOOD STORAGE 
80 ft. x 135 ft Temperature —5 F 


| 


NIAGARA BLOWER 
COMPANY 


Dept. PU, 405 Lexington Ave. 
New York 17, N.Y. 


Sales Engineers in Principal Cities 
of U.S. and Canada 


Please mention PURCHASING Magazine when writing to advertisers. 


Peter A. Frasse and Co., Inc., New 
York City, recently opened a new of. 
fice and warehouse on Locust Street in 
Hartford, Conn. The new operation will 
be devoted to the distribution of 
Frasse products throughout Connecti- 
cut and New England. 

Completely modern in design, the 
new warehouse is serviced by the latest 
in materials handling equipment, in- 
cluding industrial trucks and mobile 
electric boom hoists. Modern cutting 
equipment and a production line sys- 
tem of order handling has been set up 
to facilitate maximum speed and ef- 
ficiency. 


The Cadillac Plastic Company, De- 
troit, Mich., has been licensed by E. I. 
Du Pont De Nemours and Company to 
produce their cast acrylic resin rods 
and tubes by the same process formerly 
used by Du Pont. 

The extensive manufacturing facili- 
ties purchased from Du Pont are now 
operating at full capacity in the Cadco 
plant and production for the present 
will be devoted to rods and tubes with 
special emphasis on providing a wide 
range of sizes in greater quantity. 


Marlow Pumps, Ridgewood, N. J., 
has merged with Bell & Gossett Com- 
pany, Morton Grove, Ill., according to 
a recent announcement. Marlow Pumps, 
with its main plant in Ridgewood and 
a branch plant in De Queen, Ark., as 
well as licensed plants in France and 
England, will continue its present line 
under the Marlow name. Additional 
production capacity will be added in 
the east to manufacture Bell & Gos- 
sett’s products. Both product lines re- 
tain their individual identity through- 
out sales, marketing and distribution. 

Under the new set-up, Marlow 
Pumps will be known as the Marlow 
Division of Bell & Gossett Company. 


Bemis Brothers Bag Company, St. 
Louis, Mo., is building a new one-story, 
concrete plant at Wilmington, Calif. 

The move from the present Bemis 
plant location at Wilmington will im- 
prove facilities and provide for a small 
expansion of capacity. Over 100,000 
square feet of floor space will be pro- 
vided by the new building which will 
be located at Sanford Avenue and 
Pacific Coast Highway. 


A ten and a half million dollar naval! 
industrial facility is now being built at 
Wallington, N. J., according to an an- 
nouncement by the U. S. Navy and the 
Tube Reducing Corporation of Wall- 
ington. 

Consisting of a 96,000 square foot 
plant with special purpose die making 
machinery and two new giant tube re- 
ducers (believed to be the largest of 
their type ever designed) as well as 
additional tube reducers of more con- 
ventional design, the new facility is 
scheduled for completion early in 1954. 
It is being built alongside the present 
Tube Reducing Corporation plant in 
Wallington. 
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SPONGEX 


CELLULAR RUBBER 
FOR 


V DIE-CUT SHAPES 


CORD 

STRIPS 

TUBING 

SHEETS 

PAD STOCK 
MOLDED FORMS 


You can obtain Spongex die-cut shapes in a variety 
of densities and compressions in practically any 
desired shape or size. Sizes range up to 19” x 36” 
(larger sizes are produced by cementing.) Thicknesses 
range from 3/32” to 1’, in 1/16” graduations. 

If desired, Spongex die-cut shapes can be com- 
pounded with special qualities, such as resistance to 
flame, oils, acids, corrosive vapors and temperature 
extremes. 

Spongex die-cut shapes can be finished with natural 
skin on one or both sides; with a factory-applied 
adhesive or a permanent bond to paper, fabric or 
other pliable materials. 

Standard color is black; gray, red, biege, brown 
and green on request. 

When you need die-cut shapes, check with us. 
Perhaps Spongex is the best answer for you. 


SPONGEX 


INDUSTRIAL UPHOLSTERY CUSHIONING 





CELLULAR RUBBER 
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“TEXLITE RUBBERIZED HAIR—TEXFOAM 


(WMler aleriale- 





THE SPONGE RUBBER PRODUCTS COMPANY, 404 Derby Place, Shelton, Connecticut 


In Canada: Canadian Sponge Rubber Products, Ltd., Waterville, Quebec 


SEINE FLOATS—BOAT FENDERS—ICE BUCKETS 


CELLULAR PLASTIC 


CARPET CUSHION 





SPONGE RUSBER 
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RANGES 


BROOMS 









OFFICE FURNITURE DEEP FREEZE UNITS 


BRUSHES tRONING BOARDS 








WATERPROOF 


CASE LINERS CEDAR CHESTS 
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INSULATION 
BATT BAG 
CASKETS 


TAKES THE RAP 
OUT OF WRAPPING 


The Bemis Paper Specialty Man has more clever ways than 
a magician when it comes to cutting packing costs. If you 
now wrap in paper, it’s likely he can show you practical 
ways to convert to special paper bags . . . some with self- 
seal closures ... that can save packing time in your plant 
and lower packing and shipping costs for you. 


MATTRESSES 


Shown here are just a few of the products that use Bemis 
paper specialty packing to a big advantage. 


Bemis 


Paper Specialty Plants 
1054 S. Vandeventer, St. Louis, Mos 
Albion, New York 
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The discontinuation of the Frac- 
tional Horsepower Motor Department 
of General Electric Co., Schenectady, 
N. Y., and the establishment of four 
new departments to take over its op- 
erations, was announced recently. 

The four new departments and their 
managers are: General Purpose Com- 
ponent Motor Department, Lisle D. 
Hodell; Hermetic Motor Department 
Ab Martin; Appliance Motor Depart- 
ment, Carl W. Moeller; and Specialty 
Component Motor Department, Jack 
J. Clarkson. All managers will have 
their headquarters in Fort Wayne, 
Ind., except Mr. Moeller, who will be 
located in DeKalb, IIl. 

The General Purpose Component 
Motor Department, which includes a-c 
motors for general application, will con- 
sist of manufacturing operations at 
Fort Wayne, Decatur and Linton, Ind. 
Included in the Hermetic Motor De- 
partment are manufacturing operations 
at Fort Wayne and Tiffin, Ohio. The 
principal manufacturing operation of 
the Appliance Motor Department is at 
DeKalb, Ill, its headquarters. The 
Specialty Component Motor Depart- 
ment, with all operations now concen- 
trated at Fort Wayne but with a new 
plant now under construction at Jobes- 
boro, Ark., builds all series, d-c, 
specialty and defense motors. 


International Equipment Company, 
with plants in Buffalo, N. Y., and Ft. 
Erie, Ontario, has been acquired by 
the Morrison Railway Supply Corpo- 
ration of Buffalo. The firm will now 
be known as the International Equip- 
ment Division, Morrison Railway Sup- 
ply Corporation. The new division will 
continue operations at its two plants 
with no change in personnel. 


The Budd Company, Philadelphia, 
Pa., has added an aluminum forged 
disc wheel to its line of steel wheels. 
The new wheel, forged for Budd at the 
Cleveland works of the Aluminum 
Company of America, will make strong, 
lightweight wheels, more readily avail- 
able to trucking concerns for replace- 
ment service. 

The reduced weight of aluminum 
wheels permits increased pay-load ca- 
pacity on big commercial trailer trucks 
without sacrificing wheel strength, ac- 
cording to the company. Typical 
mechanical properties of the aluminum 
disc wheels are: tensile strength, 68,000 
psi; yield strength, 45,000 psi; elonga- 
tion, 19%; Brinell hardness, 120; and 
endurance limit, 18,000 psi. 


Follansbee Steel Corporation, Pitts- 
burgh, Pa., has negotiated the purchase 
of an eight-acre site in Wallingford, 
Conn., for the construction of a new 
warehouse which is scheduled for com- 
pletion about June 1954. 

Costing approximately $750,000, the 
one-story masonry and glass structure 
will comprise 54,000 square feet, more 
than three times the size of the firm's 
present plant in Fairfield, Conn. 
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rt- This steel insert, molded into plastic Spring-Locks, gives 
es strength where it’s needed—at the point of load or impact— 
' + . 
etna eliminates doubts concerning the strength of plastic at these 
i-c, critical points. The metal insert increases the load-carrying x > 
capacity of the entire assembly. ) 
The design flexibility of plastic Spring-Locks makes them : 
wa ideal for a variety of applications. Shelf supports, washer 
by cover knobs, drawer pulls and many other products made 
po- by such companies as Frigidaire, Philco, Easy Washing : 
10W Machine and International Harvester have utilized the com- 
ai bination of utility, beauty and strength these versatile fas- 
will teners provide. 
ants Spring-Locks cut material and assembly costs, too. No 
special tools, bolts, nuts or threadings required. Just a half- 
: turn locks them securely, another quarter-turn and they’re 
“ free. 
nels. Many standard shapes and sizes of Simmons Spring- 
the Locks are available from stock—or any shape head can be 
a designed for your individual needs. Whatever your fasten- . 
all ing problem, we'll be glad to help you solve it. Why not renege re bemw o 
ace- send us the details, or call in a Simmons engineer today? ports, lifter knobs, brackets, etc. 
num ‘ ad 
_ SIMMONS FASTENER CORPORATION HERE'S HOW SPRING-LOSRS a 
ucks 1743 NORTH BROADWAY, ALBANY 1, NEW YORK 
ac- 
pical 
num 
8,000 
nga- QUICK-LOCK 
+ 
-~ SPRING-LOCK 
IMO} \S ROTO-LOCK 
"itts- LINK-LOCK 
name DUAL-LOCK 
ford, JUST OUT! v oc 1. Insert Spring-Lock 2. A half-turn and it’s locked 
new The steel insert carries the load. 
sous NEW 36-PAGE CATALOG WITH APPLICATIONS 
SEND FOR IT! 
, the 
cture 
more 
irm’s . 
Send for more data and Free Samples today. 
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Unusual Care... 


At Fall Church, Virginia, three homeless squirrels were 
adopted by this dog, Boots, when they were separated 
from their own mother in a storm. 


for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


» Whenever you move all of your household goods and other valuable 
possessions hundreds of miles, you want and need a mover who will give 
them unusual care .. . extra attention to every detail. That’s where May- 
flow er Service really shines. Mayflower has pioneered and standardized 

“l into its service more refinements in long-dis- 
tance moving than any other carrier. For ex- 
ample, Mayflower packers use the finest ma- 
terials . . . cartons, drums, packing papers, 
tape... that money can buy, and the latest 
scientific methods, designed to make sure that 
all of your precious breakables ride safely to 
their destination. That’s the kind of careful 
service you get when you use Mayflower Mov- 
ing Service. Ask your local Mayflower agent 
Packing is done by expertseespeciaily  °2 @frange for Mayflower Service the next 
trained for their jobs. time you have a long-distance move. 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


Mayflower’s organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 








NATION-WIDE FURNITURE MOVERS 
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The completion of a new plating plant 
and a new heat treating plant in the 
expansion of Voi-Shan Manufacturing 
Co., Inc., Culver City, Calif., was an- 
nounced recently. Richmond Engineer- 
ing Co., Inc., the new plating plant, is 
located at 3722 S. Robertson Blvd., 
Culver City, and adjacent to it at 3716 
is ARC Heat Treating Co., Inc., the new 
heat treating plant. 


Construction is already underway for 
the enlargement of the part of Ryan 
Industries, Inc., located at 19159 John 
R in Detroit, Mich. A total of 10,000 
square feet of floor space will be added 
to the facilities and will be used for 
manufacture and assembly. The ex- 
pansion has been necessitated by addi- 
tional production necessary on Air 
Force contracts. 


The Bechtel Corporation, San Fran- 
cisco, has announced the sale of their 
Somastic Division to Pipe Linings, Inc., 
Los Angeles. Pipe Linings, Inc., is a 
wholly owned subsidiary of the Ameri- 
can Pipe and Construction Company. 

All operations conducted in 11 west- 
ern states and all foreign countries will 
now be handled by Pipe Linings, Inc. 
The transfer includes all patent rights 
and licenses to the Somastic pipe coat- 
ing process, material manufacturing 
and application plants currently in op- 
eration on the west coast. 


Ohmite Manufacturing Company, 
producers of resistors, rheostats, and 
electrical control equipment, has moved 
its offices to a recently completed plant 
at 3601 Howard Street, Skokie, IIl. 

The new Ohmite plant is of single- 
story design, with a floor area of 128,- 
000 square feet, and is completely air 
conditioned. The new Skokie plant 
contains the latest equipment and im- 
proved facilities for the efficient manu- 
ture of resistance products, permitting 
greatly increased production. In addi- 
tion, the new building features enlarged 
research and testing laboratories, sev- 
eral times larger.than at the old plant. 


A two-year expansion and improve- 
ment program is nearing completion at 
Westinghouse Electric’s mica plant at 
Irwin, Pa. 

Highlighting the expanded mica 
manufacturing facilities is a 200-foot 
long building incorporating the most 
modern construction techniques. Single- 
beam steel columns, each fifty feet 
high, support the concrete second floor 
and roof. High ceilings combine with 
over 100,000 square feet of window 
space to make the interior light and 
airy. 

The north end of the first floor has 
an exterior loading dock for trucking 
and a 60-foot interior loading dock 
for railroad cars. 


A new stock-carrying factory ware- 
house and sales office has been estab- 
lished at 4384 E. Bandini Blvd., Los 
Angeles, Calif., by Quaker Rubber 
Corporation, a division of H. K. Porter 
Company, Inc., Philadelphia, Pa. 
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ORDINARY WORK CLOTHES 


Here's Your Real Proof that 
M-S-A ChemKlos LAST! 


Both shirts pictured above were worn by a worker handling aluminum chloride and 
perchlorethylene. After one week’s wear, and one washing, the ordinary work shirt 
fell into holes, a total loss. It’s a different story for the M.S.A. ChemKlos shirt. After 
five months’ wear, and many washings it was still in good condition, as you can see 


from the photo at top right. 


WHY M.S.A. CHEMKLOS RESIST 
ACID, CAUSTIC, ABRASION 


Dynel fabric is the secret of M.S.A. ChemKlos 
resistance to acids and caustics. This new fabric 
is inherently chemical resistant . . . the greater 
life is in the fabric, not added by a chemical 
process. And M.S.A. ChemKlos are made of 
Dynel throughout. Dynel means M.S.A. Chem- 
Klos can be washed in solvents or caustics that 
would destroy ordinary work clothes. Stubborn 
grease, oil, wax are safely and easily removed. 
What about durability in service? Loomed in 
a special weave that gives improved abrasion 
resistance, M.S.A. ChemKlos wear ON when 
other work clothes wear OUT. 








problem ... his job is to help you 


DOQUARTERS 


Call the M.S.A. man on your every safety 


M-S-A CHEMKLOS 





WHY M.S. A. CHEMKLOS 
LOOK AND FEEL BETTER 


From collar to trouser bottom, M.S.A. Chem- 
Klos meet comfort and style demands of 
workers everywhere. Tailoring is sturdy, gives 
the wearer freedom of movement. There’s 
plenty of pocket room. Shirt tails are long, 
stay put when worn inside trousers. Fabric is 
smooth, pliable. M.S.A. ChemKlos are avail- 
able in smart looking, serviceable gray. Labo- 
ratory coats and smocks for men and women 
are also available. 

End your work clothes problems today. Our 
bulletin gives complete details on construc- 
tion, sizes. Write for your copy. 





MINE SAFETY APPLIANCES COMPANY 


201 North Braddock Avenue, Pittsburgh 8, Pa. 
At Your Service: 76 Branch Offices in the United States 


MINE SAFETY APPLIANCES CO. OF CANADA, LIMITED 


Toronto, Montreal, Calgary, Edmonton, Winnipeg, Vancouver, New Glasgow, N.S. 
Representatives in Principal Cities in Mexico, Central and South America 
Cable Address: “MINSAF” Pittsburgh 
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WALLINGFORD 


CLOSE-TOLERANCE 
STEEL STRIP 


When it comes to precision parts like type bars, leading 
typewriter manufacturers specify Wallingford Steel Strip. 
They’ve found that the smooth surfaces and closely held 
thickness tolerances mean reduced fabricating and finishing 
costs and insure accurate spacing with smoother, quieter 
typing action. 


The uniform high quality of Wallingford Steel Strip and 
Tubing doesn’t just happen; it’s the result of experience, 
know-how and a determination to produce the best . . . 
combined with the finest, most up-to-date equipment avail- 
able. Our new Sendzimir mill, for example, can roll steel 
strip down to .002” thick and . . . equipped with the most 
advanced continuous gages . . . will maintain accuracies 
to +.0001”. 


A growing list of satisfied customers look to Wallingford 
Steel for those important extra values in product quality 
and service. You too will find that Wallingford can meet 
your most exacting specifications for size, finish, analysis 
and temper . . . and can deliver what you want when 
you want it. 


Call us today. We will welcome the opportunity to 
cope with the tough problem. 


WALLINGFORD 





WALLINGFORD, CONN., U.S.A. 
LOW CARBON ¢ HIGH CARBON e¢ ALLOY « STAINLESS « STRIP and TUBING 











In order to handle, with the greatest 
possible efficiency, the many requests 
for small quantities of relatively com- 
plicated springs at a reasonable cost, 
the Reliable Spring and Wire Forms 
Co., Cleveland, Ohio, has established 
a Small Order Division. 


Vanadium Corporation of America 
has started operation of a roaster for 
ore bearing uranium and vanadium at 
its Naturita, Colo., mill. Construction 
of the roaster, approved by the AEC, 
was completed in 80 days. The third 
installed at Naturita, the roaster in- 
creases by 80% the capacity of the mill. 


The industrial abrasive-belt grinder 
division of the Porter-Cable Machine 
Company recently became the property 
of the Engelberg-Huller Co., Inc. Both 
companies are located in Syracuse, 
N. Y. 

The full line of Porter-Cable ma- 
chines and accessories as_ presently 
known to the trade will continue to be 
available. In addition, the new owner 
plans to offer special holding fixtures 
and jigs to meet the particular require- 
ments of belt grinder customers. 


A new American Cyanamid plant for 
the manufacture of titanium dioxide 
pigments is scheduled for construction 
at Savannah, Ga. The Savannah plant 
will be operated by the Calco Chemical 
Division, American Cyanamid Com- 
pany, for the production of titanium 
dioxide white pigments for manufac- 
turing industries such as paint, paper, 
hard floor covering, ceramic, rubber 
and plastic. 


Monsanto Chemical Company, St. 
Louis, Mo., has completed production 
changes to increase its tricresyl phos- 
phate output more than 80 per cent. 

The step-up was made to keep pace 
with the growing demand for tricresyl 
phosphate, both as the principal in- 
gredient in TCP, the trademark for the 
Shell Oil Company-developed additive 
for gasoline and as a plasticizer in the 
production of vinyl floor tile, wire 
compound and film. 


Magline Inc., Detroit, Mich., has an- 
nounced the formation of a Canadian 
corporation to manufacture and dis- 
tribute its principal products within 
the Dominion of Canada. 

The company, to be known as Mag- 
line of Canada, Ltd., will headquarter 
at Renfrew, Ontario and will produce 
the full line of Magline magnesium 
products. 


The Cleveland Tapping Machine 
Company, subsidiary of Automatic 
Steel Products, Inc., Canton, Ohio, has 
announced the purchase of the Mund- 
ing Bench Radial Drill from the Mund- 
ing Machine Company of Glendale, 
Calif. They will manufacture and sell 
this article as the Cleveland-Munding 
Bench Radial Drill. 


276 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 





der 
ine 


oth 
ise, 


na- 
tly 

be 
ner 
ires 


for 
cide 
tion 
lant 
ical 





ium 


ac Strong “wrists” 
for America’s new hay balers 


yber 


St. 
tion 
10s- Whisking throu ch fields of hay . . . picking up and handling 
an almost incredible 2,500 bales per day . . . this man-saving, 
se time-saving, money-saving NEW IDEA hay baler needs For sturdy, 

ri mighty tough gears to keep its tying mechanism on the aes 

the job. To be certain these steel ‘‘wrists’” have maximum unfailing spur and 
ms strength and durability ... NEW IDEA looks to Lycoming. bevel gears—“‘wrists”’ 

e 

wire Do you need a precision part . . . volume production of a that drive the tying 
metal product... a dependable air-cooled engine. . . 
or development of ‘*just an idea” in the rough or blue- 
an- print stage? Then remember—many of America’s industrial “one-man” hay baler— 
— waa military leaders credit Lycoming with solving their NEW IDEA looks 
thin most complex metal-working problems. Whatever . 
your problem . . . look to Lycoming! to Lycoming for 


mechanism of its 


all More than 6,000 machine tools, a wealth of creative precision production. 
Juce engineering ability, and 2)4 million square feet of floor space 








sium stand ready to serve your needs when. you look to Lycoming. 





AiR-COOLED ENGINES FOR AIRCRAFT AND INDUSTRIAL USES + PRECISION-AND- 
VOLUME MACHINE PARTS «+ GRAY-IRON CASTINGS + STEEL-PLATE FABRICATION 





FOR RESEARCH ° PRECISION PRODUCTION 
und- 


For a more complete story on 

dale, Loon To Lve o hi 4 gd S Lycoming’s varied abilities and facili- 
sell ties, write—on your company letterhead 
ding (AKG) —for the illustrated booklet, ‘Let's 


Lycoming-Spencer Division, Williamsport, Pa Bridgeport-Lycoming Division, Stratford, Conny 


“oss Look at Lycoming.” 
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Rolock ‘Serpentine’ Trays 
carry Condenser Units on 
powered rollers thru fur- 
nace, for brazing at 2050°F 


BRAZING TRAY life 


increased 140% 
Maintenance decreased 100% 


--. at FEDDERS-QUIGAN CORP. 


Rolock “Serpentine” furnace trays, built for this specific use, were fur- 
nished in two sizes... 24” x 30” (weight 22 lbs.) and 24” x 36” 
(26 Ibs.). The maximum load carried by the larger tray is 80 lbs. .. . 
in brazing, an exceptionally good ratio of load to weight. Some trays 
are of type 330 stainless, others are of Incoloy. 

Trays formerly used had a maximum life of 2500 trips thru the 
furnace. Rolock trays give a minimum of 6000 trips . . 


rebuilt for additional service. 


. then are 


Former trays required maintenance by one full-time skilled worker 
and a part-time helper; “Serpentine” have required absolutely no main- 
tenance. Moreover, other trays frequently jammed in the furnace, caus- 
ing costly down-time of the whole line. “ 


no down-time. 


Serpentine,’ no jamming, 
The answer, of course, is in the fully articulated “Serpentine” con- 
struction which resists warping to the highest degree. If this is one of 


your problems, write Rolock for practical solutions. 


SEND FOR CATALOGS B-8 (Heat Treating) or B-9 (Corrosion Resistant). 


Offices in: PHILADELPHIA ¢ CLEVELAND « DETROIT ¢ HOUSTON * CHICAGO ¢ ST. LOUIS * LOS ANGELES * MINNEAPOLIS « PITTSBURGH 


ROLOCK INC. * 1272 KINGS HIGHWAY, FAIRFIELD, CONN 





for better work } 
Easier Operation, Lower Cost 
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NEWS OF YOUR SUPPLIERS 





Two new sales districts have been 
established by the silicone products 
department, General Electric Company, 
Waterford, N. Y., to meet increased 
industrial and consumer demand for 
silicone products. Albert L. Baldock 
has been appointed manager of the 
Eastern Sales District, with offices at 
570 Lexington Ave., New York City. 
The Mid-Western Sales District will 
be managed by Constantine L. Chase, 
whose headquarters will be at 1105 
Chester Ave., Cleveland, Ohio. 


Sterling Electric Motors, Inc., Los 
Angeles, Calif., has announced two new 
changes in its staff. Leonard A. Johnson 
has been named comptroller of the 
company and John F. Curd has been 





J. F. Curd L. A. Johnson 


named district manager for the com- 
pany’s Cincinnati, Ohio, office. At the 
same time, it was announced that the 
Cincinnati office is now located at 2904 
Woodburn Ave., Cincinnati 6. 


Kenneth S. Goodyear has been ap- 
pointed to manage a newly organized 
Plastics Division of the Boston Woven 
Hose & Rubber Co., Boston, Mass. This 
division will devote itself .exclusively 
to the development and manufacture of 
vinyl extrusions and new elastomeric 
products. 


Robin S. Kersh, vice president and 
manager of the Northeastern Region, 
Westinghouse Electric Corporation, 
Pittsburgh, Pa., recently was given the 
Westinghouse Order of Merit, highest 
company award for distinguished 
service. 


Hanson-Van Winkle-Munning Co., 
Matawan, N. J., has named Walter R. 
Lockwood as district manager of the 
Indiana, Kentucky and Tennessee ter- 
ritory. Mr. Lockwood, whose head- 
quarters will remain in Anderson, Ind., 
will be assisted by Richard Marshall. 


The Ink Division of the J. M. Huber 
Corporation has established headquar- 
ters in a newly-acquired building at 
1478 Chestnut Ave., Hillside, N. J. 

The move will consolidate the Eastern 
Sales District office and the general and 
export offices as well as the firm’s 
laboratories. 
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Convenient \yocAt warehouses 


®@ Wherever you are located in the Midwest, there’s 
a Standard service-supply center close at hand. That 
means prompt delivery of Standard products, im- 
mediate assistance from a Standard lubrication spe- 
cialist. 

There’s no need to worry over possible production 
delays due to lack of the right cutting oil, lubricant, 


or fuel no need to stock-pile these supplies in your 


delivery 


On-the-spot 
lubrication engineering 


Lubrication service 


own plant .. . no need to wait for help in solving your 
lubrication problems. 


To take advantage of Standard’s time-saving local 
lubrication service (now more important than ever 
to you) call the Standard office in your 
area. Or write: 


(Ind.), 910 


Avenue, 


Standard Oil Company 
South Michigan 
Chicago 80, Ill. 


STANDARD OIL COMPANY | STANDARD ) (:norna) 
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Specialty 
Wires 


by 


DANSON 


Johnson gives you absolute uniformity of 








prescribed physical and metallurgical properties. 
When you specify “Johnson” 
you get wire drawn on special equipment 


by men with special skills. 


“Johnson Sets the 


Standard of the Industry” 






STEEL and WIRE COMPANY, INC. 


WORCESTER 1, MASSACHUSETTS 
NEW YORK + PITTSBURGH + PHILADELPHIA » CLEVELAND 





Kent A. Blakeslee has been named 
assistant to Warren A. Tipton, general 
sales manager, mechanical goods divi- 
sion, United States Rubber Co., New 
York City. He had been a divisional 
production planning coordinator prior 
to his new appointment. 


James Schwarz has been named sales 
manager of the Leebaw Manufacturing 





James Schwarz 


Company, Youngstown, Ohio, for the 
firm’s complete line of standard and 
custom-made floor trucks. 


A. R. Schneller has been appointed 
manager of welding sales for the Pacific 
Coast region by the Welding Products 





A. R. Schneller 


Division of the A. O. Smith Corp., 
Milwaukee, Wis. He had previously 
been responsible for welding sales in 
Wisconsin. 


The Pipe Machinery Company, Gage 
Division, Cleveland, Ohio, has an- 
nounced the appointment of distribu- 
torships to the Tool Crib, Inc., Minne- 
apolis, Minn., and the Harwood Supply 
Co., Inc., East Rochester, N. Y. 


DETROIT AKRON Whitney Chain Co., Hartford, Conn., 
has named Edwin T. Teal as regional 
CHICAGO + ATLANTA * HOUSTON~ TULSA + LOS ANGELES sales manager for the west south-cen- 
— tral and mountain states. He will direct 
eH the sales activities for Whitney in 14 
|> A SUBSIDIARY OF PITTSBURGH STEEL COMPANY states and will headquarter in the 

= company’s Dallas, Texas, office. 
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Twenty engine companies and three fire boots were required to “control” this $258,000 fire ot 
Cardinal Mills in New York which, like all other disastrous industrial fires, storted os a small blaze. 


BUFFALO 





etter-buil 





CARBON DIOXIDE 
FIRE EXTINGUISHERS 


ondaeclies ae 

Destructive fires originating from electrical or flammable liquid haz- 
ards can be stopped when they start by quick action with Buffalo CO2 
Extinguishers. ‘Quick action" is sure when Buffalo CO2 Extinguishers 
are close by because the Squeeze Grip Valve is so simple and easy 
to operate. Simply, pull the safety lock pin and squeeze! Clean, dry, 
odorless, inert gas under high pressure snuffs out flames in seconds! 

Buffalo manufactures a complete line of fire extinguishers for 
positive protection from every fire hazard. Order Buffalo fire pro- 
tection today! Consult your Classified Telephone Directory or write 
for your nearest Buffalo distributor. 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 


cv. & & S A 
DAYTON By OHIO 
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ARKWRIGHT 


AMERICA’S STANDARD 
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P® Who could blame a person for having murder in 
his heart. After laboring over a drawing for hours, 
suddenly there’s an unexpected blob of ink, and 

in a flash the drawing is ruined. 
" That’s why it pays to specify Arkwright Tracing Cloth. 
Careful manufacture assures a working surface free of 


<< 
\ ~ | heavy threads, pinholes, and other imperfections that can 
ag’, P lead your pen to disaster. 


Arkwright Tracing Cloth is fortified, too, to take all the 
erasing you'll aormally ever give it. Erase 

. and ink again. Lines will still 
come out sharp and clear — 
without “feathering”. That’s why 
Arkwright Tracing Cloth is ideal 
for good, readable blueprints. 
Want to be convinced? Write for a 
free sample. Arkwright Tracing 
Cloth will convince you, just as it 
has thousands of others, it’s truly 
“America’s Standard”. Arkwright 
Finishing Co., Industrial Trust 
Bldg., Providence, R. I. 











Thacing Ulelhet 
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H. S. Farmilo has been named man- 
ager of the Philadelphia Sales District 
of the Distribution Assemblies Depart- 
ment of General Electric Company, 
Plainville, Conn. This Distribution As- 
semblies Department is one of two new 
Departments formed out of GE’s former 
Trumbull Electric Department. 


Two well-known engineers, Kemp 
Pierce and Tom Williams, have been 
named sales representatives for the 





Kemp Pierce Tom Williams 
William Powell Co., Cincinnati, Ohio. 
Both Mr. Pierce and Mr. Williams will 
be connected with the company’s 
Houston, Texas, office. 


J. A. Frabutt has been named gen- 
eral sales manager of Federal Tele- 
phone and Radio Co., Clifton, N. J., a 
division of International Telephone and 
Telegraph Corp. Mr. Frabutt’s appoint- 





J. A. Frabutt 


ment fills the vacancy on Federal’s ad- 
ministrative staff created by the resig- 
nation of R. S. Perry, formerly vice 
president and general sales manager. 
Mr. Perry is now president of the com- 
pany. 


H. L. Humphrey has been appointed 
vice president in charge of sales for the 
American Brakeblok and Kellogg divi- 
sions of Dominion Brake Shoe Com- 
pany Ltd., a subsidiary of American 
Brake Shoe Co., New York City. 


The appointment of Aaron M. Kra- 
kower as manager of electronic and 
high voltage transformer sales for the 
newly formed Specialty Transformer 
Department, General Electric Co. 
Schenectady, N. Y., was announced re- 
cently. 
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WILLSON - Everything you 
wadct Ff 


SAFETY SPECTACLES * PROTECTION 


































STYLE WB — Distinctive bronze- 
color butyrate frame. Non-flam- 


mable. 


for spectacles. Standard cable or 
spatula type Hi-Line® temples. 
Light, sturdy, handsome. (With 
matching sideshields, Style WBS.) 


STYLE A—Strong metal frame, 
on-line temples, with metal rein- 
forcing bar or pearloid brow rest. 
Rocker nose pads. Exceptionally 


comfortable. (With 
Style AS.) 


¢ COMFORT 
° STYLE 


Toughest plastic made 


sideshields, 


STYLE AH—Single-bridge metal 
frame with Hi-Line® temples. 
Rocker nose pads. Light yet 
safely sturdy. (With sideshields, 
Style AHS.) 


STYLE AV— Modern metal frame 
with Hi-Line® temples, metal rein- 

4 forcing bar. Rocker nose pads add 
extra comfort. A popular style of 
outstanding value. (With side- 
shields, Style AVS.) 


STYLE WK —Sturdy flesh-color 
butyrate frame —"“keyhole”’ 
a bridge. Choice of spatula or half- 
plastic, half-cable temples. Adjust- 


: : . Write for Willson Spectacle 
able for perfect fit. (With side- 
shields, Style WKS.) Data Chart and outline of our 


complete program on correc- 
tive-protective eyewear. 





ASK YOUR WILLSON DISTRIBUTOR to 
show you the Willson Sample Kit of 
Safety Spectacles which includes lenses, 


frames and sideshields available. WILLSON PRODUCTS, INC., 221 Washington Street, Reading, Pa. 
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and another sagging market 
gets a boost from... 


General Packaging Laboratories 


Quincy Stove Company, Quincy, Illinois, faced an actual drop 
in sales when their Monogram Oil Heaters started arriving at 
dealers’ in a damaged condition. They presented their problem 
to General Box Company Engineers. Results: 


A Watkins-Type container, specifically designed to with- 
stand heavy punishment and meet Pre-Tested Safe 
Transit Standards, was developed. 


The product itself was tested on General Box Company’s 
exacting laboratory equipment; improved design cor- 
rected cause of failure. 


In the three years since the changes were made, Quincy Stove 
Company’s damage in shipment claims have totaled less than 
$200.00. This is only one among many packaging problems 
solved every day—at a saving—in General Box Company’s two 
fine Industrial Packaging Laboratories.* Let us help you cut 
packing and shipping costs. Write today for full information. 


Find out how other manufacturers 
are cuting packaging costs. Write 
for your free copy of “The General 
Box.” 


General Box Com. 
pany Laboratory 
facilities are 
certified to make 
““National Safe 
Transit” tests 


Factories: Cincinnati; Denville, 





COMPANY 


1843 Miner St., 


=x * j Des Plaines, Ill. 


pany, Inc., Houston. 





Engineered Shipping Containers for Every Shipping Need 








N. J.; 
Detroit, East St. Lovis, Kansas City, 
Louisville, Milwaukee; Prescott, Ark.; 
Sheboygan; Winchendon, Mass.; 
General Box Company of Mississippi, 
Meridian, Miss.; Continental Box Com- 


Wirebound Crates and Boxes ¢ All-Bound Boxes ¢ Generalift Pallet Boxes « Cleated 
Corrugated and Watkins-Type Boxes e Corrugated Fiber Boxes « Stitched Panel Crates 
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Congress Die Casting Division of Tann 
Corporation, Detroit, Mich., has named 
Norman R. Gremore as sales manager. 
Mr. Gremore’s sales activities will be 
directed to automotive manufacturers 
and suppliers. He previously was as- 
sociated with the Ford Mo‘or Company. 


Forest S. Burtch has been named 
product sales manager of the newly 
formed Construction Materials De- 





Forest S. Burtch 


partment of the John A. Roebling’s 
Sons Corporation, a subsidiary of the 
Colorado Fuel and Iron Corporation, 
New York City. Elmer A. Trask has 
been named to succeed Mr. Burtch 





Eimer A. Trask 


as sales manager for wire rope. Both 
men will work out of the company’s 
Trenton, N. J., headquarters. 


The appointment of Edward R. Cas- 
sidy, veteran figure in _ industrial 
traffic circles, as Cleveland district 
traffic manager of American Steel & 
Wire Division, U. S. Steel Corporation, 
was announced recently. 


The appointment of Thomas K. Wells 
as general sales manager of Flexonics 
Corporation, Maywood, Ill., was an- 
nounced recently. Mr. Wells has been 
with the company for 12 years and 
was most recently sales manager for 
the Bellows and Aircraft divisions. The 
post of general sales manager is newly 
created. 
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Mr. Louis O/iver, Traffic Manager me 
Prart a WreirneyY DIV. NILES-BEMENT-POND CO. . 
WEST HARTFORD, CONNECTICUT, /e//s: 
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“see "“How Railway Express 
cures a half-ton headache every time’ 


“The P & W Standard Measuring Machine is a source of undisputed accuracy 

for industry. . . and an inevitable shipping headache for us. These costly precision 
instruments must get ‘kid glove’ handling, all the way from our door to the 
customer's receiving platform... but they weigh up to half a ton! 





“What's more, any adjustments or repairs must be made in our plant. We can't 
help worrying...something could go wrong with any shipment, and the 
whole machine might have to be returned. Shipped by Railway Express 
exclusively, not one machine in my recollection has been returned 

because of damage en route! Time after time, Railway Express provides 

the careful, complete service we must have.” 





Shippers everywhere tell how they avoid worries, save time and money 
with Railway Express service. Whatever your shipping requirements . . . 
careful handling, prompt pickups, fast deliveries... 
you'll find it pays to call your local 
Railway Expressman. 


AZo 
EXPRESS . 


é e 


use the complete shipping service... 


No size or weight limit @ Pickup and delivery, within prescribed vehicle limits, in all 
cities and principal towns @ Liberal valuation allowance @ Receip! at both ends © 
Ship collect, prepaid, paid-in-part, or C.O.D. @ Ship by Air Express for extra speedl. 
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CHACE 
THERMOSTATIC 
BIMETAL 





Honeywell 
“ROUND” 


A Product of Minneapolis-Honeywell, Minneapolis, Minn. 


The Honeywell Round, said to be the first really new idea in thermostats 
in years, uses a spiral thermostatic bimetal element to attain new precision 
in temperature control. 

The Honeywell Round, announced to users in November, is but 3% in. 
in diameter; the outer shell may be lifted off easily for painting to harmonize 
with the walls. The outer pointer indicating the temperature of the room is 
actuated by a second coil of thermostatic bimetal (1). 

Adjustment for the desired temperature is made by turning the fluted 
plastic ring (2) in which is mounted the thermometer, past the pointer on the 
stationary center disc; thus it points to the desired temperature of the scale. 

Movement of this ring also revolves the heat controlling unit con- 
sisting of a mercury switch (3) mounted on a larger coil of thermostatic 
bimetal (4). As the coil winds or unwinds with changes in temperature, it 
tilts the tube of mercury, allowing the mercury to close or open the heat 


controlling circuit. The mercury switch is dust proof, produces no exposed 
spark, and is noiseless. 


This illustrates typical uses of Chace Thermostatic Bimetal as the 
actuating element for temperature responsive devices. If your product 
responds to, indicates or controls temperature changes, actuate it with 
dependable Chace Thermostatic Bimetal. Write today for our 32-page 
booklet, “‘Successful Applications of Chace Thermostatic Bimetal,” 
containing condensed engineering data. 


re eS ee 


Thermostatic Bimetal 


1635 BEARD AVE., DETROIT 9, MICH 
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Radiation Counter Laboratories, inc., 
Skokie, Ill, has appointed Paul Wil- 
liam Lawrason as sales manager. At 
one time, Mr. Lawrason was an as- 
sistant regional attorney for the U. S. 
Department of Agriculture. 


Robert T. Greiner has been ap- 
pointed district sales representative of 
the manufacturing division of Alumi- 
num Industries, Inc., Cincinnati, Ohio, 
for the states of Ohio, Kentucky and 
southern Indiana. 


Robert M. Gordon has been named 
sales manager for the Torrington 
Manufacturing Company’s Air Impeller 





Robert M. Gordon 


Division in Torrington, Conn. Mr. Gor- 
don joined Torrington as assistant sales 
manager of the division last February. 


J. J. Dowling was elected vice presi- 
dent of Tensolite Insulated Wire Co., 
Inc., Tarrytown, N. Y., at a recent 
meeting of the Tensolite board of 
directors. 


Randolph Metal Products Co., Chi- 
cago, has appointed Owen E. Thompson 
as St. Louis regional sales manager. 
Mr. Thompson was formerly sales en- 
gineer for the Phillip Carey Co. of 
Lockland, Calif. 


The American Mat Corporation and 
D. W. Moor Company, both of Toledo, 
Ohio, have appointed Charlés B. Blood 
as southeastern sales manager. He will 
cover the states of North and South 
Carolina, Alabama, Georgia, Florida 
and Tennessee. : 


W. J. Chamberlan has been appointed 
director of sales for Motch and Merry- 
weather, Cleveland, Ohio. He has been 
with the firm since 1926 and was pre- 
viously sales manager for the Machine 
Tool Distributing Division of the com- 
pany. 


The New England sales office of 
American Nickeloid Company, Peru, 
Ill., manufacturers of pre-plated metals 
in sheets and coils, has been moved 
from Beverly, Mass., to 250 Boylston 
Street, Boston 16. 
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All you need do is take a close look at the threads on a 
Bethlehem Bolt, and you'll see why these bolts are so good 
to use. Bethlehem Bolts have threads which are clean and 
smooth-fitting. They’re the kind you can count on for 
quick, accurate assembly. 

And good threads are not the only advantage of Bethle- 
hem Bolts. They have straight shanks, and smooth-sided 
heads which are easy for the wrench to grip. What's more, 
Bethlehem Bolts come in a wide size range, covering 
virtually every requirement. 

If you use bolts in your business—no matter what the 


type, size of quantity—we’'re at your service. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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GAGE 
EXTERNAL THREADS 


y, 


fy 
HL Simply operate the hand lever .. . place work on rolls... 
release lever . . . read the indicator. 


Yee O 
1/002 GP Errors in leads, angle and pitch 


diameter are checked cumulatively in one setting. Errors in roundness and 
taper are read directly. Errors of angle or lead as well as minor diameter 
interference are also visually checked rapidly when required. Pressure con- 
trol feature assures consistent accuracy. 


F r lL Lowet Code Rugged construction and flexible design 


provides accurate gaging on a wide range of thread sizes. Gaging rolls are 


rotatably mounted thus distributing wear evenly for maximum wear life. 


E THE COUPON ON THE FACING PAGE TO SEND FOR COMPLETE INFORMATION 
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C-T-S Products, Inc., a new corpo- 


ration with main offices and plant at 
Malvern, Pa. has been formed to 
manufacture paper and allied products. 
Owners and officers of the new com- 


pany are: Stephen A. Feeley, president 
and treasurer, and Allison C. Clough, 


vice president and secretary. The new 


firm has taken over the business for- 
merly conducted by the Malvern Mill 
Manufacturing Co. 


James E. Butler has been appointed 
manager of product sales of the Frank- 
lin Balmar Corporation, Baltimore, Md. 





James E. Butler 


He will have jurisdiction over sales of 
all Strand products as well as electric 
hand tools and others. 


Charles W. Snyder has been named 
a district sales manager for DeWalt 
Inc., subsidiary of American Machine 
& Foundry Company, Lancaster, Pa. 





Charles W. Snyder 


Mr. Snyder’s territory will include the 
entire state of Delaware, New Jersey 
from Trenton south, and the state of 
Pennsylvania from Lewiston east. 


A new sales district covering Texas, 
Louisiana’ and Oklahoma has been 
established by Leschen Wire Rope Di- 
vision, H. K. Porter Co., Inc., St. Louis, 
Mo. 

The new district has its headquarters 
in Houston Texas, and wi'l be man- 
aged by F. E. Suder. 
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The Kaiser-Willys sales division of 
Willys Moters, Inc., Toledo, Ohio, has 
appointed H. W. Uhl as manager of 
fleet sales. Mr. Uhl was most recently 
associated with the Chrysler Corpora- 
tion. 


The election of Harry P. Troendly to 
the presidency of the Spring Division 
of Borg-Warner Corp., Chicago, was 
announced recently. Mr. Troendly, who 
has been vice president and general 
manager of the division since its 
founding 13 years ago, succeeds David 
E. Gamble, who is retiring. 

Vice presidencies were conferred on 
M. O. Gillett, factory manager, and 
Arthur J. Welch, sales manager. 


The Circo Equipment Company, 
Rahway, N. J., has named William A. 
Ross as sales manager. Mr. Ross has 
been in the metal finishing field for 





William A. Ross 


the past 20 years and, during the last 
four years, has engaged in sales activi- 
ties of metal cleaning equipment and 
solvents. 


Milton B. Beach has been elected 
president and general manager and 
John P. Ramsey, vice president and 
sales manager of Flexible Steel Lacing 
Co., Chicago. 


Activities at National Rejectors, Inc., 
new Canadian branch office in Toronto, 
are now in full swing. Clarence Cukor, 
for sometime associated with the firm’s 
Chicago branch, has been named man- 
ager of the Canadian office located at 


155la Eglinton Ave., West Toronto. 


William O. Lifton has been appointed 
Chicago district manager for the Arcos 


Corporation, Philadelphia. 


The appointment of H. W. Oetjen as 
sales manager has been announced by 
Proto Tools, Los Angeles, Calif. Mr. 
Oetjen was previously director of mar- 
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TIRI-ROLIL one 


SOLVE ANOTHER 
QUALITY CONTROL PROBLEM. 


o @ e 


A COMPLETE FUNCTIONAL 
THREAD CHECK 


P&W Tri-Roll Thread Comparators, with full 
length gaging rolls meet this requirement in 
the Quality Control system of a large manu- 








facturer of high quality screw thread fasten- 
ings. Errors in lead, angle and pitch diameter 
are read cumulatively on the dial; taper and 
out-of-round are also detected. 


fl Ue A CRITICAL PITCH 


DIAMETER CHECK 


This is accomplished by using two-ribbed 
rolls truncated to % pitch crest flat and 
cleared root. Gaging operations are fast, 
simple and dependably accurate. 


@ WIDE RANGE OF 
PRODUCT SIZES 


Even this large, special screw thread is gaged 
rapidly, accurately and economically on a 
Tri-Roll Thread Comparator. Adaptation 


required only simple fixtures. SC : 
Photos courtesy of Standard Pressed Steel Co. 


Let P&W HELP WITH YOUR QUALITY CONTROL PROBLEMS 


Use the coupon below to send for Tri-Roll Gage Data Sheet No. 300-8A . . . or write 
on your Company letterhead outlining your gaging requirements. 


Paar a Wruitney 


DIVISION NILES-BEMENT-POND COMPANY 


19 Charter Oak Blvd., West Hartford 1, Conn. 
Please send my free copy of Gage Data Sheet No. 300-BA. 
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H'M, GEAR 
MANUFACTURERS... 
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DARN IT/ | PICKED uP 
THE WRONG VOLUME 


3) YOU WOULDN'T HAVE THAT 
TROUBLE IF YOU USED THE 
COMPACT CONOVER-MAST 
PURCHASING DIRECTORY 
WHICH LISTS ALL INDUSTRIAL 
PRODUCTS IN ONE 
VOLUME 








DO YOU MEAN TO TELL ME 
THAT A SMALL BOOK LIKE 
THAT CAN BE COMPARED TO 
TWO LARGE VOLUMES AND 
STILL CARRY ALL INDUSTRIAL 
LISTINGS ? 






















YE GADS YOU'RE RIGHT! 
HERE IS THE CLASSIFICATION 
| WANT AND ALL THE 
MANUFACTURERS | 
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YES, AND THE REASON IS ITS 
UP-TO-DATE INDEXING SYSTEM. 
ALL PRODUCTS ARE LISTED 
UNDER THE MAJOR NAME, WITH 
ADEQUATE CROSS-REFERENCES- 
BUT NO DUPLICATIONS. ALSO IT IS 
ENTIRELY INDUSTRIAL. SO, IT’S 
A TREMENDOUS TIME -SAVER. 
EASY ON THE EYES, TOO— DUE 
TO ITS MODERN TYPOGRAPHY 
CLEAR PRINTING, AND DELUXE 





es TRY IT YOURSELF AND 
LEARN WHY INDUSTRIAL 
PURCHASING AND PLANT 
EXECUTIVES THROUGHOUT THE 
COUNTRY FEEL AS | DO, THAT 
C-MPD IS THE ANSWER TO 
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PAPER 


CONOVER-MAST PURCHASING 
DIRECTORY 1S SURELY 
INDUSTRY'S BUYING GUIDE! 


PHEOLL 



















Conover-Mast 
PURCHASING DIRECTORY 


737 NORTH MICHIGAN AVENUE, CHICAGO 11, ILL 


PURCHASING 
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so 


about 
this 
worker ? 


He’s using the new Scott Industrial 


Wipers. He likes them better— 


so do 


@ 


Decemper, 1953 


people in management 


Scott wipers are the result of years of testing 
and research. They’re designed to meet your 
general industrial wiping needs—big or small. 

Each Scott Wiper is safe and sanitary— 
double ply, strong and absorbent. They’re 
disposable—throw them away when fully 
used. This means new standards of safety and 
user comfort. Their uniformity of size and 
performance now allow you to budget wiping 


SCOTT PAPER 
COMPANY 









just like any other production operation. 


A trial installation supervised by one of our 
technicians working with your people has 
developed to be the most accurate way to 
prove this product. If you would like informa- 
tion on such a trial period—and the full story 
on Scott Wipers—mail coupon below. 




















Scott Paper Company, Dept. P-C., Chester, Pa. 
Name 

Address 

Position 

City State 


Please mention PURCHASING Magazine when writing to advertisers. 


















































Louis Allis Co. Announces New 
Line of Motors 


A new line of electric motors in 
open drip-proof, totally-enclosed 
fan-cooled and explosion-proof en- 
closures has been announced by 
Louis Allis Co., Milwaukee, Wis. 

The motors, which are made in 
ratings up to 40 hp at 3600 rpm, are 
built in accordance with the new 
NEMA frame size standards and the 
smaller frame sizes. They will be 
available in January. 

Louis Allis Co. says the new line 
is more than just a “face-lifting” to 
meet the new NEMA standards. It 
is called the first complete utilization 
of many years of progress and im- 
provements in electric motor design, 
materials and manufacturing tech- 
niques. As a result, the new L.A. 
line is said to pack more horsepower 
into a smaller, more functional 
package. Included in its features are 
new modern styling, improved ven- 
tilation, greater protection, a new 
conduit box arrangement, new bear- 
ing construction, and more ver- 
satile mounting. 


~~ a < 


New A. 0. Smith Plant Aims at 
“Perfect” Electrode Manufacture 


A million dollar plant designed to 
create ideal conditions for the “per- 
fect” manufacture of welding elec- 
trodes has been opened near Lan- 
caster, Pa., by A. O. Smith Corp. 

The new plant of the Milwaukee 
as a trust to steel fabricating firm is said to be so 
immaculate that even its 41,000 sq. 
ft. floor surface is fully vacuum 


cleaned every 24 hours. This and 
other cleanliness features enable the 
plant to turn out perfectly uniform 
electrodes—desirable in obtaining 

stable and uniform welds—urider 
hygienic laboratory conditions. The 
accomplishment of the plant is in 
mass producing the electrodes under 
factory conditions. 


eS ORE? 
Peake hhh hahah eehs ee 











All the mechanical features that 
insure maximum quality in produc- 
tion of electrodes are backed up by 
a statistical quality control program 
designed to spot flaws in production 
as they occur. 


ee 


»»-On nearby shelves of Corrugated Case For Heavy Chain 


industrial supply distributors. Eliminates Weeden feel 
Morse Chain Co. of Ithica pack- 
ages heavy industrial roller chain 
in a patented corrugated shipping 
case designed and made by the 
Syracuse (N.Y.) Corrugated Box 
Division of Robert Gair Company, 
Inc., New York, N. Y. 
BAY STATE TAP & DIE CO. ¢ MANSFIELD, MASS. (Please turn to page 298) 


Taps and dies for 


precision performance... 
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THREE LUBRICATING WICKS evenly lubricate the shaft by 


ing up the oil and retaining it for redistribution to the s 


= 


2a ghee Ke 


LOCKED-IN THRUST WASHER ASSEMBLY makes it possible for 


this G-E motor to handle moderate-thrust loads in any direction. 


SHAFT OIL THROWERS instantly return the oil to wicking 
while spring loaded thrower prevents loss of oil along the shaft. 


Fho motor in any position 


SMALLER ... LIGHTER... BETTER LOOKING... 


) 
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GS “> 
> Guaranteed by 
Good Housekeeping 


W745 apyeansto WES 


DELIVERY 


NATIONALLY DISTRIBUTED . 
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(7 OUTSTRETCH 
(  QUTLAST 
ALL OTHERS 





@ Bands for Every Purpose 


@ Saves Time and Labor in Production 
PROMPT @WWe'll Make Them for Your Special Needs 


. . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 


PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 











Looking for a 





RELIABLE SUPPLIER 


of 
QUALITY 
STEEL CASTINGS? 


. . if you are, you would do well to 
contract the Atlantic Steel Castings 
Company, for Atlantic is recognized as 
an outstanding producer of quality 
steel castings. 

Whether your requirements call for 
small 5 pound castings or large 15,000 
pound monsters, you will find that 
Atlantic can make them for you eco- 
nomically and well. 

Also, Atlantic engineers will be glad 
to cooperate with your designers to 
get that correlation of teamwork that 
often leads to improvements in casta- 
bility, lower production costs and other 
benefits. 

The next time you require good sound 
and accurate castings .. . call Atlantic. 





ie = TLANTIC & 


STEEL CASTINGS COMPANY 


Sixth and Lioyd Streets 
Chester 3-4181 


Chester, Pa. 
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Over 85% of the torque wrenches 


used in industry are 


GS TurTEV 
TORQUE WRENCHES 


Read by Sight, Sound or Feel. 
é Pesiinesatty Accurate 
@ Practically Indestructible 
@ Faster—Easier to use 
@ Automati¢ Release 


@ All Capacities 


n inch ounces ach 
foot pounds 


res from 0-6000 


this valuable 
data. Sent upon 
request. 





(Continued from page 294) 

Formerly, expensive wooden reels 
which added to freight costs were 
used. The new reel made of cor- 
rugated paperboard carries a heavy 
load of chain, up to 115 pounds, 
is inexpensive, easy to assemble 
at the Morse pz.ant, is light weight 
and convenient to use in winding 
the chain both on and off. 

A telescope style printed cor- 
rugated container provides pro- 
tection for the reel while in transit. 
Blue printing provides name and 
brand identification. A reeling bar 
can be inserted through the tele- 
scope container and reel, for ease 
in placing the reel on dispensing 
rack, without cutting the steel straps 
which secure the complete package. 


ee ee 


Institute Gives Facts On 
Availability of Zinc 


Because “pessimistic rumors still 

persist in a few quarters (in both 
government and industry)”, the 
American Zinc Institute has issued 
the following statement of current 
facts: 
1. Zine supplies will continue to be 
sufficient to meet both near and 
long-range requirements — 1953 
production of slab zinc at U. S. 
smelters is ahead of the previous 
year. If maintained, this year’s out- 
put will not be far from the record 
established in the war year of 1943. 
Imports of slab zinc in the first six 
months of 1953 were 154,000 tons in 
comparison with 37,000 tons in the 
same period of last year, and almost 
equal to the all-time annual high 
of 156,000 tons. 

It is important to note that zinc 
production throughout the world is 
steadily increasing—production, ex- 


-clusive of countries behind the Iron 


Curtain, has risen from 1,420,000 
tons in 1946 to 2,166,000 tons in 1952 
—an increase of exactly 50% in an- 
nual supply available to the free 
world. 

2. There are ample stocks of all 
grades of slab zinc now on hand — 
stocks held at smelters on Sep- 
tember 30, 1953, were 141,000 tons, 
the highest in many years. 

3. Zine mine reserves are substan- 
tial—it is generally conceded that 
mine reserves—measured, indicated 
and inferred—are larger than any 
published figures. In any case, it is 
certain that reports of imminent ex- 
haustion of zine were ill-founded 
and that there is every evidence of 
adequate reserves in the United 
States and abroad to match any rea- 

(Please turn to page 300) 
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HIGH SPEED DRILLS 


‘\ \} 





DOUBLE-CIRCLE 


CARBIDE DRILLS 
AND REAMERS 





OFFERS THE SELECTION, 


| QA THE QUALITY, 


~\\ \S tHat lowers tool 













costs! 


Available 


when you want them... 


at your distributors 


SELECTION, QUALITY, SERVICE... you get all three y 
when you specify Double-Circle Tools. : 
SELECTION from a complete line of types and sizes... 
QUALITY that meets close tolerance specifications ... 
SERVICE in your local area from your Industrial 
Distributor. 


This combination reduces your tool costs— 
specify Double-Circle Tools. 


© 


DOUBLE CIRCLE 
TOOLS 





CHICAGO-LATROBE 














DRILLS © REAMERS © COUNTERSINKS ¢ COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 


Decemser, 1953 Please mention PURCHASING Magazine when writing to advertisers. 299 





SCREW 
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makes it! 


REGARDLESS of type and 


Pheoll makes them! One 
handy source offers the 
most complete line... the 
largest stocks anywhere. 
Call Pheoll on your 

next order. 





PHEOLL 


COMPANY 


SCREWS NUTS @ BOLTS 


SPECIAL COLD HEADED PRODUCTS 


300 


> Pee 
[Pr , < 
‘ * $ > 


size . . . if you need screws, 


MANUFACTURING 


5700 Roosevelt Rd., Chicago 50, lil. 





(Continued from page 298) 


sonable estimate of requirements for 
many years to come. 

4. It is unnecessary and uneconomic 
to use inadequate and unsuitable 
substitutes—substitution which may 
result in improved products or re- 
duced costs is understandable. This 
is a competitive matter. However, 
substitution which results in im- 
perfect end products giving unsatis- 
factory performance is harmful and 
uneconomic, particularly when there 
are and will be ample supplies of 
zine and there is no need to curtail 
its use. 


ay. ¢ 


Numbering System to Identify 
Purchased Items Discussed 


A cataloging numbering system 
designed to identify as many as 
100,000 items purchased by Eastman 
Kodak Company was discussed by 
Philip J. Callan, head of Kodak’s 
materials standards, before’ the 
American Standards Association’s 
recent annual meeting. 

He said the system uses a 10-digit 
all-numeric number that can be 
handled with particular efficiency 
on punched cards. The number also 
provides a working compromise 
between the shortest number de- 
sirable for clerical purposes and the 
longest number that would be re- 
quired for complete flexibility. 

Callan said that all purchased 
materials were divided into 100 
basic classifications based primarily 
on procurement considerations. For 
example, he said, a small pulley is 
classified as hardware if it is gen- 
erally found listed in hardware cat- 
alogs. If it is found usually in mate- 
rial handling catalogs, it is so clas- 
sified, he added. 

Each class is further subdivided 
into ten sub-classes. A code book 
records a pattern for each sub-class. 

While the system is expected to 
handle only about 100,000 items, he 
said, any portion can readily be ex- 
panded to handle 10 times its quota. 


aie Ne i 


“Introduces” Clad Metals 


“An Introduction to Clad Metals,” 
said to be the first publication cov- 
ering this important field, is avail- 
able from Superior Steel Corpora- 
tion, Carnegie, Pa. Written by 
Walter L. Keene, Superior’s director 
of research and holder of many 
basic patents in metal cladding, it 
offers a comprehensive survey of 
the manufacture and applications 
of the stainless-, copper-, brass- 
and other clad steels produced by 
Superior and other companies. 


Please mention PURCHASING Magazine when writing to advertisers, 
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Complete Line 


of Oilers for all 


INDUSTRIAL 
Needs 













Eagle Oilers have been 
favorites for many years 
in mills, mines, foundries 
and factories of all kinds. 
Hydraulic Pump Oilers; 
Super Oilers, pistol grip 
type; Welded Steel Bench 
Oilers; Copperite Steel 
Oilers—all are available 
in various sizes to suit all 
pecpeeee. oH styles 

ave straight, bent or 
flexible spouts—all inter- 
changeable. 


























Use EAGLE 
SAFETY CANS 


(Listed and labelled ¢ 
by Underwriters’ 
Laboratories, Inc.) 


The new Eagle Safety Can for han- 
dling and storing inflammableliquids 
combines many Eagle exclusive fea- 
tures which make it easy and safe to 
use—and which prevent spillage and 
leakage when the can is not in use. 
1, 2% or 5 gallon capacity. 


Order from Your Distributor 
Eagle Products are also available in Canada 
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want prompt 
dependable delivery 
of 
stainless steel bars? 


Call any of Crucible’s nation-wide warehouses for fast 
reliable delivery of stainless steel bars. We are well 
stocked with all sizes, grades and finishes, to meet all 
your needs. 

And when it comes to quality and good machinability 
characteristics you can’t beat Crucible Rezistal Stainless 
Steels. For Crucible is one of the oldest and most experi- 
enced manufacturers of stainless steels — a leading pro- 
ducer of stainless bars. 

Whenever you want prompt, dependable delivery of 
special purpose steels, call Crucible. 














Stocks maintained of: 


Rex High Speed Steel... ALL grades of Tool Steel (including 

Die Casting and Plastic Die Steel, Drill Rod, Tool Bits and Hol- 

low Drill Steel) . . . Stainless Steel (Sheets, Bars, Wire, Billets, 

Electrodes) Max-el . . . AISI Alloy, Onyx Spring and Special 
Purpose Steels 


CRUCIBLE first name in special purpose steels 
53 years of \Fine| steelmaking \NAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA * BALTIMORE © BOSTON ‘© BUFFALO © CHARLOTTE « CHICAGO + CINCINNATI © CLEVELAND © DAYTON 
DENVER * DETROIT * HOUSTON * INDIANAPOLIS * LOS ANGELES * MILWAUKEE * NEWARK * NEW HAVEN * NEW YORK © PHILADELPHIA + PITTSBURGH 
PROVIDENCE * ROCKFORD * SAN FRANCISCO * SEATTLE + SPRINGFIELD, MASS. « ST. LOUIS © ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D. C. 
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boosters 


Medel 1435S Electric Screw- 
driver. Capacity: 44” hex bit 
Ne. 10 flat, Ne. 12 round 
heed screws. $65.00 






Medel 146 Electric Drill. Choice of seven 
speeds te meet all production require- 





ments. Capacity: 44” in steel, %” in wood. 


Tep quality built throughout. $46.00 


Whatever your work requirement, 
you’re sure to find the Exact MALL 
TOOLS to BOOST PRODUCTION and DOWN 
costs. The extensive MALL line in- 
cludes every type and size portable 
electric tool imaginable to meet all 
kinds of production and maintenance 
assignments. The name MALL on 
any tool you buy is your assurance of 
lasting dependability anu top per- 
formance... they’re built by experts 


for experts. 
Mail this coupon today. 


40 Factory-Owned Service Warehouses, Coast-to- 
Coast, To Give You Fast, Dependable Service. 


MALL TOOL COMPANY 
7791 S&S. Chicago Ave., Chicago 19, Ilinois 


| Send me all the facts about MALL 
© Screwdrivers 0 Drills 


| Name 





Compan; 





| Address 

















New Books for P.A.'s 











Industrial Specifications, by E. H. 
MacNiece, John Wiley & Sons, Inc., 
440 Fourth Ave., New York, N. Y.— 
The director of quality control for 
Johnson & Johnson presents proven 
methods for planning, writing, and 
issuing specifications for the various 
phases of industrial operation. He 
stresses the relation of technical 
and economic factors in manufactur- 
ing, buying and selling, and gives 
essential requirements for, and ex- 
amples of, raw material, process, 
and product specification. 

a ee 

Fabricated Materials and Parts, 
by T. C. DuMond, Reinhold Pub- 
lishing Corp., 330 West 42nd St., 
New York, N. Y.—Twenty major 
methods of making small industrial 
parts are described by the editor of 
“Materials and Methods.” Fully dis- 
cussed are costs, materials used, 
advantages, limitations, design fac- 
tors, and the sizes and tolerancés 
possible with each of these methods. 

Tt 

A Dictionary of Economics, by 
Harold S. Sloan and Arnold J. 
Zurcher, Barnes & Noble, Inc., 105 
Fifth Ave., New York, N. Y—A 
handy, helpful reference work for 
anyone whose work involves con- 
tracts, correspondence, or just plain 
arguments—and that includes most 
businessmen. It contains 2800 sig- 
nificant terms relating to economic 
problems, theories and practices. 

ane, 


Booklet Shows Use of Films 
In Business And Industry 


“Business, Industry and Film”, a 
new 12 page booklet aimed at busi- 
ness executives to explain the uses 
and advantages of industrial motion 
pictures, has just been published by 
Wilbur Streech Productions, 1697 
Broadway, New York, N. Y. 

The booklet points out how film 
can serve the needs of modern 
business by performing important 
functions for management in the 
fields of public relations, selling and 
sales promotion and production and 
sales training. 

Included are a breakdown of uses 
for motion pictures within the or- 
ganization as well as an illustrated 
section showing the various film 
production techniques from cartoon 
animation through special effects, 
and a section headed “How an In- 
dustrial Film is made”, with such 
topics as script, treatment and 
client-producer relations. 
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from any angle 





SIZE AND 
SPHERICAL ACCURACY 


PERFECTION 
OF SURFACE 





UNIFORMITY 


BEST BALL BUY 


If you have a metal ball 
problem, why not let Strom 
solve it for you. Whether for 
precision ball bearings or 
for one of many other ball 
applications ... Strom will 
supply the right ball to meet 
your requirements. For 

more than a quarter century, 
industry has looked to 

Strom for metal balls of 
unsurpassed quality. 


Sirom 


STEEL BALL CO. 








PURCHASING 
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Compact, powerful, custom-built A.C. or D.C. 


motors for ELECTRONICS and ELECTRO-MECHANICS 


Wherever you need electric motors for maximum 
power in minimum size, Pesco has the basic co-ordi- 
nated frame sizes and power elements you'll require. 


For example—Pesco motors are now in use for: 
cooling (blowers for electronic equipment), tuning 
(radios and automatic finders), scanning antenna 
(civilian and military), antiaircraft radar fire control, 
as well as pump drives and mechanical actuators. 

By using standardized parts in a series of six co- 
ordinated frame sizes, Pesco can provide you with 
electric motors for electronic applications with volt- 
ages from 6 to 120 volts D. C.; from 1/100 to 6 


H. P. for operating speeds up to 15,000 R. P. M. 
Special, high-altitude design will operate from -65° 
to + 165° F. 

Pesco high-frequency A.C.induction motors, squir- 
rel-cage type, are built in a series of 5 co-ordinated 
frame sizes to meet horsepower requirements of .01 
to 9.0, at 400 cycles per second. 

Motors in these frame sizes can be built for your 
specific frequency, using standard parts to obtain 
the speed and power rating desired. Consult our 
Engineering Department concerning your require- 
ments. Strictest confidence—and no obligation, 
of course! 





PRODUCTS DIVISION BORG-WARNER CORPORATION 





24700 NORTH MILES ROAD 


BEDFORD, OHIO 
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ACCO 


product 


YOU draw the Shape 


— Page can draw 
the Wire 


Tell us the way you 

want it. We'll follow your 
specifications. 

Cross-sectional areas up to 
.250” square; widths up to %"; 
width-to-thickness ratio 

not to exceed 6 to 1. 


Were or 
Write Today 


j* PAGE STEEL AND WIRE DIVISION 
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. ae 
Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 





RA CAZAMERICAN CHAIN & CABLE 


C4 


ae 


Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 





LaRowe Discusses Buyers’ And 
Sellers’ Responsibilities At 
Chemical Salesmen’s Clinic 


“Buyers and Sellers in the chemi- 
cal industry are charged with the 
responsibility of contributing their 
part to the better distribution of 
goods and the general advancement 
of people’s well being.” This idea 
was expressed by Mr. Harold K. 
LaRowe, Director of Purchases for 
American Cyanamid Company in the 
paper, A Purchasing Agent Looks 
at Salesmen. Mr. LaRowe presented 
the paper before the Second Chemi- 
cal Sales Clinic sponsored by the 
Salesmen’s Association of the 
American Chemical Industry at the 
Hotel Commodore, New York City. 

Mr. LaRowe, who has been in 
charge of purchases of Cyanamid 
since 1948, is a past President, past 
National Director and member of 
the Purchasing Agents Association 
of New York. He is also a member 
of the Society of the Plastics In- 
dustry, the National Association of 
Purchasing Agents, and the Armed 
Forces Chemical Association. 


“Both Are Partners” 


In his paper Mr. LaRowe de- 
scribed at some length the func- 
tions of buying and selling. “The 
function of buying or the respon- 
sibility of the Purchasing Depart- 
ment is to secure materials and 
services of the required quality for 
delivery at the time needed, and to 
obtain them in a free competitive 
market as economically as is con- 
sistent with the quality and service 
specified,” Mr. LaRowe said. In 
commenting on the mutuality of 
buying and selling he continued, 
“It has often been pointed out that 
buying and selling are part of the 
same transaction. Salesmen seek 
customers and buyers require good 
suppliers. Both are significant part- 
ners in the distribution of goods. 
But mutuality implies more. The 
transfer of materials from seller to 
buyer includes more than their rela- 
tive intrinsic value, for they repre- 
sent the ultimate in the seller’s 
whole philosophy of research, manu- 
facturing and merchandising; the 
know-how of many people and the 
integrity and ethics developed as a 
result of right thinking upon the 
part of management.” 

In viewing the future of compet- 
itive selling Mr. LaRowe explained 
“We have been entering a period re- 
quiring highly competitive selling. 
In the near future we expect that 

(Please turn to page 306) 














Santa and Company, like most very 
busy firms, depends upon the garment 
rental service. All sizes, all garments 
from shop coats big enough for Santa, 
to coveralls small enough for his help- 
ers, are supplied year around to indus- 
try by members of the: 


INSTITUTE of INDUSTRIAL 


a 


1627 K St. N. W. 
Washington 6, D. C. 











Please mention PURCHASING Magazine when writing to advertisers, PURCHASING 





—4 








\SING 







gee ORE tar oe 


a a, 


Son 


- 
~ 


~ 
~ 


ee 
Be i 








Where endurance counts 
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ASBESTOS CORRUGATED 
ROOFING AND SIDING 





City of Houston North Side Sewage Sludge Disposa! (by fertilizer produc- 
tion) Plant, roofed and sided with “Century” asbestos corrugated. General 
Contractor: Rust Engineering Company, Birmingham, Alabama; Roofing 
and Siding Contractor: Standard Asbestos Mfg. & insulating Company; 
Engineers: J. G. Turney, Houston, Texas, associoted with Greeley and Hansen, 
Chicago, Ill. ; Design Engineer: William E. White, Houston, Texas. 
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Long, long, trouble-free service is a 
feature of ‘‘Century’’ asbestos corru- 
gated that makes it the ideal roofing and 
siding for many types of structures. 


“‘Century’’ corrugated is made from 
asbestos fiber and portland cement, and 
so combines the advantages of both 
materials. It is strong, dense and tough. 
It cannot burn, rot, or corrode. It resists 
weather, vermin, and insects. And— 
here’s an especially well-liked feature— 
it needs practically no maintenance dur- 
ing its long life, and it mever needs pro- 
tective paint. But that’s not all! 


9 


‘‘Century’’ asbestos corrugated is made 
in standard length sheets up to 12 feet 


that are easy to handle and store, easy 
to cut and fit, easy to erect. When 
TOPSIDE* Fasteners are used, no scaf- 
folding is needed within the building, 
thereby saving additional time and money. 


All these outstanding advantages make 
long-lived ‘‘Century’’ asbestos corru- 
gated sound like a premium-priced build- 
ing material. Actually it is one of the 
most economical materials you can 
specify !—low in application cost, low in 
maintenance expense. 


Before you build, modernize, or expand 
a plant, get all the details on ‘‘Century”’ 
asbestos corrugated! We shall gladly 
send you complete information. 


*® H & B Enterprise Corporation 
Noture made asbestos... 


Keasbey & Mattison hos made it 
serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY + AMBLER © PENNSYLVANIA 
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Purchasing Agents who buy 
cleaning RESULTS 


help their companies save 
thousands of dollars 


for example: Metal fabricator saved 
$6,000 in six months rust-proofing 
intricate parts 


for example: Company's own crew 
cleaned 80,000 bbl. storage tank 
and saved $4,100 





Cost of all materials bought during the year, as every purchasing 
agent knows, greatly affects company earnings. Smart buying can 
increase those earnings. With cleaning materials, that means buying 
results per pound instead of by just cost per pound. Here are 
typical results of smart buying. 


$6,000 saved in 6 months when Oakite Technical Service 
recommended set-up of Oakite Special Protective Oil to protect 
small, intricate machined parts from rust while in storage. Re- 
processing of rusted parts thereby eliminated. 


$4,100 expense avoided in cleaning huge 80,000-bbl tank. 
Oakite Technical Service enabled company’s crew to do job under 
$500—as against an outside bid of $4,600. 


YOUR LOCAL OAKITE TECHNICAL SERVICE MAN WANTS TO SERVE YOU 


His experience is yours to draw on. He knows industrial cleaning 
and the conditions under which it can best be performed. His re- 
sponsibility begins only when you order materials. He keeps in 
touch with your plant. With more than 80 different materials at 
his command, you can be sure of getting exactly the right material 


for your job. Call him in—it will pay. Oakite Products, Inc., 54 
Rector Street, New York 6, N. Y. 


_cntize INDUSTRIAL ¢, "é 


OAKITE 


ct 
env! 








“Ar, 
®1Als . mernoos * *** 


Technical Service Representatives Located in Principal Cities of United States and Canada 
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it will be greatly intensified, welj 
beyond the current status. Compet- 
itive selling can mean many things 
in the merchandising of goods. More 
basically, I think, it means to every 
salesman that it will be harder to 
obtain each purchase order and con- 
tract. To the buyer it means the re- 
expression on his part of negotiat- 
ing skills and the evaluation of 
quality, service and price. 

“We find that the sales specialist 
in the chemical industry should 
have a broader knowledge of the 
workings of his own company and 
other departments or operations 
within the company. A salesman’s 
know-how is made up of his edu- 
cational background, his knowledge 
acquired in training, his experience 
factor, or in other words, the sum 
total of all of the knowledge which 
he has gained of his company’s 
products, methods of operation, in- 
cluding knowledge of policies and 
objectives. Considering the sales 
specialist, we often find the need of 
having another representative cali 
on us who can discuss the broader 
aspects of his particular business op- 
erations, research, and sales pro- 
grams.” 


at F 


28% of U.S. Production 
Equipment Obsolete, A.S.T.E. 
Survey Shows 


American industry admits that 
28% of its present production equip- 
ment and manufacturing processes 
are already obsolete or inadequate, 
according to an industry-wide sur- 
vey by the American Society of Toel 
Engineers. Findings of the survey 
made public recently reveal that: 

30% of machining equipment now 
being used by industry is considered 
obsolete by industry itself; 34% of 
present inspection methods are ob- 
solete; 28% of the materials hand- 
ling equipment and processes are 
either inadequate or completely ob- 
solete; 28% of its metal-forming 
processes are termed by industry as 
obsolete and in need of moderniza- 
tion or replacement; 25% of indus- 
try’s production welding equipment 
is admittedly outdated; 23% of pres- 
ent grinding and finishing equip- 
ment is either obsolete or worn out. 

“Top industrial executives and 
engineers from coast-to-coast and 
in a broad cross-section of indus- 
tries evaluated their own equipment 
and processes. These figures are thus 
industry’s own evaluation of the 


(Please turn to page 308) 
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OP! START STOP! START STOP! START STOP 


Instantaneous Drag-free 


TOPS! START 










START STOP! START STOP! START STOP! START & 
LYVLS idOLS LUWLS idOLS LUWLS idOLS LUWLS 


STOP! START STOP! START STOP! START STOP! 


minute after minute YEAR AFTER YEAR 
with Star-Kimble Brakemotors 


That extra-large brakelining area you see brings a Star-Kimble Brake- 
motor and its connected load to an extra-fast stop—as short as a fifth 
of a second from full speed to standstill if desired. 


And the small air gap contributes to equally fast starts. Brake is released 
the instant motor current is switched on—equipment starts without drag. 


That's the story of a single Star-Kimble stop-start cycle. And the expe- 
rience of user after user proves that Star-Kimble Brakemotors maintain 
the same split-second stops, the same smooth starts, through hundreds of 
thousands of cycles. In reversing service, conventional plugging methods 
with a typical 5 hp motor allow only 3 starts per minute. With a 
Star-Kimble Brakemotor, the figure is boosted to 10! 


Of course, every Star-Kimble Brakemotor is a compact, integral unit 


designed to save space—and give rugged, dependable performance. 
One manufacturer—one responsibility. 







For the full story, write for Bulletin B-501-A 


AR-KIMBLE 


MOTOR DIVISION 
LE PRINTING PRESS AND MFG. CO. 
Bloomfield Avenue Bloomfield, New Jersey 
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threat to survival in a competitive 
era posed by obsolete equipment and 
processes,” Roger F. Waindle, Pres- 
ident of the 27,000-member and 111- 
chapter ASTE, said in announcing 
the findings of the survey. 

“There can be no doubts of in- 
dustry’s deep concern over the 
threats posed by this obsolete equip- 
ment and processes in the stiff na- 
tional and international competition 
which industry feels is ahead. There 
is today a growing awareness that 
new equipment with all the modern 
accessories is the only answer. 

The president of the ASTE de- 
scribed how the survey tabulations 
were broken down into four plant 
size groupings. These are: (1) the 
small plants, those having less than 
250 employees; (2) the intermediate 
size plants with 250 to 999 employ- 
ees; (3) large plants having 1,000 to 
4,999 employees and (4) the very 
largest companies—those having 
over 5,000 employees. 

“In assessing these findings, it is 
important to remember that the 
very largest companies can more 
accurately determine the percentage 
of obsolete equipment because they 
normally have special departments 
doing this. The smallest plants— 
usually specialists in one thing or 
another—have a pretty good idea 
too of where they are weak. Figures 
of the other groups are probably 
low because they generally do not 
have the benefit of either condition,” 
President Waindle explained. 

“Obviously,” Waindle added, “a 
20% average figure of obsolete 
equipment in the very largest plants 
is more significant per plant than the 
same figure for a small plant. How- 
ever, when you consider the thous- 
ands of plants in the smaller plant 
groups it is questionable as to which 
type of plant group is collectively 
in the worst or best shape.” 


{FF 


Magnesium Castings 
Shipments Up 


Shipments of magnesium castings 
for the month of August—1,279 short 
tons—were 12% above those for 
July, according to latest figures 
of The Magnesium Association. 
August’s total,, however, was 6% 
lower than that of a year earlier. 
The low figures in July, 1953, the 
association says, represented a tem- 
porary drop and it is expected that 
the trend of shipments for the bal- 
ance of the year will be somewhat 
better than in August. 
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DO YOU NEED 
“Special ” FASTENERS 


Why not use National’s Special Pro- 
duct Service? It’s sure to save you time 
and money in duplicating special fasten- 
ers you may now be using, or in designing 
and producing entirely new ones. 
National engineers can help you find 
the solution to practically any fastener 
problem, and National’s extensive pro- 
duction facilities with more than 3500 
cold-heading and finishing units can pro- snipes ‘din ‘clin, Chusttasit :telieuan 


New York, Philadelphia, Kansas City, Denver, 
San Francisco and Seattle. Write or call direct to: 


THE NATIONAL SCREW & MFG. COMPANY 


duce your specials economically and in 
unlimited volume. 

And, if you have small parts that may 
be adaptable to cold-heading production, 


Cleveland 4, Ohio 
you may find unusual cost-cutting possi- ‘ Pacific Coast: National Screw & Mfg. Co. of Cal. 
ie , Thee 4 - 3423 South Garfield Ave., Los Angeles 22, Cal. 
bilities by letting National’s Special Pro- 


duct Service study them. 

Send us your samples or specifications, 
or call the National representative near- 
est you. And remember . . . National 
makes the most complete line of standard 
fasteners and specialties such as lock nuts 
and self-locking bolts and screws. 


% n Qe 








\ 
/Vational 


nll Fasteners ‘9 } HODELL CHAINS CHESTER HOISTS 
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Emerson-Electric’s 





AIR CIRCULATORS 
Move a huge volume 
of air quietly and effi- 
ciently. Your choice 
of two sizes, 24” or 
30” blades. Two- 
speed motor, 5-Year 
Guarantee. 












it’s yours! 


Fan Catalog for '54 


Here’s the catalog you will need . . . Emerson- 
Electric’s 1954 catalog showing the most com- 
plete line of fans in America! You'll find just 
the right types . . . with just the right features 
that make these fans preferred in offices, stores, 
institutions, hospitals, hotels and factories. 


Be sure to get your free copy. Write for Cata- 
log No. 747. 


THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 


DIRECT-DRIVE EXHAUST FANS 
Five top-quality models, blade sizes 
12 to 30 inches. Fully-enclosed 
motors, quiet overlapping blades. 





BELT-DRIVE EXHAUST FANS 
s » | Long-life, slow-speed models in 24-, 
7 30-, 42- and 48-inch sizes, exhausting 
| Me up to 19, 350 C.E.M 


TH Leesa: 


FANS > MOTORS APPLIANCES 
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Hyatt “Barrel Bearings” Now 
Available In Large Quantity 


Hyatt Bearings Division of Gen- 
eral Motors Corporation, Harrison, 
N.J. has announced that, for the 
first time, its exclusive self-aligning 
“Barrel Bearing” is available in 
volume quantities for general in- 
dustrial applications. 





According to general sales man- 
ager John R. Gilmartin, the “Barrel 
Bearing” has been developed and 
perfected by Hyatt engineers over 
a number of years. Accurately 
ground barrel shaped rollers, com- 
bined with precise race contours, 
provide maximum load carrying 
capacity throughout a wide range of 
operating conditions. 

These angular contact bearings 
are designed to sustain radial, 
thrust, or combination loads and are 
freely self-aligning. Conditions of 
shaft misalignment do not interfere 
with their operation. 


a. -# 


Lamson-Mobilift Merge To Offer 
Intergrated Handling System 


What is described as the first 
integrated materials handling sys- 
tem for any of the mass packaging 
industries has been made available 
by Lamson Corporation’s acquisi- 
tion of a fork lift truck business. 
Lamson, which manufactures an ex- 
tensive line of belt and roller con- 
veyors, automatic pallet loaders, 
etc. has acquired the Mobilift Cor- 
poration of Portland, Ore. 

In its integrated system, Lamson 
designs and installs conveyors for 
bringing packaged goods from seal- 
ing machines to an automatic pallet 
loader. The loader automatically 
stacks boxes or cartons on pallets 
in predetermined interlocking pat- 
terns, and moves the loaded pallet 
onto a storage conveyor. At this 
point, the pallet is picked up by the 
fork truck and transferred to a 
warehouse or loaded on waiting 
transportation. 

The new arrangement permits 
buyers to work with a single engi- 
neering and manufacturing source 
in setting up the integrated system. 
A new subsidiary, Lamson Mobilift 
Corporation, has taken title to the 
assets purchased by Lamson. 
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AEROQUIP SELF-SEALING COUPLINGS 


AND FLEXIBLE HOSE LINES 








WHEREVER RU-CARRYING fi 
MUST BE DISCONNECTED AND REC 





, | peed repair operations. Se 
end | speed ‘interchanging of accessories 
joined by fluid-carrying lines with Aero- 
quip Self-Sealing Couplings. Lines may be 
separated in a few seconds without loss of 

A fluid. No air enters the system upon recon- 

. nection. There is no need to drain or prime : 
st the fluid system. One Self-Sealing Coupling | 
ie ae ee takes the place of two shut-off valves. 


=w\eroquip 


AEROQUIP CORPORA, 2am JACKSON, MICHIGAN .& 











SALES OFFICES: Burbank, Calif. » Dayton, Ohio « Hagerstown, Md. High Point, IN CANADA: Prenco Progress and Engineering Corporation Ltd., Toronte 
&. C. © Miami Springs, Fla. « Minneapolis, Minn. « Portland, Ore. « Wichita, Kan. IN ENGLAND: Super Oil Seals & Gaskets, Ltd., Birmingham 
AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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Blank Spaces ? 
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RELAX! — 


Having trouble with blank spaces on your 9 
production line because deliveries of elec- 
trical insulating materials are delayed ° 


Or blank spaces on specification sheets be- 9 
cause there doesn’t seem to be an insulation 
that meets the job’s requirements e 


Or blank spaces on your list of insulation 9 
sources because you can’t find anyone will- 
ing and able to help you solve problems on ® 


a particular application 


Then relax and let IMC eliminate those 
blank spaces 


IMC specializes in electrical insulation. It manufac- 


tures and distributes nearly every conceivable type of 
insulation used in electrical and electronic equipment and 
components. Stocks are carried to tide you over in emergencies. 


It is almost certain that IMC can supply the part or 


material you need, or will know how to develop it for you. So 
phone or write your nearest IMC office today. Perhaps IMC can 
help you prevent as well as cure those blank space problems. 


Ask for Literature 


and Products List 
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Machinery Distributors See 
1954 Business Better Than 1953 


Business in 1954 will be even 
better than in 1953, according to a 
poll taken among distributors of in- 
dustrial machinery and supplies, at 
a joint regional meeting of the 
American Supply & Machinery 
Manufacturers’ Association and the 
National Industrial Distributors’ 
Association. 

Of 20 distributors, only one fore- 
sees declining business in the first 
half of 1954 compared with 1953. 
Thirteen expect next year’s sales 
volume to equal this year’s and six 
look for an increase, the expected 
gain averaging 17 per cent. 

As to the second half of 1954, two 
predict a drop compared with 1953. 
Nine see about the same business 
volume as at present, and nine ex- 
pect higher sales, the increase av- 
eraging 15 per cent. 

Only two of the 20 industrial dis- 
tributors estimate that their 1953 
sales will be less than last year’s, 
and those two expect volume to be 
off an average of 10 per cent. The 
other 18 say this year will be ahead 
of last. The average predicted in- 
crease is 10 per cent. 


ee SF 


International Harvester Begins 
“Vendors’ Day” Programs 


The first of a series of “Vendors’ 
Day” programs was held at Inter- 
national Harvester Company’s Mil- 
waukee Works on Tuesday, Novem- 
ber 10. Approximately 40 of the 
firm’s 250 Wisconsin suppliers were 
guests at the affair. 

The programs, conducted on an 
informal basis, included remarks by 
the works manager, luncheon in the 
plant, a company film on industrial 
power and a discussion period to 
answer questions submitted by the 
guests. 

“Our relations with our suppliers 
in this area have been very gratify- 
ing” said works manager John E. 
Obernesser. “We hope by this pro- 
gram to demonstrate our apprecia- 
tion for the assistance they haye 
given us. We recognize the very im- 
portant part played by our suppliers 
in Wisconsin in our continuing effort 
to market a high quality product at 
a price attractive to our customers, 
particularly in these highly competi- 
tive times.” 

The Milwaukee Works spends 
about four and a quarter million 
dollars annually with its Wisconsin 
suppliers. Harvester’s company- 
wide purchases total about 34 mil- 
lion dollars annually in the state. 
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improvement of internal design 
a of spherical roller bearings 


_ Inereacoe capacity 
SS 28% 502 
EF increases corvice life 
Lom 2 103% times 


This is the Spherical Roller Bearing design origi- 
nated by StS” more than 30 years ago. The cross- 
section shows how the integral inner ring flanges, 
and the undercuts adjacent thereto, limit the effec- 
a tive length of the rollers. 


} 

















Now, f, originator of the Spherical Roller 
Bearing, has again provided industry with an- 
other anti-friction first. 

This time, it’s a revolutionary’ design advance 
in Series 222 and 223 bearings providing these 
advantages: 








Here is the latest SCSI’ improvement, a revolu- 
tionary advance in design. Effective roller guiding 
is accomplished by means of a separate ring. The 
need for undercuts is eliminated! This type of guide 
ring permits the rollers to take the position which 
their contact with the rings dictates. This assures 
uniform load distribution over the entire length of 


When designing new equipment, you can obtain 
the desired life by using smaller or lighter bear- 
ings at considerable cost saving. In addition, 
this forward step in design will carry heavier 








combinations of radial and thrust loads, or pure thrust loads the longer rollers at all times. Result — greatly in- 
of greater magnitude. The important self-aligning feature of creased capacity and life. 
Ss Spherical Roller Bearings has been preserved, so that considerable 


misalignment between the shaft and housing has no ill effect what- 
ever on bearing capacity or life. 


During more than 4 years, thousands of installations have been made in rail- 

road journals, vibrating screens, steel mill machinery and numerous other 

fields. In all cases performance has been outstanding. 

SisF Sales Engineers in our District Offices throughout the country will assist you in 
making use of the important advantages of the improved internal design of 

Spherical Roller Bearings. SKF INDUSTRIES, INC., Dept. 616, PHILADELPHIA 32, PA. 
— manufacturers of SF and HESS-BRIGHT bearings. 7424 





This 12-page booklet gives you 
additional facts — sizes available 

—added capacity. size by size —increased life 
you can expect for each size — dimensional 
tabulations — and load and speed data. Write 
now for your free copy of Booklet No. 365-2. 


BALL AND ROLLER BEARINGS © 1953, SKF INDUSTRIES, INC., 
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typical examples of how 
Mien Falls “Adjustomatic’” 
Clutch Electric Screw Drivers 
are saving time and money on 
thousands of assembly lines 





TV TUNERS. High power combined with hair-fine 
torque control — those are the qualities that won 
Millers Falls the.nod over competing drivers on this 
exacting application. 





TRAVERSE TRACKS. Drive screws too tight — 
and tracks crush. Not tight enough — and stops 
loosen. Millers Falls’ record on this job: Rejects, 
nil — speed, up 400%. 


MINIATURE MOTORS. Problem: To drive tiny > 
self-tapping screws without stripping or splitting a 
thin plastic housing. Solution: Millers Falls No. 
52's. Result: Production up 110%. 








EYE GLASS FRAMES. Driving tiny op- 
tical screws — traditionally an “impossi- 
ble” job for a power driver. Yet Millers 
Falls drivers are doing it — and cutting 
labor costs 64%. 





WINDSHIELD WIPERS. Ingenious, mul- 
tiple-driver installations like this are one 
secret of the success of a leading manv- 
facturer in this highly competitive field. 





HEATING CONTROLS. Speed, accu- 
racy, economy — on all three counts, this 
manufacturer chose Millers Falls after 
extensive tests with other electric and 
pneumatic drivers. 


There’s a Millers Falls Driver that’s Right 
for Practically Every Driving Problem 


Write for full information or let us arrange 
a demonstration on Millers Falls drivers and 
many other high-performance electric tools 
for production and maintenance. 


MILLERS FALLS COMPANY 
Greenfield, Mass. 


MILLERS FALLS 
TOOLS 
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Progress in Metal Working 
(Continued from page 118) 


easily removed for sharpening. A 
special section of the booth exhibited 
the company’s circular knives and 
slitters as well as its automatic 
blade sharpeners. 

Cold Metal Products, Youngs- 
town, Ohio, set up their booth to 
indicate the close tolerances of their 
cold rolled strip steel. A strip of 
metal, inserted through a gauge 
measuring its thickness, revealed 
that the strip had been cold rolled 
to a tolerance much closer than con- 
sidered standard in the industry. 
CMP produces low carbon, high 
carbon, stainless, alloy, tempered 
spring steel and electro zinc coated 
steel. 

Eutectic Welding Alloys Corpora- 
tion, Flushing, N. Y. displayed their 
solder-paste-flux combination called 
Eutec-TinWeld. With this process, 
the metals to be joined have the 
TinWeld “painted” on by brush, 
heat applied, and the joint assured. 
Despite the greatly reduced amount 
of solder required, the company 
claims that TinWeld soldered joints 
have at least as great strength as 
can be obtained with any conven- 
tional lead-tin solder. In addition 
to this display, the company showed 
many of its well-known Eutectic 
Low Temperature Welding Alloys. 
Their metal working’ electrodes 
which cut, pierce, groove and pre- 
heat all metals without oxygen or 
special equipment was a_ prime 
drawing card for the booth. The 
CutTrode for cutting and piercing, 
ChamferTrode for chamfering or 
grooving out unwanted metal, and 
ThermoTrode for localized heating 
and preheating, formed the back- 
ground for this display. 

Burr removal and the finishing 
of large gears was a feature of the 
Osborn Manufacturing Co., Cleve- 
land. While it has been common 
practice to remove burrs with power 
brushes, their use as production tools 
has lagged because of a lack of fast, 
economic operation. With the intro- 
duction of the Osborn Model 5 
Brushing Machine, deburring large 
size gears has become a fast oper- 
ation. The operator merely places 
the work on the machine’s turn- 
table and lets the automatic fea- 
tures of the machine take over. A 
pre-set timer, set by the operator, 
retracts the brushing head and stops 
the turntable on completion of 
the work. The amount, direction and 
quality of brushing each gear re- 
ceives depends on the type of gear, 


(Please turn to page 316) 
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They use only UNOBA—one grease 
that does the work of seven! 


Like many other leading manufac- 
turers, C & H Machine & Engineer- 
ing Co., in Berkeley, California, uses 


only one grease... UNOBA, the origi- 
nal multi-purpose grease. They know 
from experience that. UNOBA grease 
assures minimum operating costs and 
dependable machine protection. 


OFFICES: LOS ANGELES: Union Oil Building . 
ATLANTA: 401 Atlanta National Building 


Because it is a barium-base grease, 
UNOBA can be used in practically al/ 
your grease-cup and gun fittings. In 
some factories, this one grease has 
replaced as many as seven specialized 
lubricants. 

UNoBA is ideal for many unusual 
operating conditions because it re- 


NEW YORK: 45 Rockefeller Plaza 


sists both heat and water. Multi 
purpose UNOBA sticks to metal sur 
‘faces at temperatures ranging from 
below freezing to over 300 degrees 
F, regardless of moisture! 
Multi-purpose UNOBA was devel- 
oped by the makers of T5X—the 
amazing purple heavy-duty motor oil. 


+ CHICAGO: 1612 Bankers Building 


NEW ORLEANS: 644 National Bank of Commerce Building 


UNION OIL @ COMPANY o- caisson 
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vour/Source 
FOR FLEXIBLE 
METAL LUO: 













Misalignment and Vibration 
are easily solved with Atlantic 
flexible metal hose. Quick 
delivery insures less idle time 
for vital equipment. 


“4 
Expansion and Contraction 
due to intense heat put no 
strain on piping when flexible 
metal hose is used as on this 
Great Lakes Carbon Corp. kiln 
combustion chamber. Atlantic 


hose is superior for flexibility Hi @yitiaetartyi) 
and durability. 


Expansion 


and 


Conveying chemicals and 
gases under pressure and tem- 
perature extremes is safe and 
simple with Atlantic’s anti- 
corrosive, leak-proof hose. It 
performs long after ordinary 
hose is scrapped. 


Conveying 


See our Catalogs in Sweet's Files for Product Designers 
and Mechanical Industries. 


Manufacturers of Seamless and Interlocking Flexible Metal 
Hose in Steel, Stainless Steel, Monel, Bronze. Sizes 4%”-36” 
1.0. with appropriate fittings. 


ATLANTIC 


METAL HOSE CO., INC. 
119 West 64th St., New York 23, N. Y, 


4 
ILO 





Progress in Metal Working 
(Continued from page 314) 
metal, surface desired and type and 
methods of applications of the 
brushes. The result is a gear with 
a smooth, completely deburred pro- 
file. The company states that in 
actual production runs, the new 
method was able to finish 374” 
diameter gears per hour. With the 
hand method, a trained operator was 
able to finish only two gears during 

the same period. 

Flexible metal hose, expansion 
joints, brass and stainless steel bel- 
lows and bellows assemblies and 
aircraft components and thermo- 
stats were displayed by Flexonics 
Corporation, Maywood, Ill. A fea- 
ture was the display of Flexoniflex 
stainless steel expansion joints, 
used under high pressure conditions, 
and Rex-Flex metal hose in wall- 
thicknesses of .008 to .025 inches 
and diameters of 1/4 inch to 6 
inches. Previously this type of 
heavy wall hose had been a spe- 
cial item. 

A metallic beryllium flake of high 
ductile properties was introduced as 
a new product by the Beryllium 
Corporation, Reading, Pa. The flake 
has a minimum purity of+99.5 per 
cent. Among standard uses, pure 





beryllium is used for the windows 
of X-ray tubes and in applications 
involving nuclear energy. 

Several welding developments 
formed the exhibit of the Lincoln 
Electric Company, Cleveland. 
Spreadarc, equipment that oscillates 
a standard welding head from side 
to side to create a wide bead, was 
one of the developments. Another 
feature was the new Twinarc equip- 
ment. This adapts a standard weld- 
ing head for multiple arc welding. 
It gives high speed and deep pene- 
tration of two heads for the cost 
of one. In Twinare welding, two 
electrode wires are fed through a 
single contact jaw to the work. The 
two wires create two arcs which 
may be operated either side by side 
or in tandem. 

Inertarc Welder was another piece 
of new equipment displayed by 
Lincoln Electric. This is a new AC 
welding machine for  inert-gas- 
shielded arc welding which employs 
a method of preventing rectification 
of current and high frequency in- 
terference with radar, television and 
radio communication. It meets gov- 
ernment requirements which are 
being enforced to free communica- 
tion from interference by welding 
operations. 





Geared to Industry's 
Production Demands 


Offering the most 
complete line of 
washers available 
today...all types 
and sizes, all ma- 
terials, all finishes. 
More than 25,000 
sets of dies, Let us 
quote on your 
requirements. 













WASHERS 
STAMPINGS 


WROUGHT WASHER © 








World's 


The 
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MANUFACTURING CO. ti 


Largest Producer of Washers 


2113 S. BAY ST., MILWAUKEE 7, WIS 
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lightweight 
Plaxpak 


carboys ..).. 











REPLACEMENT COSTS DROP SHARPLY. 
The one-piece, lightweight Plaxpak car- 
boy is unbreakable. An extensive user of 
chemicals for in-plant operations esti- 
mated yearly savings of $4500 in carboy 
replacement costs. You can figure on a 
proportionate reduction. 


EXPENSIVE ACCIDENTS ARE ELIMINATED. 


Injury to personnel due to carboy break- 









age can be expensive. You avoid such 
accidents—and the problems they create— 
with Plaxpak carboys. 


PLANT OPERATIONS ARE IMPROVED. 


Employees handle hazardous or expensive 
chemicals with new speed and efficiency, 
freed of worry about container breakage. 
Lightness of Plaxpak carboys makes them 
easier to truck, pour and store. 


mcan 


3 heavy 


savings 


Get the full story about money-saving 
Plaxpak carboys by writing for our quick- 
reading brochure. Or ask to see a repre- 
sentative. 


PLAX CORPORATION 
672 FARMINGTON AVE. 
WEST HARTFORD, CONN. 


In Canada: Plax Canada, 
Limited, Toronto 


PLAXPAK CARBOYS ...the safe, saving way to handle bulk liquids 


DECEMBER 
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E.. sure, not your “Bearing Specialist” 

member of AFBDA! He knows through years 
of experience that there is usually 

one bearing above all others which is best 


for your particular application! 





There is an AFBDA member near you — Ask him 
& for advice, for his solution to any bearing 
maintenance problem. It will be the best one 
for you in the long run. Call him NOW— 
a Look for the AFBDA Seal in the 
© yellow pages of your telephone book. 


S PROCS “= 


AFBDA@ 


THE ANTI-FRICTION BEARING DISTRIBUTORS ASSOCIATION 
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Legal Limitations on Salesman’s 
Authority 


(Continued from page 97) 


thority to bind his company for the 
price of trucks sold to this logging 
firm. The resident manager was 
merely an agent of the timber com- 
pany and it is elementary that as 
such an agent he could not bind his 
principal except within the scope of 
his agency.” 


Guarantee Not Binding 


The ordinary and usual acts that 
are essential to the performance of 
his work are the only acts for which 
the salesman may be presumed to 
have authority to perform. While it 
is a generally accepted rule that a 
salesman has authority to warrant 
the quality of his merchandise, an 
Alabama court made the restriction: 
“It is a general rule that a salesman 
of personal property has no implied 
authority to make warranties which 
are unusual or not customary in 
such transactions.” 

In this instance a conditional sale 
contract had been made for the 
purchase of equipment. The unit 
sold by the salesman had been 
assembled from parts manufactured 
by various firms, the salesman’s 
employer as well as others. This 
composite machine the salesman 
guaranteed in the name of his com- 
pany to operate satisfactorily for 
eighteen months, which it did not do. 

In the suit brought against the 
manufacturer represented by this 
salesman, for breach of the war- 
ranty, the court said, in holding this 
warranty beyond the salesman’s au- 
thority and not binding on the 
seller: 

“His contract was inconsistent 
with any theory of agency. But if, 
notwithstanding that, he was so held 
out by the seller and became there- 
by an agent in relation to third per- 
sons dealing with him, such agency 
does not carry with it the implied 
power to warrant property sold be- 
yond what was usual and customary 
in such transactions.” 


Agent Is Appointed 


When two-thirds of the city of 
Louisville, Kentucky, had been 
submerged by a flood fifteen years 
ago, the president of one of the 
banks in that city was directed by 
the mayor to undertake the pur- 
chase of necessary supplies and 
equipment to aid those stricken by 
the catastrophe. The Emergency 


(Please turn to page 320) 
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= STORAGE SPACE? 











ADD ON A TRUSCON 


READY-MADE STEEL BUILDING 

















@ This manufacturer did it. Adding a Truscon 
Standard Steel Building to his existing plant 
brought raw materials and rail siding under roof. 
It provided support for a travelling overhead crane. 
Now, materials are protected, movement is speeded 
up, congestion relieved in the original building. 


It’s economical, too. Truscon Standard Steel Build- 
ings are mass manufactured in a wide range of 
standard designs. You can adapt them to your floor 
layout needs, and to your building budget. They’re 
low in cost, are quickly erected, have good salvage 
value, and can be disassembled and re-erected as 





TRUSCON® 


your space needs change. As permanent structures, 
they offer fire resistance, low upkeep, and high 
investment value. 


Take a minute today to write us your anticipated 
storage, production, or revised floor layout require- 
ments. Truscon engineers will be glad to suggest 
the building package you need, and help you select. 
And, we cooperate with your local contractor to 
get speedy erection of your Truscon Ready-Made 
Steel Building. That’s Truscon “Speed-Erect” 
Service. It’s at your service now. Free descriptive 
booklet helps you plan. Write: 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1098 ALBERT STREET ¢ YOUNGSTOWN 1, OHIO 
Export Department: Chrysler Bldg., New York 17, N.Y. 


a name you can build on 
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Swivel Caster 


23-A Series—Doublé 14-A Series—Tongue 
Ball Race Swivel Caster Swivel Caster 


Coster Race Swivel Caster Caster 


Ask your industrial distributor . . . 


he knows that for dependability, economy and trouble- 
free materials handling you just can’t beat Bond Casters. 

Yes . . . your best buy is Bond and your own distribu- 
tor is the man to see for the right Bond Casters for your 
jobs. Get your copy of Bond Catalog K-38 from him, or 
write direct. 












































36-A Series—Double ~~ 40-A Series— Double 41-A_ Series— Structural 
Boll Race Swivel Caster Ball Race Structural Steel Steel Stationary Caster 





1-A  Series—Stationary 3-A Series—Single Ball Dual Wheel Swivel 








Legal Limitations on Salesman’s 
Authority 


(Continued from page 318) 


Flood Director of the Red Cross 
joined in these instructions and 
later suggested that his organiza- 
tion undertake the entire relief 
work, ; 

This bank official had purchased 
on behalf of the Red Cross nine- 
teen pumps and accessories, which 
later were the subject of a suit by 
the supply company to recover the 
amount agreed to be paid. In affirm- 
ing the judgment against the Red 
Cross for the equipment bought 
by this bank official as the purchas- 
ing agent for that organization, 
the Kentucky Court said of his im- 
plied authority: 

“No doctrine is better settled 
than that a principal is bound by 
the act of his appointed or recog- 
nized agent when it is within his 
sphere. Concretely, if the principal 
has held out that the agent is au- 
thorized to buy goods for him, he 
is bound by the purchases made 
which are fairly and reasonably 
within the apparent scope of the 
authority, where the seller is ig- 
norant of the limitations upon the 
character of the goods to be bought 
or the scope of authority. 

“It matters not that the agent acts 
contrary to instructions of his prin- 
cipal, where a third person with 
whom he deals is ignorant of his 
circumscribed authority or has no 
reason to believe he is exceeding it 
or violating the instructions of his 
principal. 

“One cannot act through another 
person and then successfully claim 
that such person is not his agent. 
The public has the right to con- 
clude that a corporation or individ- 
ual acting through another person 
has given him the power and au- 
thority which naturally and prop- 
erly belong to the character in which 
the agent is held out and may rely 
upon his having such authority as is 
suggested by the ordinary habits 
and experiences of mankind. If this 
were not true, commercial relations 
would be constantly disturbed and 
chaos result.” 





SEE 
THIS MONTH'S 
CLASSIFIED SECTION 
PAGE 334 
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Sylvania Fluorescent Lamps contain 
STABILIZED PHOSPHORS .. . an exclusive coat- 
ing achievement enabling the lamps to now 
provide a longer-lasting brightness than they ever 
did before. This actually amounts to a “Bonus 

of Light” worth more than the cost of the 

lamps themselves. That’s why only Sylvania can 
cover its lamps with this money-back guarantee. 
Let us tell you more about this latest Sylvania 
engineering advancement. For the complete 
story write Sylvania, Dept. 3L-1712 or 

call your Sylvania representative. 
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Fact ! Thatt the CHEETAH! 


This “built soap,” with its water 
softeners and conditioners, cuts 
grease in a jiffy—loosens and re- 
moves dirt at a record pace. Of 
course, its energy has been tamed 
so that it is safe. 





Fastest CLEANER 
© BRITEWAY 





Hitting 70 M.P.H., the cheetah 
con outrus any other animal 
for distances up to about 5 

yards—and as a rule this sien- 
der, long-bodied species of 
leopard doesn't have to go 
that far to catch its prey. 


Dissolves instantly, even in cold 
water, in economical solution, 
making an aromatic, sudsy mix- 
ture ideal for standard types of 
flooring, walls, woodwork, win- 
dows, tile, porcelain, glass, stone 
—and thousands of other things. 
Your Dolge Service Man will show you 


bow BRITEWAY saves maintenance time 
and money. 








WESTPORT, CONNECTICUT 





HOT DIP 


GALVANIZING 


.. EXCELLENT FACILITIES 
for PICKLING & OILING 





Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 
.. . any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE” 











ENTERPRISE 
GALVANIZING Co. 


MeL E. CUMBERLAND STREET 






PHILADELPHIA 25, PENNSYLVANIA 


322 Please mention PURCHASING Magazine when writing to advertisers. 








HOTEL 
TFensgate 


From warm-hearted welcome to fond 
farewell, enjoy .. . 


. . « luxurious accommodations, rooms 
and suites 


. convenience to all activities 
. intimate dining at the Cafe Society 
. « reasonable rates 
From $6 single to $8 double 


. and COME AGAIN! 
Bernard Sheperd Snider, Manager 
534 BEACON STREET 


ny 
TON, wast 

















Exceptions To The 
General Rule 


(Continued from page 128) 


with anyone, he must give consid- 
eration to the limitations of the 
Sherman Act on such action. 

The patent statutes give an ex- 
clusive right to the patentee to 
make, use; and vend and to assign 
any interest in this monopoly to 
others. And a patentee may license 
another to make and vend at a fixed 
price. However, there is no sugges- 
tion in the patent statutes of au- 
thority to combine with other patent 
owners to fix prices on articles 
covered by the respective patents. 
As the Sherman Act prohibits 
agreements to fix prices, any ar- 
rangement between patentees runs 
afoul of that prohibition and is out- 
side the patent monopoly. 

As early as 1912, in Standard 
Sanitary Mfg. Co. v. United States, 
226 U. S. 20, the Supreme Court of 
the United States unanimously con- 
demned price limitation under 
pooled patent licenses. And in 
Standard Oil Co. v. United States, 
283 U. S. 163, there was an arrange- 
ment by which the patentees pooled 
their oil cracking patents and di- 
vided among themselves royalties 
from licensees fixed by the pooling 
contracts. The theory was reiterated 
that a price limitation for the prod- 
uct was unlawful. 

On the other hand, all higher 
courts agree that there is nothing 
unlawful in the requirement that 
a licensee should pay a royalty to 
compensate the patentee for the in- 
vention and the use of the patent. 
The unlawful element is the use of 
the control that such “cross-licens- 
ing” gives to fix prices. The mere 
fact that a patentee uses his patent 
as whole or part consideration in 
a contract by which he and other 
patentees in the same patent field 
arrange that royalties or other earn- 
ings or benefits from the patents are 
shared among the patentees, makes 
that contract subject to the prohibi- 
tions of the Sherman Act whenever 
the selling price, for things pro- 
duced under a patent involved, is 
fixed by the contract or a license. 
Also licensees under the contract 
who enter into license arrange- 
ments with price fixing provisions, 
are equally subject to the prohibi- 
tions. 

See the following higher court 
cases which discuss and decide all 
important and unusual phases of the 
law: : 

(Please turn to page 324) 
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When buying gauges ask for USG .. . where a most diversified 
stock awaits your selection. USG Gauges are stocked 


for your convenience. You can order any of a wide variety 
SUPERGAUGE 





of instruments—233 types, dial sizes, and size ranges— 





without delay. Many of these gauges are obtainable 
immediately from the local stock of distributors of USG Gauges 
in principal cities throughout the United States. Or they 
may be ordered through your USG distributor directly from Three of the many types and sizes of 
: " : ; . f USG Quality Gauges now carried in stock 
factory stock at Sellersville, Pa. Take advantage of this fast 
delivery service. Call the distributor of USG Gauges 


in your locality today for information on gauges. 
United States Gauge, Division of American Machine UN 5 S GE 
and Metals, Inc.. Sellersville. Pa. 


Lrildly Daiges Cngtnerdl, (fe Cnilaiing SAecuuay 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges * Aircraft Instruments * Air Volume Controls + Altitude Gauges * Boiler Gauges 
Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Gloss Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges 
Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges * Voltmeters-* Ammeters * Welding Gauges. 

OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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y ad bronze bars have many uses, 
particularly where their free machining properties 
are important. Many manufacturers find Johnson 
Universal Bronze ideal for certain gears and pinions, 
guide rollers, sheaves, trolley wheels, tips for air 
tools, washers, thrust plates, as well as for bushings 
and bearings. The cost per pound is offset many 


times by the low cost of ma- 
chining. Non-sparking proper- 
ties and corrosion resistance 
recommend it for certain uses. 
Another big advantage is that 
Johnson Universal Bronze is 
available from distributors’ 
stocks, fully machined, in solid 
bars %"' to 8'' diameters and in 
cored bars from 14"! to 734"' in- 
side diameters—in all, over 400 
sizes. Also available in hexagon 
bars from 5%" to 3"' outside 
diameters. Each bar is usable 
from end to end, no waste. 


JOHNSON BRONZE CO. 
450 So. Mill St. 
New Castle, Pa. 


JOHNSON 
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Exceptions To The 
General Rule 
(Continued: from page 322) 


Mercoid Corporation v. Mid-Con- 
tinent Inv. Co. 320 U. S. 661; United 
States v. Masonite Corporation, 316 
U. S. 265; Motion Picture Patents 
Co. v. Universal Film Mfg. Co., 243 
U. S. 502; L. R. A. 1917E, 1187, Ann 
Cas. 1918A, 959, and Ethyl Gaso- 
line Corporation v. United States, 
309 U. S. 436. 

It should be remembered that 
during the past 90 years advance- 
ments in modern inventions, im- 
proved living conditions, and scien- 
tific endeavors surpassed the same 
efforts the previous 2,000 years. It is 
certain that neither Congress nor 
our Courts intend to block or retard 
industrial progress by enacting or 
interpreting patent laws likely to 
reduce the enthusiasm of persons 
endowed with inventive genius, to 
invent new and useful things. 
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Avoid Hidden Cost Factors 
(Continued from page 100) 


whenever a new pattern is placed 
in a foundry. Foundries which are 
in business solely on the basis of 
work solicited from outside sources 
may offer more stable long range 
service. 

After considering these points, it 
can be determined whether or not 
the quoted price is indicative of the 
true price. The initial price is but 
one step in the overall, ultimate cost, 
and would be decisive only if, im- 
mediately upon receipt, the castings 
were stacked into piles and never 
processed or reordered. This is very 
seldom true. 

The quoted prices from several 
suppliers assume importance only 
when all other factors here dis- 
cussed have been carefully exam- 
ined and, for all practical purposes, 
are similar. If they are not, then the 
price paid to the supplier for the 
casting may be very misleading. The 
true cost to your company may be 
more than you think. 
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Costs of Distribution 
(Continued from page 120) 


in the industrial field or at the re- 
tail level or at any of the inter- 
mediate stages, is always alert for 
ways to keep the costs of distribu- 
tion down. 

By selling well, merchandise can 
be disposed of quickly, without ad- 
ding long term carrying costs and 

(Please turn to page 326) 
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GEAR 
RACKS 















STRAIGHT 
AND SPIRAL 


Generated for 
Extreme Accuracy 


IMMEDIATE 
FACILITIES 
AVAILABLE 


For both Production and 
Small Lots send us your 


inquiry 
No Obligation 





ESTABLIS- 


BRAUN GEAR COMPANY 


240 Richmond St Brooklyn 8 N. Y 





Costs of Distribution 
(Continued from page 324) 


warehouse storage expense. 

By selling well, goods can be 
bought in larger lots, making for 
more economical mass manufacture, 
earning more favorable quantity 
discounts, and substantial savings in 
carload transportation. 

By selling well, the customer will 
be satisfied and not add to costs by 
returning merchandise. Goods will 
be sold once only. 

By selling well, customers will 
keep coming back, reducing the 
need for extravagant promotion. 

Superior salesmanship lowers all 
the costs in getting merchandise to 
ultimate users. It has been described 
as “Selling goods that won’t come 
back, to customers who will.” 

That is the job of the New Sales- 
manship. 
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Corrugated Container Used As 
Replacement for Wooden Kegs 


Development of an outstanding 
new corrugated paper shipping con- 
tainer for nails, nuts, bolts and 
other heavy products has been an- | 


nounced today by Hinde & Dauchg 





Paper Company, Sandusky, Ohio. 

Called the Hevi-Duty box, the 
new container is already being used 
instead of kegs by several leading 
manufacturers. 

It is being used as a replace- 
ment for wooden kegs. Three Hinde 
& Dauch competitors have been} 
licensed to produce the box, for: 
which patent application has been 
made. 

Major advantages of corrugated 
boxes are listed as: lower. original 
cost, savings in weight, savings in 
warehouse space, opportunity for 
printing for product identification | 
and promotion, ease of assembly,+ 
ease of handling and simplified in- 
ventory control. 


Cost of the new Hevi-Duty box is 
described as being about half that 
of the keg it replaces. Its weight is 
only half that of the wooden keg, 
which makes for a total difference. 
in tare weight of approximately 4% 
of the loaded container. 

In the warehouse, the new Hinde 
& Dauch box takes up to 25% less 
floor space. A pallet which holds 
21 kegs can be used to store and 
transport 30 of the new boxes, each 
of which holds the same weight 
as one of the 21 kegs. Stacking 
strength is excellent. 











WHITE FLOORS STAY WHITE 


NOW with White ONEX-SEAL 
A Finish that makes White Cement e Terrazzo 








Magnesite ¢ Marble 









& The spec a! zea seat Gg anc 
method recommended by Cement 
ind the National 


and Mosai Ass'n to preserve 


ufacturers 


Maintain original color and 

light reflection of whites or 
INDUSTRY for increased produ 
and reduced accidents 
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WHITER 


» + + On your staff not your payroll 


WRITE TODAY FOR DEMONSTRATION 
ON YOUR FLOORS 





No Yellowing! Stops checking 


Makes “seeing” easier for workers! 


Months of Wear! Minutes of Care! 


We believe there’s never been a-seal that protects like 
ONEX-SEAL. And now Hillyard chemists, after moaths of 
work, have given original ONEX-SEAL a whitening 

power that avoids yellowing in bringing dirt-marred white floors 

to gleaming whiteness—an important factor, since discolor- 
ation in white cement is not only unsightly, but can decrease 
its reflecting value as much as 18%. ONEX-SEAL applies 

quickly, penetrating into the pores—and when buffed after 
drying has a high lustre — achieving a slip-resistant finish that needs 
no waxing, can be maintained “dry” with only occasional mopping. 
When cleaning is required use Onexite, a white pigmented neutral 
cleaner specially formulated for white floors. 










No Waxing! 


and efflorescence! 





ST. JOSEPH, MISSOURI 
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REVCO SUB-ZERO CHESTS 


Temperatures 
as low as 


-95° 


BELOW ZERO 


For 
Shrink Fits 


Seasoning Gauges 
and 
Precision Tools 
a 


For Tests 






Completely equipped ready for 
operation. The 1.5 Cu. Ft. model as 
shown handles parts or assembled units 
up to 23”’ long, 122"’ deep x 9’ high and the 

6.5 Cu. Ft. model up to 47” lengths, 16’’ deep x 15”’ 

high. Revco Sub-Zero Chests meet highest performance 
standards featuring temperatures of 95° and 85° below zero 
while running continuously in normal room temperatures. Other 
controlled low-temperatures readily attained. 


REVCO RIVET COOLER for aircraft application is equipped with 
90 rivet canisters in six convenient removable racks. Operates 
efficiently at temperatures as low as minus 35° F. 


WRITE FOR DATA AND PRICES. 
REVCO, INC...DEERFIELD, MICHIGAN 






















the S KIN NE 
MINIATURE PRECISION 
_ HYDRAULIC VALVE — 







. 3 eS 


Skinner's new VIO Series Miniature Hydraulic 
Valve is an amazingly compact unit, capable of handling 
pressures up to 1000 P.S.|. 

This precision-made valve is ideally fitted for use in the 
automatic operation of single and double acting hydraulic cylin- 
ders, and in pilot control of larger three and four way hydraulic 
valves. 


The V10's construction is consistent with the Skinner quality 
tradition: most internal parts are of stainless steel; the slide mech- 
anism has a precision-ground piston, and a bore honed to 
extremely close tolerance, thus minimizing leakage. 


Specifications: 1/8’ NPT threaded ports; effective orifice di- 
ameter of 3/32"; available in the full range of ACand DC voltages. 

The economical design and unusually small size of the Skinner 
Miniature Hydraulic V10 valve will enable many manufacturers 
to install it in places where, heretofore, remote control devices 
have been considered impractical. 
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THAT SETTLES IT- WE INSTALL 


FLOOR PLATES 





The safety of your employees and the public is good 
enough reason to install walking surfaces of slip- 
resistant J&L Jal-Tread floor plate. 

But here are some other important advantages you'll 
get when you specify Jal-Tread, the only true checker- 
board floor plate. 


» Reduced worker fatigue from feet rocking on un- 
even surfaces. 


e No wheel shimmy in hand industrial trucks. 


e Neat appearance ... easy draining and sweeping in 
any direction. 


e Easy fabrication—square design allows cutting with- 
out shearing through raised cleats .. . welding joint 
of uniform thickness. 


e Easy cold-forming on standard equipment. 


Mail the coupon for more information today. 
You'll find JEL Jal-Tread 
will pay off in greater 
safety... lower 
maintenance costs. 








Jones & Laughlin Steel Corporation 
498 Gateway Center 
Pittsburgh 30, Pa, 


© Please send me your free booklet on J&L Jal-Tread. 
© Please have your representative call. 


Name 





c 








pany $$$. ———$ —_ ————_- 





Address 
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LETTERS. 








CHECKING INVOICES 


As the old problem of “Should the 
Purchasing Department handle invoices?” 
is now under discussion here, your files 
of PurRCHASING Magazine could be most 
helpful to us. It is our understanding 
that an article discussing the pros and 
cons of this question was published in 
an issue earlier this year. We feel the 
discussions on this matter should not be 
terminated before the factual material 
that appeared in your publication can 
be presented. 

A. L. Froehlich, Pur. Agt. 
Illinois Tool Works 
Chicago, Ill. 


@ See the article “Who Should 
Check Invoices?” in PURCHASING, 
September 1952, p. 77. 

The N.A.P.A. Handbook of 
Purchasing Policies and Procedures 
reports that invoices are checked by 
the purchasing department in 81% 
of the companies, by the accounting 
department in 16%, auditing depart- 
ment in 2%, and cost department in 
1%. In the 81% figure, 70% indi- 
cate that this is a responsibility of 
the purchasing department alone, 
while in 11% invoices are checked 
by the purchasing department and 


by some other department as well. 
—Ed. 


SALES AID 


One of our good friends, John Douglas of 
the Toronto Star Ltd., a good fellow who 
helps us keep an Accounts Receivable 
Department operating, passed on to us 
a very interesting report on Purchasing 
Opinion—the title, “How Can Industrial 
Salesmanship Meet Today’s Problems?” 

Well sir, I can’t understand why or 
how you would get the jump on such 
a smart guy like Bob Whitney of N.S.E. 
with this most valuable sales material— 
but you have, and. we send our con- 
gratulations. 

Now the important point is: how can 
we get 50 copies for inclusion in our 
Sales Manuals and presentation at our 
next General Sales Meeting, scheduled 
for the first week in December? I hope 
you can spare this quantity and that your 
reply will be in our favor. 

If we had a greater exchange of pur- 
chasing and. selling experiences, we 
would have fewer problems on both sides 
of the fence, and some reduction in 
operating costs resulting in a shortening 
of the gap between performance and 
perfection, which will be so necessary 
for profitable operating of a_ business 
tomorrow. 
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J. H. Dunham, Sales Mer. 
Gage Envelope Division 
Toronto, Canada 


e@ Reprints sent.—Ed. 
VISITING HOURS 


In reviewing the survey on “Interview- 
ing Salesmen” (Purchasing Opinion Poll, 
September 1953 issue) in comparison to 
the answers given by the writer on the 
original survey, a question arises. It is 
assumed that the survey was made on 
a cross section of purchasing depart- 
ments, including those in large business 
centers such as New York and Chicago, 
as well as those in outlying towns and 
rural districts. 

To me, it appears that there is quite 
a difference in the handling of salesmen 
between these two types of purchasing 
departments, due primarily to their loca- 
tions. Those located in large business cen- 
ters are, of course, visited by more sales- 
men at more frequent intervals than those 
in outlying sections, and the interview 
problem therefore is considerably greater. 
Can you tell me how these reactions 
would check out on the basis of pur- 
chasing departments located in large 
cities vs. those in rural areas? 

R. O. Baum, V.P., Procurement 
Merritt-Chapman & Scott Corp. 
New York, N. Y. 


@ Large cities were represented in 
the September poll by New York, 
Chicago, Los Angeles, and Houston. 
About half of the replies were from 
these areas, the others from smaller 
communities. A general pattern did 
emerge in this study, in that inter- 
viewing hours are generally more 
rigid in the metropolitan areas, 
whereas they are more flexible in 
the smaller cities, with definitely 
stated “exceptions” for the long dis- 
tance or out-of-town sales caller in 
recognition of the fact that hours of 
arrival and departure in such areas 
are usually more difficult to plan and 
control. Another factor, also geo- 
graphical, is plant location in rela- 
tion to main arteries of transporta- 
tion. Replies were received from two 
companies outlying from Houston, 
and approximately the same distance 
from that city. One, located on the 
main route between Houston and 
Dallas, followed the metropolitan 
pattern, while the other, so located 
as to require a definite detour by 
the salesman, held the more flexible 


policy. —Ed. 


APPRECIATIVE SALESMAN 


I would like to comment on the ex- 
cellent article in your September issue on 
“Equipment Buying”, written by Harry 
Mitnick, Equipment Buyer at the E. R. 
Squibb & Sons Company. 

As a sales engineer for Worthington 
Corporation, I was particularly pleased 
with the manner in which he recognizes 
the value of sales engineers and _ sales- 
men. He appreciates and realizes the fact 
that the reputable salesman is not merely 
trying to obtain an order, but is offering 
his services and technical knowledge to 
assist the customer in improving his 
particular process. Such a realistic ap- 
proach is bound to benefit both the 
customer and the vendor. The writer is 
pleased to state that since the end of 
World War II the majority of purchas- 
ing agents have graciously accepted the 
salesman as a useful source of informa- 
tion instead of just a nuisance “peddler”. 

J. R. Matullo, Sales Eng. 
New Jersey Sales Office 
Worthington Corporation 
Harrison, N. J 


WELCOME FOLDERS 


A folder used by The Girdler Cor- 
poration of Louisville, Ky., and its affl- 
iates to welcome prospective clients, 
vendors, and others to their offices, is 
here on my desk. This idea seems to 
have considerable possibilities in making 
newcomers feel at home. Our company 
is interested in developing something 
along this line, but we have no informa- 
tion as to who has used this technique 
and how it has been received. 

The folder used by Girdler Corporation 
includes a welcome from the company, a 
list of key personnel by departments, a ° 
map of the immediate area with focal 
points indicated. and a bit of institutional 
advertising in the form of a brief history 
of the company. There are no doubt many 
other examples of this technique in use, 
with varying opinions as to what should 
be included. 

Under the assumption that such a 
project would probably come to your 
attention, I am writing you in hope that 
I can get a list of companies that have 
done work on this idea. If such a list is 
available, I will be grateful to you for 
sending it. 

D. T. Cooley, Administrative Asst., 
Purchasing Department 

Celanese Corporation of America 
Bishop, Texas 


@ Many business concerns (includ- 
ing the publishers of PURCHASING) 
have made excellent use of the re- 
ception room “welcome folder” idea. 
Several examples have been illus- 
trated and described in these pages 
from time to time. Representative 
list of users sent.—Ed. 
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@ Tracer-light photo 
made with flashlights 
attached to fork tips, 


showing range of 


handling motions with 


the Baker “ Octopus.” 





This BAKER TRUCK 
handles any shape load... 


and stactd ie any postior,/ 


BB You name the load—the Baker ¢ ctopus” illus- 
trated will handle it, whether it’s a drum, a roll 
of newsprint, a packing case, a piece of machinery, 
a bale of cotton or a pallet load of cartons. More- 
over, it will pick it up, transport it, raise or lower 
it, shift it to left or right, revolve it, up-end it, 
or stack it in any position. In fact, it will handle 
it with no more physical effort than is needed to 
operate the simple hydraulic controls, 


unite fey 


Baker 


The “Octopus” consists of a standard Baker Fork 
Truck equipped with a variety of Baker attach- 
ments—360° revolving head. 4-purpose carriage, 
up-ender, drum clamp, etc.— which may be 
applied individually or in combinations. While 
one truck may never be called on to perform 
all these functions, the “Octopus” demonstrates 
the range of utility of Baker fork trucks and 
attachments. 


6-page special report on the application 
of Baker attachments to various loads, 


THE BAKER-RAULANG COMPANY 
1253 WEST 80th STREET © CLEVELAND 2, OHIO 
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BAKER-LULL Corporation, Subsidiary, Minneapolis, Minn. 
Material Handling and Censtruction Equipment. 
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New Silicone Rubber Stock 
Offers Fabricating Advantages 


A newly developed easy-to- 
handle silicone rubber stock offer- 
ing many advantages in fabricating 
such items as gaskets, seals, O-rings, 
etc., has been announced by Dow 
Corning Corporation, Midland, 
Mich. Known as Silastic 675, the 
fully compounded molding material 
exhibits the lowest compression set 
of any extreme temperature silicone 
rubber stock available. 

Parts fabricated from Silastic 675 
remain flexible at temperatures 
lower than —100F and retain ex- 
cellent properties in service at tem- 
peratures as high as 500F. In ad- 
dition, it can be used in applications 
where cosmetics, food or pharma- 
ceuticals may be contacted with fab- 
ricated parts as the Silastic does not 
contain any toxic additives. 

Parts fabricated from the silicone 
rubber for electrical applications re- 





tain excellent dielectric properties 
over a wide range of temperatures, 
are moisture repellent, and are 
highly resistant to the effects of 
high humidity or immersion. 


Fe 


Booklet Details Television Use 
For Industrial Inspection 


“Supervision by Television”, ‘a 
new RCA booklet, describes the 
company’s closed-circuit system for 
visual inspection of many remote, 
inaccessible or hazardous operations 
in industry. 

The vidicon camera and monitor is 
fully explained, along with a num- 
ber of accessories that assure satis- 
factory equipment performance un- 
der a wide range of operating con- 
ditions. These latter units include 
weatherproof and explosion-proof 
housings, camera switching and 
pan and tilt units, water-cooled lens, 
split screen and auxiliary viewers. 
The brochure is available from In- 


dustrial Products Section, 
Victor, Camden 2, N. J. 


7. £ 


RCA 


Supplies and Machinery New 
Order Show 11 Point Rise 


The new order index for industrial 
supplies and machinery advanced 
in September, after successive de- 
clines since March. The September 
index is 151, an 11 point rise over 
August, and 51 per cent above the 
base month, July 1948. 

The index measures the dollar- 
volume of orders received from in- 
dustrial distributors by contributing 
members of the American Supply 
& Machinery Manufacturers’ As- 
sociation. The distributors supply 
industrial consumers. Therefore, the 
ASMMA index tends to foretell 
changes in the volume of industrial 
production. The reversal in the new 
order index, after five months of 
declines, suggests continued high 
industrial activity. 








BUYER'S & SELLER'S MART 








Contract Work * Equipment For Sale e Employment and Business Opportunities 
RATES REQUIREMENTS 
Undisplayed (set solid) ............0000000. ee es Se ye, ee Saye 6 Boas, prapel. 


Figure forty-four letter spaces (five average words) to a line. 





PUREED ning vo 0daysrobecccesececrce 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
RE RE eee eee 50 inch Discount of 10% for twelve consecutive displayed insertions. 
Neds - 7 Forms close 15th of month preceding date of publication. 
Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING + 205 East 42nd Street, New York 17, New York 











POSITIONS WANTED 


LOOK TO LONG ISLAND 


For your manufacturing needs. 
poe wt Defense and Civilian Facilities are 





PURCHASING AGENT—Wide experience in elec- 
tronic and metal trades with major industries. 
Heavy on sub-contract work and good organiza- 
tion ability. Graduate mechanical engineer with 
manufacturing and production background. Age 
51. Readily available. Write Box, 1399, Pur- 
chasing, 205 E. 42nd St., New York, N. Y. 





Purchasing Agent or Assistant. Would accept 
position as buyer with advancement possibilities. 
Age 41, experience 10 years as assistant P.A. 
Presently located in Ohio. Would like to locate 
in California or Texas. Write Box 1400, Pur- 
chasing, 205 E. 42nd St., New York, N. Y. 





Inquiries invited. 


SMALL BUSINESS ASSOCIATES OF 
LONG ISLAND 
P.O. Box 201 Smithtown, Long Island, N.Y. 


Senp-8s © One-time Carbon Forms 
Continuous * Fon-Fold Forms 


2 to 11 parts 
“izes up to 17” x 161/,” 
























FAMOUS MP ALUMINUM 
CLIP 
BOARDS 


SHEET 
HOLDERS 


Sizes: legal, letter, note and pad 
Write for PA discount sheet 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Avenue, Los Angeles 58, California 

















PAPER AND PAPER PRODUCTS 





Interested in Purchasing 
Obsolete—Surpl Rejects 
Damaged — etc. — lots of Paper — 

— etc. 


G. B. GOLDMAN PAPER CO. 
316 North Third Street 


Phila. 6, Penna. 











ABRASIVES WANTED 


Rolls, Sheets, Bands, Belts, Mounted — 
Wheels, Grinding Wheels, Rotary Files, 
Snap Gages, etc. 


Por Best Prices and Quick Deals 
Write, K and K Sales 


525 W. 76th St. Chicago 20, Ill. 
Phone RAdcliffe 3-1818 





EXTRA INCOME 


Printer offers 8% Commission on all work 
we receive thrdtgh your recommenda- 
tion. Reliable. Good quality letterpress 
and offset. Write, Box 1397, Purchasing, 
205 East 42nd St., New York, N. Y. 











WANTED 


By manufacturer in New York Metropoli- 
tan area: 1—%" x 10’ to %” x 12’ 
capacity power shear, also power brake 


to match if available. 


Schock, Gusmer & Co., Inc. 
816 Clinton St., Hoboken, New Jersey 
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MOTORS 


For Speedy Skinning 
of High-Chrome Steel Billets 


The power to skin ‘52100’ high-chrome steel billets at the rate of 
2900 sq. in. per hour flows smoothly from a coordinated combination 
of 15 rugged Century motors on this massive machine. 


Here is another example of how leading manufacturers depend on 
Century motors to bring out the best performance in metal-working 
equipment. You’ll find it worthwhile to follow their example and 
specify Century motors on all your equipment. Your nearby Century 
district sales office or Century distributor will be glad to give you 
more information. 

¥s to 400 h.p.—A.C. or D.C.—Drip 
Proof, Splash Proof, Enclosed Fan 
Cooled and Explosion Proof Frames, for 


@ 


7, a almost all atmospheric conditions— 
4 im and unusually free from vibration. 


ad 
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TAYLOR Insulation (Fish Paper) is 
is extremely tough . . . has high dielectric strength and — 

excellent bending qualities . . . its hard surface resists — 

abrasion from contact with rough spots in slots. 


Want to make something of it? 


Make it into armature slot insulation, armature end lamina- 
tions, field coil insulation, metal box liners, washers, arc 
shields, formed slot wedges, formed specialties...or any other 


applications requiring excellent electrical characteristics. 
Color: gray. 


Make it from sheets and rolls...or ribbon rolls for automatic 
machines. 


SPECIFICATIONS 

Thickness range . . . . .005” to 4%" 
Finish. . . . ... . . Calendered or uncalendered 
Punching. . . . Upto ’" 
‘Sheet size. . 56”x 90" 
Roll width. . 56” in thick- 
nesses of .005" through 
.090”". Coils down to 


Ye" for thicknesses of 
005” through .090",. 










Make it easy for yourself the next time you are buying insula- 
tion. Call your Taylor Engineer . . . he will be glad to help you 
select the Taylor Insulation that will best fit your needs. 

Also ask him for samples of our other grades of vulcanized 
fibre—Commercial, Bone, Super White, Abrasive and Built-Up 
—as well as Taylor Phenol, Silicone and Melamine Laminated 
Plastics . . . see where they can fit into your design plans. 


Let us make it for you in our Fabricated Parts Division. We are 
equipped to turn out parts to your exact specifications . . . at the 
right price . . . with deliveries to match your production schedules. 


Taylor Fibre Co., Norristown, Pennsylvania—La Verne, California 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 
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P Midwest 
steel users 
recognize 
the 
advantages 
of doing 
their steel 
shopping at 
Inland, 
where a 
diversified 
product line 


makes it 





easy 





to select 





the steels 


they use 





most of the 


time, 


<Q 


INLAND 
Steel Company 
Chicago 








Principal products: Sheets e Strip + Plates + Structural Shapes -« 
Bars « Tin Mill Products « Rails and Track Accessories « Coal Chemicals 
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GRAYBAR CAN SUPPLY VIRTUALLY ANY PORTABLE ELECTRICAL TOOL needed for plant production line, construction, or maintenance 
work. Just call your local Graybar Representative or nearby Graybar office or warehouse. They’ll provide prompt, accurate 
price and specification data on tools as well as any of your other electrical needs. 


The right tools get the joh done faster 


Better tools make better workers... work goes faster, and more smoothly 
with quality tools built for the job. 


Check your tool inventory, today —then order the hand or portable 
power tools you need...via Graybar. 


: : a 
For, as with all of your electrical needs, Graybar offers a specialized | 
service in their procurement. 
Well known makes — of proved design and construction for 
hard usage. 


Availability — via more than 100 strategically-located Graybar 
offices and warehouses. 
One source ...one responsibility — through centralization of all 
order assembly, shipping, and billing functions. 
Graybar Specialists — men with years of experience in all of the 
i major electrical fields to advise and consult with you or your 
HUSKY, LONG-WEARING THOR TOOLS are among the electrical contractor. 
nany quality electrical products distributed by Everything Electrical — for plant maintenance and construc- 
Graybar. This %” portable drill, for instance, pro- tion. Over 100,000 items...the products of over 600 leading 
vides stall-free operation even under the heaviest manufacturers 
ressure, thanks to an extra-powerful AC/DC ‘ ; : +7! 
tor and gear train. Your own investigation of Graybar Electric Co., Inc. Executive Offices: Graybar Building, 
hor saws, nut setters and other electric tools will 420 Lexington Avenue, New York 17, N. Y. 
ve their superior performance. . 


t 


Call Graybar tist ror... 


100 PRINCIPAL CITIES 











smoothly 
portable 


recialized 


1 for 
bar 
of all 


f the 
your 


struc- 
ading 


ding, 


384-171 











LOOK FOR THE NAME “OSBORN” 


O be SURE you get unsurpassed quality in brushes, all you 
you § P q y y 
6a to get need to do is specify OSBORN. You can buy OSBORN 


brushes with confidence because their workmanship and mate- 


the BEST rials are backed by more than 60 years’ service to Industry... 


throughout the world. There is a complete line of paint, mainte- 


e nance, and power brushes at your nearby Industrial Distributor. 
in b rush es Write for free pocket catalog. The Osborn Manufacturing Company, 


Dept. U-12, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osbou Brus (OF 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 
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The fastest 


piston-powered 


WMicroRold 


STAINLESS STEEI 
. - - 4A. F* . AmAMR A 


is a part of it 


More than 35 parts of it, in fact — in oil tanks, heaters, 
-de-icers, exhaust assemblies, cowlings, engine mounts, gear 
structures and elsewhere! It’s a wonderful feeling, for this i isa 


wonderful airliner. 


Every time one of these sleek, powerful, 365 
miles-per-hour DC-7’s takes off, Washington 
MicroRold Stainless Steel rides along. Every flight 
— every floating voyage down the skies — finds 
us there, in happy company with 69 comfortable 
safe passengers. Douglas, you see, demands de- 


pendability . . . strength . . . highest quality . . . 
and we make MicroRold Stainless Steel to meet 
those rigid demands. 

Thinness control, quality control, and consis- 


tency — all of these make MicroRold a vital part 
of the DC-7! 


The “fly-word’’ of Douglas is dependability. One way to 
get dependability i is to buy Washington Steel Corporation's 


ainless Steel Sheet and Strip. 


Wiashungion, Stel 


CORPORATION, 
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Cut Costs 


own-time costs money and reduces profits. But down-time your tube needs and your stock. He will point out the 
ve to electronic tube failures can be cut to the bone when danger spots, and will work out an inventory plan to protect 
ou use the Westinghouse Personalized Inventory Plan. your company. 


he salesman who represents your local Westinghouse Elec- With it, your plant inventory is backed up by the Distribu- 

ronic Tube Distributor is the key man in this plan. At no tor’s warehouse inventory, especially for hard-to-get tube 

ost, and without obligation, he will take the time to check types. For full information, see your local Westinghouse 
Distributor salesman. 


For the name of your nearest Westinghouse Electronic Tube 
Distributor, write to Dept. E-112, at the address below. 


ET-95036 


ESTINGHOUSE ELECTRIC CORPORATION, ELECTRONIC TUBE DIVISION, 


¥ 


ELM 








What is the right 
chain for your drive 
or conveying job? 


You'll find the answer in LINK-BELT’s complete 
chain line...a size and type for your specific job 


COAL LOADER handles large tonnages underground. To convey the coal Link-Belt 
Precision Steel Roller Chain, fitted with special attachments, is used. Selected because 
of its extra strength, it assures long life under the wet, abrasive conditions prevalent 
in most mining operations. 
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AGRICULTURAL MACHINES use Link- 
Belt chain for both drive and conveying 
service. On this combine, single and 
multiple-width Link-Belt Precision Steel 
Roller Chain drives were chosen. 


CHEMICAL and allied industries are 
served by Link-Belt drive and conveyor 
chains and sprockets. Class SS roller- 
type chain and Precision Steel Roller 
Chain appear on this mineral wool 
conveyor. 








PRINTING PRESS 
manufacturers utilize 
Link-Belt Silent Chain 
drives on the majority 
of the company’s high- 
speed, high production 
presses to imsure accu- 
rate register. 





INDUSTRIAL TRUCKS, 
such as this high-lift 
model, call for the 
built-in dependability of 
Link-Belt Precision Steel 
Roller Chain. 





METAL WORKING plants rely on Link- 
Belt chain for many tough jobs. Here 
Class C combination chains with outside 
rollers feed brass bars into cold-rolling 
mill. 





FOLLOW THE LEAD OF ALL INDUSTRY — FOR YOUR COMPLETE 
DRIVE AND CONVEYING CHAIN NEEDS RELY ON... 


LINK 


CHAINS AND SPROCKETS 


LINK-BELT COMPANY: Plants: Chicago, Indianapolis, Philadelphia, Colmar, Pa., Atlanta, Houston, Minneapolis, San Francisco, Los Angeles, Seattle, 
Toronto, Springs (South Africa), Sydney (Australia). Sales Offices, Factory Branch Stores and Distributors in Principal Cities. 
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UNITED 
IAL MILLED PRODUCT 


An extensive variety of all sizes 
of automatic screw machines and 
hand screw machines, coupled with 
many types of “second-operation™ 
equipment, including heat treating 
and modern centerless grinding, 
and the know-how to meet your 
requirements—is your guarantee 
that “UNITED” is a good source 
for your special milled products, 


in all available metals. 


—when you think of 
fasteners think of United 


SCREWS - NUTS - WASHERS 
CLUTCH HEAD SCREWS 
STAMPINGS 


.* Me Bea es | oe 
United Serew and Bolt Corporation 


Chicago 8 Cleveland 2 New York 7 


Biel wei Ke: 


Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 





SING 











«PURCHASING PREVIEWS 


A WASHINGTON REPORT FOR PURCHASING AGENTS 


December 1, 1953. 


Prices generally have remained unchanged, but within the 
PRICE OUTLOOK composite price indexes, there has been considerable adjust- 
iS FOR FURTHER ment. 
ADJUSTMENT 


Most significant change has been the drop in food prices— 
which might have brought a sharper downward trend in the cost- 
of-living index except that higher levels of industrial wages brought about a com- 
pensating increase in the prices of manufactured goods. 

Outlook is for more of the same. Agricultural prices will not be substantially 
increased, and there will be further price squeezes, mostly aimed at the distribut- 
ing and processing levels in agricultural commodities. 

Drop in agricultural prices has created considerable political pressure, but it 
has been widely accepted that during World War II and the Korean war, the increase 
in agricultural prices was disproportionate compared to general price levels. 

Price of agricultural commodities was built up to attract all the production that 
could be squeezed out of marginal farms. There is a far greater differential between 
the yields of marginal and efficient farmlands than there is in marginal industrial 
plants as compared with efficient plants. 

With foreign demand for U. S. food and feed declining, the only possible economic 
answer is for marginal farm lands to drop out of production. And in a free economy, 
this can be done only by letting a free marxet operate to discourage marginal produc- 
tion through realistic pricing. 

To a limited degree, this is happening. However, the Government price support 


program in effect continues to subsidize the marginal producer, and for political 
reasons this will continue. 























* * *& 


Whereas the whole range of agricultural prices rose beyond 
INDUSTRIAL the level that a normal economy might reasonably support, the 
PRICE increase in industrial price levels was sporadic. . . .as in 
OUTLOOK lumber prices which increased sharply, and some non-ferrous 

metals prices which increased faster than the general average. 

Also the dominant factor in boosting farm prices was scarcity, while in industry, 
the underlying prop to high prices was the constantly recurring cycles of increased 
wages. This is the key to what may be expected in industrial prices, because wages 
are still up. 

Surpluses in industrial capacity may develop, and some economies in production 
may result from the concentration of production in the most efficient - units. How- 
ever, in such a process, the drop in prices cannot be spectacular. 

The only possibility of sharp price adjustments in industrial prices would come 
from distressed selling—and no such cycle is even remotely apparent. 














* * * 


It is significant that wages are still on the increase. 


WAGE LEVELS The rubber and tire industry, faced with a highly competi- 
STILL CLIMBING tive marketing problem, was nevertheless recently in the posi- 





tion of being forced to increase materially the wages of rubber 
workers. Steelworkers were given a substantial wage increase 
early in the year. 
Actually the whole range of wages continued to push up during the last 12 months. 
The wage increases of the past year were not as spectacular as during the height of 
the boom period, but still exerted an upward pressure on prices. 
Currently industry is seeking to resist the demand for higher wages. If wages 











“Tt”? is a valve that was supposed to cut costs. That it did, but 
first cost only. Beyond, it gave no assurance of quality or depend- 
ability. Result: The price tag saving was wiped out many times 
over by repeated maintenance at today’s high labor rates. 


That’s an important matter with thrifty buyers of piping equip- 
ment. They want greater assurance of quality—not fictitious sav- 
ings. They know it’s the only way for a plant to stay within 
maintenance and operating budgets. 


That’s why thrifty buyers are insisting on the traditionally better ap the 
quality of Crane valves and fittings—quality that means longer 


life and greater freedom from repairs. What’s more, Crane puts , THRIFTY 
such quality into piping equipment for every industry’s needs. : 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, Ill. BUY ER 
Branches and Wholesalers Serving All Industrial Areas. ~~ 





CRANE 


VALVES « FITTINGS + PIPE © PLUMBING « HEATING 
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continued 


were held steady, manufacturers of consumer durable goods would be in the position 
of being able to make some economies in production, though they would not be able to 
substantially decrease the price of their product. 

Whatever reductions can be achieved in the level of prices to the consumer will 


come largely from economies at the distributive levels—lower markups and higher 
trade-ins. . 








In the cycle of rising prices, use of open-end contracts 
ESCALATION with escalation clauses to protect the seller became widespread. 
BOTH WAYS What happens now when the outlook is for decline in prices? 
Question has been raised as to whether clauses will come 
into use which take price drops into consideration. 





There has been considerable uncertainty concerning the 

level of industrial activity next year. The question arises 

tn gto TUMBLE primarily out of the fact that military requirements for equip- 
ment and materiel will be less next year; also the policy of the 

Government will not permit artificial stimulation of the 

civilian economy by such inflationary measures as encouragement of cheap credit and 
large-scale deficit financing of Government expenditures. 

Results of the new Government policy have not been immediately apparent. There 
has been no sudden drought in business brought on by the trend toward higher interest 
rates. 

What has happened is that industries which have been major suppliers of war goods 
and have now been cut back, have found in turning to consumer markets that civilian 
buyers cannot take their total output. 

This is not traceable to the Administration's fiscal policies, but to the course 
of our defense activity. 

As now generally accepted, the outlook is for a series of adjustments in the level 
of business activity with the overall national product next year somewhat lower than 
during the past 12 months. The reduction, however, would not represent a major decline 
in gross national product and would not lead to mass unemployment. 























Reflecting this judgment as to the economic outlook, the 


LISTENING POST controls mechanism for defense production has been transferred 
AND SOUNDING from the National Production Authority to the Business and 
BOARD Defense Services Administration of the Department of Commerce. 





The NPA industry divisions have been brought into the new 
administration, and in all 25 industry divisions have been established in "BDSA". 

Function of these divisions will be to continue the defense mobilization func- 
tions of NPA while such a need continues; beyond that need,"BDSA" will maintain the 
defense readiness of industry—or at least, stimulate industry to plan its action in 
the event of a war emergency. 

While the defense aspects of the new administration are now stressed as of prime 
importance, it is generally anticipated that defense mobilization will be of lessening 
urgency, and the normal problems of business will assume increasing importance. 

Announced purpose of the Department of Commerce as to its role in normal business 
activity is that "BDSA" will become a "sounding board" for industry to air its prob- 
lems, and a “listening post" for Government to sit in and learn the thinking of busi- 
ness and to dovetail Government action so as to improve the efficiency of business. 




















Fhp motor 
starter 
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1—7% hp 
manvol mo- 
tor starters 


A-c magnetic 
motor starter 




















Combination 
motor starte: 


Reversing 
motor starter 








Meet Any Motor-Starting Application 








With A Dependable G-E Magnetic Starter 


Thousands of Forms Available 


No matter what your requirements, 

u can get a G-E starter to fit your ap- 
plication. Hundreds of variations of 
‘ross-the-line, combination, reversing 
nd multi-speed starters are available for 


motors. 
Every. form pictured above has the 
ume basic contactor that has proved its 
uperiority again and again in severe in- 


lustrial applications. You can choose 
om literally thousands of combinations 
ff the contactor, shown at the right, and 
ts accessory components, to get the best 
ntrol for your particular motor ap- 
lication. 
EXTRA INTERLOCK CONTACTS—as many 
as four on sizes 0 and 1, three on sizes 2 
und 3—can be added to the standard 
starter for your application. 


CONTROL TRANSFORMERS for operator 
protection, extra overload relay for motor 
protection, and control relays are avail- 
able as standard components. 
EITHER START-STOP push buttons or 
Hand-Off-Auto selector switches can be 
mounted in the starter cover. 
ENCLOSURES for every motor application 
include general purpose, watertight, dust- 
tight, semidust-tight, and explosion- 
proof. Enclosures that meet JIC specifica- 
tions are also available. 
ALL STARTERS have plenty of wiring 
space. Contacts, coils and overload relays 
can be removed quickly, conveniently. 
Contact your nearest G-E apparatus 
sales office or authorized agent or distrib- 
utor for your starters. Write for Bulletin 
GEC-880 for more details. 




















Heavy and 
Reduced standard- General- A-¢ and d-c Roller-lever R 
‘otating- 
voltage duty push- purpose solenoids type limit type limit 
starter | button sta- relay switch switch 
tions 








_ SMALL G-E LIMIT SWITCH HAS FOUR INTERCHANGEABLE 
OPERATING HEADS FOR VARIETY OF APPLICATIONS 





G-E REDUCED-VOLTAGE MAGNETIC STARTER 
SOLVES POWER PROBLEMS 


When load limitations prohibit motor 
starting at full voltage, this autotrans- 
former-type starter controls and protects 
the operation of motor-driven pumps, 
conveyors, compressors, blowers, etc. 

Available in air-break and oil-im- | 
mersed designs, this hard-working starter 
for motors up to 250 hp utilizes the most 
modern materials and methods to give 
exactly the kind of operation you require 
for years to come. 








The basic contact unit—only slightly switch on machine tools, battery truck 
over two inches high—can be obtained 
with one of four different types of heads: 


roller lever, side pushrod, top pushrod : 
’ 1 er ’ enclosing cases. Operates on a-c or d-c. 
and roller pushrod. Case is oiltight—a . = 


gasketed cover keeps dirt and lubricating Double-throw enap ection contact ” 
oils away from the contacts easily accessible for wiring, and there is 
Little movement is required to operate adequate room within the cast aluminum 
it 18 degrees with a one-inch radius arm, case for connecting to terminals, which 
5/64 inch for the plunger type. Use this are extra large. Bulletin GEA-5707. 


lift platforms, on small machines as a 
pilot device, and as a safety interlock on 








NEW DUST-TIGHT/LINT-TIGHT G-E MANUAL MOTOR STARTER 


| For Motors Up to 72 Hp 


Listed by Underwriters’ Labora- 
tories and Factory Mutual, this starter 
for motors up to 74 horsepower is com- 
| pletely dust tight. Special gaskets and 
NEW OILTIGHT POTENTIOMETER FOR | cover fastenings keep dust from con- 
CONTROL OF VARIABLE-SPEED MOTORS tacts—reduce the fire hazard. Two- three- 
and four-pole forms have bi-metallic over- 
load relays with front-connected heaters. 
Switch lever moves to neutral position 
on overload, is vibration resistant. 

Switch interior can be reversed in the 








This compact unit is part of the new 
G-E line of ciitight push buttons for use 
on a-c or d-c. It can be mounted in the 
standard G-E stations or enclosures or 


directly on the machine to be controlled. | enclosure for either top or bottom feed, 
Ask for Bulletin GEA-5779 on the entire | and ON-OFF nameplate can be easily 
line of G-E oiltight push buttons. | reversed. 





For more information contact your nearest G-E representative, agent, or distributor, or write Section C 730-45, General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 








Ow... 


and off toa tying start! 


Put on a G&K PICKMASTER® Leather Picker and your 
shuttle will speed across the race plate and come to a 
smooth even stop without bouncing. You'll get more life 
out of each shuttle. You'll get better weaving with less 





Mf 


Straight and Curved Check 
Straps assure smooth shuttle throw. 

long life. Leather has hi resiliency 
with low permanent str ; straps are 
built to flex uniformly. 














Endless Check Straps provide 
controlled cushioning action for the 
picker stick. They are positioned per- 
fectly for each pick, and conform to 





bang- off. the —— of the picker stick at all 
points 

PICKMASTER Pickers are precision-made of Hairitan® 

leather, firm, sturdy and resilient . . . they absorb repeated 


impact without shuttle bounce. . . they dissipate heat, pre- 
venting hot spurs. 


—" 4 o H eo a . 
2. hen a os a >_> Pickmaster Pickers 
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Boxmaster Binder and Box Plate 


Leathers of special HAIRITAN® 
Leather with smooth, catch-free edges 
and deep, velvety surface. Need no 
waxes or fillers—do not bleed and 
discolor the filling yarn. 


of famous Hairitan 

Leather in 2- and 3- 
rivet style for Draper 
, is i and Crompton & 
1. Stop-action photographs prove that the G&K Pickmaster Knowles Looms. Also 


Leather Picker catches the shuttle spur in its precision hole Oak pickers. 
and sticks with it to the end of the lay. 2. A split second later 
it follows through with a long sweeping throw that drives 
the shuttle straight and true across the race plate. 


' 
_ LONG THROW —_ 
' '‘ 


G&K Pickers are made for all Draper and Crompton & Geak 


Knowles Looms. They are just one of the many Orange 
Line Textile Leathers which are available through your 
local Distributor. 


















Loom Leathers 


1. STOP KINKY FILLING (No shuttle bounce 
2. REDUCE BANG-OFF (Perfect boxing 
3. CUT SHUTTLE COST (No hot spurs 
4. INCREASE PROFITS 


FREE CATALOG 


presents the complete Orange Line of 
Textile Leathers for weaving on Draper 
and Crompton & Knowles Looms—also 
Aprons and Tapes. 








GRATON 


MEMO: If your problem is power transmission, Mpa) GRATON « KNIGHT 
see your G&K Belting Distributor for: ss COMPANY 


Established 1851 
HEART OAK top grade oak tannage Worcester 4, Mass. 
RESEARCH” premium quality special tannage 


“ DIXIE LEATHER 
SPARTAN ~ combination tannage: resists moisture, fumes 


CORPORATION 
Graton & Knight Company Affiliate 


WRITE FOR FREE BELTING MANUAL 101 Alban y G eorgia 
’ 
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ALUMINUM STRIP 


Illustrated 22-page brochure gives physical and 
mechanical properties of Truspec aluminum alloys. 


Scovill Manufacturing Ce. 


. BARREL FINISHING 


32-page handbook discusses compounds for descal- 
ing, deburring, and oiher metal finishing operations. 


Lord Chemical Corporation 


CARBIDE CUTTING TOOLS 


Specifications of various types of carbide tools are 
supplied in 92-page catalog. 


Super Tool Company 


. CARBIDE TIPPED TOOLS 


Forty different high quality carbide tipped tools 
are completely described in a 24-page brochure. 


Chicago Latrobe 


5. CARBOYS 
Illustrated brochure acquaints handlers of liquids 
with advantages of unbreakable polyethylene car- 
boys. 
Plax Corporation 
6. CASTERS 


A handy guide for solving materials handling prob- 
lems will be found in 80-page caster catalog No. 157. 


Faultiess Caster Corp. 


10 


12. 


. CUT-OFF WHEELS 


Manual tells in 36 illustrated pages how to select, 
and properly use various cut-off machines and 
wheels. 


Norton Company 


. DEEP DRAWN BOXES 


The 1954 catalog lists more than 750 precision, 
seamless drawn boxes. 


Zero Manufacturing Co. 


. ELECTRONICS EQUIPMENT 


Booklet B-6093, gives descriptions, applications and 
operating ranges of electronic equipment. 


Westinghouse Electric Corp. 


FASTENERS 


Looseleaf catalog No. 530 contains 80 pages of 
weights and dimensions of threaded fasteners. 


The Triplex Screw Co. 


FLOOR MAINTENANCE 


Photographs, drawings and diagrams in 24-page 
brochure explain everything about floors, including 
upkeep. 


The Tremco Manufacturing Co. 


GEARS 


Describing gears, speed reducers, sprockets and 
chains, catalog also gives power transmission tables. 


Grant Gear Works, Inc. 
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13. GLASS PARTS 


A richly illustrated catalog shows wide variety of 
applications of industrial glass. 


The Lancaster Glass Co. 


. GLASS-BONDED MICA 


Written in shop language, the 24-page booklet deals 
with designing parts from the material. 


Mycalex Corp. 


GRINDING CEMENTED CARBIDES 


Illustrated 39-page booklet reveals new techniques 
and products for efficiency with carbide tools. 


The Carborundum Company 


. GRINDING INSTALLATIONS 


Fifteen case studies of successful cylindrical grind- 
ing installations given in 32-page booklet. 


Landis Tool Company 
. HOISTS 


Two-color, 8-page catalog gives illustrations and 
descriptions of over 100 types of portable hoists. 


Coffing Hoist Company 
. INSULATIONS 


Concise data is given on industrial insulations for 


temperatures from —400 F to 3000 F. 
Johns-Manville 


-. IRON POWDER PARTS 


Production facts about mechanical parts fabricated 
from electrolytic iron powder in 28-page booklet. 


The National Radiator Co. 
- MACHINE TOOL ATTACHMENTS 


Catalog No. 5321C, called “165 Reasons Why” tells 
story of machine tool attachments and accessories. 


South Bend Lathe 


- METAL-WORKING 


Illustrated booklet describes the way the company’s 
Machinery Division solves metal working problems. 


Kearney & Trecker Corp. 
METERING 


Bulletin 17 for process and instrument buyers and 
engineers describes metering instruments. 


Bailey Meter Co. 











Check Coupon on Page 19 
to Obtain These Catalogs 








23. PIPES, TUBING, FITTINGS 


A 24-page catalog has engineering data tables on 
corrosion-resistant pipe, tubing, fittings. 


Stainless Welded Products, Inc. 


PRE-ENGINEERED BUILDINGS 


Construction and erection details about all-bolted 
steel and aluminum buildings are given in 24-page 
catalog. 


Soule’ Steel Company 


PUMPS 


Complete data on capacities, pressures, operating 
detail, etc., of small pumps are given in Bulletin 653. 


Milton Roy Co. 
SENSING UNITS 


Data book and catalog helps solve process control 
problems and deals with thermocouples, etc. 


Barber-Colman Company 


SPECIAL PURPOSE HEATERS 


Electrical heaters of various types for wide range 
of industrial processes are covered in catalog. 


HeaTube Corp. 


STEEL CONDUIT AND TUBING 


24-page booklet describes rigid steel conduits and 
metallic tubing for electrical wiring. 


National Electrical Mfrs. Assoc. 
TUNGSTEN CARBIDE COMPONENTS 


Illustrated brochure describes shapes, sizes and 
forms from small pieces of % gram to 18 lb. ones. 


Sintercast Corp. of America 


UNIT HEATERS 


Complete information on a range of unit heaters 


ranging from 26,400 to 294,000 Btu/hr in catalog 
UHC-1. 


Fedders-Quigan Corp. 
VALVES, GAGES, ETC. 


66-page catalog describes line of small valves, flow 
gages, stainless steel cylinders, torches. 


WELDING EQUIPMENT 


Bulletins GER-819, GEA-6028 and GEC-989 de- 
scribe the recently developed Fillerarc welder. 


General Electric Company 
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117 Liberty Street 325 W. 17th Street 
15, Calif 


New York, New York Los Angeles 
STANDARD STRUCTURAL ALLOY + BEARING QUALITY 
ALLOY TOOL + SPECIALTY + NITRALLOY + CARBON TOOL 
AIRCRAFT QUALITY 


176 W. Adams Street 711 Prudential Building 


Chicago, Illinois Houston 25, Texas 


P.O. Box 1633 3104 Smith Tower 


Tulsa, Oklahoma Seattle, Washingtor 


Hot Rolled * Forged * Annealed * Heat Treated © Normalized 


Straightened * Cold Drawn ¢ Machine Turned ¢Centerless Ground 


1578 Union Commerce Bldg Monadnock Buildina 


COPPERWELD STEEL COMPANY * WARREN, OHIO i Sen Francisco 5, Coli 


7251 General Motors Bidg 803 Loew Building 


Detroit, Michigan Syracuse, New York 
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NEWS OF YOUR Suppliers 





The U. S. Department of Commerce 
has announced the appointment of 
Victor A. Spoehr, vice president and 
general manager of the H. M. Harper 
Co., Morton Grove, IIl., as director of 
the General Components Division, 
National Production Authority. 





Victor A. Spoehr 


Included among the 49 different com- 
ponent industries assigned the General 
Components Division are: anti-friction 
bearings, gears and gear drives, me- 
chanical power transmission equipment, 
valves and fittings, industrial fasteners, 
screw machine products, job stampings, 
mechanical springs, marine supplies, in- 
dustrial wire cloth, saws and files, and 
service and hand tools. 


Coast Pro-Seal and Mfg. Co., Los 
Angeles, Calif., whose corporate name 
was recently changed from Coast Paint 
and Chemical Co., at which time Air- 
eraft Metal Forming Company and 
Aero-Cal Engineers merged with them, 
has announced a complete reorganiza- 
tion of its executive personnel. 

Russell M. Anderson is now chairman 
of the board and R. E. Meade, formerly 
executive vice president and general 
manager of Western Condensing Co., 
has been elected president and general 
manager. 


9 





Verle N. Fry, formerly president of 
the combined companies, has resigned 
to resume his duties as trustee and 
general counsel for the group. 


Walter W. Smith has been named 


vice president and assistant general 


manager and R. F. Baird becomes vice 
president in charge of all manufactur- 
ing activities. Ben F. Warmer is the 
vice president in charge of sales. 

W. H. McPhee is general sales man- 
ager with S. S. Buffum, sales manager 
of the metals division, and J. M. Casey, 
sales manager of the Coast Pro-Seal 
division. 

John E. Caskey has been elected a 
vice president of United States Rubber 


i. 
sgh Rit 


KEYSTONE KEY—F. Carl Anderson, director of purchases for the State of Pennsylvania, 





Co., New York City, and general man- 
ager of the company’s Naugatuck 
Chemical Division. Mr. Caskey suc- 
ceeds John P. Coe who will handle the 
company’s interests in the transfer of 
synthetic rubber plants from the gov- 
ernment to private industry. 

At the same time, it was announced 
that George R. Vila, formerly general 
sales manager of Naugatuck Chemical 
Division, will take over the post of 
assistant general manager of the divi- 
sion. 


Clarence L. Holmberg has been ap- 
pointed general manager of sales for 
Inland Steel Co., Chicago. He succeeds 
Anthony M. Ryerson, who has been on 
a leave of absence due to ill health. 





vy 


(left) accepts a Yale key from Elmer F. Twyman, vice president of The Yale & Towne 
Manufacturing Company. Occasion for the ceremony: was the first visit of Yale’s materials 
handling road show to its own state—at Harrisburg. 
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but. @@ there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know 
“from cover to cover.” That phase has to do with 
helping their customers make the most out of 

steel equipment in terms of savings in time, 

labor and money. 

WS A highly diversified line of more than 1500 
SSS" standard Lyon items enables Lyon Dealers to meet 
——SSs the varying needs of business, industry and 
institutions—better. A very few typical products" 
are shown below. 





















hi 
\) 
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Lyon also has facilities for special contract work. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1233 Monroe Avenue, Aurora, Illinois 


“Dealers and Branches in All Principal Cities” 














% Me 
ee. See eee Be 7 


AL LIST OF LYON STANDARD PRODUCTS 


A PARTI 
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W. Alexander McCune, Jr., has been 
appointed general sales manager of 
Norton Company of Canada, Ltd. A 
former abrasive engineer in the north- 
ern New Jersey area, Mr. McCune 






MEMS 


W. A. McCune, Jr. 


succeéds C. W. Fell, who has been 
forced to take a less strenuous post 
due to ill health. 


Tube Turns, Inc., Louisville, Ky., has 
unnounced several promotions in its 
staff. 

Two sales engineers have been added 
to the company’s staff. Richard T. 
3urke has been assigned to the Houston 
office and Earl R. Muir, Jr., will work 
out of Seattle. 

In addition, two sales-engineering 
representatives have also been added 
to Tube Turns. Bert Grant goes to 
Pittsburgh and Clyde Chronister is 
assigned to Tulsa. 





The former Trumbull Electric De- 
partment of the General Electric Com- 
pany, Plainville, Conn., has been ex- 
panded into two new departments. 
These are the Distribution Assemblies 
Department and the Trumbull Com- 
ponents Department. 

Elmer T. Carlson has been named 
general manager of the Distribution 
Assemblies Department and Hershner 
Cross has been appointed general man- 
ager of the Trumbull Components De- 
partment. 


George L. Smead for 20 years with 
Libbey-Owens-Ford Glass Co., Toledo, 
Ohio, and a specialist in plastics for 
the past five years, has been trans- 
ferred from the Plaskon Division to 
become general manager of the Fiber 
Glass Division. The change follows the 
recent sale of the assets and business 
of Plaskon Division by Libbey-Owens- 
Ford to Allied Chemical & Dye Corp. 


The Colson Corporation, Elyria, Ohio, 
has announced that J. Edgar Glass is 
the firm’s new president and general 
manager. He succeeds Neely Powers, 
who remains as a director of the com- 
pany serving in an advisory capacity. 


The Westinghouse Electric Corpora- 
tion, Pittsburgh, has announced that its 
former Middle Atlantic District, with 
headquarters in Philadelphia and with 
16 offices throughout the area, has been 
reorganized to become the Atlantic 
Region. E. W. Loomis, who has served 
in Philadelphia as district vice presi- 
dent, has been named vice president 
of the new region. 





AWARD FOR HIRING HANDICAPPED—Henry D. Sharpe, jr. (left), president of the 
Brown G Sharpe Manufacturing Company, Providence, R. |., receives a certificate of appre- 
ciation from American Legion officials, John F. Radikin, employment chairman, and Robert 
F. Bergeon, department commander, in recognition of the company’s outstanding record 
for employment of physically handicapped veterans. During the past year, Brown & Sharpe 
has hired 1,000 veterans, 4CO of whom have had some degree of physical handicap. 
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Principal eastern cities from Boston 
to Miami, have been designated outlets 
for the new wholesale lumber division 
of the United States Plywood Corpora- 
tion, New York City, headed by A. H. 
Lundberg, veteran eastern lumberman. 
Company branches in the cities will 
serve as distribution points. 


G. N. Dow has been appointed Chi- 
cago district sales manager, Leschen 
Wire Rope Division, H. K. Porter Co., 





G. N. Dow 


Inc., St. Louis, Mo. Until his present 
promotion, Mr. Dow had been district 
representative for Leschen in Detroit. 


The Crucible Steel Company of 
America, New York City, has an- 
nounced four appointments in its Bos- 
ton and New York branch offices. 

In Boston, Henry A. Sturm has been 
named manager and Alfred A. Com- 
panion, assistant manager. Wilson E. 
Gardner has been appointed manager 
for the New York branch and Harold 
Barlow, formerly New York branch 
manager, becomes a special sales con- 
sultant. : 


Three appointments within the Thor 
Corporation, Chicago, sales department 
were announced recently. 

C. D. DuBois, formerly Thor western 
division sales manager, has been named 
national account sales manager. Paul 
Chalfant, formerly assistant to Mr. 
DuBois, takes over the western divi- 
sion sales manager’s post. In addition, 
Fred Yahn has been appointed manager 
of the Contractor Department for the 
Central Division. 


The promotion of J. B. Trigg to sales 
manager of the Chase Bag Company 
branch at Buffalo, N. Y., was announced 
recently. Mr. Trigg was formerly as- 
sociated with the Montana Flour Mills 
Company for three years and joined 
the Chase organization in April, 1939. 





Additional News of Your Suppliers 
will be found following the 
Industrial Developments section 
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To see how the CONCAVE SIDE 
lengthens Belt Life... 


—take any straight-sided V- 
Belt (Fig. 1). Bend it—as if it 
were going around a pulley. The 
sides will at once bulge out (Fig. 
1-A)—and this causes extra wear 
where the bulge is greatest. (See 
arrows.) 


r? 


hs 


Now bend a Gates Vulco Rope with 


CONCAVE SIDES (Fig. 2) 


You will see the precisely en- 
gineered CONCAVE SIDES fill 
out to an exact fit in the sheave- 
groove (Fig. 2-A). The sides 
press evenly against the V-pulley. 
All wear is distributed uniformly 
across the full width of the Gates 
Vulco Rope—and this means 
longer belt life and lower belt 


costs for you. 









...is what makes 


Gates V-Belts 
last longer! 





Typical Gates Vulco Rope Drive —the Gates V-Belts are 
built with Concave Sides to insure longer belt wear. 


When you buy V-Belts, be sure to get the 
V-Belt with the CONCAVE Sides—the Gates 
Vulco Rope! 

Gates Engineering Offices and Jobber 
Stocks are located in all industrial centers of 
the United States and in 71 foreign countries. 


_ CS-5311 


“2. RIVES 


THE GATES RUBBER COMPANY «+ DENVER, U.S.A. 
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Teviah Sachs is President of Waltham Watch Company, established as America’s first watchmaker 103 years ago. 


Mir. Sachs likes to see time fly! 


fine watch is a valued gift,” says Teviah Sachs. ‘The proudly sports her new Waltham—thanks to Dad and a wide- 
weler must provide exactly what his customer wants—i7 time awake jeweler! 
or the gift occasion. 
“Can he do this without tying up too much capital in inven- 


ry? Yes—with Air Express! salers where every hour saved is important. 

“Take a typical case. A father in Omaha wants to buy a “Going back into our records for the past five years, I found 
wrist watch for his daughter’s graduation. He likes a particular that not a single shipment handled by Air Express had been 
watch in the Waltham catalog better than any the jeweler has lost or damaged. Yet most of these shipments cost us Jess by 
in stock. Graduation is only two days away. Air Express than by any other commercial air service!” 

“But there is no emergency. Within 24 hours, the watch is It pays to express yourself clearly. Say Air Express! Division 

livered via Air Express. On graduation day, daughter of Railway Express Agency. 


—_— © Air Express — 


GETS THERE FIRST via US. Scheduled Airlines 


“We use Air Express day in and day out to ship fast-moving 
styles from current lines, and to get new sample lines to whole- 
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Meet the educated screw 


This is a whole family of screws, known as Screwsticks, and joined 
head-to-toe. Insert a Screwstick in the driver, aim it at the hole— 
and from there on the Screwstick tightens itself to the predetermined 
torque, shears itself and gets its head burnished by the following 
screw which automatically advances itself. It’s so fast that American 
Screw Co. of Willimantic, Conn., which uses ANACONDA Hexagon 
Brass Rod, refers to it as “jet propulsion”, 


Dont lose. your grip 


Once a novelty trick developed by the Chinese, the 
manufacture of these grips is now an industry. Made 
in a wide variety of styles and sizes by Economy 

Cable Grip Co. of Norwalk, Conn., they are used to 
anchor suspended electric power cables and 

to seize the end for pulling through ducts. 
The harder you pull, the tighter they grip. 
Needless to say, the ANACONDA Bronze Cable, 
Everdur* Rod and Copper Tube used in their 
manufacture never weaken from rust. 





METALS 


AT WORK . - A fast dolvery,..uith mustard 


When baseball fans want their hot dogs, they want 
them fast—so Stainless Alloy Fabricators of Detroit 
built this ‘‘Double-Header’’ baseball park hot dog 
> server. Its big capacity for hor dogs—and fast 

i ——— pe | service—is its double bun warmer, one at each end, 
a heated by copper water boilers. If the water runs dry, 
ah —~ = es it's no strike-out. Boilers are made of phosphorized 
y —- copper sheet with joints formed by fusing the edges 


with a Heliarc torch. No solder used, no seams 
to burn open. 


How to treat a fracture 


A fracture often means long uselessness—but that needn't be 

true of machinery. Usually braze welding can make .t good as 
new and at a fraction of the time and cost of replacing it. This 
fractured cast iron conveyor drive sprocket, for example, would 
have taken two months to replace. The Universal Welding Co., 
Rochester, N. Y., repaired it in only 7 hours by braze-welding 
with ANACONDA-997 (Low Fuming) Bronze Welding Rod. Moral: 
don’t count the patient out before consulting your welder. 


Theres more to thie than meets the eye 


~ 













In our Technical Department you will find a range of experience that covers the entire field of copper and copper-alloy applications 
in the metalworking industries. If you have a problem of metal selection, we are at your service. The American Brass Company, Water- 
bury 20, Connecticut. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. Reg. U. 8. Pat. OF. 6391 


the name to remember in COPPER-BRASS-BRONZE 
Decemeer, 1953 Please mention PURCHASING Magazine when writing to advertisers. 27 











FASTER © 


MORE EFFECTIVE... 
MORE DEPENDABLE 


MODEL 20-B 


Ey ansut 














ANSUL 


FIRE EXTINGUISHING 
EQUIPMENT 


FASTER... A short, quick downward motion of the 
puncture lever pressurizes the extinguisher and it is 
ready for instant use. 


MORE EFFECTIVE . . . Even the inexperienced oper- 
ator gets near-expert results because of the ease of 
operation and handling. In addition ANSUL “PLUS- 
FIFTY” Dry Chemical has greater fire-killing power. 


MORE DEPENDABLE... Exclusive ANSUL-ENGI- 
NEERED design features include water-tight and corro- 
sion-resistant construction, easy, on-the-spot recharge 
without special tools and other exclusive Ansul devel- 


opments which insure greater dependability. 


FIRE-STOPPING POWER... ANSUL FIRE EXTIN- 
GUISHERS have the highest ratings for fire-stopping 
power ever awarded any type of class B and C fire 
extinguishing equipment. 


Send for File No. B-214. You 
will receive a variety of helpful 
rinted matter. Included is our 
atest catalog which describes 
Ansul Extinguishers of all sizes 
— from the small Ansul Mode! 4 
to Ansul Piped Systems and An- 
sul 2000 Ib. Stationary Units. 


OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
IN THE U. S. A., CANADA AND OTHER COUNTRIES 
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ANSUL 


PROVIDES THE MOST 
COMPLETE LINE OF 
DRY CHEMICAL 


FIRE EXTINGUISHING EQUIPMENT 


HAND PORTABLES NEW WHEELED PORTABLES 











MODEL 4-C MODEL 20-B MODEL 30-B MODEL 150-B MODEL 350-8 


In Ansul’s complete line of Fire Extinguishing 
Equipment there is a model of just the right 
size to adequately protect nearly every type and 
area of class B and C fire hazards in, or around, 
your plant. And, more important, even the 
largest capacity wheeled portable and station- 
ary equipment by Ansul, is designed for quick, 
easy, one-man operation. 


Ansul Fire Extinguishers are designed for max- 
imum effectiveness even when used by inex- 
perienced employees. They are easy to operate 
and can be quickly recharged “on-the-spot.” No 
special tools are required for recharging, in- 
spection or maintenance. In addition, all Ansul 
Equipment is water-tight and corrosion-re- 
sistant for longer, trouble-free service. 








TRUCK MOUNTS, TRAILERS 
AND FIRE TRUCKS 





fe i 


MODEL S-2000-B PIPED SYSTEM 





MODEL 31-340 


STATIONARY EXTINGUISHERS 
AND PIPED SYSTEMS 


ANSUL 


Comical’ Company 


FIRE EQUIPMENT DIVISION - MARINETTE, WISCONSIN 





MANUFACTURERS OF DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES 
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+ - Now 


Lal adds| 


to its 
broader 
range 

of 
STANDARD 


reamers 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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FILOSOFY OF BUYING 





Burroucus Appinc Macuine Ltp., ' 
Teen t.tGn ees 
entities: bes MANUFACTURING DIVISION, euhen exaiieel 
STRATHLEVEN, DUMBARTON. 


The Purchasing Staff 
Welcomes You to Strathleven 


In this printed Statement we promise to give you an 
interview. 


We promise to study your products. 


We promise to introduce you to staff members specially 
interested in your products. 


If it is your first call, remember to confirm it in 
writing, at the same time enclosing leaflets, catalogues, 
samples appertaining to your products. 


New, or established caller, always remember your mode 
of entry to Burroughs, Strathleven, is via the Purchasing 
Department. 


We spare a charitable thought for the weary repre- 
sentative and look for co-operation in return. 


Work for us, and with us, for the good of Burroughs, 
and our final promise to you is, if you have what 
we want we shall give you orders. 


We close with the sincere wish for mutual success 
in our business relations. 


ALEXANDER PETTIGREW, 


Chief Purchasing Officer 


ARCHIBALD COCHRAN, JOHN DEWART, 


Buyer > Press Tools, Cams, Buyer: All Production Purchase Piece 
Jigs and Fixtures. 


IAIN S. MACFARLANE, 
Buyer; Steel Non-ferrous, 
Machine Tools. 





parts. 


WILLIAM M. MURRAY, 
Buyer : Small Tools, Engineers Sundries 
Stationery, Plating Equipment 
and all Maintenance. 








REDIT an assist to John L. 

Rose, Manager of Communica- 
tions and Publicity at the Bur- 
roughs Corporation, Detroit, for 
furnishing us with a copy of the 
statement reproduced above, which 
is a regular part of the reception 
procedure at Burroughs’ subsidiary 
at Strathleven, Dumbarton, Scot- 
land. The commissionaire (recep- 
tionist) hands this note of welcome 
to sales representatives calling on 
the Burroughs purchasing depart- 
ment, after they have signed the 
visitors’ register. Counterpart of the 
“welcome booklets” widely used in 
this country, it is characterized by 
simplicity, sincerity, and straight- 
forward approach, frankly including 





some sound comment on the sales- 
man’s own obligation to observe es- 
tablished .purchasing channels, to 
exhibit the same cooperation he ex- 
pects from the buyer, and to base his 
selling argument on “the good of Bur- 
roughs”. According to «ll reports, 
it has been highly successful not 
only in expressing the cordiality of 
the purchasing staff, but in main- 
taining business relationships on a 
proper businesslike basis. 


USINESS columnist Lou 
Schneider views the nation’s 
“invisible inventories” as one of the 
threats to current business activity 
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and prosperity. Invisible inventories, 
he explains, include the coat of 
paint that’s already on the wall, the 
new refrigerator in the kitchen, the 
extra suit of clothes that’s hanging 
in the closet. Back in the 1930s 
those items, then unbought, repre- 
sented potential demand that would 
eventually move goods out of “vis- 
ible” plant inventories and off deal- 
ers’ shelves. Now that they’ve been 
bought and put into use, they are 
only last year’s sales statistics and 
today’s installment debt. He notes 
that N.A.P.A. “admits” its members 
are inventory conscious, meaning 
reduced buying programs to work 
off accumulated inventories, and 
that the National Association of 
Credit men has urged its members 
to treat inventories like cash and 
to keep the totals in balance with 
sales volume. “Defense Secretary 
Wilson has ordered the armed serv- 


‘ices to use up the multi-million 


dollar inventory of consumer goods 
before ordering any more”, he re- 
ports, and adds the warning: 
“Private businessmen may follow 
the same policy. All this doesn’t in- 
dicate an immediate recession. But 
to be realistic, businessmen should 
keep their eyes open.” Presumably 
this means that in addition to re- 
vising overoptimistic sales forecasts, 
they should become 
conscious too. 


ITY P. A. Joe LaNasa of St. 

Paul, Minn., makes headlines 
in the local press for his extra-cur- 
ricular hobby of amateur cookery, 
being recently selected as “Chef of 
the Week” in the St. Paul Dispatch 
feature series of that title. Mr. 
LaNasa is one of those males who 
like to mess around the kitchen 
togged out in white cap and apron, 
and gets away with it because the 
results are really good. Like most 
famous chefs, he rests his reputa- 
tion chiefly upon one “specialty of 
the house”. In his case it is Spaghet- 
ti con Salsa di Carne—or spaghetti 
with meat sauce, to you. Recipe on 
request. 


inventory 


LAINTIVE note, with a gratu- 

itous side-swipe at purchasing 
agents, is expressed by reporter Guy 
Savino of the Newark Evening 
News, anent the difficulty of getting 
seats for the World Series. He sug- 
gests that part of the trouble can 
be traced to “the corporations that 
buy the baseball boxes in which so 
many purchasing agents while away 
their youth and the summer after- 
noons.” 
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(bw @ Save ou STAMPINGS 


A COST-SAVING, VERSATILE 
APPROACH TO THEIR MANUFACTURE 


Possibly you've always thought that a 
quick look at the quantity involved decides 
how a stamping shall be made. Sometimes 
it is done that way but it isn’t the sure way 
to lowest costs. 


A more scientific approach by the 
STAMPINGS Division of the Laminated 
Shim Company in Glenbrook, Connecticut 
frowns on the term “short run stamping.” 
There is what is known as the short run 
method but there is no definite dividing 
point between short run and production 
quantities. Contour, tolerances, material, 
many other items all affect the manufac- 
turing method when costs are being care- 
fully figured. 


NO ONE METHOD IS ALWAYS CHEAPEST; 
THREE ARE NEEDED 

aching The STAMPINGS 
Division goes one step further than Short 
Run and Production Methods. The 
Machine-Cut Method, though not strictly 
a stamping operation is a valuable addition 
to stamping procedure. Custom built 
slitters, cutters, saws and files use experi- 
ence-gained techniques to fashion the 
smaller quantities of parts. No dies are 
made; only stock punches are used. Obvi- 
ously labor cost is understandably high but 
there is no tool charge. 


UCTION 


AND Labor 





TOOL 


cost oF 


' 10 100 1,000 10.000 100.000 
NUMBER OF PIECES 


‘Short Run Method: As quantities increase 

(and depending upon the complications of 
contour, material, etc.) the economy of a 
temporary blanking die must be consid- 
ered to eliminate the labor expense of 
machine-cutting. When this point is 
reached, manufacture is by the Short Run 
Method and the blanking is supplemented 
by other bench press operations. Here 
labor cost is at a medium level but a 
modest tool charge is incurred. 


COST OF TOOL AND LasOR 





10 100 1,000 10900 ©: 100,000 
NUMBER OF PIECES 
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ag sneieen neg ard As quantities increase 
the uction Method using standard dies 


with high speed automatic presses becomes 
more attractive. A relatively high tool 
charge can then be amortized ever a great 
number of parts. Labor charge is 
negligible. 


The Production Method as developed 
by the StamMpPincs Division is offering 
unusual cost saving possibilities because of 
the new low-cost, full service Hecht-type 
die developed by the company for certain 
applications. 


It is interesting to note that sometimes a 
very small quantity of parts would require 
a standard die because of complications or 
close tolerances or tough materials in- 
volved. Thus occasionally a very small 


quantity goes into the production classifi- 
cation. 
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LOWEST COST IS ASSURED WHEN 
SUPPLIER HAS ALL THREE ' 

The illustrations show typical stamped 
parts along with relative costs arid break- 
ing points for each of the three manufac- 
turing methods. Unless a supplier can offer 
all three, his costs cannot always be low. 
For a given quantity, only one method can 
be most economical. 


An important corollary to the above is 
that an experimental part in small quan- 
tities can be handled by the same supplier 
when full production quantities are needed. 


Further, it is important that a supplier 
be fully informed, if possible, on later or 
total requirements for a given part. As the 
charts point out, such information will 
affect manufacturing method and make 
possible cost reductions. 


FURTHER INFORMATION AVAILABLE 


An illustrated 12 page brochure describing 
in greater detail the methods mentioned 
above is available on request to the 
STAMPINGS DIVISION 
Laminated Shim Company, Inc. 
2412 Union Street, Glenbi sok, Conn. 
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OSTUCO 
TUBING 
is versatile! 





There’s practically no limit 
to the things OsTUCO can do 
with Seamless and Electric 
Welded Steel Tubing to help 
you produce lighter, stronger, better looking 
products at lower cost. Only a few of the op- 
erations are shown above. 

Newly expanded and modernized facilities 
for manufacturing, forging, and fabricating 
tubing, all in one plant — plus our own steel 
source as a member of the Copperweld family 





From Your Blueprint to Your Product 


OSTUCO TUBING 


\ ; 
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OSTUCO 
TUBING 
is versatile! 


OSTUCO 
TUBING 
is versatile! 



















OSTUCO 
TUBING 
is versatile! 


—speed deliveries, assure highest quality and 
save you money. 

Tubing is our business, not a side line. 
OsTuco’s unique “Single Source” operation, 
with unified production control, eliminates 
shipments from one location to another... 
greatly reduces rejects ... prevents errors... 
puts an end to buck passing and red tape. You 
write one order, get one bill, and responsibility 
is clearly fixed. Write for informative catalog, 
“Ostuco Tubing.” 


OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company 
Manviacturers and Fabricaters of Seamless and Electric Welded Steel Tubing 
Plant and General Offices: SHELBY, OHIO 


a, 


SALES OFFICES: Birmingham, P. O. Box 2021 * Chicago, Civic Opera Bidg., 20 N. Wacker Dr. 
Cleveland, 1328 Citizens Bldg. * Dayton, 511 Salem Ave. * Detroit, 520 W. Eight Mile Road, 
Ferndale * Houston, P. O. Box 17007 © Los Angeles, Suite 300-170 So. Beverly 
Drive, Beverly Hills * Moline, 617 15th St. *© New York, 70 East 45th St. © Philadetphic, 
2004 Packard Bidg., 15th & Chestnut © Pittsburgh, 1206 Pinewood Drive © St. Lovis, 1230 
North Main St. * Seattle, 3104 Smith Tower * Syracuse, 2350 Bellevue Ave. * Twlso, 245 Ken- 
nedy Bidg. * Wichita, 622 E. Third St. * Canadian Representative: Railway & Power Corp., Lid. 
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You expect the best value from G-E fluorescent lamps 





Silicone coat on new G-E 
Rapid Start lamps helps 


them start quicker 


Moisture in the air can make a fluores- 
cent lamp slow to start. The wet film 
that condenses on the lamp isa good 
enough conductor to detour some of the 
electricity needed for proper starting. 

General Electric has tailored a “‘rain- 
coat” that stops this. It’s made of 
silicone and breaks up the wet film into 
tiny droplets, leaving dry areas that in- 
terrupt the electrical contact. Less cur- 
rent is stolen. Starting is quicker, surer. 

We call the coating Dri-Film*. The 
photo above shows the difference it 
makes. Moisture breaks up into drop- 


lets on the Dri-Film* lamp, forms a 
smooth coating on the ordinary lamp. 

You get Dri-Film* on G-E Rapid 
Start lamps. It’s invisible, won’t rub 
off, helps assure you all the light you 
pay for. Many leading manufacturers 
have designed lighting fixtures to use 
Rapid Start lamps and their special 
Rapid Start ballasts. You expect the best 
value from G-E fluorescent lamps. 
Here’s another reason you can. 

For more information, write General 
Electric, Department 166-P-12, Nela 
Park, Cleveland 12, Ohio. 


*Reo. U. 8. Pat. Off. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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What’s Screwy? by. (hildipa 
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“Very fancy, dear, but wouldn’t it be cheaper to use 
Phillips Cross-Recessed-Head Screws?” 








FREEDOM FROM DRIVER SKIDS product, too — set up tighter and re- 
is just one of the advantages of sist loosening under vibration. 
Phillips Screws. No danger of mar- The identifying X on the cross- 
ring the finish. In addition, they recessed-head identifies the X-tra ' 
eden drive in much faster. And they add _—_ quality of Phillips Screws at a glance. 


MATED! to the structural strength of the Be sure to specify “Phillips.” 


Only Phillips 
Drivers are per- 


See PHILLIPS cosseecessectead SCREWS 
) x marks. the spot... the mark of extra quality 


AMERICAN SCREW COMPANY ® ATLANTIC SCREW WORKS, INC. © THE BLAKE & JOHNSON CO. 
CENTRAL SCREW COMPANY ® CONTINENTAL SCREW COMPANY © THE EAGLE LOCK COMPANY 
ELCO TOOL AND SCREW CORPORATION ® GREAT LAKES SCREW CORPORATION © THE H. M. HARPER CO, 

THE LAMSON & SESSIONS COMPANY ® NATIONAL LOCK COMPANY 
THE NATIONAL SCREW & MANUFACTURING CO. © PARKER-KALON CORPORATION 
PHEOLL MANUFACTURING CO. © ROCKFORD SCREW PRODUCTS CO. © SCOVILL MANUFACTURING CO. 
SHAKEPROOF DIV. OF ILLINOIS TOOL WORKS e THE SOUTHINGTON HOWE. MFG. COMPANY 
STERLING BOLT COMPANY ® WALES-BEECH CORP. 
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TODAY’S...-AND THE FUTURE’S..-FINEST FASTENER 
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EXPERIENCE is the truest guide to pro- 
duction efficiency and economy...and 
experience throughout industry proves 
that Roebling wire rope is your one top 
choice for avoiding delays, cutting down 
replacements and saving wire rope dollars. 





All over the country, large numbers of 
re- experienced wire rope users definitely 
prefer Roebling wire rope. Call your 





See nearest Roebling office or distributor for 
tr . ° 
nam a Roebling recommendation. 











ROEBLING [7] 


A subsidiary of The Colorado 
Fuel and tron Corporation 





SS 











JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. eeancHes: ATLANTA, 934 AVON AVE. + BOSTON, S! SLEEPER ST. + CHICAGO, 5525 w. ROOSE- 
VELT RO. + CINCINNATI, 3253 FREDONIA AVE. « CLEVELAND, 13225 LAKEWOOO HEIGHTS BLVD. + DENVER, 4601 JACKSON ST. + OETROIT, 916 FISHER BLOG. « 
HOUSTON, 6216 NAVIGATION BLVD. + LOS ANGELES, 5340 ©. HARBOR ST. + NEW YORK, 19 RECTOR ST. + COESGA, TEXAS, 1920 ©. 22ND ST. + PHILA 
CELPHIA, 230 VINE ST. « SAN FRANCISCO, 1740 17TH ST. + SEATTLE, 900 IST AVE. S * TULGA, 321 NM. CHEYENNE GT. + EXPORT SGALES OFrrice, 


TRENTON 2,N.4 
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Want 
Reliable Deliveries? 


Specify Alcoa 


Screw Machine Products 


Alcoa operates facilities near you to produce 
your product—in any size or shape—of 
aluminum or magnesium—to your speci- 
fication. And, Alcoa will gladly help you select 
the right alloy and process to make yours the 
finest product at lowest cost. 

You can expect prompt quotations, with re- 
liable deliveries that secondary operations can 
be scheduled against. In support of these ad- 


- 


Alcoa brings the world to your armchair with 
“SEE IT NOW“ featuring Edward R. Murrow, 
Tuesday evenings on most CBS-TV stations. 


vantages, you'll get full benefit from Alcoa's 
65 years’ experience working aluminum. 

To put these facilities to work for you, 
you have but to call your local Alcoa sales 
engineer. You'll find his office listed under 
“Aluminum” in the classified section of your 
telephone directory. Or write: Aluminum 
Company of America, 1993-M Alcoa Bidg., 
Pittsburgh 19, Pennsylvania. 


Alicoa 





Aluminum 


ALUMINUM COMPANY OF AMERICA 
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Castings, Forgings, Extrusions or 
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FORGINGS—complete facilities to pro- 


duce aluminum and magnesium forgings, 
large or small, by all processes—upset, 
press, drop hammer and ring roller. 
Combine high strength and low weight 
with excellent machining qualities and 


high dimensional stability. 


EXTRUDED SHAPES—Fifty presses 


available to reproduce your design ideas 
in aluminum. Today's average extruded 
shape weight of 600 pounds will be 
ncreased to 2300 pounds with cross sec- 
tions almost doubled by the new! 4,000-ton 
press expected to be in operation soon. 


IMPACT EXTRUSIONS—Smooth- 
surfaced, round, square, rectangular, 
oblong, cup or shell-shaped pieces. 
Bosses, lugs and other projections, some 
nonsymmetrical, can be incorporated in 
parts made by this process. They take 
all finishes well— mechanical, chemical or 


Citta igelaal-tiiliael 


SCREW MACHINE PRODUCTS— 


Hand screw machines, single and multiple- 
spindle automatics handling all types of 
rod, bar and tubing up to 3% inches 
in diameter. This equipment together with 
facilities for assembling, finishing and 
packaging is being installed in a new 


plant nearing completion. 
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CASTINGS—Soand, permanent mold, 
plaster and die. Strengths up to 48,000 
psi in aluminum and 40,000 psi in mag- 
nesium. Fine, smooth as-cast surfaces often 
make additional finishing unnecessary. 


Aluminum Caps and Seals 
Richmond, Indiana 











Aluminum Die Castings 
Chicago, Ill.; Garwood, N. J 
Aluminum Extruded Shapes 
Cressona, Pa.; Los Angeles, Calif 
New Kensington, Pa 

Lafayette, Ind 





























Aluminum Forgings 
Cleveland, Ohio; 
Los Angeles, Calif 











Aluminum Impact Extrusions 

Edgewater, N. J 

Aluminum Sand and Perma 
nent Mold Castings 

Bridgeport, Conn 

Cleveland, Ohio; Detroit, M 

Los Angeles, Calif 









































Jobbing Products 
New Kensington, Pa 














Magnesium Die Castings 
Garwood, N. J 














Magnesium Extruded Shapes 
New Kensington, Po 








Magnesium Forgings 
Cleveland, Ohio 
Los Angeles, Colif 














Magnesium Permanent Mold 
Castings 

Los Angeles, Calif 

Cleveland, Ohio 

Magnesium Sand Castings 

Buffalo, N. Y.; Los Angeles, Calif 
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g choice extra tough? 


Vhether one or more of these factors pose a problem in the 
design of your product or installation, you'll find what you 
require—exactly—in the wide range of B&W Welded Stainless 
Tubing and Pipe available. Whatever your particular 
fabrication, production, and service requirements, B &W’s exact- 
ing manufacturing methods and checks assure you of 

Welded Stainless Tubing which has retained all of the inherent quali- 
ties and characteristics of the steel itself . . . is, in effect, 
custom-produced to your needs. 


Whenever you need help in selecting the Welded Stainless Tubing or Pipe 
that will do your job best, call in Mr. Tubes . . . your 

local B&W Tube Representative. Get the full 

benefit of the extensive technical tubing service 

he represents to save time, money, and material. 





THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


Beaver Falls, Pa.—Seamless Tubing; Welded Stainless Stee! Tubing 
Alliance, Ohio—Welded Carbon Steel Tubing 





TA-1795(G) 
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Aluminum 


ADDS ANOTHER REASON FOR 
EQUIPPING PLANTS 


FLEX-A 












‘ 


PO 





Busway Distribution Systems 


FLEX-A-POWER means permanent modernity of 
a building’s electrical distribution system — 
complete freedom to change layout, add or move 
equipment, rearrange circuits and make building 
additions at minimum cost. Hundreds of modern 
plants have adopted it. 

Now Aluminum Flex-A-Power gives you all the 
advantages of copper Flex-A-Power, including low 
voltage drop, with up to 35% less weight. 


This means easier handling and installation, less 
expensive hanging, lighter floor loading. 


Now the margin of Flex-A-Power superiority is 
greater than ever. Your Trumbull Distributor, 
working with Trumbull engineering, can give you 
authoritative information, prompt quotations and 
speedy delivery. Call him, or write us for Bulletin 
TEC-21. 


Couick Fotks ABOUT ALUMINUM FLEX-A-POWER 


* TYPE FVK. A plug-in busway with power 
outlets at one-foot intervals, tapped by 
Flex-A-Plugs of the fusible switch or 
molded case circuit breaker types. 225-800 
amperes, to 600 volts. (3-phase 4-wire 277/480 
volt type available in 225 and 400 ampere ratings.) 







etree eeeveeeeeeaeeeeeeeeeeeeeeeeeeeeeeee 


*Also available with copper bus bars. Light- 
and heavy-duty trolley busways available 
with copper bus bars only. 


Listed by Underwriters’ Laboratories, Inc. 


Decemser, 1953 
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* TYPE LVD. For high capacity, low volt- 
age drop, feeder applications, or as a 
riser in multi-story buildings carrying 
high currents over long distances, 600-4000 
ampere ratings, to 600 volts. 



















DISTRIBUTION ASSEMBLIES DEPARTMENT 
PLAINVILLE, CONN. 
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A START FOR THE FUTURE 
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Use UNBRAKO Shoulder Screws 
as stationary guides and as 
moving shafts or pivots. 
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For pressure pad and stripper 
plate applications. 
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UNBRAKO SHOULDER SCREWS have these features: heat tolerances; threads and head concentric with body for 

treated alloy steel for strength; knurled head for sure uniformly accurate assembly; finished threads close to 

finger grip, fast assembly; accurate hex socket for posi- shoulder; fully formed threads, Class 3 fit; standard : “ 
tive internal wrenching; shoulders held to unusually close sizes, V4"' to %'" in a full range of lengths. As stationary shafts or pivots. 


Save time and money, use Unsrako standards 


Modern methods and quality control produce standardized 
UNBRAKO socket screw products in large quantities at low 
cost. A nation-wide industrial distributor organization, 
which stocks UNBRAKO, assures you excellent service and 
prompt deliveries. Write for UNBRAKO Standards, a com- 
plete listing of standard products stocked by your local 
UNBRAKO distributor. SPS, Jenkintown 31, Pa. 


sps 
UN AKO SOCKET SCREW DIVISION 
® Write for UNBRAKO Standards 


_S ENNSYLVANIA 
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“We've given this SKIL Drill 16 years’ 
hard use with only one servicing!” 


says Ludwig Meyerott, foreman, 
Century Manufacturing Co., 
Pittsburgh, Pa., 





























makers of custom counters and sink tops 
for commercial and home use. 


“We use this drill on every type of material and 
we use it every day,” says foreman Meyerott. 
“It has had such rough use little of the orig- 
inal markings show on the name plate, but 
after 16 years this SKIL Drill still gives us the 
best, clean, sharp drilling you could ask for. 
And in all that time, it has been out for repair 
only once! 

“SKIL Drills are easier to handle—even in 
cramped places,” Meyerott continues. ‘The 
balance is just right, the design is compact. 
And you need less pressure with the power 
and easy grip.” 


With 26 Models, There’s a SKIL Drill for Every 
Need! Helical Gears * Die-Cast Aluminum Housings 
* Oversize Brushes * Reserve Power ® Statically 
and Dynamically Balanced * Capacities: %” to 1” 
in steel; 2” in hardwood * Speeds: 200 r.p.m. to 
5,000 r.p.m. 


Se 


SKIL Belt Sanders for Fast Finishing at Lowest 
Cost. Finest tools made for rough or fine sand- 
ing of almost any material. Belt widths from 
2%" to 4%" assure right tool for your needs. 
Lightweight, perfectly balanced with powerful 
trouble-free motors for production use. Five 
models to meet every sanding need; with or 
without vacuum attachment. 


. SKIL Dise 
SKIL Sow SKIL Driver SKIL Grinder Sender 












Foreman Meyerott Sands Aluminum With the Model 
448 SKIL Belt Sander. “This tool sands plywood, 
solder, aluminum—any material that comes along,” 










he states. ‘And we always get a fast, smooth, flush 
job. For large areas or close work we find SKIL Belt 


Sanders best. Made only by SKIL Corporation 
“We need tools that can be adapted to any material formerly SKILSAW, Inc. 
; : : 5033 Elston Avenue, Chicago 30, Illinois 
or jot a man can go from one operation t 
Ps Bond Bg en ee OF _ ; <0 3601 Dundas Street West, Toronto 9, Ontario 
another without changing tools. Because they ‘fill Factory Branches in All Leading Cities 


the bill’ so well we use only SKIL Belt Sanders.” PORTABLE TOOLS 





FOR COMPLETE INFORMATION, CONTACT YOUR SKIL DISTRIBUTOR OR CALL YOUR NEARBY SKIL FACTORY BRANCH 





WHERE UNIFORMITY COUNTS 


In a marching line, uniformity and precision are mandatory. 
Just as they are in alloys, selected for specific application in a 
wide range of manufacturing. 

Riverside Alloys are uniform within the narrowest of limits. 
Get them in sheet, strip, rod, wire, blanks, circles ...in phos- 
phor bronze, nickel silver, cupro nickel, and beryllium copper. 


Let our metallurgists huddle with yours. Write for the River- 
side Handbook. Riverside Alloys are Industry’s Allies. The 
Riverside Metal Company, Riverside, N.J. Branches in princi- 


pal cities. 














RIVERSIDE 


ALLOYS 





Free pocket-size 
Alloy Handbook. 
Your reference 
and guide to Al- 
loy specifieations. 
Write today. 
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United States Rubber Company, the only 
electrical wire and cable producer to grow 
its own natural rubber and to manufacture 
its own plastics and synthetic rubber, 
makes a complete line of electrical wires 
and cables for every industrial and domes- 
tic application. Just published is the 1953 
“U.S.” Catalog, essential for men who 
specify, install or maintain electrical wire 
and cable. Send for your free copy to 
address below. Here are the catalog 
chapter headings: 





1. U.S. Royal Portable Cords and Cables 
2. U.S. Railroad Wires and Cables a os ad 

3. U.S. Power Cables U.S.“ Research perfects it... 
4. U.S. Control and Signal Cables “YS. Production builds if 
5. U.S. Building Wires and Cables 

6. U.S. Bare and Weatherproof Wires 
7. U.S. Flexible Cords and Cord Sets 

8 U.S. Telephone Wires and Cables 

9. Miscellaneous U.S. Wires and Cables 
10. Technical Data 





UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT « Rockefeller Center, New York 20, N. Y. 
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We have just one axe 


an AS SURE TID TTS ee RE ANNES 4 




















“Cerborundum” is a registered trademark which indicates manufacture by The Carborundum Company, Niagara Falls, N. Y. 
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to grind... YOURS: 
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Your business, in mass production of parts or finished 
assemblies, is the problem of generating close tolerance 
sizes, of producing high surface finishes, of removing stock. 
The business of CARBORUNDUM is the exclusive ability to 
Ou ge recommend and furnish you the specific type of abrasive 


product which will give you highest quality at lowest cost, 


On every Opefation you perform. 
Take snagging, for instance. With abrasives there are at 
ee least 9 different ways to remove stock at high rates. That 


means the odds are 9 to 1 there’s a better, lower cost way 


than the one you're using now. How can you be sare? By 
asking CARBORUNDUM...for CARBORUNDUM alone has a com- 
plete, branded line of grinding wheels and abrasive belts and 
tumbling and polishing grains...and only CARBORUNDUM 


can recommend without bias, on the sole basis of what's 
best for you. 


, based on Or suppose you're manufacturing shears... you must 


| remove scale with tumbling nuggets — finish with abrasive 
belts — sharpen with grinding wheels— polish with abrasive 


. 
all abrasive grain. CARBORUNDUM alone can give you ome-source control of 


abrasive quality, on every type of abrasive you use... quality 
that’s constant, identical, dependable—thus economical. 


Several ways to do one operation? Call in CARBORUNDUM. 
Several processes on one part? Call in CARBORUNDUM. 


4 Either way, you win. 





Call your CARBORUNDUM Salesman or Distributor today ! 


He’s your best bet for complete stocks, prompt delivery...and best of all, experienced 
counsel on every new development in the entire field of abrasives. He’s in the yellow pages 
under “Abrasives” or “Grinding Wheels.” Phone him today—it’s to your profit! 


Ready now—your free copy of the new big COATED ABRASIVE SELECTOR catalog...containing detailed recommenda- 
tions for both machine and hand sanding operations on tough and soft metals, glass, plastic, wood. Phone for it today. # 


MAR K 


... the ONLY source for EVERY abrasive product you need 
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IMPACT TESTS - METALLOGRAPHIC TESTS 
MAGNA-FLUX TESTS - RADIOGRAPHIC TESTS 
TENSION TESTS - HARDNESS TESTS 
ULTRASONIC TESTS 
TO MEET YOUR REQUIREMENTS 


Standard Steel’s Modern Laboratory Control With Thorough Testing is one of 


SIX REASONS why you should always call Standard Steel for rings and flanges: 


| 


TESTING—radiographic tests, tensile UNIFORMITY— assured by precise EXPERIENCE— produced by skilled 
tests, hardness tests, ultrasonic prob- control of forging and rolling opera- workmen with 20 to 40 years experi- 
ing of internal structure, etc. tions. ence. 

QUALITY STEEL—maintained con- CAPACITY—unsurpassed ability to FAST SERVICE—a vital factor in the 
stantly through production of own produce weldiless rings all the way up continuing growth of Standard Steel 
steel by acid process. to 144” O.D. for over 150 years. 


NDARD STEEL WORKS DIVISION 
“ennsylyonia General Offices: Philadelphia 42, Pa. Offices in Principal Cities 


BALDWIN-LIMA-HAMILTON 
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Small details can make a big difference in trimming a 
tree . . . and in manufacturing valves. For example, 
every Powell Valve part must pass rigid inspection. Then, 
as a final, finishing touch, each Powell Valve is subjected 
to actual line tests. 


It’s these seemingly small details that have helped Powell 
Valves maintain their record of dependability since 
1846. Powell has probably done more valve research, 
solved more valve problems, and makes more types of 
valves than any other organization in the world. 


With Powell Valves on the job in your plant, you'll say 
every day’s a holiday from flow control worries. Follow- 
ing are just a few of the valves-that have the gift of 
dependable service you want—and need. They’re avail- 
able through distributors in principal cities. If a dis- 
tributor is not located near you, just write us. We'll be 
pleased to tell you more about these valves—and our 
complete line. 


LUBRICATED PLUG VALVE (Fig. 2201), flanged end, BRONZE GLOBE VALVE (Fig. 150) for 
available with screwed or bolted glands. Semi- 150 pounds at 500 F. Screwed ends, 
Steel valves available for 175 and 200 pounds union bonnet, renewable vulcan- 
W.O.G. Carbon Steel valves available for 150 ized composition disc. Sizes Vs" to 
and 300 pounds W.P. 3”, inclusive. 


—~e 


u 
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CAST STEEL GATE VALVE (Fig. 1503). 150 pounds. 
Flanged ends, bolted flanged bonnet with out- 
Side screw rising stem and yoke. Solid wedge. 
Available in sizes 1” to 24”, inclusive. 
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BALL BEARINGS e SPECIAL BEARINGS e PILLOW 
BLOCKS AND OTHER MOUNTED UNITS 
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In whitest white or clean, clear, 
wanted colors, there's a Barreled 
Sunlight Paint for every job 





Don’t think for a moment that Barreled Sunlight’s premium quality means 
higher costs for maintenance painting. It’s very much the other way. In fact, 
Barreled Sunlight will give you a better looking, longer lasting paint job for 
less money than any other paint. 

Here’s Why! First of all, Barreled Sunlight is so rich in top-quality ingre- 
dients, it takes as much as one gallon of thinner for every five gallons of paint. 
Every gallon gives you far more paint ready for the brush. You cut your 
material costs. 

But of four times greater importance — because labor today represents at 
least 80% of the cost of maintenance painting — Barreled Sunlight’s solid 
hiding power and outstanding ease of handling slash your labor costs. Your 
painter gets better coverage and greater yardage with every stroke. He paints 
more yards per hour. He finishes the job in far fewer man hours and cuts 
your costs to the bone. 

Look into it. Barreled Sunlight might cost a few pennies more per gallon 
in the can. But on the wall it’s first in the economy run for quality maintenance 
painting. Write and our representative will call. 


BARRELED SUNLIGHT PAINT COMPANY 
18-L Dudley St., Providence 1, R. I. 


Barreled Sunlight 
Fuinie 


For over half a century those who know the best in paints . . . for all types of buildings . . . have strongly insisted on famous Barreled Sunlight 


Decemper, 1953 
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1878: Thomas Edison builds an electric motor for his Menlo 
Park “Express.” ...1910: G.E. establishes motor leadership 
in the infant electric industry....1925: G.E. adds 4 times 
more power per pound as it develops newer models. . . . 1939: 
first Tri-Clad motor sets 14-year standard. 


General Electric Announces... 


A NEW MILESTONE 
IN MOTOR HISTORY 


New 72/ HF CLAD motor climaxes 
75 years of engineering leadership 


The General Electric Tri/Clad ‘55’ is an important milestone in motor history. 
For this is a completely new motor. Born out of thousands of engineering man- 
hours, the Tri/Clad ‘55’ incorporates design improvements that go far beyond 
mere modifications. Many years of pure research, the discovery of new, better 
materials, the knowledge of how to make better use of present materials, and 
improved manufacturing processes all make the Tri/Clad ‘55’ motor the new 
leader in the motor field. 

You as a motor user should take the opportunity to see and test this motor for 
yourself. Contact your nearest G.E. Apparatus Sales Office or G.E. Motor Agent 
and tell him you want to see the new G-E Tri/Clad ‘55’. General Electric Com- 


pany, Schenectady 5, N. Y. 


DESIGNED FOR BETTER PERFORM- 
ANCE: Tri/Clad ‘55’ has a low noise 
level... runs cool... gives up to 
53% increase in shaft output per 
pound...has higher full-load speeds. 


ENGINEERED FOR LESS MAINTE- 
NANCE: 10%-life tests (such as the 
one shown) prove the Tri/Clad ‘55’ 
bearings last longer without regreas- 
ing than any other bearing system. 


648-4 


BUILT TO LAST LONGER: cast-iron 
strength ... more fully enclosed 
dripproof construction . . . water- 
shedding stator windings... poly- 
ester film insulation 8 times stronger. 
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PARKER-KALON 


originator and world’s largest producer of hardened 


Self-tapping Screws, and a leading manufacturer of 


Socket Screws and other fasteners, is now a 


GENERAL AMERICAN, with principal 
offices in Chicago, owns and operates the 
nation’s largest private fleet of freight cars 
which are leased to many of the foremost in- 
dustrial companies, and to railroads. In addi- 
tion, it is a major builder of all types of freight 
cars, owns and operates tank storage facilities, 
and is engaged in the manufacture of process 
equipment and molded plastics. 


In pursuance of a program of diversification, 
General American has acquired the business 
and assets of the Parker-Kalon Corporation 
through the purchase of capital stock. The busi- 
ness will henceforth be operated as the Parker- 
Kalon Division of General American Transpor- 
tation Corporation. 


The present management of Parker-Kalon 
will continue in charge. The sales and service 


Division of General American Transportation Corporation 


policies which have won the approval of the 
many thousands of P-K customers will remain 
in effect. As always, P-K Fasteners will be sold 
through P-K Distributors in every industrial 
area in the United States, Canada and in many 
foreign countries. 

With the far greater resources available 
through its new ownership, Parker-Kalon will 
accelerate a program of improvement and ex- 
pansion. New production and warehouse facili- 
ties will be built to meet the constantly increas- 
ing demands for P-K fasteners. Engineering and 
research will be augmented to speed the perfec- 
tion of new P-K products now in development. 

Now, even more than before, you can rely 
on Parker-Kalon for leadership in fastener de- 
sign, for consistently high fastener quality, and 
service in step with your needs. 
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General American Transportation Corporation 
200 Varick Street, New York 14, N. Y. 
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Century 


One of the 


Looking for a Star Performer? 


20th Century* Normolized shot and grit will guarantee you top perform- 
ance on four scores: 


(1) Uniformity (3) Economy 
(2) Toughness (4) Quality 


A malleable abrasive, it's being used in foundries and metalworking 
plants everywhere. 


Our new cotalog is yours for the asking. 
*Copyrighted Trade Name 


Metal 
THE CLEVELAND [tives 


811 East 67th Street Cleveland 8, Ohio 
Howell Works: Howell, Michigan 


world s largest produc 


ers of quality shot, grit and powder 


Normalized — Hard Iron Cut Wire 














GRADES 
A.LS.L. TYPE U-S‘S DESIGNATION 
300 SERIES 
301 U-‘S-S 17-7 
302 U-S’S 18-8 
302B 
303 U-S-S 18-8FM 
304 U-S-S 18-8S 
304L U-S:S 18-8S C.03 Max. 
305 U-S-S 18-8FS 
308 U-S-S 20-105 
309 U-S‘S 25-12 
309S U-S-S 25-12S 
310 U-S-S 25-20 
310S U-‘S-’S 25-20S 
314 U-S-S 25-20Si 
316 U-S-‘S 18-8Mo 
316L U-S-S 18-8Mo C.03 Max. 
TS316 
317 U-S‘S 19-9Mo 
318 U-S-S 18-8MoCb 
321 U'S’S 18-8Ti 
347 U-S’S 18-8Cb 
T8347 
TS347A 
400 SERIES 
403 U-S-S 12 Turbine 
405 U-S-S 12AL 
410 US'S 12 
416 U-S-‘S 12FM 
420 
430 U-S‘S 17 
430F 
430T 
431 
440A 
440B 
440C 
442 
446 U-S-S 27 
500 SERIES 
501 uUSs‘S 5 
502 U-S-S 5S 
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PRODUCTS 


SHEETS 


Finishes —No. 1—No. 2D—No. 2B— 
No. 4—No. 6—No. 7 
Thicknesses —from .010” to .1874” 
Widths —from 24” to 72” 
Lengths —up to 196” in cut lengths 
Also available in coils up to 48” 
(only in unpolished finishes) 


PLATES 
Finishes —HR—HRA—HRA&P—No. 4 Finish 
Thicknesses —.1875”" and heavier 
Widths —over 10” to 132” 
Lengths —up to 480” 

ANGLES 
Finish —HRA&P 
Thicknesses —from %" to 1%” 
Sizes —from %" x %” to 8” x 8” 
Lengths —up to 360” 

BARS 
Rounds, Squares, Octagons, Hexagons 
Finishes —HR—HRA—HRA&P—CD— 

RT—CG—CG & Polished (Rounds only) 

Sizes —from 2" to 84%” 
Lengths —up to 360” 

SEMI-FINISHED 


Blooms —Billets 


Thicknesses —from 4” to 22” 


Widths —from 4” to 22” 

FLATS 
Finishes —HR—HRA—HRA&P—CD 
Thicknesses —from Ve” to 2%" 
Widths —from %” to 10” 
Lengths —up to 360” 
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PRODUCTS 


WIRE 


Coils and Straight and Cut 


Finishes —Copper, Lead, Tin, Galvanized, Wax, 
Bright, Oil, Soap, Lime 
Sizes —from .008 to .500 


Lengths —from 12” to 22’. 


COLD-ROLLED STRIP 


Coils and Straight and Cut 


Finishes —No. 1, No. 2 
Thicknesses —from .010” to .1874” 


Widths —from %6" to 23'%." 
Lengths —from 12” to 20’ 
TUBING 
Finishes —Standard Pickle, Grit No.’s 80, 120, 180, 
320 and range polishing 
©. D. Sizes —from %" to 9” 
Lengths —Comparable to other carbon, alloy 





UNITED STATES STEEL CORPORATION, PITTSBURGH - 
WATIONAL TUBE DIVISION, PITTSBURGH 


3-2012 
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cold-drawn tubing 


All these products are available in the South 


from Tennessee Coal & Iron Division 
and in the West from Columbia-Geneva Steel Division 


_ Steel pipe and tubing in a wide range 


dom in selecting the grade, shape 











AMERICAN STEEL & WIRE DIVISION, CLEVELAND 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. - 
UNITED STATES STEEL EXPORT COMPARY, 


U-S°S STAINLESS STEEL 


UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
nEW YORK 


‘ 


Ss STEEL wire as thin as a 
Seek te Aetiick as youl tae 
. . . Stainless Steel plates “‘as big as 
the side of a house” . . . Stainless 

































of analyses and in all commercial | 

sizes . . . you get them from United | 

States Steel. ! 
You have the widest possible free- 


and finish that fit your design and 
fabricating procedure. And we’ll be 
glad to discuss the special orders that 
may go beyond the catalog range. 

Keep in mind, too, the fact that 
our mills have roll passes for an un- 
usually broad range of sections for 
special applications. New rolls can 
be cut for others if requirements 
justify the need. 

Along with this wide selection goes 
top quality when you use USS 
Stainless Steel—a perfected, service- 
tested material that is made to give 
the finest performance, both in fab- 
rication and in end use. 

You also receive the assistance of 
our representatives in helping you to 
cut fabricating costs and achieve the 
best results through selection of the 
. For everything you want in Stain- 
less Steel, come to “Stainless head- 
quarters” — United States Steel. 


* COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 





SHEETS - STRIP - PLATES - BAR 


- BULLETS - PIPE - 


- WIRE - SPECIAL SECTIONS 
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.. With TYCOL lubricants on hand! 


A Cutting Oil with a “Delicate’’ Touch! Screw threading to 

fine tolerances is the acid test of any cutting oil... one reason 

why we ask: can your present oil measure up to Tycol Angrove 40? 
Take the customer who was threading 34” standard threads 
on 308 Stainless... with thread extending to the head... and 
the overall job calling for an extremely fine finish. The best of the 
competitive oils used yielded only 600 pieces before serration and burring 
appeared, necessitating regrinding the chaser. Tycol Angrove 40 
produced some 4,500 pieces with no defects apparent under 
magnification ... and with no regrinding of the chaser throughout 


the entire run! If you can’t top this — contact your local Tide Water 
Associated office for further information! 


Over 300 Tycol industrial lubricants are at 
your disposal ... engineered fo fit the job! 


REFINERS AND MARKETERS OF VEEDOL... THE WORLD'S MOST FAMOUS MOTOR OIL 
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Boston ® Charlotte, N. C. © Pittsburgh 

Philadelphia © Chicago * Detroit 

Tulsa © Cleveland * San Francisco 
Toronto, Canada 


TIDE WATER 
alee associated 


OlL COMPANY 


17 BATTERY PLACE NEW YORK 4.5m ¥Y 
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gt DOUBLE-BARRELED 
CAVI NGS with 


NIBROC 


TOWELS nee TOILET TISSUE 














You can cut washroom costs by ordering 
Nibroc Towels and Toilet Tissue together, 
thereby getting quantity discount. Absorb- 
ent, soft and strong, Nibroc products are the 
best washroom good-will-builders you can 
buy. No wonder they are first choice among 
industrial and institutional purchasing 
agents everywhere. White or natural; towels 
multifold or singlefold. 


>» NEwW-nigRoc 
' TOILET TISSUE | 


ee” 











SAVE $$$—ORDER BOTH AT ONCE 


A new combination of 100% pure cellulose 
fibres makes Nibroc Toilet Tissues softer, 
stronger. 

For name of nearest distributor and towel 
and tissue samples, write Dept. NG-12, 
Boston. 


COMPANY, Berlin, New Hampshire 
CORPORATION, La Tuque, Quebec 











burgh 
etroit General Sales Offices: 
incisco 150 Causeway Street, Boston 14, Mass. 


Dominion Square Building, Montreal, Quebec 


SOLKA & CELLATE PULPS + SOLKA-FLOC + NIBROC PAPERS + NIBROC 
TOWELS + NIBROC KOWTOWLS - NIBROC TOILET TISSUE - BERMICO 
SEWER PIPE, CONDUIT & CORES + QONCO INSOLES «+ CHEMICALS 


ER 
ED 


ANY 


ns Y 
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mm Choose the fuel 
on Industry's 
doorstep 


~~ 

, ( 40al is where you find it. Fortunately, however, a large share of the 
nation’s operating Bituminous mines are located in Baltimore & Ohio 
territory —economically accessible to America’s great industrial 
plants. The Bituminous mined here—practically on 
Industry’s doorstep—is of excellent quality and 
in wide variety; whatever your specific need, 
there are B&O coals to meet it. Furthermore, 
the supply is inexhaustible—you can count on | 
an unlimited reserve of B&O Bituminous, 
even in emergencies, for centuries to come. 


When you consider fuel, consider cost — oo Ti end J mn ifrnrion |g, SLES 
dependability of service—accessibility. 
You'll choose the Bituminous mined on 
the B&O. For advice, ask our man! 


BITUMINOUS COALS 
FOR EVERY PURPOSE 


BALTIMORE & OHIO RAILROAD 


Constantly doing things — better! 
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background photo courtesy of Shell Oil Company 


J-M CHEMPAC-an asbestos-Teflon packing 


that withstands virtually ALL chemicals 


Tuis NEw Johns-Manville development 
combines the sealing action and heat-resistant 
characteristics of asbestos with the all-around 
chemical resistance of Teflon. Its base is strong, 
resilient asbestos fibers thoroughly impreg- 
nated with chemically inert Teflon. 


The versatility of Chempac greatly reduces 
the number of packing styles needed for chem- 
ical equipment. Stocking presents no problem 
because its inert ingredients do not deteriorate. 


Chempac can be recommended for packing 
pump rods or shafts, valve stems, agitator 
shafts, expansion joints, rotary filters and sim- 
ilar apparatus. It is outstanding in service 
against many acids, alkalies, caustic solutions, 


JOHNS -MANVILLE 


and solvents, at temperatures to 525° F.. 


Chempac Packing is available in coil, spiral 
and ring form for rod, plunger and valve stem 
service. Style Nos. 2011, 2012 and 2013 are 
made of white Canadian Chrysotile Asbestos. 
No. 2014 is made of blue African Crocidolite 
Asbestos. Johns-Manville also makes Chempac 
Gaskets, Nos. 117 and 138 of plies of asbestos 
cloth treated with Teflon. 


Your Johns-Manville Packing Distributor 
can help you select the right Chempac Packing 
er Gasket for your application. For complete 
information write him or Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 199 Bay 
Street, Toronto 1, Ontario. 


Johns-Manville PACKINGS & GASKETS 





Please mention PURCHASING Magazine when writing to advertisers. 














60 


Sealing Jobs 


yr 


Installing @ dust seal gasket between the castings in the 
bevel gear and steering clutch compartment of a Cater- 
pillar track-type Tractor. 


Please mention PURCHASING Magazine when writing to advertisers. 





use American Felt] 


Probably tractors encounter more severe operating conditions 
than almost any other piece of mechanical equipment, and for 
that reason it is vitally important to keep dust, grit, and water 
out of operating parts, and oil and grease in. Felt seals are ideal 
for this purpose, and American is proud to supply felt for seal- 
ing to Caterpillar Tractor Co., Peoria, Illinois. In these days of 
expanding construction, you will see Caterpillar-built machin- 
ery everywhere. Felt is in many of them, unseen, helping pro- 
tect performance, reliability, and long life . .. American makes 
various types of felt for sealing purposes, and supplies it as 
desired, including gaskets and washers cut to size. For infor- 
mation, write for Data Sheet No. 11, “Felt Seals, Their Design 
and Application.” 


American felt 
Com 


TRADES. am MARK 





GENERAL OFFICES: 74 GLENVILLE ROAD, GLENVILLE, CONN. 
SALES OFFICES: New York, Boston, Chicago, Detroit, Cleveland, Rochester, 
Philadelphia, St. Louis, Atlanta, Dallas, San Francisco, Los Angeles, Portland, 
Seattle, San Diego, Montreal.—PLANTS: Glenville, Conn.; Franklin, Mass.; New- 


burgh, N. Y.; Detroit, Mich.; Westerly, R. 1—ENGINEERING AND RESEARCH 
LABORATORIES: Glenville, Conn. 
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Dependable holding for a variety of uses 


Permanent Magnet Chucks... Rectangular and Rotary 


A POWERFUL MAGNETIC Grip holds work securely on Brown & Sharpe 
Permanent Magnet Chucks. No electric current is used . . . no danger of 
short-circuited wires or heating. Turn of control handle engages or 
releases magnetic holding power. Completely self-contained and portable 
for use throughout the shop. 


Rectangular Models in 8 sizes from 2%6” x 544” to 1244” x 36”; Rotary 
Models in 5”, 7” and 9” diameters. 


For sale only in the United States of America and its territories. Write 
for Catalog. Brown & Sharpe Mfg. Co., Providence 1, R. L., U. S. A. 


BUY THROUGH YOUR LOCAL DISTRIBUTOR 


Brown & Sharpe \"5 
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GUIDES TO BETTER CUTTING 
Write for the Starrett Hacksaw 
and Band Saw Catalog and Quick 
Reference Metal Cutting Guide. 
Address Dept. P. 


) 
ta 


THE L. S. STARRETT COMPANY INDUSTRIAL 
Athol, Massachusetts, U. S. A. DISTRIBUTOR 
, 1% 5 . 
We SINCE 1880 MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
WORLD'S 


3 DIAL INDICATORS © STEEL TAPES © PRECISION GROUND FLAT STOCK 
GREATEST TOOLMAKERS HACKSAWS, BAND SAWS ond BAND KNIVES 
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idea—lick a design problem... 


END VIBRATION AND LEAKAGE. Titefiex® metal hose, used as fill 
and drain lines of SEC Synthetic Cleaning Units, kills vibration and prevents 
solvent leakage at fittings. Tough, wear-and-corrosion-resistant Titeflex is 
just as effective in handling steam, oil, lubricants, fuels, gases, brine, acids, 
compressed air or oxygen. Design and construction of Titefiex assure trouble- 
free performance. Excellent for projects involving extreme configurations. 





on) « 





CONDUCT STEAM SAFELY. Pictes for Carver Laboratory Press carry 
steam up to 200 psi (nearly 400°F.) for heating—water for cooling. The 
connections are flexible, pressure-safe Titefilex. Braiding gives extra strength. 
Added problems of vibration, pulsation, continuous movement, corro- 
sion or abrasion make Titeflex invaluable in scores of other applications. 





CONTROL CRITICAL PRESSURES. How would you connect 280 cyl- 
inders of fire-e xtinguishing carbon dioxide at 850 psi to line? Walter Kidde 
& Company licked this problem with Titefiex flexible metal hose which met 
all insurance standards and withstood rigid application requirements. Titeflex 
also conveys hundreds of different fluids under as many different tempera- 
ture and pressure conditions. Resists corrosion, vibration, physical. abuse. 





FIGHT FATIGUE AND WEAR. Titefiex metal hose eliminated moin- 
tenance on air control lines of Unit Mobile Cranes. All-metal construction, 
with braiding woven directly upon the hose, provides great strength and 
resistance to vibration, corrosion, wear and abuse. Flexibility of Titeflex 
permits simplified assembly even where space configurations are problems. 


THE USES FOR TITEFLEX® seamed flexible metal hose and Uniflex seamless flexible metal hose are 


limited only by engineering ingenuity. And Titeflex design engineers—working with customers 


—develop new applications daily. Somewhere in your plant or on your products Titeflex can 


improve operation and maintenance—or simplify a:design problem. Our new 48-page Metal 


Hose Catalog No. 200 shows you how and why. To get your free copy, simply mail the coupon. 





"7 Cheek products you af interested 5 in. 


SEAMLESS METAL HOSE LJ ome HARNESS 


en pane ES 


[|] NGNITION SHIELDING 






TITEFLEX, INC. 
513 Frelinghuysen Ave 


Please send me without cos! 
information about the products 
checked at the left 





— SEAMED AND |_| PRECISION A 





“==> RUGID AND FLEXIBLE 
__ wave GUIDES 
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— CONNECTORS 
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Here are a number of crank- 
shafts of various sizes and 
types. They will be delivered 
ready for installation with 
National Forge’s guarantee 
of satisfactory performance. 


NATIONAL FORGE has excellent facilities 
for the finish machining of forgings. Our 1260- 
foot main aisle and the side bays house a muiti- 
plicity of precision tools. 

There is a full complement of lathes for both 
turning and boring in sizes from small bench 
lathes up to lathes of 72” swing and beds up to 
120’; boring mills, vertical and horizontal; plan- 
ers; radial drills up to 6’; surface grinders for 
flat work; cylindrical grinders for work up to 
26” diameter and 50’ long; shapers—horizontal, 
vertical and traveling head; milling machines— 
vertical, horizontal and planer type; a jig borer; 
pin-turning lathes for crankshafts; slotters, up 
to 36” stroke; and many other machines and 


FINISH MacH 
ININ 
IS A SPECIALTY. 
A 


T 
NATIONAL FORGE 


tools designed for special work. 

Our machinists are carefully trained over the 
years, and wherever your operation calls for 
special skill, these men are expertly adapted to 
your work. 

When you have finish machining to be done 
on a forging, no matter how intricate or how 
close the tolerances, you can depend on National 
Forge to turn it out to your exact specifications. 


We will be glad to quote on any job you have... and our 


Engineering Service is available to assist you if you desire. 


Lalanal Forge 


AND ORDNANCE COMPANY 


Irvine. Warren County, Pennsylvania 
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Cheol Abin: lt es» one gear or 10,000 or more 
ILLINOIS GEAR & MACHINE COMPANY 
























ACCO 


prod Tht Cuan AND CABLE (or wire rope) are only two of many diver- 


sified lines manufactured by American Chain & Cable, familiarly 
known as ACCO to its friends throughout the nation. You will 
find it interesting—and possibly helpful—to look at these pic- 
tures showing basic products of 16 ACCO divisions. The policy of 
each is to make its products intentionally better. This wins firm 


y AMERICAN CHAIN 
a Weed Tire Chains, 

; Welded and Weldless 
; Chain, ACCO Registered 
: Sling Chains 

AMERICAN CHAIN DIVISION 


a REE RT SOS 


friends for our company. When you are ready to buy, remember 
the ACCO products shown here. 















































































































































LAY-SET TRU-LAY PAGE 
ames Preformed CHAIN 
; VALVES WIRE ROPE LINK 3 
F ROPE ; ACCO Registered FENCE \ 
Nonparell Bronze, Electric Wire Rope Slings, Welding Wire, 
Non-Preformed Wire Rope Iron & Cast Steel rie Crescent Non-Preformed Shaped Wire, 
HAZARD WIRE ROPE DIVISION Valves and Steel Fittings Wire Rope Manufacturers’ Wire 
f R-P & C VALVE DIVISION AMERICAN CABLE DIVISION PAGE STEEL & WIRE DIVISION 
b: 
s 
ES TRU-LAY 
| MANLEY CABLE HOISTS 
; _ AUTOMOTIVE ; CONTROLS - 
' EQUIPMENT | : : Hand and 
i Aircraft Cable, Push-Pull ane Gane 
_ Presses, Jacks, We wee Controls, Tru-Stop Brakes Electric Hoists 
é _ Wrecking Cranes, etc. for Trucks and Buses aii 
Be MANLEY DIVISION — atin aennaay amma CHAIN BLOCK DIVISION 
ie 
. “ROCKWELL” be ae 
iy and TUKON and CRANES 
B PENNSYLVANIA CAMPBELL MACHINES a Wright Hand 
| ~—s« LAWN - MOWERS Wet Abrasive nee Hoists, Speedwa 
: Power and Hand Mowers Cutting a WILSON MECHANICAL Electric Hoists, Counts 
' PENNSYLVANIA Nibbling Machines INSTRUMENT DIVISION 





WRIGHT HOIST DIVISION 
LAWN MOWER DIVISION CAMPBELL MACHINE DIVISION 


} _ 


OWEN SPRINGS Servi Ag \ 
Springs and Units for In dustry | 


Mattresses and Furniture : \ 
sande suenr shane vision MULLEN Lg LC 
7 Agriculture 

® American Chain & Cable Company, Inc. \ and the 





CASTINGS 
Reading Electric Steel 
ACCO Malleable 
ACCO CASTING DIVISION 










MARYLAND 
BOLTS and NUTS 


THE MARYLAND 
BOLT and NUT COMPANY 














A 


“ee BRIDGEPORT 2, CONNECTICUT \. Homme 
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Now... 


Precision Production 





Faster Fabrication 





with two new series 
of high quality 
Taylor Laminated Plastics 


Taylor XXXP-300 Taylor XP-400 ~~ 









Taylor XXXP-300 
is the start of a versatile 
new family of paper 
base, phenol laminates 
for use in high quality 
electronic components 
requiring the ultimate 
in insulation resistance. 






Taylor XP-400 
is the start of a 
versatile new family 
of cold-punch, paper 
base phenol laminates 
having good electrical 
properties. 





T AY L ) R Turnthe page for detailed telenaiiien 


Laminated Plastics of value to Management, Engineering, 
Vulcanized Fibre Production and Purchasing... » 
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Here's why you'll want to use| 1 


A completely new development, in both formulation and production, in 
the field of laminated plastics. . .. Extends the use of fabricated parts for 
a growing list of applications where high insulation resistance is a critical 
factor, yet meets the most rigorous staking and punching requirements. 
. .. Combines the most desirable specifications with an incomparable ease 
of fabrication that spells economy all along the line. 


Smooth surface and clean-cut edges show absence of drag 
raising, bulging and cracking with NEMA* test di 


Sheet uniformity, directly related to punching quality, is 
lemonstrated by the clear translucency of this material. 


Clean, smooth edges of unmarred ladder indicate ease of 
fabrication under satisfactory temperature conditions. 


XXXP-300 offers you 
e excellent electrical properties 
e low water absorption 


e high dimensional stability 
—excellent staking 


e low power factor 
—high insulation resistance 


e flame retardance 


and, punches perfectly at 135°C. 


Continuity of good, clean punching means uninterrupted 
production—no waste, higher operating efficiency. 








> ease of 
ditions. 











these two new Taylor Laminates 


A successful solution to the need for a true cold-punching laminate, one 
that actually punches without the addition of heat. ... Brings a new 
ease of fabrication to the mass production of punched parts for thousands 
of applications. ...Affords new opportunities for uniformity and efficiency 
in fabrication, resulting in a radical reduction of waste and the practical 
elimination of rejects. 













Cold-punching from NEM 4A* test die—holes are clean- The complete absence of heat in this operation demon- 


cut, surface is smooth, edges show no chipping. strates the practicability of true cold-punching. 
XP-400 offers you Both of these new Taylor Laminated 
Plastics are the result of years of study 
e low water absorption and experience, plus 16 months of intensive 
research and development. They are now 
e flame retardance available in production quantities for appli- 
e excellent staking cations where an outstanding combination 
7 of physical and electrical properties is 
® good impact strength required. 
e high dielectric strength Sheet size: 49” x 49”. 
and, punches perfectly | 
arom iemprare = TAYLOR 
Laminated Plastics TURN THE PAGE FOR » 
Pioastenas? Mascon Vulcanized Fibre COMPLETE SPECIFICATIONS 





L 


compared to NEMA standards! They are your guarantee 


of top performance, and it costs no more to get them 


eeeat the properties of these new materials... 
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With these two new materials, the electrical 
and electronics equipment designer has new 
advantages he can build into his products. The 
production man can effect new economies 
through ease of shearing and punching and 
greater uniformity of fabricated parts with 
excellent staking characteristics. Here are two 
new families of Taylor made laminates each of 
which can be ““Tailor Made’”’ for you! 


For all your requirements of Phenol, Melamine 
and Silicone laminates... as well as Vulcan- 


ized Fibre . . . try Taylor today and you'll 


standardize on Taylor tomorrow. The complete 
line of Taylor materials is available in a wide 
range of electrical, mechanical and physical 
properties. Taylor Engineers are well qualified 
to help your staff select the Taylor products 


best suited to your particular requirements... 
whether you buy raw stocks of sheets, tubes, 
rolls or rods . . . or specially fabricated parts. 


For Your Files—Complete and comprehensive 
literature is available to show you how Taylor 


products can be put to profitable use in your 
products. Write today. 








Taylor Fibre Co.—Plants in Norristown, 
Pennsylvania and La Verne, California 


Branch offices in Asheville, Boston, Chicago, 
Cleveland, Dayton, Detroit, Indianapolis, Los 
Angeles, Milwaukee, New York City, Philadel- 
phia, Pittsburgh, Rochester, St. Louis and 
Tolland, Connecticut. Distributors in Grand 
Prairie and Houston, Texas; New Orleans, 
Louisiana; and Toronto, Ontario. 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 





HRS. AT 50°C. 
COLD FLOW 


PUNCHING QUALITY 


4000 psi FOR 24 











GooD 




















GOOD |.69) 





VERY | ¢¢ 
GOooDT"4 











- 
ubes, 
arts. 


nsive 
aylor 
your 


own, 
a 
cago, 
_ Los 
adel- 
and 
rand 
eans, 


‘ics 
bre 











i we 
d our Reading P° 


modele ys for choost 


re , 
: ate -olid reas¢ 
" d two good solid 
we ha 
as our fuel. 


First yodauc a” 
t wh than coal 
to 3C | 








with oil would Cos 
Vv 


purned th 
. mecha 






- eteam 
ing, ste 





e a oil ; 


; dow 
ve could shut us : 
ae i , stoker pro 






we purn 








ren i 
coal, ev in 
a hand-fire 2 * 
ble low-cost ste 

sstallation is OU 


coul 


“For depend! 


this coal-burning ix 





we re cor : 
r best bet. 







ing hot 





show ; ; 
$3 by burning ©? 


equest. 


al case historie 
e saved mom y : 
ailable upon 





Addition 
of plants have vie 
mn way, are ( 









mode 





specific needs. 


You'll find modern combustion equipment 
has made coal more economical than ever 
before. You'll find that up-to-date coal and 
ash-handling equipment will cut your labor 
costs and provide you with a clean, conven- 
ient, dust-free operation. 


And only with coal can you be sure of a 
plentiful supply of fuel at relatively stable 
prices—now and far into the future. Coal, 
unlike other fuels, has virtually inexhaustible 
reserves. And America’s highly mechanized 
coal mining industry is the most efficient and 
productive in the world. 


BITUMINOUS COAL INSTITUTE 


A Department of National Coal Association 
Southern Building, Washington 5, D. C. 
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Here’s a tip that can save you dollars on 
steam costs. Equip your plant with a modern 
coal-burning installation designed to fit your 





FOR HIGH EFFICIENC) 





“By burning coal instead of oil, we save up to 30% 
on fuel costs and enjoy trouble-free operation!” 


says C. R. Crowther, Vice President 
Reading Glazed Paper Corp. 
Reading, Pennsylvania 


If you operate a steam plant, you can't 
afford to ignore these facts! 


BITUMINOUS COAL in most places is today’s lowest- 
cost fuel, and coal reserves in America are ade- 
quate for hundreds of years to come. 


COAL production in the U.S.A. is highly mechanized 


and by far the most efficient in the world. 


COAL prices will therefore remain the most stable of 
all fuels. 


COAL 


is the safest fuel to store and use. 
COAL 


is the fuel that industry counts on more and 
more—for with modern combustion and hand- 
ling equipment, the inherent advantages of 
well-prepared coal net even bigger savings. 


we FOR LOU COST 


YOU CAN COUNT ON COAL! 
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& Over 1,000,000 


OVER A MILLION families wash their clothes in Laundromats. 
Westinghouse also does a big export business, so these machines have 
to be trouble-free. 

















HERE, a man installs the main suspension ie The springs are AS UNIT IS INSTALLED in she!l, man holds top dam»er spring. Notice 


periodically tested to meet severe 450 c.p.m./%-inch amplitude, vibra- damping blocks on end of flat spring to reduce excess movement. 


tion tests. 
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WITH SCIENTIFICALLY-DESIGNED SMALLER CUP POINTS 


Tested comparatively by United States Testing Company® with standard cup 
point screws and screws with angled and serrated points, the new Allenpoint 
demonstrated (1) greater locking power at all measured installation vs 
removal torque pressures, (2) uniformly high shaft holding power in torque 
resistance tests, (3) unmatched performance under vibration, and (4) more 
complete shaft contact pattern. Sold only by leading Industrial Distributors. 
Write us for more facts about the results of these 

important tests of set screw performance. 


*Report No. E : , March 17, 1953. 






ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 


reeeeee® 











Dropping, knocking against metal surfaces and faulty line-up are major 
causes of damaged threads. Allen’s new unthreaded leader point substantially reduces 
the causes of screw thread injury, or damage to threaded holes. Grip Heads, 
precision fit sockets that adhere to the key, plus the new leader points, make 
Allens the world’s easiest starting cap screws, particularly in 


inaccessible spots. Sold only thru leading Industria] Distributors. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 








We make this 
number talk 


THE BEARING NUMBER 15123 on the 
cone, coupled with 15245 on the cup above, 
tells you it’s a certain size tapered roller bearing. 
But the name Timken on the bearing makes it 
tell you much more. Then it tells you all about 
the bearing’s quality and the services that go 
with it—things a top P. A. wants to know. 


Wy 


OUR STATISTICAL QUALITY CONTROL beats errors to the punch. 
The chart—there’s one on every grinder—plots the dimensions of several cups 
or cones from each lot. Trends toward off-size bearing parts show up on the 
chart. We ‘‘catch”’ rejects before they happen. 


QUALITY CONTROL is THIS SURFACE PLATE—used to 

carried through every step in check our gages—is flat within .00007”, 

the making of Timken bearings. took 1568 hours of lapping. It helps insure 
WE DEVELOPED AN INSTRUMENT for One example: taking a sample Timken bearing quality. Quality, service 
use in our research laboratory that checks con- of steel from one of our nine and public acceptance make Timken bear- 
tours and smoothness of circular surfaces within electric furnaces. The steel will ings your number 1 value. So always specify 
amicro-inch. With it, we've found ways to make be analyzed, and results flashed “Timken” with the bearing number. The 
Timken bearings truer, smoother — hence back to the furnace, in less than Timken Roller Bearing Company, Canton 
quieter, longer wearing in your products. ten minutes! 6, Ohio. 


Quality, service and public acceptance make TIMKEN no. 1 for VALUE 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER C> BEARING TAKES RADIAL b AND THRUST ~(8~ LOADS OR ANY COMBINATION WE 
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STOCK GEARS — 2000 TYPES and SIZES SPROCKETS SHOLD-A-GRIP RATIOMOTORS 
and CHAIN Interchangeable Tapered 
BUSHINGS and SPROCKETS 


A $10,000,000 STOCK +© AT 92 LOCAL DISTRIBUTORS 


SHAFT SUPPORTS SF UNIVERSAL JOINTS i COUPLINGS ee 
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NEXT TIME...ORDER SCOTTISSUE TOWELS! 


f. They drink up water like an Airedale in August. 
2. Theyre strong — even when soaking wet. 
3. Theyre So soft that many people use them as face cloths. 
4. Theyre clean and white — of course. 
5. They're double-fold to dry double-quick. 











Towels weigh 46 Ibs.* Some paper towels cost 
less for 3,750 but are 10 to 20 Ibs. lighter* — 
hence less drying power. Write for more facts. 
Scott Paper Company, Dept. P-3, Chester, Pa. 


SCOTTISSUE TOWELS 


~hiestblipat tin te beh Symbol of the right kind of washroom 


(ug f ScotTissue Towels have an exceptionally high 

a EVER PLAY . fiber content. This “bulk,” plus generous size and 

$ i “QUESS THE WEIGHT ? double fold, makes a case of 3,750 ScotTissue 
AFD 
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1888 
TESLA 


5 H.P. 
765 LBS. 








1926 
cs 

5 H.P. 

130 LBS. 





1947 
LIFE-LINE 


ine 
119 LBS. 














You cut down rejects when you use Chase Brass and Copper 
Alloy Wire. 


Chase mills inspect every coil of wire produced. No 
scratches, no slivers, spills, or laps! Chase wire is of uni- 
form temper and grain size, uniform in surface texture and 
color, accurate in gauge. It comes to you clean and bright. 


Chase wire is available in a wide variety of 
alloys, shapes, sizes and tempers. 


Write today for free folder “Chase Cold-Heading 
Extruded Brass and Copper Alloy Wire.” 


i Meise 's ag tonto a Brass & Copper 
BRASS & ‘COPPE tent Set Sina Fa 


od Detrot M inneapoi:s 


Houston Newark ( t sales 
WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION Cincinnati indianapolis New Orleans ; office eat 
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The Milled Curved Teeth of Vixen 
| ‘What's different Files have deep gullets and wide pitch to 








about VIXEN FILES? prevent clogging. This eliminates 
Vixen is the original and tracking or serrating and leaves a scratch- 
still the best. These milled 


curved tooth files cut freer, free work surface. Made of special analysis 


faster, smoother because: chrome steel, Vixen’s undercut teeth 


remain keen longer. Vixens are 
1. Milled curved teeth are actu- 6 


ally miniature milling: cutters. available in all types of milled curved 
2. Gullets are not pointed but teeth files—a complete line. 

rounded, to make chips fall 

free easier. THESE FAMOUS FILES ARE 


: - MADE ONLY BY 


Comerica 
3. Undercut teeth have distinct C VIXEN > HELLER BROTHERS CO. 
cutting action, do not scrape 2 


America's Oldest File Manufacturer 

or abrade. ee NEWCOMERSTOWN, OHIO 

4. Special analysis chrome steel | 
keeps teeth sharp longer. WHITE ENVELOPE 


rie 


5. Vixens may be esharpe 
many times. 





5 eon S 


ASK YOUR HELLER Only HELLER make the Vixen Rs BRo 
DISTRIBUTOR FOR 
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Now...IBM ELECTRIC FORMSWRITER HAS 


NEW PIN FEED PLATEN 


giving you both extra carbon economy 
and accurate registration of forms 




















Here is great news for every user of multiple- 
copy continuous forms! IBM’s new Pin Feed Lift 


Platen enables you to use marginally-punched produce more legible work, faster and without 


continuous forms, assuring accurate alignment the fuss and bother of constant manual adjust- 
from line to line and set to set, while enjoying 


the speed and carbon paper savings of the IBM 
Electric Formswriter. compactly. 


By holding the forms firmly in alignment, this 
new IBM exclusive feature makes it possible to 


ment. It also provides a saving in paper and 
printing costs since forms can be designed more 


When one form is finished, carbons are shifted 


to the next set which is held firmly in registra- I M 
tion by a series of tapered pins. 














INTERNATIONAL BUSINESS MACHINES © 590 MADISON AVENUE, NEW YORK 22,. 4.3% 
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The Present 


You'll be mighty popular when ycu tie Weldon 
Roberts Jet Erasers on your office Christmas tree and 
put them on your tree and in your Christmas stock- 
ings at home. Weldon Roberts Erasers will correct 
the mistakes people always make in writing Christmas 
cards — and mistakes they make in all kinds of 
writing all year ’round. 


Ask your stationer now to show you Weldon Roberts 
Erasers especially suited for correcting writing mis- 
takes made by office workers, artists, draftsmen, 
school students. 


<4 JET ERASER Convenient cylindrical stick eraser in at- 
tractive transparent plastic holder. Top unscrews so eraser can 
be moved outward. Red rubber for pencil ‘erasing, gray rub- 
ber for ink. Pocket clip for general use. Brush whisk style 
for typists. Refills. Tops for typing, accounting, drafting. 


Waldon Rogeits 
Enranaus 


Correct Mistakes in Any Language 








WELDON ROBERTS! 
RUBBER CO. 


365 Sixth Avenue 
Newark 7, N. J. 


Every Purchasing Agent 
Should Have This Book 


‘Management of Industrial Inventory”—$4.75 
By Benjamin Melnitsky 
Foreword by Stuart F, Heinritz 





Here is complete and reliable information on inventory 
budgets, obsolescence, simplified materials controls, stand- 
ard classifications, interchangeability, parts handling and 
storage—and on through every phase of your inventory 
control work, 


T's the new Morris miracle SAFE-T-SET with 
the exclusive safety feature. Tip it...tilt it...curn it 
upside down. Won't spill. Won't leak. It’s Puddle- 
Proof! The Morris SAFE-T-SET belongs on 
every office desk. Saves soiled clothing, spoiled 
tempers. Handsome modern design in your color 
and the pen with a point in your favor, a Morris 


How to set up a complete inventory control system . . 
how to organize the inventory manual how to use 
simple formulae that spotlight return on inventory in- 
vestment .. . how to keep your in-process inventory un- 
der daily control . .. all these and more are explained 


hard-tip point. Will hold full two-ounce ink sup- 
ply and built with office rough treatment in mind. 
The new Morris puddle-proof SAFE-T-SET is 
manufactured by the foremost name in the field 
of matched desk top equipment. Your stationer 
can supply you. See him today. 


BERT M. Morris co. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 
Montreal, Quebec 
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thoroughly and concisely. 


You will have available cost-cutting help and actual 
case studies on the physical inventory manual—receiving 
department and storesroom—physical identification—rec- 
ords, reports and forms—taking the physical inventory— 
materials handling—probable consumption—and many 
more. 


Free 10-day Examination 
CONOVER-MAST PUBLICATIONS, INC. 
Book Division 
205 East 42nd Street, New York 17, N. Y. 
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The Complete Tap Story 


Yes, here at a glance is all you will normally — service engineers devoted to threading prob- 


need to know about taps: The types available, lems exclusively. 


how to select the right one for your job, how to GREENFIELD TAP AND DIE CORPORATION 
Greenfield, Massachusetts 


order it, and how to use it. 


And, as though that were not enough, back- 
<a: 
ing the complete story is your “Greenfield — 
Man,” a member of the largest staff of field “4 
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sain the selid surface 


end. you. Sain all! 


Let the surface do the job, 
with SuVeneer Clad Metal. 
Save the cost of expensive 
copper or brass throughout 
the gauge, when all you need 


is a solid face on one or both 
sides of the strip! 

SuVeneer Clad Metal gives 
you actual copper or brass 
bonded inseparably to a strip 
steel core. The surface is solid, 
rolled metal—not a porous 
plating or coating. 

Fabrication? Easy — by 
any usual method. 





*) CLAD METALS 








e | Let us help you design for new 
ul p e r Te) r t e e economy with SuVeneer Clad 
Metal. Descriptive bulletin 

CORPORATION 


sent on request. 
ee ee eee 
































IDENTIFICATION DISC: An cluminum mork- 
tng plate on all Walworth No. 225P’s facili- 
fates inventory control and makes reordering 
quick and positive. 





NEWLY DESIGNED HANDWHEEL: Potented 
oir-cooled, finger-fit hondwheel affords sure 
grip even with greasy gloves. 


EF A A AF FS SS SS 





IMPROVED PACKING: Molded packing of 
lubricated asbestos reinforced with copper 
wire. Suitable for practically every service. 
Valves can be repecked under pressure when 
fully opened. 









' 

| 

1 

1 

i 

1 

i 

HEXAGONAL UNION BONNET ' 

CONNECTION, DEEP STUFFING | 

BOX AND RUGGED STUFFING OVERSIZE STEM: 

NUT: Union bonnet connection The high-tensile strength 1 

eliminates any chance of distortion or leak- silicon-bronze stem assures = | 

age even though valve is repeatedly taken long life and protection \ 
opart and reassembled. against weor. 

i 

2 





EXTRA STRONG BODY: Made of Composi- 
tion M (ASTM B61) bronze. Thick walls and 
rugged hexes provide a high sofety factor. 
Valves undergo hydrostatic shell test of 
1,000 psi. 
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SEATS AND DISCS: Plug type seats and dises 
of stainless steel, heat-treated to 500 
Brinell hardness and machined simultane- 
ously to a mirror-like finish, with accurate 
tapers assures tight positive shut-off with 
minimum hondwheel effort. 


WALW ORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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~ the Toughest Bronze Valve Your Money Can Buy 


1 

' 

! 

! 

The stainless steel, corrosion resistant seats and discs are heat treated t@ a 
77 hardness of 500 Brinell — hard enough to scratch glass and crush nails! The 
' valve can be closed on sand, slag, and pipe scale without injury to the seating 
} surfaces. ‘““Wire drawing” is practically eliminated. All parts are accurately 
‘ machined and gaged. Years of tight, positive shut-off are assured. 

$ Available in both globe and angle types (angle type: No. 227P) in sizes 
; 4,” to 2”, this quality valve is recommended for 350 Ibs. W.S.P. at 550 F, 
a and 1000 Ibs. non-shock service on cold water, oil, gas, or air. 
For full data on this long-life, economical Walworth Bronze Valve, see 
i your local Walworth distributor, or write for Circular. 
1 
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Here’s how we measure the “Muscle” in an Alloy Bar 


Columbia alloy bars have muscle—and plenty 
of it. It’s the kind of uniform strength that 
Our many customers have learned to rely on, 
because each alloy bar is made to the same 
exacting standards as the last. 

Only specially selected raw material is 
used. This material is subjected to a contin- 


above) to verify its exact metallurgical con- 
tent. What's more, each step of our produc- 
tion is rigorously Quality-Controlled by our 
laboratory to produce alloy bars that you can 
use in your production with minimum treat- 
ment and waste. ® More product information 
—technical assistance, too—are yours for the 


ous series of tests (like the one shown asking. Call or write today. 


STEEL & SHAFTING COMPANY 


Pittsburgh 30, Pennsylvania 


SPECIALIZING IN COLO FINISHED STEEL BARS aud SEAMLESS STEEL TUBING 
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e Maintenance and inspection of rope, grooves, and sheaves is 
1 daily routine at Ingalls. This company keeps all of its 
equipment in top notch condition, remachines worn grooves 
before they can damage a rope, lubricates all rope regularly. 
[his extra care assures top performance and service life 
from Tiger Brand Rope. 









At this world-famous shipyard ... 
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@ Over 65,000 ft. of rope are used on the hoisting equipment at this big 
shipyard. Ingalls Shipbuilding Corporation likes Tiger Brand Wire Rope 
because it gives excellent service and assures maximum safety. 





e Tiger Brand Hoisting Rope has the extra reserve strength, flexibility, 
and fatigue resistance needed on the 12 bridge cranes at Pascagoula. 
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Your choice 
for strong, 
leakproof 


piping! 


thd trade marks" tt” 
and“Tuse-Turn”ate applicable only 
to products of Tage Turns, Inc. 


This TuBE-TurN Concentric Reducer is designed with the 
smoothest reductions and the strongest knuckle contours consis- 
tent with adequate tangent lengths and the end-to-end dimen- 
sions established for this type fitting by the American Standard. 
TuBE-TuRN Reducers are superior to the pipe in bursting strength 
and their fatigue life equals that of the butt weld used to join 
them to the pipe. 

For piping installations that are maintenance-free and have 
extra long life, specify TuBE-TURN Welding Fittings and Flanges. 
Your nearby TuBE Turns’ Distributor is at your service with 
industry’s most complete line. 


The Leading Manufacturer of Welding Fittings and Flanges 


TUBE TURNS, ING. ‘ener 
a @ KENTUCKY 
DISTRICT OFFICES: New York + Philadelphia © Pittsburgh + Cleveland « Chicege « Denver © Los Angeles © Sen Frencisce 
Seattle © Atlente « Tulse « Houston « Dalles « Midlend, Texes 


Subsidiories: TUBE TURNS OF CANADA LIMITED, CHATHAM, ONTARIO © PENNSYLVANIA FORGE CORPORATION, PHILADELPHIA, PA. 














Your Distributor 
iS YOUR WAREHOUSE 





NE of your TuBE TuRNs’ Distributor’s prime functions 
O is to maintain local stocks of equipment and supplies. 
In effect, he acts as your warehouse — permitting you to 
operate with reduced inventories, and to move quickly to 
meet changing production needs. 

‘TuBE Turns’ Distributors and TuBE Turns, INC., are a 
service-minded team. Call your nearby TuBE TuRNS’ 
Distributors for good service in good connections—it will 
“tt and “TUBE-TURN” Reg. U.S. Pat. Off. help you with your inventory and supply operations, 


od TUBE-TURN 






The Leading Manufacturer of Welding Fittings and Flanges 


TUBE TURNS, INC. ‘22:02: 
& @ KENTUCKY 


DISTRICT OFFICES: NewYork © Philadelphia ¢ Pittsburgh + Cleveland « Chicago « Denver Los Angeles © San Francisco 
Seattle © Atlanta « Tulsa « Houston « Dallas « Midland, Texas 


Subsidiories: TUBE TURNS OF CANADA LIMITED, CHATHAM, ONTARIO © PENNSYLVANIA FORGE CORPORATION, PHILADELPHIA, PA. 
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BRISTOL, CONNECTICUT: Responding 
to a special appeal from an electrical 
manufacturing plant facing shut- 
down because of an unexpected fail- 
ure in supply of critical material, a 
local brass mill flew to the rescue 
both literally and figuratively. 

On Thursday afternoon the Gen- 
eral Electric Company’s plant in 
Somersworth, New Hampshire, sud- 


denly found itself on the point of 


having to lay off many or all of its 
people because of non-delivery of a 
limited amount of nickel silver flat- 
wire, made to extremely close dimen- 
sions and temper, and used in the 
manufacture of many small parts. 
In exactly 5 days, including the 
week end, The Bristol Brass Corpo- 
ration produced and delivered enough 
brass flatwire to meet these difficult 
specifications. On the following Tues- 
day the brass mill’s truck trans- 
ferred the wire to the mill’s new 
Twin Navion plane at Bristol Air- 


IEMERGENCY “AIRLIFT” 
KEEPS 1500 AT WORK 


port, and less than 1 hour later the 
plane “‘delivered the goods” in New 
Hampshire. 

General Electric’s Somersworth 
plant management was impressed 
with the speed and resourcefulness 
with which the crisis was met and 
overcome by a relatively small sup- 
plier with experience and flexibility 
to move fast in an emergency. Well 
known for such service to many man- 












ufacturers throughout the country, 
THE BrisTot Brass CORPORATION 
has been making brass sheet, rod 
and wire here in Bristol, Connecticut 
since 1850, and has offices and ware- 
houses in Boston, Chicago, Cleve- 
land, Dayton, Detroit, Milwaukee, 
New York, Philadelphia, Pittsburgh, 
Providence, Rochester. The Bristol 
Brass Corporation of California, 
1217 East 6th St., Los Angeles 21. 
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Dealer good-will is vital im the 
highly competitive beer industry. Pabst Brewing Co., 
brewer of one of America’s great beers, does an outstanding 
merchandising job with retailers, also makes sure that 
Pabst “Blue Ribbon” reaches the sales floor looking as good as it tastes. 


Pabst, like many other famous brand names, is 
protected in shipment by UNION Corrugated Containers. 





f 
\IRADE maa? 


on 
OG UNION BAG & PAPER CORPORATION 


CORRUGATED CONTAINER DIVISION - he Plants: Savannah, Ga., Trenton, N. J., Chicago, Ml. 
Eastern Division Sales Offices: 1400 E. State St., Trenton 9, N. J. * Southern Division Sales Offices: P.O. Box 570, Savannah, Ga. 
Western Division Sales Offices: 4545 West Palmer, Chicago 39, Ill. * Executive Offices: Woolworth Bldg., New York 7, N. Y. 
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ALUMINUM IS 


As far back as 1930, commercial transport planes 
were registering notable gains in safety and economy 
by using constant-speed propellers. By varying the 
pitch of the blades, engines could be made to deliver 
25 per cent more horsepower on take-offs. Cruising 
speeds could be increased, fuel consumption cut and 
service ceilings boosted by thousands of feet. 

But when McCauley Industrial Corporation of 
Dayton, Ohio, sought to bring the many advantages 
of the “air liner” propeller to small planes, engineers 
were confronted with two problems. The hub to 
enclose and protect the vital pitch-controlling mech- 
anism had to combine strength with light weight. 
Equally important, it had to be economical to produce. 

McCauley found the answer in an aluminum alloy 
forging that saved weight without sacrificing 
strength. The forging operation yielded a hub of 
such precise dimensions that only minimum machin- 
ing was necessary. And the external finish was so 
fine that a simple polishing operation readied it for 
final anodic treatment. 


Alcoa | 
Aluminum 


ALUMINUM COMPANY OF AMERICA 

















SMALL PLANES CAN PERFORM LIKE AIR LINERS 


- f 
| ite 2 ee ee —_ 
= r 


ALCOA IS ow 


Alcoa’s contribution to the new McCauley ‘“Met-L- 
Matic” propeller started with design counsel, covered 
selection of the proper alloy and developmental test- 
ing, and culminated in production of forgings for both 
hubs and blades. These services, based on 31 years of 
aluminum forging experience, can help you solve 
countless problems where strength must be combined 
with light weight. Call your local Alcoa sales office 
or write: Aluminum Company of America, 878-M 
Alcoa Building, Pittsburgh 19, Pennsylvania. 





CONNECTING RODS for diesel 
engines, air compressors and out- 
board motors are forged of alumi- 
num. They combine maximum 
strength with minimum weight 
and size. Because they can be 
forged to close dimensions, metal 
removal is negligible. 


Please mention PURCHASING Magazine when writing to advertisers. 


FORGED ALUMINUM tools increase 
productivity because lightness 
makes them easy to handle. Using 
an aluminum forging for the frame 
of this 12” C clamp cuts weight to 
15 pounds, compared to 30 pounds 
for one made of heavy metal. 


TEXTILE MILLS rely on aluminum 
forgings for high-speed oscillating 
parts like this yarn collector. Light 
weight reduces the power required 
to accelerate or decelerate, and 
compact size makes them easy to 
fit into existing designs. 
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Not just a “‘face-lifting’’ to meet the new NEMA standards, 


but a completely redesigned motor line 


Lhe Louis Allis Co. 
: proudly presents 


| the NEW L.A. Zive 


| of cectric motors 








...the concentrated utilization of over 50 years of engineering and development 


brings you this new concept in motors. 


Please turn the page... 





Here’s new power for all 
standard and special motor applications 





A. Fan-cooled and Explosion-proof Motor 


& New L. A. Open Drip-proof Motor 


From over 50 years of motor building experience and 


many famous firsts including 


the first fan-cooled, explosion-proof motor 
the first rapid-reversing motor 

the first really splash-proof motor 

the first screenless textile motor 


comes the NEW Ce line 


s the motor that’s entirely new through and through, with 
features as new modern styling...improved ventilation 
greater protection...new conduit box arrangement 

v bearing construction...and more versatile mounting. 
t the facts on the most up-to-date motors available— 


the new L.A. line. See how these new motors can provide 
more power in a smaller package for your product or plant 
... with the same high standards of Louis Allis performance, 
temperature ratings, service factors and torques. Call 

your Louis Allis Sales Engineer for the complete story. 


Special Note Louis Allis motors, built to the same 


high standards of quality and performance in the old NEMA standard frame sizes, will still be 
available if you require them for interchangeability or replacement. 


UIS ALLIS CO. > MILWAUKEE 7, WISCONSIN 





ake air compressor tanks ror example: 























COST Modern equipment and advanced production techniques 

; provide Scaife Company customers with quality pressure 
vessels at the right price . . . a price that helps you hold down 
the cost of the equipment you manufacture. 


TEFRIGIENGY” 3 Scaife engineering skill and ingenuity plus continuous research 
are available to work for you in supplying the most efficient 
pressure vessel for your application . . . a vessel from Scaife’s 


broad line of standard units that fits exactly the operating 
standards of the equipment you manufacture. « 


UNIFORMITY - Rigid quality control practices are carried ‘On throughout 
2 every step in the manufacture of Scaife pressure vessels. The 
result—volume production of uniform, quality cylinders and 

tanks precisely to the customer’s specification. 


A history of more than 150 years of continuous operation 
provides evidence that Scaife Company has proved itself a 
dependable source of supply. 


Whether you requre ASME Code, ICC, other code or 
non-code pressure vessels, for air, water or gases, Scaife 
Company is qualified to serve you. Send for more 
complete information on Scaife Pressure Vessels today. 


™~ 


| 
| SCAIFE COMPANY 


MAKERS OF PRESSURE VESSELS AND DRAWN SHAPES 
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"But circuit breakers cost too much... 














co 





i 
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Ratings from: 
=n | 10 to 6000 amperes 
up to 600 volts a-c 
up to 250 volts d-c 


















































There are cost-saving I-T-E circuit breakers and enclosures 
for every application—indoor and outdoor—with auxiliary 
and tripping devices to fit each job. 


i-T-E CIRCUIT BREAKER COMPANY 
19th and HAMILTON STS. + PHILADELPHIA 30, PA. 


Please mention PURCHASING Magazine when writing to advertisers. 
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EVERY MANUFACTURER who tries Roebling high 

carbon flat spring steel discovers the same thing... that 
this spring steel is absolutely unexcelled for dimensional 
and mechanical uniformity...for speeding production and 


cutting down rejects. 








You always pay for the best when you buy flat spring 
steel... make sure you get it by specifying Roebling. 


John A. Roebling’s Sons Corporation, Trenton 2, N. J. 


E iti Fe © ROEBLING 


A subsidiary of The Colorado Fuel and Iron Corporation 















Empire State Building 
world’s tallest bui 





BRANCHES: aTLANTA, 934 AVON AVE. + BOSTON, 5S! SLEEPER ST. + CHICAGO, 

5525 W. ROOSEVELT RO. + CINCINNATI, 3253 FREOONIA AVE.+ CLEVELAND, 13225 

LAKEWOOD HEIGHTS BLVD. + DENVER, 4801 JACKSON ST. + DETROIT, 915 FISHER 

BLOG. + HOUSTON, 6216 NAVIGATION BLVD. + LOS ANGELES, 5340 E£. HARBOR ST. 

NEW YORK, 19 RECTOR ST. + OOESSA, TEXAS, 1920 EE. 2NO ST.+ PHILADELPHIA, 230 

VINE ST. + SAN FRANCISCO, 1740 17TH ST. + GEATTLE, 900 IST AVE. S. + TULSA, 
321 N. CHEYENNE ST.+ EXPORT SALES OFFICE, TRENTON 2, N. 4. 













HY-LOAD 


800 sizes. 


High-capacity, cylindrical roller 
bearings for heaviest radial loads 
and light or intermittent thrust 
loads. Produced in 3 diameter 
series, 2 widths and more than 


INDUSTRIAL INCH 






WOUND 
ROLLER 


































HEAVY 
DUTY... 


WATT RoLmterR BEARINGS 


-eeand there’s a type and size for every need 


Designed for slow-moving, 
heavily loaded machinery where 
large-diameter shafts are the rule. 
Accordingly, it is available in 
fractional-size bores for shafts 
from 4” in diameter upwards. 


BARREL 


A series of angular-contact, 
self-aligning bearings 
capable of sustaining both 
radial and thrust loads. 
Race and roller curvatures 
insure ideal distribution of 
load, not only for normal 
operation but also for 
conditions of misalignment. 


TRUNNIONED 
ROLLER 


Ideal for industrial trucks, 
textile machinerv, gear pumps, 
conveyors, hoists and agricultural 
equipment. Rollers have 
trunnioned ends which fit into 
holes in the end rings. End 

rings are located and held 
parallel by spacing bars which 
also guide and retain rollers. 


This is a three-part 
separable bearing 
available in various 


width classifications. . 


The roller construc- 
tion provides 
maximum resistance 
to shock, abrasion 
and fatigue. 








Hyatt’s complete line of radial and angular- 
contact bearings—more than 800 sizes in the 
Hy-Load series alone—makes the engineers’ job 
easier, because it makes possible greater design 
flexibility. For the equipment buyer, this means 
longer bearing life and lower maintenance costs 
—with just the right bearings designed into 
every vital load-carrying position. 
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The next time you buy new equipment, or make 
a changeover, specify lower maintenance costs 
by specifying Hyatt Bearings! And if you need 
technical help in your selection of bearings, or 
desire information about particular bearings or 
their applications, ask for the services of a Hyatt 
sales-engineer. Call or write Hyatt Bearings 
Division, General Motors Corp., Harrison, N. J. 


MYATT BEARINGS DIVISION e GENERAL MOTORS CORPORATION 
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specialization gives you 
“Tops in Quality” 


AO SIE 


SEAMLESS — MECHANICAL — PRESSURE — CORROSION RESISTANT 




















Carbon 5 Chrome 1/2 Moly 
Carbon 1/, Moly 7 Chrome 1/2 Moly 
1/, Chrome 1/2 Moly 8 Chrome 1/, Moly 
TYPICAL 1 Chrome !/2 Moly 8Chrome 1 Moly 
114, Chrome 1/4 Moly 9Chrome 1 Moly 
ANALYSES: 2 Chrome 1/2 Moly 3% Nickel 7% Nickel 
2, Chrome 1 Moly 5% Nickel 9% Nickel 


AISI Types: 304-321-347-316-309-3 10-405-4 10-430-44 3-446 


Analyses to meet conditions where heat, corrosion, pres- 
sure and structural strength are involved. 





SIZE RANGE — : : P 
\/, or 
WALL THICKNESS: '/, to 6 inches O.D. — wall thickness .035 to 1.000 inch. 















TYPICAL Pressure tubes — Superheater tubes — Condenser 
APPLICATIONS: tubes — Still tubes — Evaporator tubes -— Barrel 
tubes — Oil-well Pump Barrels — Mechanical tubes 
— Aircraft tubes — Propeller tubes — Rollers for 
Transmission Chains, 


The heating, piercing, rolling of > 
seamless tubes is controlled at every 
step for uniformity, close tolerance. 





Globe engineers 
gladly give you the 
benefit of specialized 
knowledge of stainless steel 
tubing in a wide range of 
services and applications — 
to improve your product — 
to cut costs. 





bree you specify Globe, you get 

uniform high quality alloy 
steel tubes, the product of highly 
TO BE SURE... developed production facilities and 
SPECIFY GLOBE specialized quality controls and methods. All Globe tubes are 
thoroughly inspected and closely held within tolerance specifi- 
cations. Write for the Globe general catalog. 





Chicago * Cleveland * Philadelphia * St. Louis * New York 


Mil k i i 
itwaukee 46, Wisconsin Detroit * Denver * Houston * Son Francisco * Glendale, Cal. 
e Producers of Globe seamless stainless steel tubes — Gloweld stainless steel tubes — alloy — carbon 


— seamless steel tubes — Globeiron (high purity ingot iron) seamless tubes — Globe Welding Fittings. 
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This is a typical ‘hand of cards’”’ dealt out daily in both 
of American’s plants. They are some of the routine in- 
spection forms used to control the quality and progress 
of every order according to original specifications and 
schedules . . . every step of the way from raw material 
to shipment. 

And these forms, too, are inspection tools, just as 
much as gages and laboratory instruments. Even 
more, they are documents that bear witness to the un- 
ceasing unseen efforts of American to make sure that 
you get a higher perfection-percentage in every order 
you send to Willimantic or Norristown for American 
Phillips Screws. Yes, it’s well to bear in mind that 
American takes more trouble . . . to see that no trouble 
is made for you. Write: 











= ab 
a 
AMERICAN 


COMPANY 
PHILLIPS HEADquarters 


WILLIMANTIC, CONNECTICUT cg | 
Main Office & Plant 
Willimantic, Conn. 
Office & Plant, Norristown, Pa. 
Office & Warehouse, Chicago, Ill, 
Office, Detroit, Michigan 
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on wire rope? 


rhat’s right. In the course of a year this young lady assist from Wickwire Rope. Here again—as in so 
may travel as much as 150 miles with the aid of wire many other fields where wire rope is used—men 
rope that safely and swiftly whisks her elevator aloft who manage and maintain the nation’s tall build- 


and then just as safely returns it to ground level. ings have learned to place unbounded faith in the 
It’s quite likely that she gets to her job with an safety and reliability they get from Wickwire Rope. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION—Abilene (Tex.) * Denver 

Houston * Odessa (Tex.) * Phoenix © Salt Lake City * Tulsa oa Pr 
PACIFIC COAST DIVISION—Los Angeles * Oakland 

Portland * San Francisco * Seattle * Spokane (fF | 


WICKWIRE SPENCER STEEL DIVISION—Bostos * Buffalo * Chattanoogo 


Chicago * Detroit * Emlenton (Po.) * New Orleans * New York * Philadelphia 1854 








FOR LUBRICATING DEVICES 


(i: | 





























| 40 YEARS’ LEADERSHIP LOW COST 

| 

| Yes, for 40 years GITS has been Yes, GITS oil cups can do a com- 
setting the standard for industry plete lubricating job for you... 

. solving tough lubricating . prolonging bearing life, reducing 
problems. . . earning the confi- : maintenance costs, cutting 
dence of manufacturers... it’s down-time, boosting production 
the reason people say, ‘‘Call .. . and GITS oil cups cost so 
GITS first’’. little. 
WORLD’S LARGEST SELECTION CONSISTENT TOP QUALITY 
Yes, only GITS can offer you Yes, GITS is known for uniform 
such a wide range of standard quality in design, materials and 
stock sizes. From just one source machining . . . this means con- 
you can get all lubrication de- stant, dependable performance 
vices in any design for any for you. Inferior products can 
purpose. cost you time and money. De- 
mand the best . . . get GITS. 
; 
} 
Oil Hole Covers « oil ‘Cops: ° (Grease Con. . , Bottle Oilers * Gauges Gravity:Fead ° Wick-Feed 
Constant Level * Vibrating Rod Styles * Threaded or Drive-Type * Elbow or Straight 








[T AS BROS. MFG. Co. 


1865 S. Kilbourn Ave. Chicago 23, Ill. 





Write today for Free Catalog No. 60A. Use it as your handy reference for lubricating devices. 
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You Gan See the Value! 


. Look at the hexes on this O-B gate valve. 
\\ 1 There’s ample room for a full wrench grip. 





The handwheel is big and easy to grip. Inside 


the pipe ends you'll see more than enough 





threads to prevent possible jamming of the 


on ; Bt ey Sipe seat. There’s weight where weight counts -- 
Xo okt ofl neck of body, centerpiece, pipe ends. 


In fact, you find all the best design features in 
O-B valves. Ask your distributor about them. 





MANSFIELD OHIO, U.S. A. 
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Bendix Builds 
a Better 


calle clump 
“ AN3057B 


[Inexpensive Efficient Versatile 


Positive grounding 
feature. 


Cadmium plated die-cast 
aluminum nut. 


Shorter over-all length. 


Waterproofs multi-con- 
ductor cable. 


immediate delivery. 


lhe new Bendix AN approved AN3057B cable clamp is now 
available. Engineered by Bendix to the highest quality 
standards, this cable clamp offers major design improvements. 
lhe clamping action is radial and completely eliminates wire 
strain and chafing by holding the wire bundle firmly in rubber. 
Chis clamp will accommodate a wide range of wire bundle 
sizes, but an even greater range can be handled through the 
use of the Bendix AN3420A accessory telescoping sleeve. 


The new AN3057B cable clamp will also waterproof multi- 
conductor rubber covered cable on the rear of a connector, or 
where moisture-proof entrance through a bulkhead or into 
in equipment box is required. 


This versatile clamp is a product of the Scintilla Magneto 
Division of Bendix Aviation Corporation and is a companion 
\N accessory to the world famous Bendix Scinflex line of 
electrical connectors. Write our Sales Department for details. 


e 
SCINTILLA MAGNETO DIVISION of 
AviaTiON CORPORATION 
FACTORY BRANCH OFFICES: 117 E. Providencia Ave., Burbank, Calif. « 582 Market 
Street, Sen Francisco 4, California « Stephenson 6566 Cass Ave., Detroit 2, 
Michigan « 615 Greenwood Ave., Jenkintown, Pa. « Brouwer Bidg., 176 W. Wisconsin 


Avenve, Milwaukee, Wisconsin. EXPORT SALES: Bendix International Division, 205 
East 42nd St., New York 17, N. Y. 
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DOUGLAS FIR 














This strong, tough, straight-grained soft- 

wood is a first choice for any lumber use 
where unusual strength, stiffness, load-bearing 
capacity and nail-holding power are important. 


Popular, too, for paneling and interior trim and 
cabinetwork. 


One of ten fine softwoods from member mills 
of the Western Pine Association. All are manu- 
factured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 

illustrated book about 
Douglas Fir. 

Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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Get Accurate Fines with... 


STURTEVANT 


Whirlwind Centrifugd °’_ — = oo 


SEPARATING ZONE 







CONTROL VALVES 


The Sturtevant Air Separator is one 
investment that — off daily profits 
by increasing production and reduc- 
ing costs. Its extremely efficient oper- 
ation assures finer separation of fine 
material from coarse material with 
the result that uniform quality of 
product is always obtained. 

They’ll not only increase your out- 
put by as much as 300%, but provide 
10 to 50% savings in power costs, 
too. They are available in sizes 3 to 
16 feet in diameter with capacities 
from \ to 50 tons per hour with a 
fine-product range of 40 to 325 mesh 
or finer. Bulletin 087 gives the entire 
story. Write for your copy. pci Rpge ae 


AIR CIRCULATION 
™ 


Other Sturtevant Equipment for Increasing Production and Cutting Costs 





MICRONIZER® GRINDING MACHINE 


A fluid jet grinding machine, the 
Sturtevant Micronizer speeds reduc- 
tion of materials to low micron sizes. 
These jet mills are especially applica- 
ble in fields where a particle size in 
microns is desired. 

Sturtevant Micronizer grinding ma- 
chines are available in many sizes and 
capacities. 





RING-ROLL MILLS 


for medium and fine reduction (10 to 
200 mesh), hard or soft materials. 
Very durable, small peewee. Operate 
in closed circuit with Screen or Air 
Separator. Open door accessibility. 
Many sizes. No scrapers, plows, 
pushers, or shields. 


ROTARY FINE CRUSHERS 


for intermediate and fine reduction 
(1” to 4”). Open door accessibility. 
Soft or moderately hard materials. Ef- 
ficient granulators. Excellent prelimi- 
nary Crushers preceding Pulverizers. 


. 





SWING-SLEDGE MILLS 


for coarse and medium reduction (1” 
to 20 mesh). Open door accessibility. 
Soft, moderately hard, tough or fibrous 
substances. Built in several types and 
many sizes. 


JAW CRUSHERS 
CRUSHING ROLLS 


for coarse, intermediate and fine re- 
duction of hard or soft substances. 
Heavy or light duty. Cam and Roller 
action. Special crushers for Ferro- 
alloys. Several types, many sizes, 


for granulation, coarse or fine, hard 
or soft materials. Automatic adjust- 
ments. Crushing shocks balanced. For 
dry or wet reduction. Sizes 8x5 to 
38x20. The standard for abrasives. 


STURTEVANT MILL COMPANY 


107 CLAYTON STREET, BOSTON.22, MASSACHUSETTS 


DESIGNERS & MANUFACTURERS OF CRUSHERS @ GRINDERS @ SEPARATORS © CONVEYORS ¢@ MECHANICAL DENS AND EXCAVATORS 


) tees ee le” heeled atieieieeenen 
i 


© ELEVATORS « MIXERS 
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For every eye hazard 
a ‘‘field tested” answer ! 









You can benefit from these 
Bausch & Lomb industrial 


New methods and machines in 
modern industry keep creating new dangers to workers’ 
eyesight. Bausch & Lomb, pioneer in the development 
of heat-treated impact-resistant lenses, is likewise a 
pioneer in the design of eyewear frames and other eye 
protection devices. 

There is no industrial eye hazard for which Bausch & 
Lomb has not developed the most dependable solution 
—or for which Bausch & Lomb is not best qualified to 
approach with skilled research effort. 

Typical problems: providing ample protection 
against impact—frontal and oblique—against dust, 
splash, harmful light energy radiation; always with em- 
phasis on worker comfort and efficiency. 
ss Depend upon the Bausch & Lomb safety eyewear 
pe Seer Vision rr scttrg supplier in your area for advice and quick service. He 








lag’ Vial parisananes of ust ent- is thoroughly qualified to aid in the solution of any eye 
pone ye nena 2 on protection problem that may arise in your plant. Ask 
rtho-Rater is especially valuable for 48-page catalog of complete Bausch & Lomb line, 
gee ee showing practical application to all job requirements. 
7 ot alga Write: Bausch & Lomb Optical Company, 90624 Smith 
leder ia veadeee and development Street, Rochester, N. Y. 
pal pen whos to serve better the ype 
and visual needs of sigan ag — 
dustry is profiting oe this 


BAUSCHZ.G LOMB /~ 
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STAINLESS STEEL KITCHENWARE 





Mclouth 


STAINLESS 


For the product you make 
today and the product you 
plan for tomorrow. 





McLouty Stee. CorPporArTION 
DETROIT, MICHIGAN 


Manufacturers of Stainless and Carbon Steels 

















HAINED'’ sy Habit? 









REX CAST PINTLE CHAIN— 
for slower speed drive and 
conveyor service. 


REX TABLETOP” CONVEYOR CHAIN 2 
—provides a smooth, steady surface 
for conveying bottles, jars, cans, etc. 


BALDWIN REX DOUBLE PITCH ROLLER CHAIN 
—for use where light weight is important, and 
speeds and loads are low to moderate. 


The chain habit is a good one to have! 
But don’t be “chained” to just one particular type of 





chain. In the complete Chain Belt line, there are literally 


hundreds of sizes and types of chain, each one designed BALDWIN REX® STANDARD ROLLER CHAIN— 
to do a specific kind of work. Naturally, you want the ideal for high speed drivers, conveying and timing 
applications. 


chain that will perform most efficiently and economical- 
ly over the longest period of time. 

Your Chain Belt Field Sales Engineer is specially 
trained to study with you your chain selection problems. 
He will be happy to work with your engineering depart- 
ment and can recommend from the complete Chain Belt 





BALDWIN REX LEAF CHAIN—for ten- 
sion linkage application. Used on lift 
line the one chain which will give the most satisfactory _ trucks, hoists, controls, etc. 


service in your application. 

Next time you have a chain selection problem, why 
not call your nearest Chain Belt branch office, or write 
to Chain Belt Company, 4764 W. Greenfield Avenue, 
Milwaukee 1, Wis. 





REX CHABELCO® STEEL CHAIN—suited for 
operation where loads are heavy and condi- 
tions of dust, dirt, and grit are encountered. 









Chain Bell company 
Rex OF MILWAUKEE 


At'anta « Baltimore e Birmingham e Boston e Buffalo * Chicago e Cincinnati e Cleveland « 
a.las « Denver « Detroit « El Paso © Houston e Indianapolis e Jacksonville e Kansas City ¢ 
Los Angeles « Louisville « Midland, Texas e Milwaukee e Minneapolis e New York e Phila- 
de'phia ¢ Pittsburgh « Portiand, Oregon e West Springfield, Mass. e St. Lovis e Salt Lake 
City « San Francisco « Seattle « Tulsa e Worcester 

Distributors in Principal Cities in the United States and Abroad G 
Export Offices: 4800 W. Mitchell St., Milwaukee; and 19 Rector St., New York City 
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100,000 
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veal : 
TV tubes ae 2 . . . Yale Electric Trucks give you 


the safer way to move more materials 





No matter what your handling _ ized trucks or attachments for your spe- 
problems may be, you can solve _ cialized handling jobs. One or both... 
them with YALE Electric Trucks. a single truck or a fleet... youll get 
Industries of every kind...com- more maintenance-free, ‘round-the- 
panies of every size...are cutting clock service with safer YALE Trucks. 


handling costs as much as 75% with 
aa RAT) — — ~~ 





YALE equipment and methods... 














In Canada write: The Yale & Towne Mfg. Co., 
St. Catharines, Ontario, Canada 


is f .\ L. cE MATERIALS HANDLING EQUIPMENT 


*Registered Trade Mark 


a oe c 
AV x 7 - « ‘ 
saving time, work and MANPOWET, 1 the RZWEORGITA Manutacturing Co., Dept. 2512! 
too, Get one of the wide range of | Roosevelt Blvd. and Haldeman Ave., Phila. 15, Pa. | 
standard d yoy in the oe i Please have your local representative | 
you nee to ecome your p ant s I call for an appointment. | 
most versatile tool...or get special- | 
Company | 
| Name. Title . 
| 
| Street City. State. 
| 


Gas, Electric, Diesel Lift Trucks © Worksavers @ Hand Trucks e¢ Hand and Electric Hoists ¢ Pul-lifts 
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OFFICES AND 
WAREHOUSES IN 
PRINCIPAL CITIES 





Cost reduction through 


Urea 
Fine 
Grain 


To get a smoother finished product, with lower finishing 


1. “Orange Peel” surface requires ex- 
tensive polishing and buffing. 


costs, take advantage of Bridgeport’s Ultra Fine Grain strip 
brass. Grain structure is related to the tensile strength, 
elongation, hardness, smoothness of surface and ductility. 
Bridgeport research and modern production methods have 


made possible the control of grain size. 


If you are making buckles, pocketbook frames, insignia 
buttons, vanity cases, door hardware, escutcheons or simi- 
lar articles produced by stamping or forming operations, 
Bridgeport’s U.F.G. will help you lower your polishing 


costs. 


Call on Bridgeport’s Metallurgical Laboratory to help 
you select the temper and alloy best suited for your appli- 
cation. Contact your nearest Bridgeport office...write for 
your copy of the Bridgeport Brass Technical Handbook. 


4. UNG a ee Mills at Bridgeport, Conn., and Indianapolis, Ind. 


and requires minimum work for pro- In Canada: Noranda Copper and Brass Limited, Montreal 
ducing a high finish. 


BRIDGEPORT BRASS COMPANY 


“gyn 30 GRAND STREET, BRIDGEPORT 2, CONNECTICUT 
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AN INSPECTION STATION—CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


To set up an inspection station anywhere in your plant is a 
simple operation with HALLOWELL Shop Equipment. All 
you have to do is design it as you want it and order stand- 
ard, ready-made units from your HALLOWELL distributor. 
Write for complete details. STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


Che teak Gear : A START FOR THE FUTURE 


1. Cabinet Benches 2. Stools and Chairs 


CEYETTATY SHOP EQUIPMENT DIVISION 
® 
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How to Fabricate 
More Profits 


<> 


From 50% rejects to 1% 
















This is a story of small change that put folding 
money in the pockets of a half-dozen fabricators of 
10c saved per piece _ metal products. 


The small change is that of specifying Carpenter 
Stainless Tubing rather than just ‘‘stainless tubing” 
...the folding money is attested by the captions 
under the pictures at the left. 


What is more important to you, however, is the fact 
that none of the orders were for “specials” . . . all 
of these pieces were made from ‘mill run” tubing as 
delivered by Carpenter. 


The moral of the story is, of course, that there is 
a difference in Stainless Tubing—and Carpenter 
makes it. Why not make the most of this provable 
difference in your own shop—for your own profit. 
Call your nearest Carpenter Distributor for your 
next order of tubing . . . plus design and engineering ot . 
help if you need it. “One Call Does It All.” an in 









The Carpenter Steel Company, Alloy Tube Division, Union, N.J. 
Export Dept.: The Carpenter Steel Co., Port Washington, N.Y. 
“CARSTEELCO” 


woe 





- guaranteed on every shipmeni 
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HIS 109-TON PRESS in Aico’s efficient rein- 
orce yt * pressroom has the capacity to 
turn out parts 2’ x 4’ x 4’, 





GLASS FIBER PREFORMS offer exceptiona 
strength for tote boxes, trays and containers 
Reinforced plastics were specified for the larg 
24” form because of light weight and dimen 
sional stability. 


a 


¥ 
me sate oe 


GLASS FIBER MAT MOLDINGS. Large cireulad 
piece is a cover for radar equipment. Comp 
shape required no hand work or punch p 

This material offers ease of production, gre: 





{| 
strength plus transparency to electronic impede 


Ex 


FREE BOOK TELLS ALL 
AICO’S complete facilities for ABOUT REINFORCED 


MOLDED PLASTICS 
ltolded Reinforced Plastics 
work to improve YOUR product 


. leader in the relatively new field of molded reinforced plastics : . . can 
an important part in your production program. With complete facilities to 
e entire job .. . from creative design and development to final delivery 
ines .. . Aico will lead the way to product improvement, quality refine- 

and reduced cost through the modern application of plastics. Many of 
ica’s leading manufacturers have benefited by the use of Aico molded 
forced plastics. Why not investigate the advantages it holds for you? 





Tells what they are . . . gives physical propertice 
. . « tells when to use Reinforced Plastics. Ge 
the facts . . . find out how the advantages « 
Molded Reinforced Plastics apply to your pre 

ucts. Write for your free copy .. . toda 


All Your Plastic Needs ...0on the Spot 


AMERICAN ~<a INSULATOR 


HOLD MAKING * COMPRESSION & INJECTION MOLDING COLD MOLDING * MOLDING OF REINFORCED PLASTICS 


NEW FREEDOM, PENNSYLVANIA 





WY 








ALL-ANGLE OPERATION FEATURES of G-E’s new fhp motor 


a more expensive motor. Extra large oil reservoir plus features 
it lower cost installation on applications formerly requiring 


shown at right, give you an all-position motor. 


Mount this standard G-t 


Lubrication system insures quiet all-angle operation 


new general purpose sleeve-bearing motor gives 
vendable performance regardless of mounting position. 
nique thrust-bearing design permits moderate-thrust 


size means maximum power in a minimum package . . » 
reducing your handling and shipping charges. 
For more information call nearest G-E Apparatus 


S 


is in any direction and a new lubrication system 
s full retention and recirculation of oil. 


Brand new ‘“Mylar’* polyester film... a modern 


lation . . . means longer motor life. Full NEMA 


rmance with up to 50% less weight and 40% less 


Sales Office or write Section _ 
a 
7? Ve 


702-3 for Bulletin GEA-5567, e cs 
i : 
General Electric Company, @” 1983 Ny 


ky, YEARS OF ELECTRICAL 
Schenectady 5, N. Y. SA PROGRESS 4 
*DuPont trade-mark. 


dy, LL 


GENERAL @@ ELECTRIC 








| VALLEY 


BALL BEARING 
MOTORS 




















When specifying the power unit 
for your machinery, bear these 
exclusive VALLEY features in mind! 


@ Specifically designed for ‘round-the-clock duty in high 
temperatures. 


@ Drip proof and splash proof, semi-enclosed construction 
protects motor from harmful liquids and flying particles. 





@ Fully enclosed ball bearings reduce friction 75% to 
provide a saving in power. 





@ Built in % to 75 horse power sizes for wide adaptability 
in your power planning. 





VALLEY Motors, stay on the job 
longer, even under heavy and con- 
tinuous power demands. Thus for 
economical power that will last the 
life of your equipment — always 
specify VALLEY. 












TOTALLY ENCLOSED 
FAN COOLED 


a) The latest development in Air-Cooled, 
Bell Bearing motors. Totally enclosed 
to assure protection against dripping 
or splashing liquids, metal chips, and 
damaging dust. 2 to 60 h. p. 


tus oa 





Write For Descriptive Literature. 


VALLEY 


3G tens Giemiee) ate) F vale), 


4221 FOREST PARK BLVD. + ST. LOUIS 8, MO. 
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We mix glue 


like Crepes Suzette 
and it makes 


a difference! 
{U4 
YY gam 





Most people don’t think there’s much difference 
in gummed Kraft tapes .. . but we know 
differently. Take our glue recipe for instance: 
We're ws fussy about ingredients as the bride cooking 
hex tirst dinner for hubby’s boss. And the 

chef at the Waldorf couldn’t be more meticulous 
about the blending and final result. Think we're 
exaggerating? A little, perhaps, but not very 
much. We think if you'll try TRU-TEST you'll 
understand why we call it the superior gummed tape. 
Also why a lot of customers have made it 
America’s fastest-growing brand. Check with 
your distributor or write direct for his name. 


CARTON 
PACKAGED 
FOR YOUR 

CONVENIENCE 





manuractureo BY TAPE, ING., crcen sav, wisconsin 
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FOR 
_ EVERY 
PURPOSE 







CULLMAN 
CHAIN and SPROCKETS 
Stock and Special 


e ROLLER CHAIN 

e CONVEYOR CHAIN 

e GRIP-MASTER SPROCKETS 
e FLEXIBLE COUPLING 


ughout a constantly expand- 
ag field of industrial uses—at high 
r low speeds, under light or heavy 
ids—Cullman power transmis- 
components function dependably at full-rated 
ern y 
Whether your plant is large or small, and your require- 
\t$ may run into thousands or a single unit, the stress 
day’s unusual economy demands an economical, 
ble-free power transmission program. 
more than a half-century Cullman has cooperated 
manufacturers everywhere, in the development of 
low operating costs as a.sound solution to their power 
transmission problems. 





WRITE TODAY for full particulars or see your 
local Cullman distributor. 





4 I ; * 
ROLLER CHAIN and SPROCKETS 


CULLMAN WHEEL COMPANY 
ALTGELD STREET ° CHICAGO 14, ILLINOIS 





» eon? i 
aare Da 
ant asttt 
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Whats New? 


-. there’s always something 
new at ESSMUELLER! 


Lasalco and Essmueller develop 
special dryer for mass plating | 









Perfecting a spiral-type dryer 
for mass plating has its head- 
aches as the Lasalco Company 
of St. Louis discovered. 

Since Essmueller had frequent- 
ly helped with other engineer- 
ing problems, Lasalco asked 
them to lend a hand. The result 
was a top-notch dryer, made 
for less money thanks to Ess- 
mueller’s seventy-five years of 
manufacturing and engineering 
experience. 

Perhaps this same ability and 
experience could be profitably 
used in your business. An in- 
quiry will receive prompt at- 
tention... with no obligation. 








the ESSMUELLER Geneans 










Engineers @ Manufacturers 





1224 S. 8TH ST. ST. LOUIS 4, MO. 








Quick Prices... Quality Production 
Prompt Delivery for Every Need! 


Complete facilities to produce the fin- 
est plates of every type are at your 
service . . . including even a fully 
equipped shop to make the tools and 
dies required. Metal name-plates, 
signs, dials, gauges, data and instruc- 
tion plates, panels, and metal com- 
ponents are promptly availabie. We 
handle any process, any metal, any 
colors .. . decorative bezels, escutch- 
eons, and intricate formings. You are 
invited to take advantage of the skill 
of our designers without obligation. 
Send for free booklet showing Mayer's 
unsurpassed facilities for designing 
and producing quality plates eco- 
nomically. Write us today! 


GEORGE J. MAYER CO., “Since 1884” 
546 East Market Street ¢ Indianapolis, Indiana 
Sales Offices in Leading Industrial Centers 


NAME PLATES 


by MAYER 


NK<&)>BELT 


LER CHAIN DRIVE 





PuRCHASING 

















the right 





fo exact 
specifications... 


is a tradition at Indiana! And now with 
expanded facilities brought about by 
the addition of the Sneath Glass Com- 
pany’s Plant, Indiana offers GLASS IN 
THE RIGHT COMBINATION: 


Hand « Machine « Hand Blown « 
Machine Blown ¢« Pressed & Blown 
¢ Hand or Machine Decorated 


So, if you contemplate a new product 
incorporating Glass, or decide that it is 
time to change a present one, make full- 
est use of Indiana's technical help . 
you will find it a good connection. 








INDIANA GLASS COMPANY 
Dunkirk, Indiana 
SNEATH GLASS COMPANY ° A subsidiary 
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NV © EXECUTIVES 
LOA f: © SALESMEN. © PUBLIC OFFICIAL 


* POLICEMEN © FIREMEN ® OUTDOOR MEN 


REPORTERS °® FIELD INSPECTORS ® DOCTORS © LAWYERS. ETC 


DICTATE IN YOUR 
CA 


INVERTERS 


A.C. Huh CURRENT 
Anywhere es 

in your own car!! 
ATR INVERTERS . . » expecily do- 


signed for operating stonderd 110 vel 
AC. Tape R Wire R 








easy T 


A VALUABLE TIME SAVER FOR: 


@TRAVELLING SALESMEN—Dictate reports in your own car. Send 
There is on ATR INVERTER for most your dictated reports in deily to your home off.ce or sales manager 


epplicetions for inverting D.C. Volt- Fie msn Inspectors s INVESTIGATORS —Di ctote your field inspec 
nm the field—on the spot. Gi plete st 
eges (renging from 6 velts D.C. Gonran end eomplalale. Include your B ] pT mw ae aa 
te 220 velts D.C.) te 110 volts ag ys pom pe J Gore. end record vous house calls fn Me comsle 
Specielly Designed ¢ i everyth. re x] your ™ “ee 
Ac. i . “ac. Redi + a covert ter tronacrigtion by pone fe office gir 


LAWYERS -Record evidence in the field of your client's premises 
Obtain factual end complete witness reports, etc 


@EXECUTIVES—Dictate in your car all business matters while on 
Chengers clevision Sets, Ampll trips for pleasure or business 
fiers, raving Systems, Redie Test @PUBLIC OFFICIALS—Dictate complete field reports 


your cor 
Obtein recorded opinions end expressions of Mr Py lie ” ‘ne fed 

Equipment end mest smell electri- Dictate your business reports while traveling 
end electronic devices FRO @POLICE SQUAD CARS—Dictate accident reports right on the scene 
be VOLTAGES In avrowoni.as, Compigte ond factual, Inciege wine vecarangr at ware 


time. Heve the complete story eveileble by dictation. 
BUSES, TRUCKS, SHIPS, TRAINS, om TRUCKS—Dictete your hre reports fectually 


end complete on 
PLANES AND IN D.C. DISTRICTS. the scene and include witness reports. Hove the complete story 


@ AMBULANCES—D ctote complete reports of your embulonce run. 
Additions! information avelieble Include witness recordings, etc 


jon request, @ ADVERTISING AGENCIES Use AC opersted animated oF illumi 
— nated displays in or on the co 


PISHERMEN “ HUNTERS —Uce our electric ranor of camping 
1 FR it ATR INVERTER! a ips, operating * " car Also small home redios and other 





you 
electrical or electr vonie tems 
. given away every 30 days tof eCAMPERs—Mate your camping ond outing Wibt more exciting 


o mia-masters, tape 1 
lucky registrant of preceding Tons sour aor battery 


Mai postcor your WAREHOUSE & MATERIAL HANDLERS—Dictote your inventory 
nae . ae — 3 - a nd meterel handling reports on the scene, in the warehouse 
registration request today! 


yerd, or wherever you may be 


. 


NEW INVERTERS 


or wire recorden opereting 

















How, 
NO oly NO“ 0h JY 
WRITE FOR NEW FREE LITERATURE 


eyo AE cto «/ NEW MODES \/ NEW DESIGNS 4/ NEW LITERATURE 
“A” Battery Elimineters, DC-AC Inverters, Auto Redie Vibrators 















merican Tetevision 2 Ravio Co 
Zuality 


Products Since 1931 
SAINT PAUL 1, MINNESOTA—WU. S. A. 
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DECAL ZZ" 


—for difficult 
highly- 
specialized 
applications 





















RANT 


—for long 
day- after-day 


Meyercord Laboratory and Production 
Experience —PLUS Unexcelled 
Service —to Serve You Better! 


Sometimes we are too prone to tell our friends about 
the spectacular achievements of Meyercord in solving 
those “impossible” decal transfer applications . . . like 
the new E-51 aircraft decals that resist up to 900 degree 
temperatures of jet engines, as well as the ravages of 
strong solvents and aircraft fuels. Specialized decal ap- 
plications are a mighty important part of our business 
. but we’re still first and foremost in the business of 
supplying standard Meyercord nameplate and identifi- 
cation decals for a multitude of products. Whether you 
make typewriters, appliances, electrical conduit . 
any product that is turned out on long-time produc- 
tion runs ... be sure to investigate the advantages of 
Meyercord decal transfer uniformity, fine quality and 
absolutely unbeatable service on your production line. 


Send for This MANUAL of MEYERCORD 
DECAL NAMEPLATES 


Shows hundreds of uses for dura- 
ble, washable decal nameplates... 
as trademarks, instruction charts 
or diagrams—in any size, colors, 
or design. Tells how Meyercord 
Decals can help you cut costs and 
speed production. This manual is 
FREE . . . request it on your busi- 
ness letterhead, please. 


THE MEYERCORD CO. 


Warlds Largest. ‘Decabeomania Mami “fa uWire 


DEPT. M-302, 5323 WEST LAKE STREET + CHICAGO 44, ILLINOIS 
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Here's a 
Money-Saving 


. for cleaner, sounder 
welds — less downtime 


— increased production 


AMPCO WELD’ 


Spot-welding Tips 





Get tough with your spot-welding costs. Re- 
duce downtime, get longer runs—use Ampco 
Weld spot-welding tips. These electrodes have 
unusual resistance to mushrooming and wear 


fi 1 They have high electrical conductivity, too — 
they stay cooler, don’t stick to the work. 


, That’s why Ampco Weld resistance-welding 

(\ | ‘ tips require far fewer dressings, stay on the 
. job longer, save you money because of fewer 
shutdowns. Order Ampco tips today — and 


step up your production for lower costs. 
<> Ampco Metal, Inc. 
Dept. P-12, Milwaukee 46, Wisconsin 


West Coast Plant ¢ 
*Reg. U. S. Pat. Off. 


Burbank, California 


RW-8A 





Every Purchasing Agent 
Should Have This Book 


“Profiting From Industrial Standardization” — 
$5.50 
By Benjamin Melnitsky 
Foreword by Stuart F. Heinritz 


You will find complete and down-to-earth information 
on materials standards and specifications . . . purchasing, 
process and finish specifications . . . parts standards... 
manufacturing standards ... design practice standards 
. . » proper review intervals . . . and on through the en- 
tire subject of how your company can benefit from a 
standards program. 

How to use tested methods to develop and revise stand- 
ards—how to organize and use a nomenclature system— 
how to allocate standards activities, responsibilities and 
authority—how to organize company standards—all these 
and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 


Free 10-day Examination 


CONOVER-MAST PUBLICATIONS, 
Book Division 
205 East 42nd Street, New York 17, N. Y. 


INC. 
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“Inside” 


Tube 


Distributors 







All of us who are inside our new, ultra-modern 50,000 sq. ft. warehouse 
can’t help feeling a great sense of pride. We are proud that our policy 
of service, at all costs, has helped us grow through the years. Now, this Warehouse Distributors: 
ideal of service can be realized to the fullest. To our many friends, this aimceart Aus 
means “SERVICE” in meeting your requirements, no matter how large COMMERCIAL QUALITY ALLOY, 
STAINLESS AND CARBON 


ll. To those seeki truly d lable s e of supply, w est 
or sma o those seeking a truly dependable source of supply, we sugg ‘edie ianiaiea 


that we be given an opportunity to prove that this is the plant that serv- 
ice built. You’ll be pleased with our friendly efficiency, from initial ALLOY BARS © BOILER TUBES 
inquiry to speedy delivery from our large stock, designed to meet 


your normal and special requirements. 





TuBE DISTRIBUTORS 





i ye am 8 ao . eh we 4 











GARDEN CITY, NEW YORK « Telephone: GArden City 3-5000 


TO-108 
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c This husky long-lived Box-type Counter is easy reading at a distance. Figure out how 
q available with 6 figures, ineither the ratchet this counter can be built into your product 
q model, or in the new geared model with as anew sales advantage over competition. 
bearing inserts. This new gearing permits Write: 
speeds of 1,000 counts per minute, which VEEDER-ROOT INCORPORATED 


makes the counter adaptable to prac- saa - eee, rT oe er 
. . icago 6, lll. * New , N.Y. * Greenville, S. 

tically any manufacturing Process Montreal 2, Canada * Dundee, Scotland 

where large figures are wanted for Offices and Agents in Principal Cities 
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Keystone Steel & Wire Company 





COLD HEADING WIRE 
EXCELLENT FLOW PROPERTIES 


—!} PROLONGS DIE LIFE 
2) 
FEWER REJECTIONS 
REDUCES INSPECTIONS 


You gain increased efficiency from your cold heading ma- 
chines when you specify KEYSTONE “Special Processed” 
Cold Heading Wire. The excellent flow properties of this 
“Special Processed” wire assures uniform, strength-giving 
grain structure which “trademarks” high quality production. 



































Rigid quality controls and careful selection of raw materials — 
plus our own exclusive drawing and heat treating process 
gives KEYSTONE “Special Processed” Cold Heading Wire 
unsurpassed structural soundness and uniformity for all your 
difficult cold heading operations. For further information, 
write Keystone Steel & Wire Company, Peoria 7, Illinois. 


TS 
INDUSTRIAL WIRE SPECIALIS | 





PEORIA 7, ILLINOIS 
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Gair is always “Johnny-on-the-Spot” when you want 
fast delivery of corrugated or solid fibre shipping containers. 
Our neighborhood service keeps Gair shipping containers flowing, 
without interruption, to the high-speed production lines of nearby manufacturers. 
Call your nearest Gair Plant for speedy delivery of 
shipping containers ... containers that meet your every requirement. 


GAIR NEIGHBORHOOD PLANTS 
CAMBRIDGE, MASS. @ CLEVELAND, OHIO @ HOLYOKE, MASS. @ MARTINSVILLE, VA. © NO. TONAWANDA, N. Y. 
PHILADELPHIA, PA. @ PORTLAND, CONN. @ RICHMOND, VA. @ SYRACUSE, N. Y. © TETERBORO, N. J. 


; 


Do you have your copy of the Container Handbook? If not, write for one today. 


™~ SHIPPING CONTAINERS 
Al | nasistaleenes 3 
e PAPERBOARD 


ROBERT GAIR COMPANY, INC. + 155 EAST 44TH STREET NEW YORK 17 
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| MATERIALS-HANDLING NEWS 








nel Discussions by Bassick, World’s Largest Manufacturer of Casters and Floor Protection Equipment * 














































































































Latest Bassick contributions to 
jetter handling at lower cost 


Three new casters deliver smooth 
performance under load 


NEW “FORM-FORGED” 
$99 Heavy-Duty Steel Caster 


Structurally shaped of heavy-gauge 
steel, this rugged new caster handles 
loads up to 1500 Ibs. It comes in 5”, 6”, 
8” and 10” sizes, has double ball race 
with fully hardened raceways for long 
service. Forged, semi-steel or rubber 
tread wheels with 2%” tread width. Use 
it for tough jobs like powered assembly- 
line dollies, heavy trucks and equipment. 








NEW “DIAMOND-ARROW” 


H68 Light-Duty Truck Caster 


Built to carry loads up to 350 Ibs., 
new 5” and 6” casters give 
louble ball bearing swivel 
) at a lower price than com- 

ible casters with single ball 

ing swivel. Roller bearing 
eels with soft rubber or tough 
tlasite solid composition treads, 
ith thread guards. 








= NEW “FLOATING-HUB” 


8” and 10” “Form Forged” Steel Casters 


Bassick’s famous “Floating-Hub” 
design in two new sizes for loads up to 
1000 Ibs. per caster. Built for general 
duty, these shock-absorbing steel cas- 
ters furnish utmost protection against 
shocks caused by bumpy floors. Less 
wear on trucks because wheels absorb 
bunps — less wear on floor because the 
caster takes the impact. 








Check your Bassick distributor for details 


he answer to ‘your caster or floor 
protection problem is no farther 
away than your telephone. Use it to 
find out from your Bassick indus- 
trial distributor how Bassick equip- 
ment can help you move materials 


faster, at lower cost. He'll be glad 
to give you specific recommenda- 
tions for putting the new Bassick 
developments described above to 
work in your plant. 
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This Groove Simplifies Many | 
Materials-Handling Problems 


If you're moving loads often in 
the same direction, Bassick casters 
with “V” grooved wheels can do it 
easier and more economically. Cas- 
ters roll on inverted angle iron track 
— make movement 3 times easier 
than with flat wheels in direct con- 
tact with floor. Track is easil 
installed, inexpensive, and self- 
cleaning. Bassick grooved-wheel 
casters are made in 4”, 6”, 8”. and 
10” sizes, swivel and rigid. 


How it Works at 
Brookhaven 


Expensive apparatus is easily and 
safely positioned at Brookhaven 
National Laboratory, Upton, N. Y.. 
by Bassick heavy-duty grooved 
wheel casters. 


THE BASSICK 
COMPANY 


Bridgeport 2, Conn. 


In Canada: 
Belleville, Ont. 


id 


Bassick «i, 


MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE Cn) 
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GIVE YOU BETTER 
PERFORMANCE AT 
LESS cosT! 


For 34 Years Manufacturers of 


Quality Towels, Toilet Tissue and Paper Napkins 











Fort Howard’s method of treating pulp fibers results in superior 
paper towels that give you superior towel performance. A 
typical example is Fort Howard’s Pure-White Plyfold — with 
Controlled Wet Strength for firmness and strength when wet 

. with Stabilized Absorbency so Plyfold retains its drying 
power regardless of towel age. Like all Fort Howard Paper Towels, 
Plyfold has sufficient body for maximum absorbency. 


Each of the eighteen grades and folds of Fort Howard Paper Towels 
has these three requirements of a good paper towel. In addition, 

all Fort Howard Towels are Acid Free . . . feel good, are easy 

on your hands. You can feel the difference in Plyfold yourself 
—and you can see how they dry faster, better, more economically. 
Call your Fort Howard Distributor Salesman today! 


Fort Howard 
Towels Fit 
Any Folded 


Towel 
Cabinet 





FORT HOWARD PAPER COMPANY 
GREEN BAY, WISCONSIN 





PARKER PEN 


writes “low operating costs” 


into new building plans 
-- specifies JENKINS VALVES 


. Architect: JOHN J. FLAD & SON, MADISON, WISCONSIN 
Mechgnical Enginegps:. 
BELLNG ENGINEERING CONSULTANTS, MOLINE, ILL. 
Generat Contractot:*, S. WILLIS, JANESVILLE, WIS. 
Plumbing, Heating, Air Conditioning, Piping. 
HYLAND HALL & CO., MADISON, WIS. 


Parker Pen Company’s new $4,500,000 plant at 
Janesville, Wisconsin, reflects in fine exterior styling 
the advanced interior design for operating efficiency. 
Facilities to triple previous production are combined 
in an ideal working environment. It is a fitting new 
home for the company that has earned the reputation, 
*“Master pen makers for the world.” 


In modern buildings, advanced design is indicated 
ely by facilities that increase the complexity of the 
ng, and place a heavier burden on its components. At the new Arro 


at control er oO ; 
Parker’s new Arrow Park plant, for example, a plant- aa er 


. es . $s 
year-round air-conditioning system, served by two cubic feet of sap agg t 
hp boilers, requires up to 1500 gallons of water per other plumbing, 
ute, delivers 400,000,000 cubic feet of dustless, purified process lines. 
per day. 


installed 

ant, Jenkins Valves are insta 
‘ ee aes circulating the a 
lion gallons of water, and 20, 7 
ysed monthly, and on al 
fire protection, and 


ssure trouble-free operation of such facilities, all com- 
ents must be selected on the basis of proved depend- 
ty, safety, and long-range maintenance economy. The 
sion to standardize on Jenkins Valves was made after 
ful study of performance records in all types of service. 


confidence in the demonstrated extra measure of J EK N Kl N S 7 
ency and economy provided by Jenkins Valves is shared ey Bd q 


lant operating managements in every type of industry. ik et ee 


ite this extra value, you pay no more for Jenkins Valves. \V ALVE S a ENKINS 
.ew installations, for all replacements, let the Jenkins 4 43 — 
nond be your guide to lasting valve economy. Jenkins ae 

, 100 Park Ave., New York 17. ‘. 7 IP cst _ 
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Sold Through Leading Industrial Distributors Everywhere 
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